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Want a stronger line? 
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Next time a Webster order is delivered, 


check Webster's superiority for yourself. Note 


the carton its greater strength and sounder 
construction an extra that assures delivery, 


factory-perfect, to your shelves. Note the 
slide-drawer ribbon cartons, labeled for quick 
identification and designed for efficient han- 
dling of shelf stock—a Webster exclusive for 
many years. Note the boxes — their beauty 
of design and the extra heavy stock of which 
they're made. They add prestige and smart- 


ness when displayed and withstand the 












Extra values YOU can check 








New York, Phil 





f/f 
It's WEBSTER'S ! 


When you sell carbon papers, ribbons, duplicat- 
ing and office supplies, you need competitive 
strength ... Webster's line gives it to you in an 
unbeatable combination of high quality, wide 
variety and attractive packaging 





roughest treatment in the hands of your cus 
tomers. Test the products themselves in your 
own office work and you'll see how 
superior materials and experienced manufac- 
turing combine to give longer service and 
uniformly satisfactory results 

Add to Webster's quality these four extra 
dealer values: Forty-one years of consistent 
advertising in THE SATURDAY EVENING 
POST and other national magazines...a 
sixty-two year record of friendly cooperation 
with dealers . . . experienced merchandising 
specialists to help you sell more. . . adver- 
tising aids to increase results from your local 
promotions. 

Check them all. They add up to a stronger 
line. Stock the profit line. Stock Webster's. 


Webster's wareho 


adelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 

















F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1951, 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $6.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $7.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $9.00. 
Single copies, thirty-five cents in the U. S. and 
its territories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the grownd 

for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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For the benefit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
usiness office are represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 
to commu te with the service bureau, through which the information will be promptly and cheerfully furnished by letter 
without obligation. 


a unting Systems Equipment 
Adding Machine Part 
\ 
Adding Machine Rolls 
Adding a el 
iv 


\ nm. ¢ 
| 4 


Adding Machines Rebuilt & Used 
R ich. Cort 


addressing Mact ines 
H { 


Ma rA 
N e of 
W er A 


Adhesives 


Arch & Clipbo ard Ff 
« ‘ 
} \ l 
i t X 


Associations, Tra 
Atlases Secgragt al 
Autograph Registers 


H 
Bank Supplies 
} W 


Bankers Note 


Billing Machine 


a 


inders, Catalog & Periodical 


\ 


inders, Perma nt Storage 


I \ ! 


Blackboards 


Blankbooks 


Blueprint & Plan F ile abinets 


Bond Box 


Book Cases 


Beokkeeping Machines 


Books, Business Mana 


Box Letter Files 
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Mayfair Company, The 
Rockwell-Barnes Co 
Ww s Mfg. Co 
~~ & Zipper Cases 
ypelt, Charles, & Co. 
; be File & Binder Co., Inc 
Master-Craft Corp 
Stationers Loose Leaf Co 
Bulletin Boards 
Rowles, E. W. A., Company 
Business Forms 
erican Pad & Paper Co. 
Associated Stationers Supply ‘ 
Exline, William, Inc 
I 
I 





leral Business Products, Inc 
jeal System Company, The 
Tops 
Cabinets, Refreshment 
Springer Industries, Inc 
Caleulating Devices 
lated Business System 
Shipman-Ward Mfg. Co 
Victor Safe & Equipment Co 
Calculating Machines 
Addo Machine Co., Inc 
Allen, R. ¢ Business Mehs., I 
Barrett Adding Machine Div 
‘ ry Multiplier Corp 
Friden Cale. Mch. Co., Inc 
Monroe Cale. Mch. Co 
Odhner Sales, Inc 
Sr h, L. € & Corona Tw 
Swift Business Machines Corp 
Victor Adding Machine Co 
Cateutating Machines, Used 
Re 








able Twp. & Adding Mch. ¢ 
Shipman-Ward Mfg. Compar 
Cotenter Pads & Stands 
x, Geo. B., & Co. 
Standard Diary Co 
Stark Calendars, In 
Carbon Papers 
See Ribbons & Carbons 
Card index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index Ce 
Art Metal Construction C« 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republi 
( Steel Equipment Co 
Columbia Steel Equipment 
‘ ry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Guide System & Supply ¢ 
Hedges Mfg. Company 
Home-O-Nize Co., The 
Imper Methods Co. 
I e Metal Furn. Co 
Mayfair Company, The 
Metal Office Furniture Compar 
Rockw Barnes Co 
Shaw-Walker Co 
Weis Mfg. Company 


Yawman & Erbe Mfg. Co 
Card index Files, Seniion 
Bus Efficiency Aids 

Diebold, Ine 

F« Business Bauip., Ir 

Zephyr American Corp 
Cards, Business 

WW John B., & Co 
Cash Boxes 





Art Steel Sales Corp 
Central Can Co., Ine 

( Steel Equipment C« 
General Fireproofing ¢ 

G le System & Sunrply Cs 


Mayfair Company, The 
Peerless Steel Equipment C¢« 


Rockwell- Barnes Co 
Cash Register Parts 
Int'l Cash Register Parts ¢ 


Cash Tills 
Indiana Cash Drawer Co. 
Casters, Caster Bearings, Slides 
Darnell Corp., Ltd 
Master Mfg. Co 
Chair rene 


Seng pany, The 
Chair Mats 
Fox, Ge E.. & C 
Hardboard Fabricators, In 
Office Furniture Wise. Distr 
Ser e Prod. Div. Woodall 
Chairs, Folding 
4 rondack ¢ air ¢ 
K il Metal Mfg. ¢ 
We oe r Cory 
Chairs, Office 
4 m Seating Cory 
Ard Mfg. Co., In 
Art Metal Construction ¢ 
B i Mfg. Company 
bb t Chair Co 
( Posture Chair 
ey eering Mfg. Co 
Ir Cross Co 
( ral Fireproofing Co., The 
( 1 Rapids Lthr. Furn. ¢ 
( son Mfg. ¢ 
( ke. W. H., Chair Co 


Harter Corp., The 
High Pt. Bending & Chair ¢ 





I rial Leather Furn. ¢ 
per Chair Co 
Seating ¢ 
nes Chair ¢ 
Marble t. L., Chair ¢ 
Metal Office Furniture ( 
M Herman, Furniture ¢ 
M nukee Chair ¢ 
Milwaukee Metal Furn. ¢ 
Riteform Chair Co 
Royal Metal Mfg. Co 
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Shaw-Walker Co 
Shepherd Chair Co 
Stanley Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co 
U. 8. Chaireraft Mfg. Corp 
Wells Chair Corp 
Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co. 
Fritz-Cross Co 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co. 
Jasper Chair Co 
Johnson Chair Co. 
King Posture Chair Co 
Marble, B. L., Chair Co 
Metalstand Company 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 
Ohio Chair Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
lasper Chair Co 
Wells Chair Corp 
Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Cheekwriters and Signers 
Safeguard Corp 
Clipboards 
See Arch & Clipboard Files 
Coat and Hat Racks 
Vogel- Peterson Co. 
Coin Bags, Trays, Wrappers 
Exline, William, Ine 
Continuous Forms 
Hano, Philip, Company 
Copyholders 
Acco Products, Inc 
Bankers Box Co 
Copy Right Mfg. Corp 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co 
Fox, George E., & Co 
General Fireproofing Co 
Globe-Wernicke Co 
Hedges Manufacturing Co 
Imperial Methods Co 
Maso Steel Products 
Mayfair Company, The 
Metalstand Co., Inc 
Morris, Bert M., Co 
Peerless Steel Equipment Co 
Sell ¢ orp 
Sengbusch Self-Clos. Inkstand (« 
Service Prod. Div. Woodall 
Shaw-Walker Co 
Stempel Mfg. Co 
Valco Company 
Weis Mfg. Co. 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Costumers 
Ard Mfg. Co., Inc 
Dale Office Furniture Mfrs 
obe-Wernicke Co 
LaSalle Products Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
Tubecrafters Sales Div 
Valeo Company 
Vogel-Peterson Co 
Wells Chair Corp 
Covers, Loose Leaf 
Ellingsworth Mfg. Co 





Dixon, Jos., Crucible Co 
Rowles, E. W. A., Co 
Cushions & Pads, Chair 
Fox, Geo. E., & Co 
Perfect Rubber St. Cushion Co 
Dating Stamps 
American Numbering Machine (« 
Rates Mfg. Co 
Force, William A., Co 
Fulton Marking Equipment Co 
Rivet-O Mfg. Co 
- ~ Bumpers 
‘ox, Geo. E., & Co 
Desk Lamps 


Bainbridge, Kimpton & Haupt, Inc 


Copy Right Mfg. Corp 
Flexo Int'l Corp 
General Lamps Mfg. Corp 
Industrial Lamp Corp 
Marks Mfg. Co 
Mayfair Company, The 
Wells Chair Corp 
Desk Name Plates 
Acme Products Co 
Foree, William A 
Kutch, Walter E., Co 
Rowles, E. W. A., Company 
Desk Pads and Tops 
Chicago Desk Pad Co 
Fox, Geo. E., & Co 
Office Furniture Wise. Distr 
Wilson Jones Co 
Desk Pen & Ink Sets 
Esterbrook Pen Co 
Gregory Fount-O-Ink Co 


Morris, Bert M.. 
Sengbusch Self-C = Inkstand Co 
Desk Side Files 
Amberg File & Index Co. 
Business Efficiency Aids 
Cole Steel Equipment Co. 
Rockwell- Barnes Co 
Yawman & Erbe Mfg. Co 
Desk Trays 
(See Correspondence Trays) 
Desk Work Distributors 
Advanco P “eer, Div. ASB 
Fox, Geo. E., & Co. 
Globe -Wernicke c ° 
Victor Safe & Equipment Co 
Wilson Jones Co 
Desks 
Alma Desk Company 
Art Metal Construction Co 
Bentson Mfg. Co. 
Browne- Morse Co. 
Clemco Desk Mfg. Co., The 
Commercial Furniture Co. 
Corry-Jamestown Mfg. Corp 
Federal Equipment Co 
General Fireproofing Co 
Hoosier Desk Co 
Imperial Desk Co. 
Invincible Metal Furn. Co 
Jasper Desk Co 
Leopold Co., The 
Lincoln Desks 
Mayfair Company, The 
Metal Office Furniture Co 
Miller, Herman, Furniture Co 
Myrtle Desk Co. 
Orna Metal Products Co. 
Peerless Steel Equipment Co. 
Shaw- Walker Co 
Standard Furniture Co 
Victor Safe & Equipment Co 
Wells Chair Corp 
Worden Company, The 
Yawman & Erbe Mfg. Co. 
Diaries 
See Memo Books) 
Dietating Machines 
Miles Reproducer Co., Inc 
SoundScriber Corp 
Dictating Machines, Used 
American Dictating Machine Co 
Shipman-Ward Mfg. Co 
Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp 
Drafting Tables 
Engineering Mfg. Co 
Stacor Equipment Corp 
Duplicating Machines & Supplies 
Addo Machine Co., Ine 
Amer. Photocopy Equipment Co 
American Stencil Mfg. Co. 
Bainbridge, Kimpton & Haupt, Inc 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp 
Dick, A. B., Company 
Hart Mfg. Co 
Heyer Corp., The 
Ink Specialties Co 
Manifold Supplies Co 
Marr Duplicator Company, Inc 
Miller-Bryant-Pierce Co 
Multistamp Co 
Olid Town Corp 
Peerless- Imperial Co., Inc 
Print-O-Matic Co., The 
Queen Ribbon & Carbon Co 
Rex-Rotary Distr. Corp 
Smith, L. C., & Corona Tws 
Speed-O- Print Corp 
Technygraph Co,, The 
Victor Safe & Equipment Co 
Wolber Duplicator & Supply Co 
Wright Dupl. Div. Hart 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Halverson Specialty Sales 
Envelopes 
Cooke & Cobb Company 
Nat'l FiberstoK Envelope Co 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfg. Co 
Wilson Jones Co 
Envelopes, Plastic 
Cooks’ In 
Markilo Co 
Eradicators, Ink 
Carter's Ink Co 
Erasers, Ctestinere 
Rowles, E A., Company 
Erasers nebber 
American Pencil Company 
Dixon, Jos., Crucible Co 
Koh-I-Noor Pencil Co 
Roberts, Weldon, Rubber Co 
Expense Books 
Beach Publishing Co 
Boorum & Pease Company 
Melton Publishing Co 
Eyelets & Eyelet Fasteners 
tates Mfg. Co 
Rivet-O Mfg. Co 
File Boxes, Fibre Collapsible 
Bankers Box Co 
Diebold, Ine 
Gilobe-Wernicke Co., The 
Guide System & Suppiy Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw -Walker Co. 
Victor Safe & Equipment Co 
(Continued on page 6) 





(Continued from page 5) 
Filing Cabinets, Metal 
Advanco Pred. Div. ASK 
All -Steel Equipment, In« 
Art Metal Construction ¢ 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Kepubti« 
Browne- Morse Co. 
Business Efficiency Aids 
Cole Steel Equipment Co 
Columbia Steel Hquipment 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co 
Geller, J . 
General Fireproofing Co. 
Globe-Wernicke co 
CGiuardsaman Safe Co 
Invincible Metal Furn. ¢ 
Keystone Steel Equip. (+ 
Metal Office Furniture Co 
Veeriess Steel Hquipment ¢ 
Kemington Rand, Inc 
Kockwell- Barnes Co 
Shaw-Walker Co 
Top Flignt Products (¢ 
Victor Safe & Equipment ¢ 
Weis Mfg. Company 
Yawman & Erbe Mig. (« 
Filing Cabinets, Wood 
Bainbridge, Kimpton & Hau 
Globe-Wernicke Co 
Imperial Methods ( 
Weis Mfg. Co 
Wells Chair Corp. 
Filing Suppties 
Acco Products, Inc 
Advaneo Prod. Div. ASK 
Amberg File & Index Co 
Art Metal Construction ¢ 
Art Steel Saies Corp 
Barkley, ¢ L., & Co 
Browne- Morse Co 
(Cooke & Cobb Compan 
Corry-Jamestown Mtg. Cor; 
filobe-Wernicke Co 
(iuide System & Supply ¢ 
Imperial Methods Co 
Metal Office Furniture Co 
Nat'l FiberstoK Bnvelope ¢ 
Northern States Envelope ¢ 
Oxford Filing Supply Cx 
Quality Park Envelope (« 
Kockwell- Barnes Co 
Seil Corp 
Shaw-Walker Co 
Smead Mfg. Co., The 
Victor Safe & Equipment ¢ 
Warshaw Mfg. ¢ 
Weis Mfg. Co 
Yawman & Erbe Mfg. (% 
Finger Pads 
Speed Products Co 
Fountain Brush Pens 
Speedry Products, In 
Fountain Pens (incl. Ball Pt.) 
All-Rite Pen in 
Esterbrook Pen (« 
Kahn, David, In 
Seripto, Inc 
Globes, Geog 
Cram, Geo, F., Co 
Gummed Cellulose Tape 
Minnesota Mining & Mfg. ¢ 
Gummed Cloth Rings 
Reyburn Mfg. Co., Ine 
Gummed Tape & Sealing Machines 
Minnesota Mining & Mfg. ¢ 
Reyburn Mfg. Co., In 
Honor Rolls 
Kutch, Walter E., Co 
index Card Signals 


(See Signals, Index Card 


hical 











Index Tabs 
Amberg File & Index Co 
Associated Cellulose Prod. Cory 


Barkley, C. L., & Co 
Elbe File & Binder Co., In 
Kxzyindex Products Company 
Globe-Wernicke C« 
Graff, Geo. B., & Co 
Guide System & Supply ¢ 
Markilo Co. 
Master-Craft Corp 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, C. B., Co 
Speed Products Co., In 
Victor Safe & Equipment ¢ 
Warshaw Mfg. Co 

inks, Adhesives, Ete. 
Carter's Ink Co 
Fulton Marking Equip. (: 
Higgins Ink Co., Inc 
Ink Spectalties Co., Inc 
Rivet-O Mfg. Co 


Inkstands 
Cushman and Denison Mfg. ¢ 
Sengbusch Self-Clos. Inkstand ¢ 


Knives, Office 
Gits Molding Corp 
X-acto Crescent Prod Co. I 
Labels 
Imperial Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Company, In 
Warshaw Mfg. Co 
Weis Mfg. Co 
Ladders, Library, Store & Vault 
Cotterman, I. D 
Leads for Mechanical Pencils 
Dixon, Jos., Crucible Cx 
Kahn, David, Inc 
Listo Pencil Corp 
Leather Goods 
Canvas Products Corp 
Doppelt, Charies & ¢ 
Letter Trays 
(See Correspondence Tras 
Library Equipment 
All-Steel Equipment, Inx 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Co., Inc 
Loekers & Storage Cabinets 
All-Steel Equipment, In 
Art Metal Construction «(' 


s Equiy ‘ 
( W ke ¢ 
neit Metal Fur ( 
stone & } ‘ 
haw-Walk ( 
Yawman & Erbe Mf ‘ 
Loese Leaf Books & Devices 
Ar er I &! { 
' . & Pea ( 
I I ‘ I 
‘ I B ‘ 
‘ &B ‘ 
Cc. } ( 
eaf ¢ 


Loose Leaf Books & Systems 
Loose Leaf Metals 
Cc. I ‘ 
\ ( 
oose Leaf Sheet Covers, Plasti 
k ‘ 
I & ‘ 
yvose Leaf Tray Binders 
} ‘ 
~ : Cc. I ( 
B Mi Vv 


Mail Bags, Canvas or Leather 


r ‘ 
Mail Distributors 

| LD ish 
WW ‘ 


Safe & } ‘ 
Manifold Books & Business Forms 
I’ ‘ I 
Manufacturers’ Representatives 
‘; - \ “= 
Map Tacks 


Mags, Globes, Ete 
\ K 


Marking Devices 
‘ \ « 


Matched Office Suites 
( I 


Vl H " I ( 


. r 
Memorandum Books 


Memerandun Devices 
\ M 
Mending Tape 
Metal Badges, Checks, Tokens 
M ieteners 
K 0 M ( 


Name Plate Labels 
Numbering Machines 
‘ N 


Mf ( 
VW \ 
~ K \ ( 


Office Furniture Sectional Units 
‘ ‘ 


Rock 3 ( 
Office Furn. Warehouse Wholesalers 
oft } W eD 
Office Partitioners & Railings 

f W ( 


Office Printing Outfits 
\\ \ 


& 
M i } ‘ 
Pads, Figuring 
« 
I 
Paper 
\ & ‘ 
Paper Clamps 
i “ 
* DD Ml ( 


Paper Clips 
& 7 \ ‘ 


Vl ‘ 
Paper Fasteners and Washers 
o ‘ i ~ 
Paper Fastening Machines 
} 


( 


Parcel Post & Postal Scales 


Paste 

~ | \ 
Pen & Ink Sets 

> lesk I’ « 
Pencil Sharpeners 

\ } 


Pencils, Mechanical 


Stamp Pads 


r rbrooxk I’ ‘ i ‘i ‘ 
Da l ‘ Ink ¢ 

» Pen ‘ t WW ‘ 1 \ 

t Ir } Mark k 
Pencils, Wood Cased Lead j P ess ¢ 

American P ( R O Mfg. ¢ 
) Jor ( ( Stew R.A & f 

l-Noor } 


Penholders 


Pens, Steel 


Stamps, Duplicating 
Mi ‘ 


Stands for Office Machines 
I I 


er k Pen ¢ All-S juip 
I er Pen ( ( s ka ( 
Sengbusen Se ( Ksta ‘ Steel Eq 
Photo Mailers . I ro ‘ 
i re ¢ ! ‘ 
Pins & Pin Containers > P 
ab ef DD ~ i k Steel S ‘ 
i Mi ‘ ‘ pa 
Piaques M al Mf 
Wa t ‘ Wa M 
Piatens, Typewriters, Et: rin > ‘ 
> Wa vi ‘ \\ ( ‘ l 
Posting Trays & Stands Staples and Stapling Machines 
s Loose La ! \ j ‘ 
g Kqu ‘ t ‘ 
Presentation Covers \ ‘ 
\ erg File & I { ( t 
I I « b ( i KE. Hu ‘ 
‘ Mire. ¢ ! Mr ‘ 
‘ ‘ ( P 


‘ I i i 
Price & Sign Markers 
| Ww i \ 


& ¢ 


i mn Mark ha ‘ \ \i ‘ 
S ‘ KR. A., & ¢ Stationery Racks 
Punches | s ~ 
7 ger . Stencils, Brass 
. I» : Work 
’ me&éti ‘ 
Wass ‘ Stenographer’s Note Books 
Englar l ‘ ll . 
; ( K KB ‘ 
Push Pins Stools 
eP hi ‘ } I ‘ 
Ribbons and Carbons rt 
\ Cart «& K vit ‘ ‘ ‘ 
un ¢ | Ml ‘ i M Mfg. ¢ 
s Mfe. ¢ \\ ‘ ( 
R & ¢ ‘ Storage and Transfer Cases 
Ink ¢ \ > kx ! 
Mi ( \ I & I 
~~ & \ \l i 
Su ( \ ~ s ( 
Bb ‘ I IB ‘ 
) l ‘ i Cc I & 
Ir ( M ‘ 
i ss ( | f Db K 
Kibt & i | ( 
é Typewriter ¢ ‘ “ , 
t Z nk I ‘ ~ } ( 
q ype ( ‘ M ‘ 
7 Wa M I 
H. M ( ‘ | ( 
( ‘ \ e ( 
s. I ‘ K Mig. ¢ ( S &S 
r. 8., ¢ if Ha Ma s ( 
\\ e, In I M ( 
Rubber Bands I M 
Kobe s, W K ‘ ‘ I 
Rubber Stamp & Plate Mfg. Mechs 1 o I 
\merican } ( 0 } = ( 
Rubber Stamps > ! 
i Kkers & M l I ‘ ! 
Rubber Type ! ; ‘ 
I W i \ ( \ ‘ 
s Kn. A ( I 1’ ( 
Rulers, Transparent \ I & 
U-a ik ( \\ ‘ 
Safes, Office y & Erbe Mfg. ¢ 


- Meta Cons ‘ Store Fixtures & Equipment 
unr ‘ \ : ba é | 
) 2 ga ' Strong Boxes. Fire Protected 
I> I 
( al | ‘ 
Globe- We + Sonch Mane 
Ha M Sau - . ‘ 
! e Me I ( . | , 
| b Sf ee sof S 
tty Sentech Tables 
i ” i \ { 
it gton Ra l ! M ‘ 
s Walker ¢ : M 
. s & ba ( : - ay 
K Sa & 1 K ¢ ; ; 
Sales Books ~ = : 
Sas a: M , ‘ 
Sand Urns “ 
‘ r ‘ 
wag he it Mig. ( 
\ Compa 
Sand Urns (Sandless - weal 
\ Mie. ¢ I oe 
Scrapbooks Safe & 3 ! 
t I & Bb . 7 ! 
Wer 
’ & | Ml ‘ 
Mfg. « 
\ low ‘ Tables, Folding 
\ 


Shelving 


Tablets & Pads 


Vl ‘ 


Kt ( I 
Mf D K Tabulating & Statistic Machine 
M ( K K I 
k, KR. K., Tags 
& Sa 
RK nr \I ‘ l 
. Mf ‘ Tax Records & Forms 
Show & Exhibitions M g ¢ 
\ al B S Telephone Accessories 
Signals, index Card i Ml ‘ 
I Tag & Sa ‘ k & B ‘ 
‘ ff, George B., « Mo ¢ 
\ r Safe & I Ss & | 
Signs, Changeable Letter \ ‘ 
R BE. W. A., ¢ Thumb Tacks 
Signs, Office Identificatior i ( ! ( 
I VW ‘ } ( 0 ( I) ~ 


Stide Rules 


\ ( 


ering Mf ( 

Smoking Stands, Office Time Clocks & Recorders 
‘ Mfg. Co \ Mfg. ¢ 
- s 4 + Trimming Boards 

( 4 I S s ‘ 
\ i i | " 


Sorting Devices 


Mfg. « 
& | 


Truck, Office, Stock, Vauit 


Type. Typewriter 
~ ‘ M 





Berger Mfg. Div. Republi Pen Refills 
Browne- Morse Co P 


Spindle Files 


‘ ( Continued bottom page 7 


OFFICE APPLIANCES, October, 


1951 


WANTS AND TOR SALE 


The rate for classified advertisements is twelve cents a word, minimum 


charge $2.40, payable with order. Add six words if box address is used 








SITLATIONS WANTED SALESMAN WANTED for various territories by manufac- 
.\ ‘ S OF OFFICE DUPLICATING Equipment turer of leather office chairs and lounge furniture. Write 
irous of honest, enthusiastic, intelligent Y-S2, care Office Appliances, 100 E. 42nd Street, New York 
ntation in the Dallas-Fort Worth area 17, N.Y 
Ba Bhrgg Re gp . aa R banal veers MECHANICS & REPAIRMEN WANTED 
ré ieNCé ) l¢ omce ‘ rice iz eit > —y = w ER , ek = 1" 
rit. Box K-61, care Office Appliances COMBINATION SERVICE MAN, Typewriters and Adding 


Machines with sales ability Steady employment on liberal 
nee een . ——_—_— basis. Muncie Typewriter Exchange, Muncie, Indiana 
EXECUTIVES WANTED PROGRESSIVE UNDERWOOD-SUNDSTRAND AGENCY lo- 






































FICE MACHINE and bookkeeping ma ated in southern state has opening for combination type 
well established concern in Los Ange writer-adding machine mechank Salary $300 month plus 
ssion. Give full particulars All ar override. Give complete information including references 
nfidential Box Y-75, care Office Ap Box Y-83, care Office Appliances, Chicago 6 

SERVICE MAN WANTED—$100 per week if you can qualify 

—— == ——— for the position. Must have car surgauer, 109 West Jack- 

SALESMEN WANTED | ‘ ay ees son, Muncie, Indiana. 

IRTUNITY for office machine salesme! WANTED: Good settled combination typewriter and adding 
ior West Texas. Will feature leading machine mechanic with 5 years experience, capable of run 
nes and other office machines. This is ning 3 man shop. Agents for Royal, Allen-Wales and others 

a hard working man with initiative Send picture, references State physical handicaps, bad 

Must have successful experience habits, liquor and beer drinking. 40 hours week, good pay 

nt Rate of « mmission and drawing Griffith Office Equipment Company, High Point, N. Carolina 
sendienee obvian Gas Ge ee TYPEWRITER AND ADDING MACHINE Mechanle, capable 


bility nil cleaa nae The Rake: of taking full charge of shop. Give complete information, 
; ‘ he _— 9 ; tara references and salary desired. Location in West. Box Y-84, 
















































































ibbock le ~ : ot" 
tte. “Ss. is are Office Appliances, Chicago 6 
PORTUNIT fo experien< side office Tin? Te? “TE TES : Tah fad Al WAltha\S7:! 73 Tle 
pcan SR itive ang, a Be TWO TYPEWRITER AND OFFICE MACHINES MECHANICS 
ess sl ) salesma fe al Y ; : A 
nbiti 4 4 —- - a a i “<r , wanted for an old establishment in the Southwest Only 
vay oe ‘ Mg net ipplicants with broad experience and A-1 references will be 
e for a man experienced in our lin - “t > Cy ee ey a : X 
ty, to tal tl pl of one of our to considered. Give full information with references, salary, 
a +P age ; ; . ete., in first letter. Box Y-85, care Office Appliances, Chi- 
ssed away This position is full time ; 
} } - cago 6 
es an excellent salary and commission = wey . ree " — ee 
mplete background and details of ex NEED EXPERIENCED OFFICE MACHINE MECHANIC in 
possessed of the proper qualifications our service department. Good pay and working conditions 
e arranged by our company, one of the for qualified man. Permanent teferences essential. Apply 
pply firms in the middle west. Box Y-76 W. L. Talbert, 124 North Wolcott St Casp r, Wyoming. 
I es, Chicago 6. nave oe ALL TYPES OF OFFICE MACHINES including National, 
nS ced in stationery and office equipment Remington and Sunstrand bookkeeping machines, also Ad- 
ling on top industrial and commercial dressographs. State qualifications All answers strictly con- 
sl} ucrative connection with leading fidential. Southern California Box Y-86, care Office Appli- 
iily idvertised lines Protected terri inces, Chicago 6 
rop commission and drawing account WANTED FOR SMALL REPAIR SHOP experienced man who 
mee is When in Chicago for Stationers can work on both typewriters and small adding machines 
K ¢ harmatz ‘ onsolidated Office Supply This is a permanent job with good salary and pleasant work- 
Dearborn Street, Chicago 5 ine conditions. Standard Adding Machine Co., 1543 Gratiot 
; RE AND SUPPLY firm in growing Spo Ave., Detroit 7, Michigan. 
ellent opportunity for capable experienced TYPEWRITER AND ADDING MACHINE MECHANIC, by 
e¢ ommisston profit sharing. Wher oldest dealer in the Southwest. Permanent position. Please 
letails and references Box Y-77 ure send qualifications, references and snapshot first letter. F. B 
I Cnicago 9% = a White Typewriter Co., 327 North Oregon, El Paso, Texas 
rie SALESMAN offered side line opportunity EXPERIENCED TYPEWRITER AND ADDING machine me- 
Sell national idvertised office neces chani Permanent position Salary to $100 per week for 
ery stenographer and typist and ever) the right man. Qualifications, references first letter. Wal- 
ple sales. T. H.’ Wenstrom, Sales Man ther's Office Equipment Co., North Platte, Nebraska 
- —-———— TYPEWRITER AND ADDING MACHINE MECHANIC wanted 
\ ~ experienced in office by Smith-Corona and National Adding Machine dealer. Good 
ind ae ror lling + an estab pay, permanent position. Typewriter Service Company, 120 
the largest office supply and equipment North 3d Street, Albuquerque, New Mexico 
Indiana Permanent position good sa 
: . rience and references tox Y-78. care SALES REPRESENTATIVES AVAILABLE 
Chicago 6. a 8 SALESMAN-REPRESENTATIVE or Manufacturers Agent 
ENCED $10,000 a vear salesman to tak Denver and Rocky Mountain Area. Office Furnishings Line 
Allen line of machines. can also sell out New to Office Furnishing business however thoroughly ex 
nt. Fine working conditions and Road perienced in selling tangibles and intangibles. Financially 
territory home each week end Box able to carry self until established. Until recently operated 
ppliances, Chi go 6 my own successful retail business. Good health, married, in 
NDERWOOD-SUNDSTRAND AGENCY forties, ee nee are ee Bes See 
i southern state has choice territory JOBBERS ITEMS WANTED: Smaller office supply items and 
ed typewriter-adding machine sales supplies wanted to distribute along with the Print-O-Mattk 
lary plus override Give complete in machines and supplies in Minnesota, Dakotas and surround- 
references ind lines previously sold ing territory Donald F tossin Co 423 So. 5th St., Minne- 
} fl Appliances, Ch iz0 6 ipolis 15, Minn 
SALI NTED—Popular priced line. Wood custom EXPERIENCED STATIONERY MAN desires commercial 
, lllowinge territories: New York state lines representation in Washington, D. C., Maryland, Vir- 
of Columbia, Michigan, Illinois, Indi ginia. Write Box K-59, care Office Appliances, 100 E. 42nd 
Box Y-81 re Office Appliances, Chi Street, New York 17, N. ¥ 
WANTS AND FOR SALE, Continued on Page 8 
ntinued f } Typewriter Parts & Tools Stanley Mfg. Co Wilson Jones Co 
T ypewrite ’ 3 Material _ n-Ward Mfg. ¢ Stationers Mfg. Co Yawman & Erbe Mfg. ¢ 
Typewriter Pedestal Desk Mechanisms Thomas Furniture ¢ Wardrobe Racks 
teng ¢ The 1’. S. Chaireraft Mfg. Corp Tubecrafters Sales Divisios 
Typewriters, Mfrs. of Wells Chair Corp Vogel-Peterson Co 
\ Kn. « Business Mei Upholstery Materials Waste Baskets 
\ rican Automatic Typewriter ¢ Bolta Co., In The Art Steel Sales Corn 
Royal Typewriter Co.. lh Kalistror Bainbridge, Kimpton & Haupt, In 
Smith, L. ¢ & Corona Tw Cole Steel Equipment Co 
: Underwood Carp Visible Systems Equipment Corry-Jamestown Mfg. Corp 
ypewrite Acme Visible Records, In . 4 
Typewriters, Rebuilt & Used Art Metal Construction Co Fox, George E., & Co 
Typewriter ¢ Bases & Knobs Regal Typewriter C toorum & Pease ¢ 0 General Fireproofing Co. , The 
, Reliable Twp. & Adding Mch. ¢ ; Globe-Wernicke Co 
Diebold, Inc 
Shipman-Ward Mfg. ¢ ade . > Mayfair Company, The 
Federal Business Product Ir Nati 1 Vulcanized Fil ‘ 
Upholstered Furniture Globe-Wernicke Co se <— Kony: Zed Fibre ts 
Ard Mfg. Co. Inc Master-Craft Corp Bhaw- Walker Co 
ypewriter Cust Key i Mfg. Co Postindex Visible Fil ells Chair Corp 
I Chair Co Remington Rand, In Wholesale Stationery 
Rapids Leather | ‘ Shaw-Walker Co Assoc. Stationers Supply C« 
Leather Furn. ¢ Stationers Loose Leaf ¢ Bainbridge, Kimpton & Haury Ir 
Metal Mfg. ¢ Safe & Equipment ¢ ‘carson, G. 8., Co 
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WANT AND FOR SALE, Continued from Page 7 


ere 


‘SAL ES ‘REPRESENT A TIVE S AVAIL ABL E 








Cont'd 






SALESMAN WITH UNUSUAL RE ( SORI plans to establish 
himself as manufacturers represe otatiy shortly, working 
principally in Ohio, Michigan, Indiana, Kentucky and Illinois 





—all or part of that area Will consider any article for 
office use sold by commercia itioners P repared to give 
intelligent, aggressive coverage. Convincing references Ad 


dress K-55, care Office Applianc: Chicago ¢ 


WELL ESTABLISHED REPRESENTATIVE now selling sta 





tioners, office furniture dealer department stores a top 
line of Desk Pads and Accessori« seeks additional staple 
line with some established accounts fi Pennsylvania 


Maryland, Delaware, District of ¢ imbia, Virginia and West 
Virginia. Write K-56, care Off Appliar 100 E. 42d St 
New York 17. 


SALESMAN WORKING out f Minneapolis and covering all 
or major portions of five stat unt las ple « t 
additional line. Reference is fu ir 
plicator supplies. Will consider nything f merit Aggres 
sive, favorably known amo! le er ror efers 

dress K-57, care Office Appliat cl f 








REPRESENTATIVE OR DISTRIBUTOR for New York, New 


Jersey and New England state Age 35. Fifteen years ex 
perience office equipment. Box K-58, care Office Appliances 
100 East 42nd Street, New York 1 3 


SALES REPRESENTATIVES WANTED 











MANUFACTURERS’ AGENT, now yntacting retail commer 
cial stationers, business machi: deale1 é 

territories. Supplement present né by repre nting manu 
facturer nationally known i 3 ‘ 
Office Appliances, Chicago ¢ 





AREA AROUND GOODLAND AND COLBY vestern Kar 
sas open for agency establishment of tor idding machine 
and typewriter line. Must be b t I n 

shop and field. Area ripe for stationery nd 





office specialties. This is an \ lan wh ul 
sell and service and build your isine na permanent 
and profitable future Write Y-89 are Office Appliances 


Chicago 6. 

DISTRIBUTORSHIPS—Nationall prominent office equip 
ment manufacturer has a few elect distributor franchises 
available to especially qualifis ndivi \ experience 
in selling office equipment Appreciatior f the mportance 





of customer service is prime 1 rement. Capital needed 
depends upon size of market considered Products are well 
known and already established ir ill rea s ipport by 
national advertising, aggres promotio ind publicity 
Write your details and preference yn geographical lox wir abd 
and we will contact you Box Y Offi Appliances, Chi 


cago 6. 


SALES REPRESENTATION WANTED—qualit line uphol 
stered chairs, settees, sectional pieces Genuir cow hide 
Boltaflex. Medium-priced. Prompt delivery. Territories open 
Northeast, Washington, D. € Southwest nd Middle west 
Box Y-91, care Office Applianc: Chicago ¢ 








DEALER CONTACT Magne-Dex nd Sp Dex needs se 


eral good territory men for de er work Hot Items” but 
substantial in worth Booth N NSOEA Meeting Or 
write Business Efficiency Aid S} I 





TERRITORIAL FRANCHISE REPRESENTATIVES to set up 

exclusive and non-exclusive distributors for established na 

tionally advertised device that prints advertising on wrap 

ping paper as used. Low unit cost. Furnish complete resumes 
J. CONNOLLY, INC., 457 t 4 tree é 

Y 


y Ans 


RETAIL BUSINESS FOR SALE 











OFFICE SUPPLY-EQUIPMENT-STATIONERY STORE. Lo 


cated in Southern California Ideal year around climate 
Gross sales now averaging $3000 month unde ibsentee own 
ership. Sales can and should re ed t person who 
knows the business. Approx. dat Inv. $14,0( Accts. Rex 
$1500, Furn. Fix. Truck $4000. R o1 e rent and lease 
Terms. Disc. or cash. Write: Ov I 1s th East, Salt 


Lake City 2, Utah. 

CALIFORNIA MID-COASTAI ‘ { ro nad vU.UuU0U popula 

tion, offers long established OFFIC] EQUIPMEN ; AND 
SUPPLY BUSINESS with ur ’ ylume if $150,000 ¢ 











$200,000—ttop opportunity of further expansior omplete, 
large, and clean inventory of standard lines 1 of precious 
dealerships. Box Y-92, care Office Appliar 3s, Chicago 6 
OFFICE SUPPLY-TYPEWRITER and adding machine sales 
and service business in Midwe er! ty f er half million 
in population, including branch office Established 13 years 
No dead stock. Lease to suit. Size f stor { by 100 foot 
r-93, care Office Appliances, Chicago ¢ 

USED OFFICE EQUIPMENT BUSINESS rniture, files 
safes, machines, needs good outside mar partner. $2500 
will buy half interest Apply f Americar Ave., Long 


Beach, California 
OFFICE SUPPLY-STATIONERY STORE, WELL ESTAB- 





LISHED, in prosperous Central |! na cit 13M pop. $55M 
gross price, about $20M based « nventor t be taken 
Leading franchises. Other t Box Y-94 ure Offi 


Appliances, Chicago 6 
OFFICE EQUIPMENT AND CASH REGISTER Business it 
Idaho, established eleven year I ule Box Y-95, care 
Office Appliances, Chicago 6 





FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk 
Pens, Pencils, et Repaired at standard prices—time now 

















iverages 5 to 21 days and improving We especially fea- 
ture “CONKLIN SWAN, WATERMAN, WAHL, PARKER, 
WELTY, SHEAFFER, MOORE, et it can repair all other 
makes We feature Gold Pen Points and Repairing Mail 
ill makes to ONE place for better service ASK ABOUT 
NEW WELTY PENS, $1.50 to $10.00 LIST Welty Pen and 
Repair Co. (Est. 1904). 38 So. State St., Chicago 
LISTS 

WILL SELL CHEAP list of 5 m commercial stationers and 
ffice appliance dealers Also list of app. 5 m typewriter 
ind adding machine dealers Names not duplicated The 
Kraus Co., 48-02 43rd St., Woodside, N. ¥ 








“ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOC KS of new and used Adding and Calculating 
Machine Parts available Quotati Ss turnisned mm specific 
pon request. I. A. Dehn, Jr., 164 LOlst Av Oakland 





— - CARBON PAPER MACHINERY WANTED _ 
WANTED CARBON PAPER Manufacturing juipment 

nders, Coaters, rewinder, cutter State location and full 
letails. Box Y-9%6, care Office Appliances Chicago 6 











F ‘OR SAL E IND WANTED TO Bt Y, “USED EQUIPMENT 











AOTT-FISHER Burroughs, M< Hopkins Adding and 
Cal alana M ichines, Comptometers Electromatic Type- 
writers, and infold machines, bought and sold Chicago 
Office Applia e Co 1930 West 2list St., Chicago 8&8 
VW ANTE D TO BUY Sundstrand bookkeeping machines, Mod 

A and C. Give complete model number, serial, size car 

ige and whether front feed or back feed International 





Office Appliances, In¢ 29-31 East 22d St., New York 10, N. ¥ 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Remington 
Accounting Machines, and everythings n the office machinery 
ine State model, serial number highest 
ish prices. International Office Appliances, In 29-31 East 
d St New York 10, N. Y. 


\LL MODEL REMINGTON BOOKKEEPING MACHINES 


with all capacity registers in stock KE. K. Elliott Fisher 

machines, registers all capacities. Pa American Office Ma- 
hines Co., 225 South Olive Street Los Angeles 15, Cali- 

fornia 

WANTED All makes calculators and adding machines. State 
ake, model, serial number and adding capacity Interna- 
nal Office Appliances, Inc., 29-31 East 22d St New York 


N. ¥ 
LLIOTT-FISHER machines, calculating machines, adding 
ichines ill ffice equipment, bought and. sold 
Crowley Company, 906-908 N. Water St Milw 1ukee 
NATIONAL BOOKKE EPING MACHINES, all makes of 
ilators, comptometers, adding machines. Advise serial num 
style number for our highest price. Office Machines In¢ 
619 Pine Street St. Louis 1, Missouri 
WANTED: Burroughs or N. Cc. R. B okKeeping and Billing 
Machines, Calculators, Comptometers, Adding Machines, et« 
iny style. Quote complete description and best price. AMEI 
CAN BUSINESS MACHINES, In« ) Broadway, New York 
\ es 
BURROUGHS PRODUCTS our specialty, get our higher cash 
ces for calculators, bookkeepers billers, comptometers 
\. L. Steen, 547 So. Dearborn, Chicago 5, Ill 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Book- 























keeping Machines Comptometers il oF ~ ilculators 
yught and sold Dorrell Office Machines Ce Ir ) 23s 


lth Min apoll Minn 
LLIOTT-F ISHE R AND SUNDSTRAND machin¢e ~Comp- 








ymeters, Burroughs, Friden, Marchant, Monroe ‘ ilators 

Electromati typewriters Adding machines and all offic 
ichines bought sold, rented rebuilt Teeter-Warsh Co 

849 N. 3d St Milwaukee 3, Wis 

WANTED TO BUY Late model Elliott-Fisher bookkeeping 

ind billing machines Must be over 250,000 serial number 

Accounting Machine Service Co., 605 W. Washington St., Chi- 

jw 








BURROUGHS BOOKKEEPING M A‘ 
Bought and Sold Give serial number and mods reque 

quotation. Business Equipment C 160 W. Larned, Ds 
troit 26 





BURROUGHS ACCOUNTING MACHINES Bought and Sold. 


Dearborn Equi ent Company, In 1 West Lake Stre 
(Chicago 6 

WANTED—ALL TYPES of Bookkeeping Kardexes 
National Cash Registers, 2000 and \N-AMERI 





AN 1225 Ss Olive St Los Ange l i 
EXCLUSIVE: COMPTOMETERS, BURROUGHS ¢ itors 
sought, Sold, Rebuilt W HOLESALI Gorman Ser ces, 5 


So. Dearborn St Chi ago 5 
KARDEX, ACME, all makes used ble filing equipment 
! isands of econditioned cabinet panels, books ilways 
hand. Speci service and prices lealers for purchase 
) sale (re I quotations Ch S Natl Ir 548 
Broadway, New York 12, N. Y 
VISIBLE EQUIPMENT bought sold nd excl ged We 
pecialize in rebuilt Kardex, Acme iterna Visible 
Factograph ibinets, as well as other ikes Wr é ind tell 
is what Vis Equipment you need or have for sale. Spe 
prices to dé ers. Heineman Office Equipment ¢ Dept 


I 


OA, 4.N. 8th St., St. Louis 1, Mo 
VISIBLE FILING EQUIPMENT 





OLDEST ESTABLISHED dealer =] ializing rebuilt 
Kardex, Acme, Postindex, etc. We ff full »-operation to 
the dealer on sales purchase W rite is in full confidence 
that our twenty years of experience s es us the know how 

bu require. Commercial Card Syste ( 135 Grand Street 


New York 1 N. ¥ 
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Patents 


Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted August 7, 195! 
2,563,015. Pen Sharpener. Howard H. Ewald, Los Angeles, Calif. Il- 
ustration 
2,563,149. Carbon Sheet Supporting Device. Walter A. Anderson, Bridge- 
jerw i Corp New York, N. Y. Uustration. 
2,563,226. Device for Use with Suspension File. Leonard George Ellis, Bar 
. Soaks xpandex Visible Filing Co., Ltd., London, England 
2,563,403. Roller Adjecting Means for Rotary Duplicating Machines. Ron 
Max fF y Crane, Sparkbrook, Birmingham, England 


k R. Ford, Ltd., Birmingham, England. Iilustra- 
tion 
2,563,551. Pen Anf Refsda eaker ear Oslo, Norway. 
2,563,600. Card Feeder for Rotary Stencil Duplicators. Alfred E. Good 
yw . Illustration 


Granted August !|4, 1951 
2,564,197. Flexible Rolling Closure for Cabinets. William J. Dobkin 


2,564,227. Ca ating Device M. Peppe South Bend, Ind. Iitus- 
tration 
2,564,244. Combined Ledger Tray and Helder for Business Forms. Dallas 
r Burroughs Adding Machine C 


A Mie 
~ é Vv yssiar 














cane te iMustration 
2,564,283. Filing Cabinet for Maps. Frank R. Schallert, Monrovia, Calif. 
2,564,314. Pen Nib wa Sokolik, New Brighton, Minn. 
2,564,573. Filing Device. Arthur Rex Jack M Hill, England, assignor 
R jt . New York, N. Y. Illustration. 
2,564,589. A untant's Apparatus Carl F. Wolters, Kenmore, N. Y., as 
to R Buffa N. Y. Ulustration. 
—B ‘ 
. Be a 
4: a 
1 i. : 
aA 
2,563,015 2,563,149 
a “ 
- oe, &) j 
\ 2,563,600 
op) 7% 
yr 
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2,564,658 
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2,565,601 








2,565,966 
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2,565,667 
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Granted August 21, 1951 
2,564,658. Slide Structure for Drawers, Shelves, and the Like. Gerald VY. 
Jakeway, Grand Rapids, Mich., assignor to Keeler Brass Co., Grand Rapids 
Mich. Ulustration. 
2,564,673. Drawer for Filing Cabinets. André Antoine Chauvin, Paris, 
France: vested in the Attorney General of the United States. 
2,564,727. Mechanical Pencil. Herbert W. Sams, Atlanta, Ga., assignor 
to Scripto, Inc. 
2,564,755. Writing Instrument. Hans R. Fehling, London, England, as- 
signor, by mesne assignments, to Eversharp, Inc., Chicago, Ill 
2,564,842. Device for Moistening Envelope Fiaps. Floyd E. Helmuth, Mis- 
Kans. Illustration. 
2,564,846. Calendar Date Indicator. James C. Hughes, New City, N. Y. 
2,565,031. Attaching Means for Carbon Paper Packs or the Like. Robert 
A. Kohut, New York, N. Y., assignor to Queen Ribbon and Carbon Co.., 
Brooklyn, N. Y. 
2,565,277. Letter Scale. Henry P. Stewart, New York, N. Y. Illustration. 
2,565,295. Paper Feeding Mechanism for Accounting Machines. Arthur 
n Booten, Brusse Belgium, assignor to Underwood Corp., New York, 
N. Y. Ulustration. 
2,565,370. Moistening Means for Duplicating Machines. William J. Hodin, 
ago, | assignor to Ditto, Inc., Chicag Illustration. 


Granted August 28, 1951 

2,565,556. Ball Point Fountain Pen. Francis E. Gruber, St. Paul, Minn 
sssignor to Brown & Bigelow, St. Paul, Minn 

2,565,601. Writing Instrument. Howard L. Fischer, St. Paul, Minn. H- 
lustration. 

2,565,667. Reservoir Pen. Armando Simoni, Bologna, Italy. Ilustration. 

2,565,712. Mechanical Posting Apparatus. Reginald Arthur Wilson, Lon- 
j England. Illustration. 

2,565,715. Pencil with Lead Advancing ond Tensioning Mechanism. Henry 
Becker, Culver City, and Zachary Melnik Los Angeles, Calif. 

2,565,966. Bookmark and Bookholding pie Harry A. Jaffin, Astoria 
N. Y. Ilustration. 

2,565,985. Symbol Typing and Tape Feeding Mechanism for Typewriting 
Machines. Charies W. Norton, West Orange, N. J., and John H. Ritz, 
Huntington, N. Y., assignors to Ralph C. Coxhead Corp., New York, N. Y. 
Illustration. 








Romance 


URNING THE PAGES of bound 

volumes of OFFICE APPLIANCES 
and its forerunner The American 
Stationer (established 1873), after 
35 years leadership in its field ab- 
sorbed by OFFICE APPLIANCES in 
1928, then in its 24th year, affords 
—as has been stated before in this 
“Trail” series—a panoramic parade 
of the office equipment industry. 
Typographic “floats” displaying 
thousands of the manufactures of 
the office equipment industry which 
go over the trade routes of the 
world. And in the parade (in por- 
traiture) the “marshals” and “rank 
and file’ of three generations of 
the industry personnel 


Heading the line, 

in the first issue 
of The American Stationer, April 6, 
1874, as a separate publication after 
one year as a department of The 
Paper Trade Journal, was a full 
page steel engraving of Joseph 
Gillot, not inventor but “maker of 
the first improvement in the steel 
pen,” chief writing tool of the day, 
the slit in the side of the nib. (See 
Aside.) 

To list the “parade marshals 
only, the inventors and others who 
contributed ideas around which the 
great industry has been established 
and employment furnished for 
some millions of persons producing 
the instrumentalities by which 
modern business, governmental and 
commercial, is made possible, space 
is not available. 

But we check the “panoramic 
parade” at a “float” showing a man 
standing before a firing squad and 


10 


Being a review of some 
events at the start and 
in the progress of the 
OFFICE EQUIPMENT 
INDUSTRY 


and its trade journal 


OFFICE APPLIANCES 





a rapidly approaching rider signal- 
ing to the officer in charge. An in- 
cident in 


THE ROMANTIC CAREER 

of ingenious James B. Hammond 
who was to invent a remarkable 
typewriter, accumulate a fortune 
and have other romantic experi- 
ences on his. way to journey’s end. 

The first office equipment per- 
sonnel portrait referred to was in 
relation to the most important 
writing instrument of the times 
Thirty years later as the frontis- 
piece in the Type Writer Trade 
Journal—to become OFFICE APPLI- 
ANCES Within a few months—ap- 
peared a picture of James B. Ham- 
mond —connected with one of 
several “most important writing in- 
struments of the times.”’ 

With Mr. Hammond was a group 
of his employees, husbands and 
wives, in his tallyho, reins of the 
four in his hands, to be off at the 
first toot of the horn, a stop for 
lunch at Mr. Hammond’s hotel 
where hampers would be filled for 
an evening snack at some attrac- 
tive spot on the way home. A fre- 
quent Saturday afternoon event 


Born in Boston 

in 1839, of Quaker 
ancestry, graduate of the University 
of Vermont, preparing for the min- 
istry, Mr. Hammond changed his 
mind and went to Germany for a 
course in philosophy. During Civil 
War was correspondent for the New 
York Herald. On Sherman’s Shen- 
andoah campaign, so reported, he 


was taken prisoner by Southern 
forces. Having notes for article for 
his newspaper in his pocket, was 
convicted as a spy. While stand- 
ing before the firing squad a rider 
from headquarters dashed up. 
Squad to remount at once and help 
repel an attack. Hammond, taken 
along, escaped in the melee and 
reached Union lines. Became short- 
hand reporter. Had an idea for a 
remarkable typewriter. Type faces 
on wheel instead of bar. Two lan- 
guages on each wheel Fifteen 
wheels, 30 languages, one English 
script. Changing from one lan- 
guage to another on the same 
wheel done in a minute or so. To 
change wheels, three minutes or 
less. 


Extensive sale 
abroad and consid- 
erable sale on this side. Machine 
not qualified for rapid production 
but unmatched for language serv- 
ice. 

“Mr. Hammond was called eccen- 
tric, and by average standards 
probably he was. On one occasion 
an unsuccessful attempt was made 
to have him declared insane. He 
was a man who did ordinary 
things in an extraordinary way, 
and who performed extraordinary 
things rather as a matter of course. 
His temperament was one which 
did not brook inactivity. When he 
was not devoting himself intensely 
to the affairs of his business, he 
was organizing coaching parties or 
other entertainment among his 
friends, or exploring interesting 
waters in his private yacht. For 
more than 25 years before his 
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death he had spent much time 
aboard his yacht, believing that 
some time he would die on that 
vessel.’ 


He was taken 

ill in 1907, and, 
believing that he was about to die, 
assigned to various persons, chiefly 
employees, property valued at $2,- 
000,000 to be kept by them for 
distribution at his death. He re- 
covered sufficiently to start on a 
cruise to Europe. Abroad, he learned 
that distribution of the property 
had taken place. He thereupon re- 
turned to New York, and through 
his attorney instituted an action in 
the New York Supreme Court and 
thereby regained his property. 

On the death of Mr. Hammond 
in 1913, he left the stock of the 
company in trust in such fashion 
that within a few years the natural 
expansion of the company was 
somewhat impeded by the restric- 
tions which necessarily surround 
the administration of trust estates. 
A friendly action in the Supreme 
Court of New York was invoked to 
terminate the trust and a way was 
thus opened for the future develop- 
ment of the business. 

A few years later a new organi- 
zation, The Hammond Typewriter 
Corporation, was formed, taking 
over the Hammond business and 


good will, to which was to be added 
a standard keyboard typewriter 
and a computing machine. The or- 


Aside 


‘No article of stationery is of 
greater utility or has undergone 
greater improvement than the steel 
pen, and therefore it is highly ap- 
propriate that we should adorn the 


first page of the new issue of “The 
American Stationer” with the ad- 
mirable likeness of the inventor of 
the steel pen press, taken from the 
‘Practical Magazine.’” 

Such pens as were then made 
were laboriously cut with shears 
out of the steel, and were trimmed 
and fashioned with the file in imi- 
tation of the quill. Mr. Gillott 
adapted the press to the making of 
pens. He saw that it would enable 
him to dispense with most of the 


ganization was composed of men 
of high rank in the industry, all but 
one having been in the manage- 
ment of the Hammond business for 
several years. 

In 1922 a new corporation, Vari- 
typer, Inc., took over the Hammond 
business by purchase of the patents, 
assets, good will and factory. 


In 1933 the patents and business 
was sold to the late Ralph C. Cox- 
head. The Ralph C. Coxhead Cor- 
poration was formed, construction 
changes in the machine which fa- 
cilitated operations were made, 
bringing considerable expansion of 
the business. 


New times, 

new customs and 
typewriter production in several 
countries have dimmed the fame 
of the Hammond machine for its 
30 languages, but present times 
and customs have brought exten- 
sion of its other function by which 
it remains unique. That other 
function, named Calitypy by its 
originators and first employed by 
The Typewriter Trade Journal (to 
be named OFFICE APPLIANCES six 
months later) forty seven years 
ago. The process now termed Vari- 
typing from the machine employed 
—(remodeled Hammond) —and now 
manufactured by the Ralph C. Cox- 
head Corporation, Newark, N. J. 


At the first business show held, 
in December 1904, the Typewriter 
Trade Journal issued a four-page 


slow and laborious operations of 
pen-making; that it would cut out 
the blanks, slit them, bend the 
metal, stamp the maker’s name, 
and thus, by mechanical means, 
render production at once rapid 
and certain. 

But working out Mr. Gillott’s 
idea of manufacture was not easy 
nor readily accomplished. On the 
contrary, many additional opera- 
tions were complicated. 


For some years the methods were 
kept secret and the pens were sold 
at the prevailing high prices. Later 
Mr. Gillott was reported to have 
said that on his wedding day he 
made seven pounds four shillings 


daily, newspaper dimensions, with 
all text pages and several advertise- 
ments prepared for the press by 
Calitypy, supervised by Jacob 
Backes, technical editor of the issue 
and originator of the process. In 
that daily Mr. Backes defined 
Calitypy as “the art of printyping 
so correctly and systematically that 
a process engraving therefrom will 
acceptably serve some printing pur- 
poses.” Learning of experiment to 
be made at the business show, the 
editor of the American Printer 
wrote to Mr. Backes: 


“To produce a daily paper with- 
out the use of typography or lith- 
ography will indeed be an achieve- 
ment. As a pioneer I suppose you 
will have your troubles but your 
idea certainly has merit and I shall 
look forward to the result of your 
experiment with the hope that it 
will meet with the success to which 
your perseverance entitles you.” 


Use of the process 
by the pub- 
lisher of the Literary Digest some 
years ago and its recent use by 
several metropolitan newspapers 
demonstrated the claims of the 
originator of the process. 


Of the long list of Orrice ApPpLi- 
ANCES “firsts” through its 47 years, 
the first use of Calitypy, now 
named Vari-typing, is one of the 
particularly interesting but not one 
of the most important to the world- 
wide developments of the industry. 


by producing a gross of pens which 
sold at one shilling each. 


After many trials Mr. Gillott ef- 
fected a great and permanent im- 
provement by cutting the side slits 
in addition to the center slit, which 
had been solely in use up to that 
period. 


Mr. Gillott himself never used a 
steel pen; he always wrote with a 
quill. 


In 1872 Mr. Gillott employed 
about 450 persons; the manufac- 
ture of pens reached more than 
five tons per week, and the prices 
were reduced from one shilling 
each to few pence per gross.—EJ 
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The State of the Industry 


Brief interpretations of significant facts and trends 


e THE STATIONERS’ Guild of Canada, Inc., points out that if the 
present trend continues, and if volume shrinks, which is pos- 
Sible, those in the stationery industry as a whole will have 
the doubtful satisfaction of showing a nice colorful red figure 
at the bottom of their statements. This trend is reflected from 
three different years reported upon by NSOEA, an average of 
costs from stationers all over the United States and a few from 
Canada. For every dollar of sales in 


1943 1946 1950 

Total expenses were 29.18¢ 30.44¢ 32.63¢ 

Total cost of goods sold 60.59¢ 61.65¢ 63.70¢ 
Net profit (before income 

tax, pension plan, etc.) 10.23¢ 7.9l1¢ 3.67¢ 


In seven years, the percentage of overhead has gone up 3.45%. 
Thus, stationers are advised to analyze very carefully the cost 
of doing business, eliminate waste, check on all unnecessary 
services, improve the method of distribution, and so forth. 


e MANLY FLEISCHMANN, Administrator of the National Production 
Authority, on September 5 announced allotments of steel, copper 
and aluminum for production of consumer durable goods during the 
fourth quarter of 1951. Products in the first category—not 
thought of as consumer goods—and the rate at which production 
will be supported, include safes and vaults, 65%; shelving and 
lockers, 70%; professional furniture used by doctors, dentists, 
hospitals and others, 70%; marking devices, 60%. To support 
the necessary level of production for these items, Mr. Fleisch- 
mann said, it is necessary to reduce the use of carbon steel by 
producers of other less essential consumer durable goods to an 
average of 58% of the base period (either the first six months 
in 1950 or the last six months of 1949) ; compared with an average 
permitted usage during the third quarter of 70% of the base 
period. 


e REFERRING to the above order, Mr. Fleischmann said that the 
amounts of controlled materials made available for consumer 
durable goods production for the fourth quarter is as follows: 


STEEL COPPER ALUMINUM 
(Tons) (Lbs. ) (Lbs. ) 
Wood office furniture...cseeees 635 53,000 
Metal office furniture........ 45,123 100,520 1,411,000 
Public building furniture..... 16,529 61,334 555,000 
Professional furniture ........ 20,875 440,300 818,700 
Shelving and lockersS.........-. 48,412 56,100 300,000 
Counters and other fixtures... 6,777 47,316 475,000 
Safes, chests, bank vaults..... 8,907 301,900 345,300 
Pens, mechanical pencils....... 1,862 1,534,000 276,000 
WOO POTIGLAS cecccccccceccececs 236,944 
Marking deviceS .cccccccccccees 365 780,000 250,000 


Office SUPPLIES ccccccccccccece 6,207 


e JUST HOW HIGH can taxes go? Roswell Magill, former undersecre- 
tary of the treasury, writing in the Saturday Evening Post, says 
that a 100% tax on all taxable incomes over $4,000 would be re- 
quired to meet the bill for the additional $10,000,000,000 rev- 
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Employment 
Hits New Peak 


Accountant's 
Role Important 


NSOEA Interprets 
DPA Amendment 


enue which is needed under the new Federal budget. There's a 
sobering fact, too, in the Department of Labor survey which 
shows that the budgets of families across the land contains very 
little fat from which extra taxes can be extracted. 


e EMPLOYMENT during the month of July rose to 62,526,000, the 
highest employment figure in our entire history. This repre- 
sented more than 1,200,000 workers above the figure of a year 
ago. That should mean more business for stationers considering 
that for every five new production employees there must be a new 
office station established if the work is to proceed properly. 


e INFLATION can be held in line only through the wide and con- 
sistent application of principles of cost and price control to 
all parts of industry, declares Herman A. Papenfoth, president 
of the National Association of Cost Accountants and manager of 
finance of the Trumbull division of General Electric Company, 
Plainville, Conn. The industrial accountant, he maintains, can 
serve management and industry, as well as government, through 
his intimate knowledge of costs and price relationships. 


e IN ITS SERVICE on Government regulations, NSOEA on September 
l issued additional information on the new pricing provisions 
of the Defense Production Act, as amended July 31, 1951. Perhaps 
the most significant portion of this amendment to the stationery 
and office equipment trade is the fact that it would appear 
to compel OPS to authorize customary markups by dealers when 
tailor-made regulations for the industry are issued. Pending 
issuance of such regulations, our dealers generally will con- 
tinue to price under the GCPR as amended by Supplementary Reg- 
ulation 29. This latter regulation is designed to permit covered 
dealers their customary percentage markup. 





Good Reading This Month 


PAGE e LET THERE be no blackout of ad- 
15 vertising in this defense economy 


ples. It’s good reading for the man who is 
alert to new ideas. 


the timely advice from one of 


Office Appliances’ writers. He points out 
that profits may come 


PAGE e CHRISTMAS is just around the 


like manna from 235 corner and Office Appliances is 


Heaven now, but the well could run dry and 
it is necessary for a manufacturer to keep 
his name and products continually before 
his customers. 
PAGE e THE National Business Show looms 
18 on the horizon of this industry at 
New York and from all indications 
the exhibit space will be 40% greater 
than was taken last year. Read about Ru- 
dolph Lang's conception of this exposi- 
tion's place in today's economy. 


PAGE e "WHO is doing best for you?— 


19 Tom, Dick or Harry" As an employer 
you should be able to tell which 

of your salesman is producing and which one 
is not. This is a thought-provoking article 


and one which provides a measuring stick 
for results. 
PAGE e HERE are 25 ways to increase 
21 Sales. They are proven methods, 
too, as developed by R. C. Allen 
Business Machines, Inc., and passed along 
to this industry to provide basic princi- 
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happy to give its readers some 
success=proven tips on development of holi- 
day trade. Office supply items make accept- 
able Christmas gifts, more than one re- 
tailer has discovered. See page 25 for a 
page of illustrated ideas on how to draw 
crowds. 


PAGE e ZAC SMITH contributes the third 
26 ina series of articles on success- 
ful management of a stationery and 
office equipment business. The NSOEA pres- 
ident makes a real contribution to this 
industry, setting forth the basic rules 
for profit. What was good for Birmingham 
can be adapted to other cities. 


PAGE e DIFFUSED lighting provides un- 
40 usual appeal in display of mer- 
chandise. At least that is the 
experience of one successful firm. Read 
this article, of especial interest to the 
wood office furniture dealer, as well as 
the one on page 41 entitled, "How to plan 
and decorate a furniture store." 














othing in the world can take the place of 
persistence. Talent will not; nothing 1s 

more common than unsuccessful men with 

talent. Genius will not; unrewarded genius is 
almost a proverb. Education will not; the 

world is full of educated derelicts. 

Persistence and determination alone are 
omnipotent. The slogan ‘Press On’ has solved and 
always will solve the problems of the 


human race.” 
—CALVIN COOLIDGE 


Underwood & Underwood Phot 
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LET THERE BE 
no blackout of advertising this time 





by Fred Merish 


business analyst and 
financial counselor 


E’RE IN A SELLER’S market 
again and as the planes and 


tanks roll off the assembly lines 
with accelerated tempo, the seller 
will tighten his grip on the market 
and it is in a time like this that 
many businessmen are likely to feel 
that they can let down on their ad- 


selling efforts. They 
and they will do it 


vertising and 
did it before 


again. Don’t let yourself be one of 
those misguided businessmen. Every 
advertising agency can show a fat 
file folder of case histories of adver- 
tisers who stopped advertising when 
they were too busy to accept addi- 
tional business. Then, when the 
manna quit falling from Heaven, 
they knew only lean years. 

Few office appliance dealers ad- 


vertise properly. One reason is that 
they are sloppy with copy. The kind 
of words you put in an ad has a lot 
to do with the kind of results you 
Few dealers write their 
Remember that the 
does not buy a news- 


get out of it 
copy right 


average reader 
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Business is good now, but beware if 


the manna quits falling from Heaven 


paper to read the ads. He buys it 
to read the news, the sports page, 
the editorials or maybe the comics. 
He gives a scant glance toward your 
ad if it happens to be on the page 
he is reading and in that look-see 
you must hold his attention by mak- 
ing your ad as eye-appealing and 
readable as possible. The appeal 
that will strike him most favorably 
is the appeal to self-interest. Your 
ad must say, “This is what YOU 
need,” not “This is what I want to 
sell you.” The headline, text and 
illustration should carry the same 
appeal, whenever it is feasible. 


The headline has 

the job of get- 
ting the reader’s attention. Make 
your headings stand out, but do not 
put too many capitals in the display 
lines. Too many capitals, one after 
the other, are hard to read, because 
there are too many angles and not 
enough curves. Make the heading 
short, easy to read, well-worded. 
Make sure that it will arouse self- 
interest, that it will stimulate imag- 
ination and promote action. 

The greatest writers in literature 
wrote briefly, simply and forcibly. 
Do likewise in your copy and head- 
lines. Use short words, short sen- 
tences, short paragraphs. Strange, 
unusual words or high-sounding ad- 
jectives do not pull sales. Be brief 
and to the point—but not trite. A 
solid block of type is hard to read. 
Break up the long paragraphs into 
short ones. Make your ads so simple 
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that even a child can understand 
every appeal. The reader’s interest 
must be maintained with the sim- 
plest of terms because he is in a 
hurry to leave and won't hang 
around long if the wording is such 
that he must over-tax his mentality 
to get the message. 

Contractions like “We're” and 
“It’s” tire the reader’s eye, say ad- 
vertising men. “We are” and “It is” 
are easier to read, so eliminate the 
apostrophe wherever possible. After 
your body text is written, read it 
carefully and try it out on someone 
to get the reaction. Be sure all 
words are understandable, concise 
and interesting—that the copy 
reads smoothly so that the reader 
need not re-read it to understand 
the text. The chances are against 
you that he will scan it again. Avoid 
complicated punctuation. 


The copy should ring 
true. Many 
readers are skeptical about super- 
latives, so be careful how you use 
them and if you do use them, make 
sure that your wares live up to 
promise. The copy must subtly re- 
assure the reader that he is getting 
the truth and nothing but the 
truth. In order to get maximum re- 
sults with your advertising, the 
reader must be made to realize that 
he is getting top-quality merchan- 
dise at a reasonable price. 
Personalized advertising is fre- 
quently mentioned by ad men—by 
something into the copy that gives 








it personality, that distinguishes 
it from the run-of-the-mill type 
ad. There are many ways to in- 
ject personality into advertising. 
A unique trade-mark or trade 
character is helpful, a slogan or 
a name plate is another aid. The 
cost of a special name plate is small 
compared to the benefits derived 
from its use. A name plate guar- 
antees that your name will appear 
in the same type form in your ad- 
vertising copy, and it should be used 
on your business literature, delivery 
truck and other advertising media. 
The dealer who allows his name to 
be set up in whatever type the 
printer has handy, is not taking ad- 
vantage of the psychological effect 
of repetition. When the reader sees 
the same name printed in the same 
way time after time, it impresses 
itself on his subconsciousness, so 
that when he needs a product or 
service, he tends to think of the 
advertiser with that name. A slogan, 
trade-mark or name plate give all 
ads a natural tie-up that they 
otherwise would lack. 


The way you write 

your copy can 
give it personality. Some dealers 
use a chatty “columnist” ad con- 
taining anecdotes, homespun philos- 
ophy and then a commercial “plug,” 
written in informal conversational 
style. The trick with this copy is 
to make it easy to digest by bring- 
ing in the “plugs” in a casual man- 
ner, which makes them impressive 
and palatable. If the “plug” is too 
direct, it spoils the readability of 
such ads. However, we can report 
that such copy, if written right, is 
effective. One dealer using it was 
unable to trace many sales to this 
type copy and decided to discontinue 
it in favor of the more prosaic dis- 
Play advertising, but before doing 
so, he resolved to test the reaction. 
He offered a free key case to any- 
one who wrote in for it and bought 
500 cases to supply the demand. He 
got 2,000 requests in three days and, 
of course, continued the feature 


Cartoons personalize 

copy, the ad- 
advertiser’s offerings, in the form of 
sales suggestions, are tied into the 
“gag line.” The more skillfully this 
is done, the more effective the ad. 
Cartoon ads are of two general 
types, the spot cartoon and the strip 
Of course, cartoons are used to il- 
lustrate various types of advertise- 
ments, but the true ad cartoon is 
one in which the cartoon is prac- 
tically the entire ad. The strip car- 
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toon consisting of four or five 
“panels” and telling a connected 
story, is used successfully, but it 
entails a great deal of work and 
takes considerable space. For this 
reason, the spot cartoon is often 
favored. 


The cartoon technique 
in copy is 
riding the crest of the ad wave to- 
day and the indications are that its 
usage will increase from now on. 
Virtually all readership studies 
smother it with flattering figures. 
There is good reason for it in these 
dreary days of tension and fear. 
Readers want an escape. Even in 
advertising copy, they will take time 
out for a lighter moment, a bit of 
human interest, an oddity in life. 
If the dealer injects such into his 
advertising copy today, with or 
without a cartoon, he has a good 
chance of getting reader interest 
Often the drawing in a spot car- 
toon will mean little in itself. The 
reader must glance at the gag line 
to get its significance. The remarks 
made by the character in the car- 
toon must seem natural under the 
circumstances. After the cartoon is 
completed, the sales copy is started 
at the point emphasized in the gag 
line. Since the reader’s attention 
has already been gained, it is com- 
paratively easy to hold it while you 
tell the story of your business es- 
tablishment, the goods you sell or 
the services you offer. 


The copy should 

be brief. There 
is a professional or amateur car- 
toonist in almost every town, hence, 
the dealer can get such drawings 
reasonably priced. Or, he may have 
someone in his employ who can 
draw. There are companies that sell 
cartoon ads at a reasonable price. 
The dealer can, with a little thought 
and ingenuity, combine these with 
this copy to get laughs and sales. 
If one looks over the retailers’ ads 
in most newspapers, one finds them 
hackneyed and trite. The dealer 
who puts sparkle into his copy with 
a cartoon or any other eye-catching 
gimmick will find that his efforts 
and modest outlay pay substantial 
dividends because they will stand 
out against competition. 

Classified ads are _ satisfactory 
producers if they are cleverly word- 
ed. The trite calling card type of 
copy—James Jones, hardware and 
housewares—is better than nothing, 
perhaps, but it won’t make you rich 
in a classified ad or a display ad. 
You have only words to play with 


in such copy, and so, you must use 
them most effectively. A good clas- 
sified ad isn’t easy to write, but it 
can be done, and those who are do- 
ing it say that it brings business. 
The one advantage of this type ad 
is that it doesn’t cost much com- 
pared to display copy, and so, it can 
be run regularly on a small budget. 
For those who have only a limited 
advertising appropriation to play 
with it is better than not advertising 
at all. Continuity is an essential to 
best results in advertising. It is bet- 
ter to run a small ad regularly than 
a big ad only once in a while. 


Except in large ads, 
it has been 
found profitable to stress one item 
in an ad. The assumption here is 
that, like the eye of a sewing needle, 
which is able to handle only one 
thread at a time, the mind of the 
average reader cannot thoroughly 
assimilate more than a single item 
and its talking points at one time. 
In talking with an advertising 
man the other day, he showed us 
a case history of a company that 
enjoyed 90% of the truck axle busi- 
ness during the first World War, 
and so, lulled into calm security 
with a big backlog of orders, they 
quit advertising and soon only 10% 
of their business was left. Then they 
woke up and said, “Now it pays to 
advertise again,” but they could not 
regain the position they had lost. 
It was too big a job for the short- 
term advertising program they had 
hoped would do it, an aggressive 
competitor who believed in adver- 
tising was too much for them and 
the company, once the strongest in 
its field, was taken over by another 
concern. 


In this war economy, 

if shortages 
occur, if a seller’s market returns 
for a protracted period, do not 
black-out your advertising on the 
assumption that you do not need to 
advertise because you can get all 
the business you can handle with- 
out the printed word. If you don’t 
want to go in for newspaper pub- 
licity, use direct mail. The local 
phone book may be a good medium. 
Window display and store display 
will help. Make use of all the point- 
of-sales pieces the manufacturers 
offer. Maintain good will in your 
community by advertising regularly 
even though you make no direct 
appeal for business, but merely pro- 
mote the prestige of your organiza- 
tion, its policies and its years of sat- 
isfactory service to customers. 
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ADVERTISE widely and wisely 


Chicago office machines firm doesn’t 


place all of its eggs in one basket 


by Curtis Billings 


ALES PROMOTION methods for 

the dealer in office machines 
should be kept flexible. 

That’s the viewpoint of Eimer L. 
Young, president of the Young 
Office Machines Company, 170-72 


N. LaSalle St., Chicago. He told 
OFFICE APPLIANCES that throughout 
its 44-year history his firm has 
always tried to utilize advertising 
techniques which fit each new need 
and situation as they may arise. 
“Throughout this period, the com- 


pany has maintained a_ steady 


growth in volume of business,” Mr. 
Young said. “The type and variety 
of our service have changed, as 
have the number and locations of 
our stores—and our promotional 
methods have been altered too.” 
Mr. Young started out as a one- 
man dealer in rebuilt typewriters 
in 1907 as the Young Typewriter 
Company, and it wasn’t until 1945 
that he revised the corporate name 
to what it is today. His big step 
toward a diversified line of office 
machines was taken in 1920 with 
the addition of dictating machines, 
duplicating machines, time clocks 
and adding machines. 
Bookkeeping machines were added 
in 1930, and then dropped in 1948 
to the point where today the firm 














SOME OF THE ADVERTISEMENTS ELMER YOUNG USED 
EFFECTIVELY IN CHICAGO TELEPHONE DIRECTORY 
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ELMER YOUNG INSPECTS 
FRUITFUL ADVERTISING 


omits only that specialized item in 
offering a full line of all makes and 
kinds of reconditioned office ma- 
chines. In addition, about 15% of 
the business is produced by the 
sale of new machines, and these 
consist only of adding machines 
and portable model typewriters. 


“Our advertising in the past has 
plugged the fact that we had five 
Loop stores, but today we are con- 
solidated in our present location, 
a six-floor building which houses 
our showroom, offices and shops 
with a total of 55 employees under 
one roof,” Mr. Young said. 

“In framing our sales appeal, 
there is first of all the business firm 
to take into account as the source 
of our largest orders for machines. 
But individual orders from the gen- 
eral public cannot be ignored if our 
total sales promotion efforts are to 
be effective. 


“Thus, we have used 

all the ad- 
vertising media familiar to this 
business—newspaper, the classified 
section of the telephone book, the 
Buyer’s Guide of the local Associa- 
tion of Commerce, direct mail and 
radio. At present, the telephone 
directory is our principal! sales pro- 
motion medium. 

“One reason for this is, the help 
directory listings give us in securing 
repeat business. I look upon them 
not solely as an appeal to buy from 
us, but as a reminder to former 
customers, when they are again in 
the market, to refer to the classified 
section and give us a call. This is 
one advantage in this kind of ad- 
vertising that I think dealers over- 
look when they concentrate their 


(Turn to page 37, please) 
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BUSINESS Show space up 40% 


Rudolph Lang, managing director, sees 


indications for successful exposition 


EY OFFICIALS in many companies have revealed 

that they plan to show new equipment at the 
National Business Show to be held October 22-27 at 
the Grand Central Palace, New York City 

Space sales are revealed to be approximately 40% 
greater than last year. 

This is surprising, inasmuch as some executives 
in the industry were of the opinion that there would be 
very little available in the way of new management 
tools because of the demands made upcn the office 
machine and equipment industry by the defense pro- 
gram, both for the regular products and direct mili- 
tary needs. 


Rudolph Lang, 
managing director of the Show, 
states that increased space requirements is one of the 
first indications of an aggressive selling attitude to- 
ward a market on the part of a manufacturer. 

In some few instances, of course, he said, manufac- 
turers are definitely unable to schedule orders for 
immediate delivery but they do recognize the fact that 
many firms of national importance are now planning 
a realignment of their management and office func- 
tions. This is true in order that they will be ready 
to make changeovers just as soon as they can be cer- 
tain that the required equipment is available to them 
This is confirmed, he said, by an informal survey of 
leading companies who make their buying headquar- 
ters in New York City. 

While many plan to introduce new models at the 
National Business Show, there is a definite trend 
throughout the industry to maintain the tempo of 
sales effort to insure full production and industry 
volume despite a lack of new models or any possible 
change in the situation both as to materials and man- 
power. 

New York City, the country’s major point of pur- 
chasing for office machines and equipment, accounts 
directly for about 18% of the nation’s sales volume. 
As such, New York is credited with much more that 
is bought through local offices of parent companies 
throughout the country but which must conform with 
standards and procedures established by New York 
City company headquarters 


Strong competition 
between new products and im- 
proved regular models is evident and sales campaigns, 
scheduled to begin for most companies in late Septem- 
ber and October, will undoubtedly maintain current 
peak production schedules 
Unlike many industries, Mr. Lang further stated, 
there has been no great number of new domestic com- 
panies entering the office machines and equipment 
field. However, there has been, he added, a definite 
swing towards broadening the lines of machines or 
equipment offered. Although not numerous, 1951 will 
see more new items which have been in the process 
of development and perfection than ever before since 
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GRAND CENTRAL PALACE AGAIN BECKONS 


the close of World War II, despite the difficulties of 
material shortages that the industry may encounter 

Increased office work loads and the shortening of 
manpower, Mr. Lang continued, are a secondary im- 
petus to manufacturers who are seeking ways and 
means of serving industry better with better tools for 
the office and office management 

The Office Week Forum, a symposium of the best 
and latest thinking in all segments of the office man- 
agement field and one of the main features of the 
week-long National Business Show, will be under the 
direction of J. Arthur Grundy of Remington Rand 
Inc. He has announced the management associations 
that plan to participate in the technical sessions. 


The theme, 

“Manpower, Machines and Methods,” 
will be accented by the technical talks to be given by 
authorities on every segment of the office management 
field. This theme is of increasing importance to 
executives today who are faced with conservation of 
manpower and realignment of methods in order to 
meet the increased demand put upon the office by 
increased production for defense and domestic needs. 

The associations which are now working with the 
Office Executives Association and the National Busi- 
ness Show will each sponsor one of the sessions of 
the Office Week Forum. Mr. Grundy stated that the 
overall purpose of the Show, that of correlating the 
latest developments in the equipment field with the 
needs of business and education, will be furthered by 
these sessions. Extensive educational, non-commer- 
cial exhibits which will graphically demonstrate the 
accomplishments and possibilities for management 
will also be included. 

The associations participating are the Business 
Education Advisory Council, Just-One-Break Commit- 
tee, National Association of Cost Accountants, New 

Turn to page 187, please 
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WHO is doing best by you? 


—"Tom, Dick 


or Harry?" 


It’s selling of the better-profit items 


that really reveals your star salesman 


by U. 1. Vetromile 


feature writer 


ROFIT IN THE stationery and 
appliance business depends upon 
salesmanship turning the mer- 
chandise into money, quickly and 
constantly, and at profit-bearing 
prices. Sales personnel, therefore, 
provides the right-hand bower of 
the proprietor in the matter of 
earning money on the invested cap- 
ital of such a business. For this 
reason, the stationer should analyze 
at regular intervals the selling effi- 
ciency of his sales organization. 
It isn’t always 
the fellow who 
rings up the most individual trans- 
actions who is doing best by the 
profit account of the business. 
Rather, it’s the fellow who makes 
the most sales of the better-profit 
items. Test selling performances in 
the store some time according to this 
rule, and prove it. Then you’il know 


whether “Tom, Dick, or Harry” is 

your most-profitable salesman. 
Each salesman may put forth 

equal effort, but naturally each will 


seldom have the same ability. The 


differences are accounted for by 
aptitude, term of experience, and of 
course, responsiveness to training in 


the specific methods and policies of 
the stationery business employing 
them 


Then, again, in justice to the 
salesman, another factor enters the 
picture here. A store that is com- 
paratively new and is striving to 


attract traffic and cultivate patron- 
age can not be expected, ordinarily, 
to have as many customers as a 
long-established competitor who 
may have been advertising for years. 
The the very young 


salesmen of 
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business in a highly competitive 
field, no matter how profit-conscious 
they may be, nor how well trained 
for profitable selling, simply do not 
meet the same number of buyers as 
they doubtlessly would in the sales- 
room of the larger and older estab- 
lishment. It could hardly be ex- 
pected, therefore, that they would 
turn in the same dollar-volume of 
business in an average day’s work. 
In fairness, selling ability has to be 
judged on the basis of equality of 
opportunity to sell. 


Now then, 

Bill Davis and Fred 
Blake (let us name them) each con- 
siders himself a good-enough busi- 
ness man and an experienced sta- 
tioner and appliance dealer. Each 
manages to make a good profit every 
year. Each says that he knows how 
to inspire and supervise his sales 
assistants. Davis, however, seems 
always to make more net profit each 
year than the other fellow—and 
makes it perhaps, with fewer sales- 
men, at that. 

What is the reason? There must 
be a reason, of course. Both stores 
seem to be about the same size, each 
stocked with the same goods in a 
full range of assortments, and of- 
fered at standard competitive prices. 
The two locations rate about the 
same, the ‘stores are in the same 
general trade area, and each sta- 
tioner backs up his men with a 
reasonable amount of regular ad- 
vertising, both by newspaper and 
direct-by-mail. The only reason 
must be that Davis has better- 
trained salesmen, teamed up with 
advertising that has more traffic- 
pulling power and displays that 
draw potential users of the mer- 
chandise to within handling and 
inspection range of the goods. 

“Mature” experience in the sta- 
tionery business enables a dealer to 
make a fairly accurate estimate of 
how much of this or that goods and 
how many of these or those wares 
and appliances his store should be 
selling at certain times or seasons 


1951 


to business firms in the various in- 
dustries of his maximum trade ter- 
ritory. If his volume indicates that 
he is not selling approximately that 
amount of supplies or equipment, 
he should set about immediately to 
ascertain what the trouble is, be- 
cause the situation may mean that 
superior salesmanship in competi- 
tive stores is cutting into his share 
of the local business. 
Surely, therefore, 
comparative 
records of sales production are im- 
portant for knowing just who is do- 
ing the money-making selling day 
after day. Yet the surprising fact 
is that only about 35% of stationers 
and appliance dealers follow any 
systematic plan for tabulating their 
daily sales by departments and by 
salesmen so as to ascertain the 
comparative efficiency of their sales 
personnel and which departments 
or lines are the most profitable. 
Although erstwhile progressive in 
all the other phases of the super- 
vision and administration of their 
salesrooms, the majority of station- 
ers seem to be saitsfied with the as- 
surance that each of their salesmen 
is industrious and honest and knows 
the goods he is selling. Important 
as all these things are—particularly 
a thorough knowledge of the mer- 
chandise and the various applica- 
itons of the office machines and 
sundries handled—knowledge of the 
merchandise is by no means the 
same thing as profit-consciousness. 


It is the spirit 

of enterprise for 

profitable selling that rings up the 
larger and more-profitable sales. 
Especially is this true with regard 
to the “heavy” equipment of the 
trade—desks, filing equipment, mul- 
tigraphing outfits, and the like. In 
the purchase of these, many buyers 
have often been known to lean so 
heavily on the judgment and coun- 
sel of the experienced office, furni- 
ture and equipment salesman of 
established reputation and prestige. 
A word of caution enters properly 
here, however. There is a difference 
between the commendable ambition 
to write large orders or contracts 
and an uncontrolled urge to advance 
the sale of so-called “plus-profit” 
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items which are usually higher- 
priced than similar articles in the 
same category. There do arise sit- 
uations in which the “plus-profit” 
product or sundry is not the correct 
—or, at least, not the ideal—choice 
for a certain customer's specific 
purpose and need. And for this rea- 
son, any experienced salesman—who 
thinks below the surface and is 
always careful to conserve the con- 
fidence and good will of the cus- 
tomer—will not offer the “plus- 
profit” item if he thinks there is 
even the slightest risk that it might 
prove a “minus satisfaction” item 
for the buyer or will cause him to 
spend more money than he should 


The offensive evil 

in so-called 
“high-pressure selling,’ which at- 
tained the proportions of a public 
nuisance in the 1930’s, consisted in 
urging upon the buyer the purchase 
of goods he didn’t need at all, or 
at best, couldn’t use for months. 
The tactic of always striving to sell 
the higher-priced line or article, 
merely for the purpose of raising 
the dollar-unit and the proportion- 
ate profit in the sale, and even when 
there is some reasonable practical 
doubt that the plus-profit item is 
the ideal choice for the buyer’s pur- 
pose, is equally evil and objection- 
able. 

The foregoing is not a contradic- 
tion of my previous advocacy on 
several occasions of the idea of 
“trading-up” on the price-level. A 
salesman can always conscientiously 
recommend to buyers who are gen- 
erally known to prefer the best, 
those top-price, top-quality sundries 
and appliances which, according to 
the ultimate test of durability and 
dependable performance, are truly 


the most economical from an in- 
vestment standpoint. The salesman 
making this kind of recommenda- 
tion is not advancing the sale of any 
“plus-profit” item merely as such. 
He is simply capitalizing ethically 
the ability of the customer to buy 
the best when such a customer is 
one who places quality above price, 
according to that adage of sound 
buying policy which says that the 
true test of value is what is re- 
ceived in exchange for one’s money 
not merely the price paid. 

A salesman may be popular, and 
yet be not much more than an or- 
der-taker. A salesman is supposed 
to be a profit-producer, but his code 
of ethics must be based upon the 
over-all purpose to fit his merchan- 
dise to the buyer’s needs; never to 
try to fit the buyer to unsuitable 
goods. 

Stationers who have not been 
keeping any weekly or monthly 
summaries of sales by their em- 
ployees may have many interesting 
surprises coming to them if they 
begin keeping such records. If for no 
other reason, such information 
would seem to be indispensable for 
correct judgment upon requests for 
promotion and pay increases. 

Such sales records 

of course, 
would be only an additional item of 
record-keeping work unless they 
were utilized as a guide for improv- 
ing selling performance and in- 
creasing business, and especially, for 
improving profits. Any plan that 
tends to bolster interest and in- 
crease efficiency in selling is worth- 
while, yet the attitude of some sta- 
tioners continues to be that it is too 
much “red tape.” 

That attitude is all wrong. After 


all, black-and-white evidence of 
selling performance is the only real 
proof of the value of any salesman’s 
services. 
The _ sales-book 
record or the 
sales-slips covering any 50 orders 
written by each salesman in the or- 
ganization will show the average 
profit on each sale. And these 50 
sales provide a fairly dependable 
cross-section view of the profitabil- 
ity of each salesman’s selling—that 
is, how many of the better-profit 
sales he is ringing up every week. 
Today’s open-eyed stationer 
should try to find out, incidentally, 
why one of his men makes only 
15 sales a day in contrast to an- 
other salesman who averages 50 


Sales. 
After all, the gradual building of 
patronage and the constant 


strengthening of the trading al- 
legiance of customers are in the 
hands of the stationer and his as- 
sistants on the salesfloor. “Tom, 
Dick, and Harry” must know how to 
sell and they must know how to 
meet the public so as to register a 
constructive impression of the busi- 
ness upon the office-outfitting and 
office equipment buyers of the com- 
munities which the business aims 
to serve. 

For this very reason, three experi- 
enced salesmen are worth more to 
any stationer and office machine 
dealer than half a dozen immature 
youths or adult misfits of the type 
who, not only lack training and ex- 
perience in stationery and office ap- 
pliances, but were probably intend- 
ed by nature to be more suitable 
for driving a truck or operating an 
elevator than for serving the public 
in a retail salesroom. 








DISPLAY SELLS CHRISTMAS 
TYPEWRITERS AND 
PENCIL SETS 


A striking window display was used by 
Duvals, Miami, Fla., to call attention to type- 
writers, pen and pencil sets for Christmas. 
Red velvet curtains hung in the background. 
Silver bells were suspended on the curtains 
and down front was a jardiniere of red roses. 
On the platform were twin Santas, three feet 
tall, holding ribbon-bedecked package. Be- 
tween them was a typewriter. On the floor 
and on the platform were a number of cases 
holding pens and pencils. A scenic panorama 
was arranged with blue sky background.—WBS 
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HERES HOW- 


25 ways to increase sales 


Text of a booklet published by R. C. Allen Business Machines, 


Inc., for members of the company’s sales force. Because of its 


character and the pertinence of the material it is offered 


as No. 4 in the special series on office machine selling 


1. Work Territories Intensively 

It is extremely important to work 
your territory closely. Do some 
straight down the line canvassing 


every day—door to door. Thorough 
prospecting pays dividends. Get off 
the beaten path and work territory 


other than the main thoroughfares. 


2. Set a Quota of Calls 

Establish a daily quota of calls 
say 25 a day—125 a week. Then plan 
your work so that you can reach this 


quota in the most effective way. To 
make more sales, make more calls 
and demonstrations. 


3. Users Can Help You 


Present users of R. C. Allen ma- 
chines can be very helpful in locat- 
ing new prospects. Keep in touch 
with them at all times. Leave a few 
penny post cards with your users 
and ask them to advise you when 
they hear of a friend or business 
acquaintance who needs an R. C. 
Allen machine. They will be glad 


to help you 


4. Use Selling Portfolios 


Selling portfolios should be kept 
up-to-date and well-organized for 


quick reference. Many salesmen 
consider testimonial letters and pic- 
tures of actual installations their 
best evidence. Sharpen up this very 


useful sales tool 


5. Sell The “Electric” Idea 


We are living in an electrical age. 
Practically every money saving de- 
vice a merchant uses runs by elec- 
tricity coffee grinders—meat 
slicers—scales—signs, and so forth. 


A demonstration of a Model 715 to 
all users of counter adding machines 
will result in many sales. 


6. Sell The Receipt Idea 


An R. C. Allen cash register 
equipped with a certifying device 
makes it possible to issue receipts. 
Review the literature the company 


has issued on this subject (Forms 
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CR 4-5). Many merchants are pre- 
mium conscious because of the huge 
amounts that big companies are 
spending on give away plans of all 
kinds. Study the receipt forms 
shown in Form CR 5 and then dem- 
onstrate the idea to your buyers. 
Cash in on this timely idea. Re- 
member when you sell ideas—your 
product and your prospect sell 
themselves. 


7. Trade Out Old Cash Registers 


There are thousands of cash reg- 
isters in use which do not adequate- 
ly meet the needs of the merchant 
using them and should be traded 
out. Here are only a few of the 
weaknesses that should be dis- 
cussed: Does the registering ca- 
pacity meet the needs of the 
business? Is it adding correctly? Is 
the drawer large enough? Does it 
jam or stick when operated? A good 
question to ask the merchant is 
“How often is the register total out 
of balance with the actual cash in 
the drawer?” This question has led 
to many sales. 


8. Use Advertising to Pave the Way 


Select 100 concerns—and mail ad- 
vertising. Then follow through with 
personal calls. Always be prepared 
to make a demonstration. Carry 
machines in your car at all times. 


9. Work Active Lines of Business 


Select the active lines of business 
in your territory—as an example 
the automotive lines—garages, fill- 
ing stations, automotive supply 
stores and dealers that are active in 
the summer months. There are 
many others—ice cream companies, 
bottlers of soft drinks, resorts, 
amusement parks. Work them hard 
—they have money now. Use good 
judgment in locating business. 


10. Get There First 


Watch for new places opening in 
your territory. Buildings under con- 
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struction — new store fronts — any 
evidence of a change in manage- 
ment. All these and many more 
give advance notice of an opportu- 
nity to sell R. C. Allen machines. 
Be observing. Investigate immedi- 
ately when you discover a new busi- 
ness. 


11. Hand Out Advertising 

When approaching a _ prospect 
hand him a piece of advertising. 
Ask him if he has received a similar 
circular from the company. Then 
proceed to point out the interesting 
advantage of the machine and sys- 
tem described. This is an excellent 
way to gain attention and hold the 
buyer’s interest. 


12. Watch Newspapers for 
New Business 


Be on the lookout constantly for 
new business information. Secure 
the help of your friends, your wife, 
and other members of your family. 
Ask them to tell you when they hear 
of any new concerns. Visit the mu- 
nicipal department in your city hall 
which grants retail licenses. They 
will gladly give you lists of new ap- 
plicants. 


13. Improve Your Demonstration 


You can increase sales by improv- 
ing your presentations and demon- 
Strations. Review our standard 
demonstrations and increase your 
ability to overcome common objec- 
tives. Practice machine operation 
at least 15 minutes each day. 


14. Make Practical Demonstrations 


It has been said “Nothing is better 
except by comparison.” An R. C. 
Allen salesman can convincingly 
demonstrate the value of a counter 
adding machine on the merchant’s 
own work. Place the machine on 
the counter and issue itemized re- 
ceipts to several customers. The 
merchant in this way has an oppor- 
tunity to observe the speed and ease 
with which transactions are han- 
dled. After you have taken care of 
two or three customers ask the mer- 
chant to take over. The.comparison 
between machine and mental fig- 








uring in this way is made automat- 
ically. Then ask for the order. 


15. Use Evenings to Schedule Work 


It is the common practice of many 
successful salesmen to plan their 
work schedule in the evening. Elim- 
inate all expensive routine and of- 
ficial detail. Don’t scatter your ef- 
forts by jumping long distances 
Abolish practices of starting late 
and quitting early; of taking too 
much time for mid-day luncheon 
conferences, and so forth. Many 
salesmen fail because they dissipate 
precious time in unprofitable pur- 
suits. 


16. Work by Lines of Business 


Many successful salesmen use this 
profitable work method. For exam- 
ple, they will select a type of busi- 
ness, preferably an active line be- 
cause of a seasonal upswing, and 
call on all concerns of a similar 
type. They will carry the proper 
machines and advertising material 
which in their judgment is the most 
suitable for the business being 
worked. 


17. Canvass Office Buildings 


When weather conditions do not 
permit street prospecting, many 
men work an office building. Go to 
the top floor and work down. Call 
on every office. Prospects are close 
together and many profitable calls 
can be made in a comparatively 
short time. “There’s gold in them 
thar buildings.” 


18. Be Inquisitive 

“Do you know of any concern 
which needs an adding machine or 
cash register?” This question has 
uncovered many good prospects 
Try it. 


19. Leave Home or Office Early 


Time is precious—don’t waste it. 
Plan to leave your home or office so 
that you can be in your territory by 
9:00 o’clock, ready to go to work. 
It is well to remember that the only 
really productive time a salesman 


has is when he is in the presence ol 
a prospective buyer. This is “Pay 
Off” time and the more time he 
spends with buyers, the more sales 
he will make. 


20. Demonstrate Machine on First Call 

Carry an adding machine with 
you when canvassing. A machine is 
the best attention getter a salesman 
can use. Try this method on 15 calls 
and you will be sold on its effec- 
tiveness. 


21. Co-operate with Servicemen 

Help your servicemen secure sup- 
ply business and service contracts. 
These men get behind the scenes 
of many businesses and can furnish 
valuable information regarding 
sales opportunities. Make them your 
partners in all territory activity. 


22. Audit Buyers’ Charge Accounts 

This is another practical way of 
conclusively demonstrating the 
money making possibilities of an 
R. C. Allen adding machine. Ask 
the merchant to permit you to audit 
a few of his charge accounts, pref- 
erably accounts that have already 
been paid. Here are a few typical 
costly errors that your work may 
uncover: 

Figure transportation $65.52 car- 
ried forward as $56.52—a loss of of 
$9.00 

Mistakes in carry-over. The small- 
est error that can be made is $.10 
This is a very common mistake. 

Bad figures. The amount should 
be 29 cents but is added as 20 cents. 
Loss $.09. 

Costly errors are made in subtrac- 
tion. Many people find it more dif- 
ficult to subtract than add. 

Figures out of line cause errors, 
units under tens, and so forth 

Hundreds of adding machine sales 
have been made by salesmen who 
located errors when auditing sales 
Slips. This is the most convincing 
proof a salesman can produce—that 
a merchant pays for a machine 
whether he owns it or not. 


23. Help Customers with Statements 

Practically every concern you call 
on sends out monthly statements 
When you find a concern still using 
the pen and ink method of state- 
ment writing, suggest a month end 
test of a model No. 1055. Arrange 
to make their statements on a ma- 
chine. This will forcibly demon- 
strate the speed, ease and conveni- 
ence of machine-made statements 
Emphasize the importance of mail- 
ing statements early in the month 
and show how it will improve col- 
lections. 

Study the various advantages of 
machine-produced statements. Visit 
statement machine users. Secure 
testimonials and sample statements 
for your portfolio. This market is 
wide open for the R. C. Allen sales- 
men who will make an earnest ef- 
fort to cultivate it. 


24. Make Friends of Salesmen 

Much valuable information can 
be secured from other salesmen. 
Make it a practice to get acquainted 
with men, who like yourself, are 
constantly acquiring valuable pros- 
pect information in your territory. 
Exchange ideas with them. You will 
find it pays. Form a “Tip Club.” 
Arrange to meet once a week at 
luncheon with representatives in 
non-competitive lines such as linen 
supply, store fixtures, glassware, 
beverage, stationery and so forth. 
This is being done by several R. C. 
Allen representatives at this time. 


25. Disregard Pessimistic Talkers 

Listening to pessimistic talkers is 
simply a waste of time. Refuse to 
listen to tales of poor economic con- 
ditions. It is well to remember that 
if you are actually determined to be 
a successful salesman, you can make 
your own conditions. Prove it to 
yourself and family. Your deter- 
mination to succeed and your will- 
ingness to pay the price of success 
by studying, working and applying 
your knowledge, depends largely on 
your mental attitude. 





Let us suppose that we have seen a new dirigible and want to convince people 


that it is amazingly long. 


To the fellow across the street we say that it would reach three whole blocks—all 
the way from Elm street to Lincoln street. He has walked them frequently and knows 
how long they are. To a farmer we say that it is twice as long as his pasture lot. To 
the New York man we say that its length equals the height of the Empire State Building. 
Thus we convince each man because we make contact with his special experience. We 


“tune in” on him. 


Most of the time people cannot grasp our point until they tie it up with their own 
experience. For this reason, able salespersons often go to considerable trouble to speak 
the other fellow’s language in presenting their selling ideas. 
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CHRISTMAS GIFTS 


from office supply stock are approved 


A parade of tips by 
leading stationers for 


Yule buying season 


by W. &. Stoddard 


special writer 


UT A NEW TYPEWRITER in 
ff delight your sten- 
raphe! ive your high school 
boy or gil ypewriter to aid him 
his si | work: give mother 
dad a typewriter for their home 
rrespondence Tell this to the 
public tl igh the newspapers, 
vindovw i ys, radio spots, and 


youl 


And gt ir typewriters in the 
nelight for in most cases 
the pul f a machine means 
everal |! budgeting. During 
the last eeks before Christmas 
eature acc ries—many who are 
t t a typewriter can 
pive ri typewriter paper 
all of which prac- 
ical gif ill be appreciated by 
the average ith or man far more 
than the u handkerchiefs, muf- 
eceived. Make them 
i rift ickages with holiday 
wrapping paper and gay ribbons 
nd_ the 1 be purchased by 
cores had not previously 


lought em as gifts 


Banks, office outfitters, 

Santa Bar- 
‘ li a pair of windows 
iggest ypewriters as gifts. The 


first had Everything Under 
the Sur he Typewriter.” At 
the toy window was a big 
ound, jy ardboard sun, with 
ribbons 1 to a Smith-Corona 

1 sma el at one side, and 

Unde at the other. Be- 
veen tl was a typist’s chair 
The st isplay showed three 

hine h topped with a 


miniature § a. On the floor was 
iddi1 hine, and a large box 
ypewriter put up in 
paper and tied 

with bi ellophane bows 
Thi ry department of the 
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CHRISTMAS DISPLAYS AT MEDFORD STATY. CO., MEDFORD, ORE. 
(TOP PICTURE) AND O’NEAL-BRANCH CO., ORLANDO, FLA. 


Commercial Dispatch, Columbus, 
Miss., ran a number of large ads 
calling attention to their different 
office lines. Since each ad made 
a single suggestion it made a deeper 
impression on the reader. Especially 
productive of good results was 
their ad suggesting monogrammed 
gifts, especially featuring mono- 
grammed matches. At the top was 
a small Santa, captioned “Santa 
Says ‘A Monogrammed Gift is a 
Personalized Gift The Giftee’s 
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Name or Monogram will Add Dis- 
tinction and Smartness.’” 

They also suggested the mono- 
gramming of playing cards, poker 
chips and many leather goods, and 
advised a three-day delivery serv- 
ice. Quality fountain pens were 
monogrammed free. Complement- 
ing their ads they arranged a win- 
dow with a four-tier fixture covered 
with red felt, each step bordered 
with green ribbon and American 
tinsel, while the floor was covered 
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with artificial snow. At the back 
of the fixture was a card rack 
Large snowballs were shown on all 
of the tiers, and here green candles, 
decks of card, stationery, both 
social and commercial, pen and 
pencil sets, book ends, globes and a 
number of gift wrapped packages 
were displayed. 

The Medford Stationery & Office 
Supply Store, Medford, Ore., had a 
silver background sprinkled with 
powdered mica, giving a very glis- 
tening effect. At one end was a 
desk, on which lay an open diction- 
ary, and at the other were a pair of 
leather suit cases, with cards of 
greeting attached. In the center 
was a leather office chair, bound 
with red ribbons; a huge box, in 
holiday wrapping paper; and a 
globe. On the floor were desk sets, 
book ends, filing cases and small 
leather goods. 

The Remington Rand Inc., Sacra- 
mento, Calif., had the center of the 
floor covered with artificial snow, 
out of which rose a Christmas tree, 
sprayed white, and shrouced in 
misty clouds of angles’ hair, the 
tree being trimmed with blue glass 
balls. At one side was a desk hold- 
ing a typewriter, and at the other 
a fire-place, upon the mantel of 
which were two tall red candles and 


neath the tree were a typewriter 
and a calculating machine, behind 
each being the lid, bound with a 
large bow of red ribbon. A striking 
effect was created by throwing a 
blue light on the tree at night, spot- 
lighting the typewriters beneath the 
branches. 


Radio is a very effective 

method 
in selling typewriters during the 
month of December,” declared the 
sales manager of the Central Type- 
writer Company, Wichita, Kans. 
“We had four announcements of 50 
words each during the month in 
which we suggested a typewriter as 
a Christmas gift. During the last 
week in December we varied the 
suggestion by suggesting that the 
recipient use check or cash which 
he received as a Christmas gift in 
making a down payment on a ma- 
chine—a gift that would remind 
him of the donor every day for 
many months to come.” 

Office furniture was strikingly 
suggested as a Christmas gift by the 
O’Neal-Branch Company, Orlando, 
Fla. Shown in the rear were a num- 
ber of steel filing cases. A big office 
chair was wrapped in clear cello- 
phane and tied with red ribbons. 
A card cabinet and a seat pad en- 


veloped in cellophane were shown 
on the floor, which was covered with 
artificial snow. A steel desk, with a 
number of portfolios on it, each 
bound with red ribbons with greet- 
ing card attached was shown di- 
rectly in front of the entrance. 

The W. S. Powell Office Supply 
Company, San Jose, Calif., arranged 
a pair of windows. The first, calling 
attention to small leather gifts, 
showed a brick fire-place with fig- 
ures of Santa and his reindeer on 
the mantel. On a table were a 
number of gift-wrapped packages, 
and at the base were small leather 
goods and pen and pencil sets. The 
second window was floored with 
artificial snow, and backed with 
white. At one end was a white 
branched tree from which, by red 
ribbons, hung a number of little 
waxed figures of Santa and snow 
men. On a white mound in the 
center was a typewriter on a red 
mat. Across the base of the central 
mound was a strip card of red 
saying “Merry Christmas.” Station- 
ery gifts were shown at one end, 
office supplies at the other, while 
down front was a good selection of 
greeting cards. A table near the 
entrance held a number of desk 
lamps, across each one being laid 
a long stemmed red poinsettia. 





a Remington-Rand machine. Be- 





ACCOUNTING TRAINING HELPS IN SALE OF LEDGER FORMS 


Y FAR THE MOST effective means by which the 

office supply retailer can build his sales of business 
forms, is by insuring that all salespeople have a work- 
ing knowledge of accounting systems, according to 
Oliver Pechman, head of Denver Stationery Company, 
Denver, Colo. 

Due to the heavy prevalence of business offices in 
the blocks surrounding, firms which maintain complex 
accounting systems, Denver Stationery Company has 
always carefully engineered its ledger forms section 
to “please the customer.” Forms of all types are 
carried, and the department occupies approximately 
one-third more space on the left wall of the store as 
do similar departments in other stationery stores. On 
hand, for helping the customer to make a selection, 
are heavy scrap books in which are illustrated com- 
plete accounting systems and all supplementary forms, 
a display table on which “specials” on various types 
of forms are frequently offered, and a complete library 
of simple, readily-understood instructions on various 
types of accounting work. 

“We consider it absolutely essential that any sales- 
person has a reasonably active accounting back- 
ground,” Mr. Pechman said. “I have personally taken 
a course on this subject myself, and have had prac- 
tical experience in operating my own firm, as well as 
others. Likewise, one full-time salesperson, always 
on the counter, has had rudimentary accounting ex- 
perience before she joined our staff, and has been 
sent to school since to perfect her knowledge of all 
forms of accounting. Similarly, store persons from 
the office or salesfloor who help out at the ledger 
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forms department, at any period of the day, are 
reasonably well-trained in all types of accounting.” 
Net results of this efficient, experienced service is 
that Denver Stationery Company is much more ready 
to “analyze” the accounting needs of any customer, 
and to give practical, immediate advice over the 
counter—without fear of any repercussions or un- 
pleasantness later on. Denver Stationery Company 
is proud of the fact that the firm has consistently 
aided many local business firms in setting up every 
step of their accounting work, and in the course of 
such help, it has been readily possible to boost sales 
of all forms used. “It has long been a surprising thing 
to me that many business firms notable for efficient 
advertising, personnel employment standards, and 
other phases of operation, are woefully behind the 
times when it comes to accounting,’ the Denver sta- 
tioner said. “In many instances, such firms are still 
using old-fashioned double-entry ledger-keeping sys- 
tems which were developed well before World War I, 
and have never been changed. Often, it requires only 
a bit of expert advice from a salesperson over the 
counter, which indicates the short-cuts and streamlin- 
ing possible with modern system, to effect a change. 
My belief is that every office supply retailer whose mar- 
ket embraces a large number of professional firms, in- 
surance offices, or other agencies which require ac- 
curate bookkeeping, should either hire only salespeople 
already trained in accounting of all types, or should 
send all such personnel to special training classes, 
before allowing them to wait on valuable customers. 
Worthwhile increases in sales will result.”—-RAL 
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THESE IDEAS lured Christmas crowds | 








ERHAPS MORE than at any other selling time of the year, 

Christmas volume depends upon crowds. The principal 
task of the office equipment dealer in the happy, frenzied 
Yuletide weeks is to attract traffic to his store. Given the 
crowds, much of his inventory will sell itself through silent- 
selling display, the power of suggestion, and through alert 
salesmanship. But how to get the crowds? Pictured here 
are a number of suggestions. These are ideas that work 
-have worked in past Christmases. They can help the 
dealer located in a traffic-rich main business district to at- 
tract his share of customers—perhaps more—through his 
aisles. They can assist the dealer who is located outside 
one of the big shopping areas to pull people onto his 
street—DM 
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. The postman can carry suggestions for office gifts to the male of 


the house, timed to reach wives well before the regular shopping 
spree begins. These mail pieces can plant the idea of an office 
supply gift and the store name from which to buy it. 


. A newscast made right from its front window brought this store 


double duty results—not only hitting the listeners in the home, but 
stopping passersby as well as at the crucial point, in front of the 
doors. 


. The whole family can be reached with Yuletide suggestions via 


sound, sight and demonstration when television is timed judiciously 
to the Santa Claus season. 


. Building up the greeting card department is a surefire way to 


pull crowds off the street. In addition to serving as a traffic attrac- 
tion, an expanded card department can produce worthwhile extra 
profits of its own during the Yule season. 


. One dealer provides a welcome oasis in the desert of Christmas 





madness and confusion. The desk has free p stati , pens, 
ink and stamp machine that dispenses a a five (not the. usual 


four) cents’ worth for a nickel. 
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IDEAS for management of a stationery 


and office equipment business 


NOTE.—Just before the 1951 
series of regional meetings of the 
National Stationery & Office Equip- 
ment Association began, Zac Smith 
prepared a handbook under the 
title, “Ideas for Management” for 
distribution to dealers at each of 
the meetings. The book was, as 
Mr. Smith wrote in the preface, 
“designed primarily for those who 
are attempting to establish a sta- 
tionery and office equipment firm 
or those who would like to expand 
or improve their present business. 
It treats briefly with those funda- 
mentals necessary to all business 
and more specifically to our own.” 
Because the material was so well 
received permission was obtained 
to reprint portions of it, the ap- 
pending article being the third of 
a series of four. 


N A VERY LARGE number of busi- 

nesses in our line, the compilation 
of the list of selling prices is con- 
sidered a matter of minor detail. 
Actually, the subject should be the 
No. 1 duty of the chief executive in 
the business. 

The price at which the merchan- 
dise is sold governs most of the 
really important results of the busi- 
ness. Among the things affected 
are these: 

(a) Net profit. 

(b) Competitive position 
(c) Customer relations 

(d) Compensation plans 
‘e) Invested capital 

I am sure that all will agree that 
such subjects merit management's 
most complete attention. 

Because of insufficient attention 
on the part of individual manage- 
ment, we find prices in the trade 
being arrived at as follows: 

1. By the use of manufacturers’ 
lists with or without discount 
but within the control of man- 
agement. 

2. By the use of these lists by 
salespeople without manage- 
ment control. 

3. By lists compiled by individ- 
uals and adopted for universal 
use by groups of dealers. 


4. By comparison only with the 


prices set by competition 


Since prices arrived at in any of 
these manners are not tailored to 
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Third of a series of four articles 


based on a handbook distributed for 
dealers at NSOEA regional meetings 


the individual business needs, there 
can be no assurance that an ade- 
quate profit will result. In addition, 
there is a general weakness in the 
trade which requires that the an- 
nual inventory be taken before it is 
possible to determine whether or 
not any operating profit has been 
made. 

A solvent industry is a healthy 
industry. No well-operated business 
can compete against ignorance dur- 
ing whatever period is required for 
the poorly run business to go into 
bankruptcy. Most insolvency is 
brought about by improper pricing. 
The adequacy of the price list is, 
therefore, the chief governing fac- 
tor. 

It is not my intention to go into 
the mechanics of this important 
subject. This is a matter which 








_ PRICE LIST 





should be left to the head of each 
company. It may be well, however, 
to cover the broad subjects which 
must be considered when making 
prices. Here is a partial list of these 
subjects: 

(a) Gross profit required to ex- 
ceed break-even point. 

(b) Dollar size of the individual 
order relative to handling 
cost. 

(c) Recognition of the fact that 
slow-turn service items should 
provide a greater gross profit 
than competitive ones. 

(d) Determination of the mini- 





by Sac Smith 


Zac Smith Stationery Company, 
Birmingham, Ala., 

president, 

National Stationery & Office 
Equipment Association 


mum size of a profitable 
transaction. 

(e) Establishment of classes of 
customers by annual volume 
of purchases. 

(f) Incorporation of freight and 

transportation costs in the 

cost of the merchandise. 

Separation of slow-turn from 

fast-turn items even though 

both are included in the same 
general group of items. 

(h) Recognition of extra han- 
dling costs occasioned by bulk 
and the cost of storage. 

There are others. 

Says H. G. Horder, Horder’s, Inc., 
Chicago: 

“In these days of rapidly rising 
costs, both of merchandise and of 
services, nothing changes faster 
than selling prices. It should, there- 
fore, be the first duty of each chief 
executive to determine the profit 
he needs to operate, the policy he 
desires to adopt to obtain this profit, 
and the mechanics by which he 
proposes to get the resulting selling 
prices into effect. Nothing should be 
allowed to come before this duty.” 


ge 


IMPORTANCE OF BUYING 


A balanced inventory depends 
upon co-ordination of three de- 
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partments—those who buy, those 


who sell, and those who keep the? 


records including financial rec- 
ords) 

If there are departments, all buy- 
ing should be delegated to a depart- 
ment head 


Buying successfully is most im- 

portant, and especially now. 

Here are some practical hints that 

may help the buyer: 

1. Keep a close ear to reports of 
customers’ calls from inside and 
outside salesmen for office sup- 
plies and office equipment not 
stocked 

2. Buyers must attend all sales 
meetings. Here, a buyer can as- 
certain the weakness or strength 
of products and trends for quan- 
tity buying 

3. Read all trade publications in 





Se’ 

4e% 
our industry. New products are 
continually being produced. 

4. Use visible records or system 
that you sell in order to keep 


inventory for buying purposes. 
5. Attend regional conventions and 
the national NSOEA sessions in 


Chicago. Visit manufacturers 
when possible 

6. Be courteous and listen to man- 
ufacturers’ representatives re- 
garding their products. 

7. Every buyer should definitely 


determine a_ buying policy 
What quality, what quantity, 
how many grades, exclusive 


representation? Whatever man- 
ufacturer selected, determine to 
do a good job. Buying depends 
on capital available, space avail- 
able, turnover 

8. Every buyer should strive to 


take advantage of paying bills 
promptly for cash discounts. 
This necessitates receiving and 
checking invoices. 

9. Records of merchandise bought 
out from competitors for cus- 
tomers should be analyzed. 

10. Stock should be cleaned out 
where turnover is not secured. 
Dead merchandise should be 
disposed of. Do not overstock 
when substitute merchandise is 
submitted. 


Proper Etiquette for Sales People 


Always stand so you will see cus- 
tomers approaching. 

Be prompt and alert in meeting 
every approaching customer. Walk 
up and meet the customer with a 
smile. 

Show an eagerness to serve and 
please all customers. 

Be interested in finding out ex- 
actly what the customer has in 
mind. 

Try to do for each customer just a 
little more than he would expect. 

Be cheerful and patient—suggest- 
ing always the item that would seem 
best for the customer. 

Give courteous—and considerate 
attention—to the wants of every 
customer, even the impatient ones. 

Practice the art of closing a sale 
quickly and passing on to the next 
customer. You don’t have to hurry 
the customer or be in a hurry your- 
self—just keep the customer’s at- 
tention on the merchandise. 

Don’t get into conversation on 
other subjects. Stay friendly, yet 
strictly business and you'll speed up 
your sales. 

Learn to conserve your time. For 
example, if a customer is undecided 
about a greeting card, suggest that 
he take his time in making a selec- 
tion—that you'll be back. You can 
sometimes serve several customers 
before the first reaches a decision. 

By a pleasant explaining nod, or 
by saying, “I will be with you in a 
moment,” to the customer waiting, 
you will make his waiting easier 
and much more pleasant. Customers 
don’t mind waiting if they are sure 


that you know they are waiting. If 
you are going to be busy with a 
customer for some time, ask another 
sales person to help you. Simply 
say, “Miss Jones, will you wait on 
this gentleman, please?” 

If you are not sure whether you 
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handle the wanted item, or in which 
department it is sold, tell the cus- 
tomer to excuse you and ask one 
of the sales people who does know 
—it’s no disgrace to ask—and your 


. customer will thank you. 


In directing customers to other 
sections or other departments of the 
store, be clear and definite—even go 
part way if you are not busy with 
another customer. 

Between customers, study the 
stock as you watch for approaching 
customers—you'll be surprised how 
quickly you can “know” the stock if 
you make every minute count. 

Don’t stand around visiting with 
other employees or friends—it cre- 
ates an unfavorable impression—it 
also keeps you from seeing an ap- 
proaching customer. 


Over the telephone 
—make a par- 
ticular effort to be cordial as well 
as eager to comply with the cus- 
tomer’s wishes—even though they 
may sometimes seem unreasonable. 
Take special care in securing and 
spelling back names and addresses. 
Use the telephone only for impor- 
tant business and keep your con- 
versation brief. Remember that your 
company telephone lines are busy— 
don’t tie them up. 
And finally keep always in step, 
maintain an attitude of courtesy in 
all dealings with fellow employees. 





The galleries are full of critics. They play no ball. They fight no fights. They make 
no mistakes because they attempt nothing. Down in the arena are the doers. They make 


mistakes because they attempt many things. 


The man who makes no mistakes lacks boldness and the spirit of adventure. He is 
the one who never tries anything. He is the brake on the wheel of progress. 


And yet it cannot be truly said he makes no mistakes beeause the biggest mistake 
he makes is the very fact that he tries nothing, does nothing except criticize those who 


do things. 
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by Irving Settel, authority on retail advertising F 
a 
n 
H | d d : 
13. How to get people to read your a 
f 
HE AVERAGE READER does not want to that it is easier to read the words in the left 
read your advertisement. He has bought the hand column than in the right: 2 
newspaper for the purpose of reading the news It is It’s - 
items, the comics, the columns and so forth. They will They'll . 
Your advertisement just happens to appear on She is She’s 
a page of a continued story. He may or may Shall not Sha’nt 
not look at it. In most cases, he resents its I am I’m 


presence because it is competing for his atten- 
tion. This unhappy competition creates a cer- 
tain amount of conflict within the reader’s 
mind, a fact which puts your promotional piece 
at a distinct disadvantage 

What conclusions can you draw from the 


Avoid Long, Confusing Sentences 

After your block of body copy is written, read 
it carefully, first to yourself then to someone 
else. Be sure that all the words are understand- 
able—readable—concise and interesting. Be 





above fact? Simply this: your advertisement sure that your copy reads smoothly, swiftly— Di 
must be as readable as is possible. It must be that it is easily understood. There must be no 
as interesting as it can be. It must entice the reason for the reader to reread to understand a 
reader, lure him from what he wants to read to the context. Avoid complicated punctuation. 
what you want him wo read. The successful Some words require simple explanation and 
application of this principle requires a certain elaboration. For example, the sentence, “These 
amount of psychology which must be applied office chairs are exclusive at BLANKS’.” Add- 
carefully and tactfully. ; ; ing a few words will simplify the thought. “These rit 
If, finally, the reader Goes nee the advertise- office chairs are exclusive at BLANKS’... . bu 
ment, chances — that he will make a “snap cannot be purchased elsewhere in town.” It is loi 
judgment of its contents. Consequently, for the often necessary to amplify and explain simple 
sake of simplicity, the headline, the copy and ideas. Do not hesitate to do ‘so. in 
the illustration should carry the same story | 
and appeal. Simple Thoughts ea 


Aids to Readability 

How can we get people to see and read our 
advertisements? SHORTNESS is one of the im- 
portant rules. In your copy and in your head- 
lines, give them SHORT WORDS, SHORT SEN- 
TENCES, SHORT PARAGRAPHS. A solid block 
of type is extremely difficult to read. It invites 
passing over. It actually “asks” for a cold 
shoulder. Break up your long paragraphs into 
short ones. This is the only way to invite the 
reading of your sales message. 

Short words, too, make easier reading. Do 
not allow long or unique words to be used in 
retail copy. Make your advertisement so sim- 
ple that even a child will understand every ap- 
peal. Remember... . Readers practically never 
give your advertisement full attention. The 
small fraction of their interest afforded to your 
ad must be maintained with the simplest of 
terms. 


Avoid Contractions 


Contractions tire the reader’s eye. Avoid the 
use of the terms “We're” for “We are” or “He'll” 


The average reader understands more easily 
advertisements which are simple. Make your 
copy and YOUR LAYOUT as simple to compre- 
hend as possible. Many retail advertisers as- 
sume that it is necessary to impress the public 
with long words or tricky thoughts. Actually, 
this often adds to the confusion of the reader. 
Clever copy may bring praise from other adver- 
tising men and retailers but single syllable 
words will bring business from the townspeople. 


Layout Must Attract Readers 


If an advertisement does not attract readers 
away from the editorial matter, it cannot pos- 
sibly do a selling job. Effort, space and money 
are being wasted. Promotion will become a 
burden rather than a help. Always remember 
that we advertise to sell. That is our first and 
foremost rule. Your layout, in order to sell, 
must attract attention, maintain interest, activ- 
ate the reader. Simplicity will help considerably. 

For example, your layout must contain illus- 
trations which show your merchandise in good 
taste and selection. Each item must be 
thoroughly described as representative of a 





for “He will.” They force the eye and mind to larger group being offered in the store. offic 
consider the tiny apostrophies. If he is care- Here, in a nutshell, are the important prin- on 
less, he may read an entirely different word by ciples of a good advertisement: bus 
skipping the apostrophe. Notice, for example, THE READER MUST SEE IT! rely 
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THE READER MUST READ IT! 

THE READER MUST UNDERSTAND IT! 
THE READER MUST BELIEVE IT! 

THE READER MUST DESIRE IT! 


Simplicity in Radio Copy 

The problems encountered in the writing of radio 
copy parallels those of newspaper promotion. While 
the length of the commercials varies with the time 
procured, the sentences must be short and understand- 
able. A new problem arises, however. The words 
must also sound well. This will, of course, eliminate 
words which are difficult to pronounce by the an- 
nouncers. There will be more on this subject in a 
future column 

Simplicity, then, is the keyword for all advertising 
messages. Every potential reader, listener or buyer 
must comprehend every word, every thought, every 
selling appeal 





CW, 





Dear Mr. Settel 
We are in need of some suggestions for compiling 
a new blotter to include our two companies: 
GRAND Stationery & Supply Co. 
and 
GRAND Typewriter Service, Inc. 

We are enclosing photostats of some of the mate- 
rial we have gathered—all good ideas individually— 
but we want to get them together in a very attractive 
long blotter, without a cluttered effect. 

The telephone dial system will soon become effective 
in Yonkers—hence the idea of using the dial face. 

May we have some expression from you at your 
earliest convenience? 


Yours truly, 
William Grand 





SUGGESTED COPY FOR BLOTTERS—ABOVE: Whatever your 


office needs . stationery or office equipment... . . 
you're sure to be satisfied when you call the “friendly 
store.’ BELOW: For the finest results from your typewriter; 
for top efficiency from all your mechanical office equipment; 
rely on our experienced service department. 
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SWEEPING ARROW ADDS EMPHASIS TO DIAL 


Dear Mr. Grand: 


Thank you for your recent letter to the Ad Analyzer 
of Orrice APPLIANCES. 

The layouts and copy submitted are quite interest- 
ing and certainly indicate that you direct a progres- 
sive organization. 

I have studied the two general ideas which you sent 
to me. In my opinion, the layout headed “EVERY- 
THING FOR THE OFFICE ... AT YOUR FINGER- 
TIPS” is far superior to the “GOOD RULES TO FOL- 
LOW.” It must be remembered that good blotters are 
very simple, very readable, very dynamic. The easy- 
to-read headlines of the former satisfy this impor- 
tant advertising rule. Simplicity of layout is also im- 
portant. I like the central dial “theme,” particularly 
with the sweeping arrow which adds movement and 
emphasis to your blotter. 

Large and bold copy headlines are important. They 
get across a quick message to the reader. Blocks of 
copy should be short and concise. If possible, cut 
your copy even further, making the message very easy 
to read. 

I do not know if you plan to use color. If budget 
permits, the use of a second color (red is always effec- 
tive) will add to the attractiveness of the promotional 
piece. Use it sparingly, however, in order to spotlight 
the most important idea on the blotter. 

I believe that you have the basis for an extremely 
effective blotter. 

Sincerely, 
Irving Settel 





Mosler to Exhibit at Theatre Trade Show 


A display of modern box office money chests and 
manager’s office safes will highlight an exhibit by 
the Mosler Safe Company at the Theatre Owners of 
America trade show at the Hotel Astor, New York, 
N. Y., from September 30 through October 3, it was 
announced by President Edwin H. Mosler, Sr. 

The display will include the latest burglary-resistive 
money chests specifically designed to meet theatre 
needs. Embodying special features to solve box office 
problems, the protective units are designed to thwart 
virtually all types of hold-ups and burglaries, ac- 
cording to President Mosler. 





Des Moines Firm Opens Map Department 


The Des Moines Stationery Company, Des Moines, 
Iowa, has opened a map department featuring Rand 
McNally maps for every purpose. Included are atlases, 
globes, pocket maps and business and scale control 
maps of the states and the nation from 8% x ll 
inches up. 

The store, which is located at 507-509 Locust St., is 
owned and operated by Frank and Lauretta N. 
Zeller.—AL 
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MARKET CONDITIONS 


don't change systems selling problems 


ELLING* SYSTEMS in today’s 

market is no different from sell- 
ing systems in any market. Whether 
we have a controlled economy, a 
softening of markets or high sales 
activity, the same problems are 
prevalent. 

I will endeavor to outline a simple 
approach to systems and then give 
you the basic tenets of how to get 
the order. 

As an office equipment dealer, if 
you are not in the sales of systems 
equipment, my suggestion, gentle- 
men, is investigate it NOW and get 
into this vital field in American in- 
dustry. 


The sale of systems 

equipment is 
interesting. It establishes a good 
profit item for the dealer and you 
will also take on a few extra hours 
of night work necessary in the prep- 
aration of procedure, analyses and 
proposais. In any period where there 
is a definite softening of the market 
for steel equipment, the require- 
ment for efficient office procedures 
is always apparent. 

I want to debunk the “hokus 
pokus” often attached to systems 
Incidentally, this term, ‘‘systems”’ is 
much misused. In general, it can 
be stated that it means the flow 
of paper in an office and the main- 
tenance of records required for re- 
porting to various Government 
agencies and the general public 

What is the potential? In this 
business it is so immense that it is 
practically immeasurable. Review- 
ing the figures for the 20 largest 
manufacturers of office equipment 
in the United States, members of 
O.E.M.I., which includes IBM, Na- 
tional Cash, Remington Rand, Bur- 
roughs, Standard Register, Moore 
Business Forms, Addressograph, 
Monroe, McBee, and others, we find 
an upsurge of business . an in- 
crease of volume over the '35-’39 era 
of more than 600%. 


Boring you 

a few minutes with 
statistics, I would like to point out 
in the year 1950, the sale of office 
machines alone was a 713 million 
dollar business. In May of 1951, 
non-insulated file equipment was 
over 5 million dollars. Other steel 
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Address delivered at meeting 
of NSOEA District No. 4 at 
Orlando, Fla., July 21, 1951 


by W. &. Wilson 


systems division, 
Diebold, Inc. 


products, including visible, but ex- 
clusive of desks and tables, was over 
2 million dollars. You may ask 
“Why this tremendous growth?” It 
is a relatively understandable sit- 
uation when we realize business has 
become exceedingly complex. The 
necessity of reporting for federal, 
state and local municipality govern- 
ments has increased many times. 
Further, the necessity of efficient 
routines has been brought about by 
the increases in cost for the white 
collar workers. 


Now for the debunking 

of sys- 
tems. It can be stated that there 
are 10 basic records in business. 
Whether you sell rotary files, visible 
files, vertical files, trays or any 
other filing device, each has it par- 
ticular place. 

I would like to call your attention 
to the fact that there are only four 
ways of filing a record: wheel, ver- 
ticai, visible and microfilm. 

Possibly you have never thought 
about it but there are only two 
things you can do with the record. 
You can WRITE ON IT and READ 
FROM IT. 

What are the basic records in in- 


dustry? 
1—Sale. 
2—Purchase 
3—Inventory 
4—Personne! 
5—Payroll. 
6—Accounts receivable, pay 
7—Credit. 
8—Cost. 
9—Production 
10—Service. 


Regardless of the size or type of 
business, they will have some or all 





of these records. It is basically 
simple. 

Taking a few minutes to review 
each, we find that a sales record is 
the motivating factor in industry. 
Nothing moves until a sale has been 
made. Sales records are usually es- 
tablished by the customer and show 
the various products sold to the 
customer, the potential of the par- 
ticular account, various personnel at 
this account and the salesman’s ac- 
tivity in the way of calls on each 
individual account. 

After the sale has been made, it 
is necessary to purchase something. 
Purchase records also have a few 
basic components inherent with 
each one. This is generally a list by 
the item purchased with a list of 
the vendors, the date purchased, 
quantity, cost and various other 
data, that might be required such as 
freight, terms, and so forth 


Inventory records 

have probably 
been the greatest source of housing 
requirements to the office equip- 
ment industry. They can be simple 
or exceedingly complex. Basically, 
they will be filed by the type of 
product and will contain the amount 
on hand with the “in” and “out,” 
a reference for a sale or a receipt 
and the date. You can add many 
other elements to accomplish vari- 
ous requirements of the individual 
situation. 

We now come to the important 
necessity of personnel. Personnel 
records can be a listing of the em- 
ployee, his ability and other perti- 
nent information including the 
seniority, hiring rate, transfers and 
possibly his attendance pattern. 
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After we have personnel, we obvi- 
ously incur a payroll. The require- 
ments for a payroll record are dic- 
tated by reporting necessities of the 
federal and state governments. A 
payroll record usually lists the pe- 
riod covered, the rate, the gross 
pay minus the various deductions 
and the net pay 


Two records 

which I have grouped 
into one single category are ac- 
counts receivable and accounts pay- 
able. This, of course, is a very sim- 
ple type of record which shows the 
billings and cash received on re- 
ceivable and on payable, the pay- 
ments and billings to us. 

Credit records become important 
to a business when the total income 
of accounts served is sizable. They 
will vary with the requirements of 


each individual situation. 

Cost records are usually sold in- 
dividually. Basically, they divide 
themselves into what is usually 
termed standard cost and unit cost 
records 

Production record is one we do not 
have time to air in detail but this 
record varies with the requirements 
of the individual situation. 


Service records 
are vitally impor- 
tant, not only to manufacturing in- 
dustries, but also industries like 
yourselves and every home appli- 
ance dealer. With the advent of TV, 
the necessity for service records has 
become sizable 
Remember, I stated that any busi- 


ness could have some, or all, of these 
records. In other instances, there 
can easily be combinations. A pur- 
chase and inventory record can 


easily be combined. A _ personnel 
and payroll record can easily be 
combined. Credit data can be a part 
of an accounts receivable record 
What equipment should be used 
yn any record requirement depends 


entirely upon the number of rec- 
ords involved, the activity thereon 
and the necessity for control around 
that individual record. 

Now, how do we go about selling 
systems? Whether it be today’s 
market or any market, each one of 
you here sells differently. I say this 
to you, “Repeat those things that 
make success for you and forget 
the things that do not SELL.” 

A good salesman sits down each 
night and “checks up” on himself. 
Do and redo the things that make 
success. I can’t tell you what makes 
you sell but you, alone, can improve 
your ability by self-analysis. 


Let’s get back 
to the basic ele- 

ments of a sale. Let’s make it very 
simple. Why do people buy? These 
four letters are the basis of any 
sale. 

A—Attention. 

I—Interest. 

D—Desire. 

A—Action. 

In selling systems we must con- 
sider the desire and what I like to 
refer to as— 

S urvey. 
D emonstration. 
P roposal. 

When each step is completed, 
properly, the result is an order. 

Let’s take a few minutes and re- 
view how we accomplish each of 
these steps. 

“A” means advertising which can 
include direct mail and every other 
type. Don’t overlook the excellent 
idea of ringing door bells to get at- 
tention. 

“T” is a simple matter of telling 
your prospect the value of your 
equipment. Stress to him the cus- 
tomer benefits, what he will get out 
of it, or use what we like to call 
“success stories.” Use other instal- 
lations of the same equipment in 
your locale helping record process- 
ing. 


“S” is a survey. This is simply 
an analysis of what is going on. 
Follow the papers. Make volumin- 
ous notes of why everything is done, 
get samples of each piece of paper 
and then find a secluded corner and 
think through what is happening— 
and why. Herein, lies the night 
work. 


“D,” the demonstration, 

is one of 
those things that you acquire by 
practice and herein lies the real 
value of the manufacturers’ repre- 
sentatives who call on you. Be sure 
they teach you to demonstrate 
properly. 

“P.” A proposal is merely a con- 
firmation, in writing, of how the 
prospect is presently doing a pro- 
cedure and it outlines your sugges- 
tions. Be sure you show the present 
method versus the proposed method 
and “hammer home” the savings. 
Of course, the proposal includes the 
price and the smart salesman in- 
cludes an order blank, already made 
out for the prospect's signature. 

So I repeat, “If you follow these 
steps, the result is always an order.” 
Selling systems today, or any day, 
is the same. Analyze the procedure. 
Don’t be confused by the intricacies 
or special intricate material and 
follow the basic steps of the sale. 


The best systems 

that I have in- 
stalled were actually created in the 
minds of the prospects themselves, 
through suggestions and ideas that 
I gave them. They worked it out. 
All I happened to be was the cata- 
lytic agent and, of course, we re- 
ceived an order. 

For the dealer who sells quality 
and energetically promotes creative 
selling, there will never be a lack of 
products, nor will there be a lack 
of potential. There is always a place 
for the man who satisfies his cus- 
tomers. 





TELEPHONE TIPS FOR SALES 


1. Answer the telephone promptly. A quick response suggests an alert, interested, 


on-its-toes organization. 


Pr a & NS 


Identify yourself or your organization properly. 

Hold the receiver correctly. 

Use a natural, pleasant tone of voice. 

Don’t leave your telephone without leaving a message. 
Keep pencil and paper handy. 

Don’t abandon a calling party. 


When you've finished speaking, make that clear to the other party. Don’t be rude 
or abrupt, but don’t be vague about concluding. Don’t keep the party in a state of 
ndecision, uncertain whether you're through talking or not. 


OFFICE APPLIANCES, October, 


1951 


—Printers’ Ink 


31 








MOVED 
Display 


CHRISTMAS 


CTOBER is the month when 

the holiday season looms upon 
the horizon. It will be here before 
we become aware of the fact unless 
we have made adequate prepara- 
tions to handle it. 

First of all, we must realize the 
reason for this spade work. People 
are like moths in one respect—they 
are attracted by light. They like to 
shop in the gay spots of the town 
and if we have not taken the trouble 
to prepare a distinctly different at- 
mosphere for their approval, there 
is a definite possibility that they 
will unconsciously be lured to our 
preparedness-minded competitors. 


Most merchants 

make a deter- 
mined effort to attend the holiday 
shows. They want to make early 
selections in order to avoid disap- 
pointment. They select fine mer- 
chandise and many of them fail to 
absorb the significance of planned 
preparation to get them in the spirit 
to buy. The manufacturers certain- 
ly put every conceivable effort into 
selling the merchant. He, in turn, 
should heed and make similar prep- 
arations to sell what he has pur- 
chased to the public. 

It is not enough in this modern 
age to be content with colored paper 
and cardboard for a Christmas dis- 
play prop. There is nothing very 
exciting any more about red and 
green as colors. No, it takes more 
than simple colors to attract atten- 
tion to your store and what you 
have to sell. You must have a theme 
if you want maximum results from 
your Christmas displays. This idea 
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P.O. Box 542, Long Beach, Calif. 


comes in October 


The wise retailer does his spade work now 


in anticipation of a busy holiday season; 


profitable display needs preparedness 


must be arranged and the necessary 
props ordered now if everything is 
to run smoothly when Christmas 
comes. 

Many profitable 

display plans 
never reach the final stages of pro- 
motional success because of the lack 
of foresight and preparedness. Good 
ideas are often discussed and never 
get beyond that stage. Because of 
procrastination, forgetfulness or 
just plain lack of enthusiastic prep- 
aration they are dropped. Store 
profits thus suffer. 

What preparations have you made, 
Mr. Merchant, for the proper pres- 
entation of your Christmas mer- 
chandise? 

How are you going to get your 
customers into the buying spirit? 

How are you going to be reason- 
ably sure that when they do buy it 
will be from you and not your com- 
petitor? 


You will not 

be able to do it by 
just piling the merchandise in the 
window. You must present it with 
an idea behind every move—the gift 
idea with the wrapped box; the love 
idea with the family circle; the “for 
men” idea; the “for women” idea; 


the jingle bells idea; gifts for every- 
one, and the gift center. And, of 
course, you can use the ever-popular 
Santa Claus promotion. If you can 
develop a theme that is peculiar to 
your store, so much the better. The 
more distinctive you can make it, 
the more it will stamp itself on the 
prospect’s mind and more sales for 
your store will be the result. 


Each of these ideas, 

or all of them, 
will have to have special prepara- 
tions. How will you present the 
theme? What kind of cards will 
you use? How many of them will 
do the job? What are the key spots 
in the store? Where will the dis- 
plays show up to the best advan- 
tage? What special effects are you 
going to use? Have you ordered the 
material to carry them out? These 
are all merchandising musts that 
demand your attention NOW, not 
the day before you want to install 
the Christmas displays. 

Get on the ball. Think out and 
plan your Christmas presentation 
gradually from now on. If you do 
this, your operation at that all-im- 
portant time of the year will not 
only run smoother, but it will be 
much more profitable than you 
have ever previously experienced. 
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A GREAT aid to dealer display 


“Seelingrill’ is a useful 
prop for suspension from 


ceiling of store window 


by George BD. Taylor 


display specialist 


N HIS QUEST for something to 

make his work easier and give 
him a more modern approach to the 
display problem, the small operator 
in the stationery business is more 
and more looking to this display 
column. From time to time, we en- 
deavor to present something prac- 
tical which will accomplish the end 
he desires 


Such a usable prop 
is the “See- 
lingrill” manufactured and offered 
for sale by the Bliss Display Corpo- 
ration, 460 W. 34th St., New York, 


N. Y One of the most difficult 
problems in the average window, 
and most certainly in the average 


stationer’s window, is how to se- 
cure a certain sign prop or shelf in 


a position relative to the display as 
a whole. Up to now, the ceiling has 
offered no distinct answer to this 


problem without the use of a screw 
eye which would mar the surface 
and supply only limited strength to 
the support 

Progressive wholesalers of display 
equipment have, for some time, been 
searching for the ideal substitute 
for the wood-grilled ceilings now 
being used extensively by depart- 
ment stores to-such good advan- 
tage. The answer is “Seelingrill.” 
This consists of 44-inch square steel 
laid out in 6-inch squares. It is 
spot-welded and comes to you with 
ceiling toggles by which it can be 
held firmly in place. The idea of 
hanging merchandise or props at 
any height in any position is now 
possible, practical and quickly done. 
Its users are unlimited and as an 
aid to the time-pressed stationer it 
is invaluable 


By means of 
‘Seelingrill” you can 
Suspend shelves at various heights 
upon which to display merchandise 
in a pleasing arrangement. You can 
hang manufacturers’ signs wherever 
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HERE’S THE “SUSPENDED CEILING’ APPROACH TO DISPLAY PROBLEM; 
SKETCH ILLUSTRATES DEPARTMENT STORE ADAPTATION OF THE IDEA 


you wish to balance the display. 
You can hang the merchandise it- 
self if it is the right size for a bal- 
anced display. There is no question 
but what “Seelingrill” is the prop 
of a thousand uses and one which 
will revolutionize your displays if 
you decide to adopt it. 


Send for a circular 

today and you 
will see for yourself that it has 
many possibilities. It comes in sizes 
3 x 6 feet and 4 x 8 feet. In the 
words of the manufacturer, “It is 
the suspended ceiling that revolu- 
tionizes all concepts of window 
trimming.” 

Our sketch does not show “See- 
lingrill” but it does show the man- 
ner in which the device can help 
us in our display problems. The 


sketch illustrates the department 
store approach to the problem, the 
adaptation of which is a natural for 
the office supply business. By means 
of this louvre effect, or by the sim- 
pler process of fastening a sheet of 
“Seelingrill” to the ceiling of your 
show window, you gain many bal- 
anced advantage points from which 
to suspend the ribbons, wires or 
strings to which you want to at- 
tach merchandise, signs or shelves. 
It is easy to see from this sketch 
just how much advantage the device 
gives you in attaining a balanced 
window and in securing the props 
necessary for the effect. If you want 
to work in display and attain some 
startling new effects in the presen- 
tation of your merchandise, don’t 
fail to put this modern attribute to 
work for you at once. 








OUTSTANDING display sells many 
pens for Los Angeles stationers 








STATIONERS CORP., LOS ANGELES, INTRIGUES PASSERSBY 


Large cut-out sign proves attention-getter 


in Parker window designed by Hans Andres 


by George D. Taylor 


display specialist 


WOULD LIKE to emphasize once 

again the purpose of this column 
The display section was conceived 
about four years ago and has been 
a regular monthly feature of this 
trade journal ever since. Its pur- 
pose is to help the smaller dealers 
throughout the country with their 
display problems. Many of these 
dealers live in small towns and do 
not have the advantages that are 
well known to the dealers in thick- 
ly-populated centers. There is usual- 
ly only one stationery or office 
furniture store for miles, and ideas 
are hard to get. Some of the larger 
stores in the country are more than 
willing to help by providing photo- 
graphs of their window presenta- 
tions. Thus, ideas are relayed to the 
men who find them invaluable. We 
always welcome photographs of out- 
standing displays. They will be 
given careful consideration and 
publicity in these columns 
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The writer received several photo- 
graphs recently from Cal Adams of 
Stationers Corporation, Los An- 
geles. These were such outstanding 
achievements in display art that 
we are going to use them in several 
editions of OrricE APPLIANCES 


The display manager 

for this pro- 
gressive firm is Hans Andres. His 
windows are always among the 
leaders in Los Angeles display. The 
photograph accompanying this ar- 
ticle will bear out this statement. 
Here is a simple and effective dis- 
play of the new Parker 21 pen. The 
attention-getter in this display is 
the large cut-out sign, executed in 
the shop at Stationers. Most any 
good sign man can supply you with 
a cut-out sign which can be used 
not only in your display, but also in 
the store when you are through with 
it. This sign can be seen by people 
across the street and by autoists. It 
takes something very unusual to 
attract attention from the passerby 
The hustle and bustle of the busy 
city, or main street, calls for un- 








usual methods and these large cut- 
out letters will definitely stop the 
shopper and cause him to examine 
the display. It will tell him that 
here at your store he can see the 
new “Parker 21” pen. Stationer’s 
Corporation used this display to 
widely publicize the “10-day free 
trial” selling campaign backed by 
Parker ads all over the country. 

The display was very neatly car- 
ried out by Mr. Andres. By not 
crowding the window, the artist has 
achieved a neat, simple arrange- 
ment using props from his regular 
supply. The readers are very out- 
standing in design and present the 
message very emphatically. The na- 
tional advertising given this new 
pen was emphasized, as has been 
advocated in this column again and 
again, by means of the smart poster, 
“As Seen in LIFE.” 

Stationer’s Corporation is to be 
congratulated on an outstanding 
window job. It is not only a job 
that will do the firm credit and sell 
the merchandise it is designed to 
sell, but it will supply ideas wel- 
comed by many of the smaller mer- 
chants throughout the nation. It is 
in windows like this that the display 
manager earns his salary. He is an 
important link in the chain that 
leads from sales to profit 
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MAINTAIN a file of quick, easy 


displays to save time 


Put something away for that rainy day when 
sick leave or vacations cut down on staff 


by Geo. It. Dodson 


special writer 


INDOW DISPLAY SPACE is 


too valuable for the office ap- 
pliance store to neglect it for even 
a single day. But there are occa- 
sions when time seems too short to 


allow for a needed change in the 
display. And once in a while the 
task must be turned over to a less 
experienced worker who lacks train- 
ing in many of the finer details 


going into an attractive display 


When these problems 
arise, you 


will find it convenient to have a file 
of quick and easy displays which 
nevertheless get across a strong 
merchandising message. Then, 


shortages of time or of highly-qual- 
ified workers will neither one inter- 


fere with the excellence of your 
office and equipment displays. 
Naturally, such a file of ideas 
must be started well in advance of 
the actual need. However, by giv- 
ng some attention to the matter 


for a few weeks and then adding to 


the collection regularly, you can be 
ready to meet almost any emer- 
gency situation in display building. 
Judge displays by usual standards 
of effectiveness and ability to sell 
stock, but answer the following 
questions before adding them to this 
special group: (1) Can the display 
be handled in a minimum of time, 
and (2) will it be possible for a rela- 
tively inexperienced employee to 
achieve satisfactory results? Hun- 
dreds of display ideas fit into that 
pattern, of course. But it’s not easy 
to remember a single one when 
hard-pressed by other duties. Then 
it is, that you will be pleased with 
your foresight in putting this ma- 
terial into shape for prompt use. 
Suggestions and ideas for your 
file may be secured from many 
sources. Watch your trade papers 
and suppliers’ advertising, study 
displays in other store windows in 
your own town, try to visit neigh- 
boring cities once in a while to see 
what displays you could adapt for 
your quick and easy file. (On this 
last suggestion, pay particular at- 
tention to displays in side or auxil- 
iary spots. Note also any displays 
which could be broken down into a 
series of uncomplicated units.) 


After you start thinking about 
this matter, you may discover a fine 
source of ideas is in your own expe- 
rience and originality. Get these 
details down on paper, preferably 
small file cards. Add rough sketches 
for the guidance of workers with 
less training, so they can turn out 
a good job without further help. 
Add snapshots of quick, easy dis- 
plays you have used in the past, as 
with only minor changes they can 
be turned into regular sales makers 
for your office appliance and equip- 
ment store. 

The smaller business in this field 
often faces the problem of main- 
taining high quality displays with 
a limited staff. Sick leave or vaca- 
tion for the person regularly in 
charge of displays can cause loss of 
Sales until he returns to his job. 
And if he must be replaced on short 
notice because he takes another 
position—well, the office appliance 
dealer hates even to think about 
the resulting confusion. 

However, with a growing file of 
displays to fill in during emergency 
periods, the situation looks a lot 
less gloomy. And you can keep right 
on winning customer approval and 
Sales from your window displays 
without a single break in the con- 
tinuity of effective merchandising 
when your file of quick, easy ideas 
stands ready to help you at any 
time. 
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NEW PLANT 
FOR VALCO 


R. J. Gartner of Valco Company, St. Louis, 
Mo., is enthusiastic about the company’s new 
factory which provides needed plant facilities 
for the production of Valco all-aluminum 
costumers. The Valco factory is located at 
1311-15 Ann Ave., St. Louis. 
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HOW to run a small business 


on a profitable basis 


NOTE .—AIll of the ideas in these 
articles (a series of eight which be- 
gan last July) are practical and 
workable because they are based 
on Mr. Lasser’s long years of busi- 
ness experience. First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 
Clinic, Mr. Lasser came to know all 
the problems from which small con- 
cerns suffer continuously because 
they can’t afford to consult experts. 
The U.S. Department of Commerce 
was so interested in the work Mr. 
Lasser did in his Small Business 
Clinic, the first of its kind, that 
they published a report on his 
course. In “How to Run a Small 
Business,” Mr. Lasser’s latest book 
from which we have selected these 
articles, are all the subjects treated 
in his course, plus much additional 
material. 

If you would like to reduce your 
business risks and organize and 
maintain your business operations 
for greater profits, these articles are 
custom-tailored for you. 


TOCK CONTROL is the retailer’s 

method of maintaining a bal- 
anced inventory. It permits know- 
ing at all times the quantity of each 
kind of merchandise on hand. It 
also shows (1) what to buy, (2) 
when to buy, and (3) how much to 
buy. Thus stock control and buying 
are each a part of the other. To be 
effective a stock-control system 
should— 

Provide a guide which indicates 
what, when, and how much to 
buy by style, color, size, price, 
and brand. 

Reduce number of lost sales re- 
sulting from being out of stock 
on merchandise in popular de- 
mand. 

Locate slow-selling articles and 
keep track of them. 

Tell what goods to push for vol- 
ume. 

Indicate change in customer pref- 
erence, so that you can either 
decrease the weak items or 
eliminate them entirely from 
your stock. 

Indicate the need for store rear- 
rangement. 

A stock-control system will not 
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Stock control enables retailer 
to maintain balanced inventory 


(Fourth of a series of articles) 


eliminate the need for judgment. 
But it does provide a reliable back- 
ground of facts on which to base 
decisions. 

There are many variations of 
stock-control systems. You may 
need to use more than one method 
if you handle many types of goods 
and buy from numerous sources. 
The plan used for year-round mer- 
chandise may differ in some re- 
spects from the control for seasonal 
articles. The size of your establish- 
ment and the number of people em- 
ployed will also be determining fac- 
tors. 


Talk with your CPA 

about the 
method you should use. Should it 
be a control kept by means of ob- 
servation? Or should it be by the 
use of “on-hand-on-order-sold” re- 
cords, detachable ticket stubs, check 
lists, and a physical inventory? 

As the name implies, the observa- 
tion method consists of watch- 
ing the physical layout of coun- 
ter, shelf, and reserve stock. 
Generally a “want” book, in 
which items are recorded as 
needed, is used. While this plan 
is obviously the simplest, it may 
often be the cause of losing 
sales. Merchandise may not be 
entered in the want book until 
stock on hand is almost or com- 
pletely out. Without a better 
checking system, orders are 
usually placed only at the time 
of the salesman’s regular visit. 
Unless you can develop skill and 
foresightedness in anticipating 
your needs, this method is not 
wholly satisfactory. 

The on-hand-on-order-sold rec- 
ord is a plan which enables 
you to know how to order sizes, 
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by J. &. Lasser 


small business consultant 


colors, or styles in proper pro- 
portion. 

Detachable stubs on tickets placed 
on merchandise also afford a 
means of control. The stubs 
contain information identifying 
the articles to which they are 
attached. They are removed at 
the time the items are sold. The 
accumulated stubs may then be 
posted daily, or whenever de- 
sired, to a perpetual inventory. 
This analysis is particularly val- 
uable as a guide to purchasing 
Style goods. 

A simple check list, often provided 
by wholesalers, is an effective 
means of controlling purchases. 
The list provides space to record 
the items carried and the sell- 
ing price, cost price, and min- 
imum quantity to be ordered for 
each. It also contains a column 
in which to note at checking 
time whether stock on hand is 
sufficient, or whether an addi- 
tional supply should be ordered. 
Minimum stock, which can be 
entered, may have to be revised 
from time to time, as, for in- 
stance, if the general volume of 
your store decreases or in- 
creases. Often the check list is 
the main control. It has been 
developed in great detail by 
some wholesalers. 

You must take a periodical phys- 
ical inventory of your stock in 
order to prepare your profit- 
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and-loss statement. This inven- 
tory involves counting the 
quantity on hand of each item 
in stock and determining its 
value. The total represents the 
value of the entire stock. The 
physical inventory should be 
taken at least once a year, al- 
though it may be taken more 
frequently. Strictly speaking, 
the physical inventory is not a 
means of controlling stock. But 
it can be used for that purpose, 


for when you are taking an in- 
ventory, you are actually han- 
dling each article in stock. 


How to find if you have the correct 
stock for your store: 


To make any stock-control system 
work you must know the total stock 
on hand at the beginning of each 
month valued at the selling price. 

Why use the selling price? Prin- 
cipally for the sake of consistency. 


Every activity of a store is based on 
sales. Goods are bought and ex- 
penses incurred in anticipation of 
future business. Sales are 100%, and 
everything else is a part. 

Current stock on hand, as well as 
sales, is then compared with the 
previous year’s figure. Because of 


seasonal variation, stock is ex- 
pressed as a ratio to sales of that 
year 
Then use these guides to find the 
proper stock 
The amount of present stock on 
hand is justified by anticipated 
Sales. A ratio of beginning stock 


to sales for the period (month) 
represents the length of time 
(number of months) the goods 
would last if sales did not vary. 

This ratio may be compared with 
the previous year’s ratio to find 
whether the stock is more or 
less in proportion to sales than 
it was a year ago. 

To find the rate of stock turnover, 
you divide the dollar amount of 
sales during a given period by 
the average of the beginning 
and ending inventories valued 
at retail prices for that period. 
The ratio may also be obtained 
by dividing cost of goods sold by 
the average of the beginning 
and ending inventories at cost. 

The turnover rate is governed by 
the nature of the goods, the 
source of supply, and the buy- 
ing policy of the retailer. Per- 
ishable merchandise must be 
bought in small enough quan- 
titles so that it will be sold be- 
fore spoiling. This forces rapid 
turnover 
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If articles are naturally fast sell- 
ers, it is easier to buy so the 
turnover will be high. Some- 
times goods are packed in mini- 
mum shipping quantities and 
when this minimum quantity is 
bought the turnover rate is au- 
tomatically determined by the 
rapidity of sales. 

For proper control of seasonal and 
occasional merchandise you need to 
study— 

An inventory of items carried over 


from previous similar events. 

A record of articles that sold out 
early, and an estimate of the 
additional amount of those ar- 
ticles that might have been sold. 

The age of unsold items. That 
helps you to detect slow sellers. 
It may assist in determining 
when to reorder or not to re- 
order. The simplest method to 
do this may be to list the month 
and year of purchase by code 
on each package. 





ADVERTISE WIDELY AND WISELY 


(Contnued from page 17) 


promotion too much on ‘new’ busi- 
ness. 

“For example, there have been 
several occasions when we've sold 
a typewriter to the third generation. 
Only recently a woman came in 
with her daughter and grand- 
daughter. The two older women 
had both purchased typewriters 
from us in past years, and on this 
trip the grandmother was in the 
market for a typewriter for her 
grand-daughter. She explained that 
she had forgotten our firm name 
and had looked us up in the direc- 
tory to remind herself. 

“T should explain that we’re now 
selling and renting machines just 
about up to capacity and for that 
reason I emphasize the importance 
of the classified pages as a refer- 
ence medium for past customers. 

“I’m a strong advocate of vigor- 
ous newspaper advertising, and I 
appreciate the great value it has 
had for me and for many dealers I 
know. We'd be using it more except 
for the strict limitation we have set 
on our business volume. It’s been 
our individual experience that 
when you exceed a certain volume 
in this kind of business you lose 
personal contact with your cus- 
tomer and supervisory control of 
your service. 

“When radio first made its ap- 
pearance, we branched into that 
medium, and we were, in fact, the 
first typewriter dealer to make use 
of local radio time in this city.” 


Young is now 
represented in the 
telephone directory under five sep- 
arate bold-face listings, each one 
referring the reader to a prominent 
quarter-page display advertisement. 
All five ads feature a drawing of an 
office machine appropriate to its 
section of the book and a small map 
drawing showing the firm’s Loop 
location. 
The listings are under “Type- 
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writers,” “Adding & Calculating 
Machines,” “Dictating Machines,” 
and “Duplicating Machines.” In the 
case of ‘‘Dictating Machines,” 
Young’s quarter-page (the largest- 
size ad permissible in the direc- 
tory) is also the largest ad in that 
section. 

“We consider our five ads and 
listings equally valuable to us,” 
Young said. “But since typewriters 
account for the largest share of our 
business, I have inserted an addi- 
tional eighth-of-a-page display ad 
in this section, under the name 
‘Elmer L. Young,’ and referring to 
our line of IBM electromatic type- 


. writers. 


“Our emphasis 
on the telephone 
directory in sales promotion has 
been consistent for the past 35 
years. Back in 1929-30, we even 
bought the entire back cover of the 
classified book, bidding successfully 
for this prominent location against 
a local funeral home. For those two 
years, use of the directory ac- 
counted for 80% of our entire ad- 

vertising budget. 

“Another aspect of sales promo- 
tion to which we've given much 
thought is the question of quoting 
prices in advertising our machines. 
At times during the growth of our 
business, this practice has served us 
very profitably; it has brought ex- 
cellent results in spot promotion 
campaigns. But business problems 
change, and today I believe the dis- 
advantages outweigh the advan- 
tages, although I concede the com- 
petitive importance of price adver- 
tising for a dealer establishing 
himself in a market area. The 
drawback is, that it ties you down 
and doesn’t aim directly enough 
as high quality ‘repeat’ business. 

“For that reason, I welcomed the 
action taken by telephone directory 
people some years back to discour- 
age quoting prices in the book.” 
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BUSINESS BOOMS 


when every sale is custom-built 


NDIVIDUALIZED attention to 

customers has been a tremen- 
dous factor in helping Frank Wolf 
Company, Inc., Philadelphia office 
furniture dealers, in turning overa 
volume amount of business yearly 

“We as other firms, offer cus- 
tomers our exclusive decoration 
service,” says Leonard LaFair, vice- 
president, “but we have often won- 
dered if that was enough. Firms are 
always willing to help their cus- 
tomers make selections of furniture 
and lay it out, but are these cus- 
tomers getting the individual atten- 
tion they deserve, or are they just 
getting a generalized decorator’s 
advice? We feel that they are get- 
ting the latter, which is the reason 
why we dwell on individualized at- 
tention so much.” 

Each piece of office furniture and 
equipment that the Wolf organiza- 
tion sells, has been primarily meas- 
ured up to the job and the standards 
that the customer requires. To 
show the way that Mr. LaFair sells 
office equipment, it must be exam- 
ined individually. 

“We first find out what type of 
business or use which the customer 


INTERIOR 
VIEW OF 
WOLF CO. 
STORE. 
BOOTHS AT 
LEFT OFFER 
OPPORTUNITY 
TO CREATE 
AN OFFICE 
SCENE 
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Frank Wolf Company, Inc., Philadelphia 


office furniture dealers, points way 


intends for the office furniture,” 
it is explained, ‘“‘then we know the 
exact pieces to show the customer 
and can help him see that the pieces 
we are suggesting are the right ones 
Office furniture for a doctor’s office, 
real estate dealer, receptionist of- 
fice and so forth, all vary, and itisa 
dealer’s job to be so well familiar 
with the lines on the market that 
he has an immediate picture in 
mind of the furniture for whatever 
use it is that the customers de- 
sire it.” 

Mr. LaFair tells the customer im- 
mediately the type and style of 
furniture that is needed for that 
individual’s duties. Then he starts 
to demonstrate and sell it to the 
customer piece-by-piece. 

“We first take the desk that the 
customer should have for his par- 
ticular needs,” Mr. LaFair points 
out. “We explain to the customer 
why a certain shape or style is 


by Phil Lance 


special writer 


needed and the size. We can point 
out the need of drawer space in 
different sizes and the convenience 
that it offers. As an example, let us 
take real estate dealers who make 
up a large percentage of our busi- 
ness. 

“As they use their desks for set- 
tlement, as well as personal work, 
we point out the need for the large 
desk and skirt in the back where 
two or three people can sit around 
the desk with their feet underneath 
to conclude arrangements on prop- 
erties and other business. Usually 
there are present the client, a law- 
yer and perhaps another individual. 
The real estate broker sits in front 
of the desk facing them. 
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This type of desk does a double- 
duty job. It serves as a partial 
conference table and also a desk for 
the real estate dealer. By pointing 

ut the advantages of using such a 


desk, a customer realizes its qual- 
ities and making the final selection 
as to color and other features nar- 
rews down the efforts needed to 
make the 

The next important step is selling 


th the proper chair. As 


e customer 


as Mr. LaFair is concerned, 
omfort utility run hand in 
hand and after that comes the 
price 

Customs are willing to pay top 


prices for chairs as long as they are 
getting exactly what they need,” 
says Mr. LaFair. “They appreciate 


the fact that they have to spend a 
considerable time in them and that 
they can best enjoy their work if it 


is in comfort. So, for this reason, we 
have to give our clients individual- 
again when it comes 


to chair selections.” 


ized attention 


Customers are told 
to sit in sev- 


eral chairs that may be suitable 
The seat has to be comfortable and 
then Mr. LaFair measures the back 
with a pocket measure to see that 
it just hits the shoulder blades, if 
that is the type of chair that offers 
the customer the proper comfort 
and utility 

We sell chairs along the line of 
prestige as well as utility,” says Mr 
LaFail by etting the customer 
to understand why we take such 
reat pair measuring him. A 

ck must be just high enough to 
provide all the rest and comfort 
needed and at the same time must 
letract from the user’s personal 
prestige while he is facing the 
publi 

For emphasis, let me point out 
that many men of small stature 
may like chairs with tremendously 
irge back Seated in these chairs 
ind facing the public, they appear 
to be smaller. At the same time, for 
1 large heavy man to sit on a nar- 
row chair with small back makes 
him look overly large. All these 
factors must be taken into consid- 

tior é selling the chair and 

is at this time that the customer 


realizes the individualized attention 


The Frank Wolf concern 
promotes 
its over-a] isiness with its ex- 
clusive decoration service. A com- 
mercial art employed by the firm 
hes of the customer’s 
iffices e outfitted and then 


iTaws SKé 
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LEONARD LEFAIR MEASURES A CUSTOMER’S BACK TO INSURE 
HIS RECEIVING THE PROPER SIZE OF AN EXECUTIVE CHAIR 


places at the appropriate locations 
the pieces of furniture suggested by 
Mr. LaFair. The entire sketch is 
drawn to scale and highlighted in 
color so that the customer gets a 
true picture of the final appearance 
of the office. 

“After we have a general idea if 
the customer is satisfied with our 
plans, we make a duplicate layout 
in a section of our store,” Mr. LaFair 
explains. “We have several areas 
that are divided and we try to du- 
plicate the customer’s office scene 
in one of these booths. If it is an 
extremely large office, we may take 
two or three areas just so that we 
can reproduce the exact office 
scene.” 

The firm even goes a little further 
in helping customers get exactly 
what they want. On occasions, a 
certain client may feel that it’s a 
toss-up between two desks, two 
chairs or some tables. Usually when 
a customer is so undecided, no mat- 
ter which one he selects, he will 
later feel that he purchased the 
wrong one 


To make sure 
that the customer 
is completely satisfied, Mr. LaFair 
will send him both desks or chairs 
at the time of delivery and let the 
customer decide for himself which 
one is the most appropriate. It’s far 
better, he believes, to take the extra 
time and effort when the furniture 
is being delivered to the customer, 
than have to make a return call for 
an exchange. Customers also have 
the opportunity of checking one 
against the other until they are 
completely satisfied. 
The Frank Wolf Furniture Com- 
pany has a modern building on 
busy Market St. in the Quaker City. 
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Of interest are its double display 
windows, one on top of the other. 
This has been found to add to the 
value of the store’s display space. 

When automobiles are parked in 
front of the building, the top floor 
display can be seen from any angle, 
thus keeping the store “out front” 
where the public can see it. The top 
display is made at an angle so that 
passing traffic can see it as an ac- 
tual floor level. 


During the evening 
hours, it has 
special appeal, as the illuminated 
windows stand out and the office 
furniture displays can be seen for 
a considerable distance. 

The main floor of the store is de- 
voted to new furniture and office 
equipment. The basement is for the 
display of used furniture. The other 
floors of the building are used for 
storage and the refinishing depart- 
ment, which is an important asset 
to the business. 

The store is a consistent news- 
paper and business paper advertiser. 
In the newspapers, it always pro- 
motes a single item at a time, such 
as a chair, desk, table or lamp, so 
that it makes a deeper impression 
on readers. 

Such local business papers are 
used as doctor publications, to in- 
terest these prospects in office fur- 
niture when they are ready for it. 
These ads are particularly impor- 
tant when doctors are just setting 
up offices or making improvements. 

After a customer’s office has been 
outfitted, even if it is just the mat- 
ter of one desk, a Wolf salesman 
always follows up. This contact 
leads to sales later of accessory 
items such as pads, ash tray stands 
and coat racks. 
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MODERN LIGHTING HELPS IN EFFECTIVE DISPLAY AT OFFICE FURNITURE, INC., DENVER, COLO. 


DIFFUSED LIGHTING 


provides unusual appeal in display 


LANNED LIGHTING as well as 

planned display space can have 
a powerful influence on success in 
selling office furniture, according to 
A. B. Hirschfeld of Office Furniture, 
Inc., Denver, Colo. 

The Colorado dealership built one 
of the West’s most attractive office 
furniture showrooms a little more 
than a year ago. All architectural 
and merchandising features are the 
results of a protracted tour by exec- 
utives when dozens of outstanding 
office supply houses were visited in 
order to select the best display ideas 
from each. As a result, the colorful 
display room at Speer Blvd. and 
Bannock St., in midtown Denver, 
has literally “stopped traffic,” re- 
sulting in many “big ticket” sales 
which came about entirely because 
the purchaser had been attracted 
by displays seen through the all- 
glass front. 


Lighting was a major 

considera- 
tion in laying out the beautiful 
store, as pointed out by the experi- 
ence of many other dealers visited 
during the “tour.” As a result, in 
addition to providing such features 
as marble wall panelling, large spa- 
cious individual office displays and 
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Versatile illumination is primary factor 


in sales leadership of Denver firm 


bright pastel colors for modern 
backgrounds, a versatile lighting 
system was declared a “must” in the 
Office Furniture, Inc., showroom. 

One of the basic considerations, 
according to Mr. Hirschfeld, was 
ability to provide a variety of light, 
to simulate various conditions under 
which office furniture will appear in 
actual use. Thus, there are actually 
dozens of lighting conditions which 
the Denver office furniture dealer- 
ship can use as desired. 

First, in keeping with the trend 
in the design of modern office build- 
ings, all illumination in the show- 
room is either diffused or indirect. 
Diffusion for the most part is ac- 
complished by means of “egg crate”’ 
dropped ceilings, consisting of light 
plywood units suspended three feet 
from the ceiling, and made up of 
many thin strips of wood which 
break up the rays of light from ceil- 
ing fluorescent or incandescent 
lighting units. Executive desks, such 
as those shown in the accompany- 
ing photograph, show up to best 


by Bert Merrill 


feature writer 


advantage under this broken-up 
lighting, with the result that high 
glassy polishes take on additional 
luster, and the grain of fine woods 
is more readily apparent. Where 
direct lighting causes a glare which 
hides the burl grain of fine walnut, 
for example, Office Furniture, Inc.’s 
soft spread of light actually en- 
hances it. 

Fluorescent light is likewise pro- 
vided in color, which has been 
proven to give more life and “buy 
appeal” to every type of business 
office furnishings from filing cabi- 
nets to director’s tables. Spotted 
through the fluorescent lines in the 
ceiling of the showroom are yellow, 
blue and green lighting units, which 
in combination, or used singly, pro- 
vide illumination which gets far 
more attention from busy Speer 
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Bivd. out in front. Yellow light, for 
example, in combination with the 
pastel walls of the showroom, makes 
individually-displayed pieces of of- 
fice furniture more visible from long 
distances away, and the color, nat- 
urally, attracts the eye far more 
efficiently than more standard blu- 
ish-white fluorescent light. 

A third step is the use of torchiere 
type lamps set here and there 


among the office furniture displays, 
where incandescent light has a cer- 
tain merchandising value. Each of 
the independent incandescent light- 
ing fixtures casts its light up to the 
ceiling, to be reflected down again 
over the furniture below. This type 
of lighting has proven particularly 
valuable in the demonstration of 
reception room furniture, and other 
pieces which are not used for 


everyday work. The lamps, of course, 
are readily portable, and can be 
used at various points around the 
floor to highlight seasonal displays 
and to call attention to completely 
worked-out offices and accessory 
items. 

In this way, the lighting at Office 
Furniture, Inc., undergoes constant 
change, and has helped to produce 
a more effective selling showroom. 





HOW TO PLAN 


and decorate a furniture store 


NDIVIDUALITY of design, good 
lighting and strongly contrast- 
ing colors together with adequate 
flooring, which has both functional 


and utilitarian qualities, are the 
distinguishing characteristics of a 
well-planned office furniture store. 
There should be a large and com- 


plete display of merchandise, pref- 
erably in well-rounded units with 


matching accessories, all easily 
open to inspection from every van- 
tage point. 

An outstanding example of this 
modern type of store planning and 


decorating which stimulates buying 
can be found in the recently opened 
branch store of Charles S. Nathan, 
Inc., in Jamaica, Long Island, N. Y. 
The main store is located in adja- 
cent New York City. This new unit 
proves that a clean, contemporary 
design creates a perfect background 
for the dramatic display of mer- 
chandise, which is, after all, the 
most important aspect .of store 
planning 

The first approach made by 
Charles S. Nathan and his organi- 
zation was to set up a program of 
requirements for a small store con- 


struction. All possible steps of re- 
search and survey were used, in- 
cluding among others: 1. A study 


of the needs and habits and buying 
potential of the public in that area. 
2. The ratio of the dollar volume of 
yearly business and the sales area 
to be occupied by the various types 
of merchandise within the store. 

The results showed that an office 
furniture store would go over in 
that section covering Nassau and 
Queens Counties which has much 
industrial and commercial buying 
potential as well as _ residential 
possibilities. To adequately provide 
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Individuality, good lighting with 


careful display always needed 


for the latter market, extra lines 
were added in library and home 
furniture such as for dens and liv- 
ing room, and bridge tables. 


The location is 
at 150-01 Hillside 
Ave., at the corner of 150th St. This 
is one of the main business arter- 
ies, a little distance away from the 
principal shopping area, but on a 
much-traveled highway route to the 
interior of Long Island. Besides 
occupying a commanding site, 
easily visible on two sides, this loca- 
tion has the benefit of a free park- 
ing lot easily accessible to the rear 

exit of the store. 

The store has a 60-foot front and 
70-foot depth. Two floors are used 
for retail selling. The main floor 
carries a well-rounded line of office 
furniture and accessories with the 
more inexpensive merchandise in 
the basement. 

Attention of passersby and mo- 
torists is easily attracted by the 
eye-catching facade with its wide 
expanse of inward slanting win- 
dows permitting an easy view of the 
interior and red brick front along 
modern lines. The monotony of the 
all-glass front is interrupted by a 
red brick partition in which is a 
square picture window displaying 
the feature -item of the week. 


The first step 
in the decorating 
arrangement was to work out the 
plans with both individual and cor- 
related attention to salient features 
such as flooring, color and lighting 
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by Albert Keeshen 


special writer 


and arrangement of merchandise. 
All of these component parts must 
be adapted to customer use and 
convenience. They must take into 
thorough consideration proper cir- 
culation, convenience of operation, 
sound structure and the appropri- 
ateness of the materials, all corre- 


‘lated by a decorator well versed in 


the office furniture business re- 
quirements. For that reason, much 
of the interior decorating was left 
in the capable hands of Mrs. Sey- 
mour Nathan. 


She decided on 
contrasting colors 
with dark reflectivity, before which 
wood and steel furniture would 
show to best advantage. The back 
wall and left wall, as one enters, is 
of forest green with the opposing 
side wall of buff. A further home- 
like touch is achieved by drapes in 
varying shades of light and green 
which cover the iron-barred win- 
dows in the rear of the store. 
Floor covering is asphalt tile of 
the Kentile type, a total of 5,000 
square feet being used throughout 
the store. On the main floor the 
color is light green with white mar- 
belizing, while in the basement it 
is a darker shade of green, thus 
enabling the flooring to blend in 
easily with the wall color scheme. 
This type of flooring was selected 
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MODERN STORE PLANNING—Clean, contemporary design creates an effective background for 
the dramatic display of merchandise at the recently-opened branch store of Charles §. Nathan, 


Inc., in Jamaica, Long Island, N. Y. 


because of the following advanta- 
ges: 1. Resiliency—it is relatively 
more comfortable to walk on than 
hardwood and only slightly less 
comfortable than rubber, a factor 
which is appreciated by shoppers 
2. Appearance in a wide variety of 
plain and marbelizing colors enable 
it to blend in easily with the decor- 
ative scheme. 3. In economy, it is 
head and shoulders over compara- 
ble material. 4. It is durable and 
will last as long as more expensive 
flooring. 5. It is easy to maintain 
by simple mopping and occasional! 
waxing, retaining a spic and span 
appearance which is conducive to 
the cleanliness and freshness of the 
atmosphere, so essential in retail 
Selling. 6. It is fire-resistant, being 
made of thermoplastic resins which 
do not burn easily. 


Colers cannot count, 

however, 
unless the store is well lighted. Be- 
cause of the wide expanse of win- 
dows in front, and part of the side, 
a good deal of natural light comes 
in. This is supplemented by over- 
head fluorescents in panels, thus 
also serving as a decorative unit 
This battery of fluorescents in four 
parallel rows brings out the gleam 
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and polish of the merchandise 


Through use of a switch control, 


part of the panels can be lighted at 
a time. This is economical and at 
the same time prevents an over- 
brilliant glare throughout the en- 
tire store 


The ceiling is of plaster in light 
gray. Heating is from a hot air 
system with the outlets being con- 
verted in the summer for distri- 
bution of cool air. Although the 
basement is naturally cool in the 
summer, wall air circulators are 
used there. 

The Nathan brand of vigorous 
and consistent merchandising pro- 
motion was carried out at the 
very opening of the store. A full- 
page announcement ad was taken 
in the Long Island Daily Press with 
smaller space in the New York 
Times and other media. Free gifts 
were distributed to the first 2,000 
men, women and children arriving. 
They, and other members of the 
trade who came to offer their good 
wishes, were greeted by the heads 
of the firm as well as the Jamaica 
staff headed by I. E. Feuer, general 
manager, and Frank J. Selsky, sales 
manager. The response was grati- 
fying and sales went off to a good 
Start. 


This initial campaign 

was fol- 
lowed by further ads inserted at 
least once weekly in local media. 
Supplementing this, was a broadcast 
mailing of 6x9-inch postcards 
which listed the lines carried. Being 
larger than the standard cards, 
these attracted widespread atten- 
tion. In the mailing, special care 
was exercised to see that they 
reached professional and business 
groups such as doctors, dentists and 
lawyers, whose names were taken 
out of the classified telephone di- 
rectories. 








Stafford-Lowdon Co., Fort Worth, Tex., used Leopold Co. desks for 
this impressive installation at the new Alice Bank & Trust Co., Alice, 
Tex. Fifty-eight years of banking progress are reflected in the Texas 
institution’s modern, commodious new home. 
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USE WILTSHIRE 
MODERN WALNUT 


The Imperial Desk Ce., furnished the 
Wiltshire modern walnut desks pic- 
tured here in an installation by Her- 
bert Buhler & Co., of Detroit, Mich. 
The City Bank of Detroit was attrac- 
tively furnished for comfort and 
efficiency. 
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OFFICE COMFORT PROVIDED FOR FIRM AT DUQUOIN, ILL. 


When Comfort Printing & Staty. Co., St. Lovis, Mo., was engaged to E. J. Hayes sits at a Lincoln LaSalle model of Commercial Furniture 
furnish the offices of Du Quoin Coca Cola Bottling Co., Du Quoin, Ill., Co. desk. View at the right in the general offices shows an installo- 
desks from Commercial Furniture Co., Chicago, were used. At left, tion of Commercial’s Lincoln Efficiency model! desks. 


SEATTLE BANK 
INSTALLATION 


W. H. Gunlocke Chair Co. dealers of 
Seattle, Wosh., de Voss Desk & Equip- 
ment, Inc., made this recent large in- 
stallation at the Washington Mutual 
Savings Bank in Seattle. The desks are 
of the 1500 series of Commercial Fur- 
niture Co., Chicago, and the chairs are 
the Gunlocke upholstered style. This 
proved an attractive bank layout. 
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Editorial 





OA 
America Needs All of Us 


@@ LET’S BE REALISTIC in our approach to 
the employment problems of the physically 
handicapped. 

The blunt truth is that few jobs in any shop, 
office or factory require so-called physical per- 
fection. The handicapped can be employed in 
most jobs. 

The handicapped, when properly placed, gen- 
erally make good. They are excellent producers 
with pride in their work. They stay on the job. 

Think these facts over, members of this in- 
dustry, as the nation observes National Employ 
the Physically Handicapped Week, October 7-13. 
Think them over in the light of the growing 
manpower needs of our defense production pro- 
gram. To fail to employ the physically handi- 
capped in jobs for which they are qualified 
doesn’t make sense. 


_—_-2. -- 


Nearly half of every dollar of profits earned by 
corporations is taken away in tares. An excess 
profits tax is applied to corporation profits above 
85% of the average for the past three years. This 
makes every dollar earned above that average 
worth only 23c. 


—_-. > - 


Stay on the Sales Highway 


@@ A REFRESHING answer to today’s uncer- 
tainty on “Whither Tomorrow?” is given by 
Thor Corporation in its recent report of the 45th 
annual meeting of the stockholders. 

The answer is simple, direct and fundamental. 
Thor Corporation is “selling.” 

“We are selling our products,” says Thor, “and 
we are selling our distributors and our dealers 
on selling them. 

“We are not counting on threats of war or 
defense-caused shortages to sell our products 
for us. 

“We are selling the Government on our ability 
to participate constructively in the defense pro- 
duction program. 

“This business was founded on selling. We 
have already been through two wars. We shall 


Here and There 


of Midwest Stock Exchange, and other top 
executives in the Chicago business world. 
For Henderson, besides being president 
of Ditto, Inc., is like Alsdorf and Day for 
he takes a tremendous interest in all phases 
of the company’s activities and businass. 


DITTO, INC., PRESIDENT 


CLOSE TO EVERY ACTIVITY 
When Kenneth M. Henderson's name is 


mentioned, people like to think of him 
along with Jim Alsdorf, president of Cory 
Corporation, of James E. Day, president 
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continue an aggressive sales policy no matter 
what the future brings, because we are convinced 
that this, and this alone, is the only assurance 
of success.”’ 

Thor, and it’s a good route for this industry, 
will stay on the main highway of selling. Why 
detour? 


— > -o oe = 


Appreciation 

@@ THE STAFF of Orrice APPLIANCEs is sin- 
cerely grateful to those who have praised the 
338-page September office furniture number. 
The publication task of this edition which, like 
the present one, was of generous proportions, 
was made possible only by the co-operation of 
members of the industry. 

Our pride is of human origin as we receive 
a note from Jim Armington of Eberhard Faber 
Pencil Company, a man who speaks from the 
wide knowledge and wisdom accumulated in a 
career encompassing so many years of service. 
Says Jim: 

“If you’ve ever equalled the 338-page edition 
I fail knowing of it and, without question, it’s 
the finest evidence of real value to its readers 
I’ve ever seen. . . . This September number 
needs most careful study by every stationer and 
office outfit dealer in the country and to simply 
leaf its 338 pages is an inexcusable mistake.” 


— + om - 


45th Can Be Best 


@¢ BEGINNING its 45th annual convention at 
the Stevens Hotel in Chicago on September 22, 
the National Stationer & Office Equipment 
Association will take inventory of faces and ex- 
hibits to find that the figure exceeds that of all 
predecessors. 

But that in itself isn’t of the greatest im- 
portance. This convention comes at a time 
when the industry is hungry for defense econ- 
omy knowledge. That hunger apparently will 
be appeased and thus NSOEA’s conclave will 
earn its superlatives. 





Henderson, 58, has held just about 
every job at Ditto, from selling the famed 
duplicating machines to running the mil- 
lion-dollar business, in his 30-year career. 

He is the kind of executive who likes to 
know all his employees. And one way to 
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know all his employees. And one way to 
know them is to take an active part in 
their activities. 

Ditto employees have a minstrel group. 
Mr. Henderson is Mr. Interlocutor of the 
group and a good one, too. 

He started with Ditto in 1919. In time 
he became manager of production, vice- 
president in charge of production, secre- 
tary and treasurer, executive vice-president 
and finally, in 1946, president. . . . Best 
of all, Mr. Henderson is a man with faith 
in the future of Ditto, Inc.—(From Chicago 
Daily News. 





BLISH’ GRANDDAUGHTER 
WINNER AT BABY SHOW 

Grandfather Nat P. Blish, the Reyburn 
Manufacturing and Grand- 
mother Alice are naturally proud of their 
granddaughter, Elaine Gay, the daughter 
of Evelyn (Blish) and Clifton Alexander 
Ingram. 

And their pride knew no bounds recently 
when the bouncing Elaine (20 pounds at 
6 months old) won first prize in a baby 
show at an outdoor carnival in Plaistow, 


Company, 





ELAINE GAY INGRAM 


N. H. She received the honors for good 
health and alert personality. 

Grandfather and daddy have great 
plans for Elaine and want her to be New 
Hampshire’s best girl golfer inasmuch as 
the latter is an expert on the links. 





IT’S BIGGER RED FEATHER 
IN APPEAL THIS OCTOBER 

October is Red Feather month and in 
cities and towns all over America united 
Red Feather campaigns are in full swing. 
That's traditional . . . it happens every 
fall and has significance to our industry, 
too. 

But this year there's a difference. The 
Red Feather is a BIGGER Red Feather. 
Symbol of more than 15,000 health, rec- 
reation and welfare services that combine 
their annual appeals once a year in more 
than 1300 local Community Chest cam- 
paigns, the Red Feather this year has an 
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added assignment—the United Defense 
Fund. 

Mobilization for the defense of democ- 
racy demands efficiency, economy and 
wise planning in health and welfare serv- 
ices. The United Defense Fund answers 
that demand, for it finances the combined 
strength and know-how of national health, 










It’s a 

BIGGER 

Red Feather 
This Year! 











recreation and welfare agencies working 
together to meet the human problems 
growing out of the national emergency. 

Included in the United Defense Fund 
are: United Service Organizations, Inc. 
(USO); American Social Hygiene Associa- 
tion; National Recreation Association 
(emergency defense program); United 
Community Defense Services, and Ameri- 
can Relief for Korea (clothing, blankets 
and sewing materials). 





CANADIAN STATIONER HELPS 
IN SECURING NSOEA PRIZES 

Securing suitable prizes for a NSOEA 
convention is always a difficult task. And 
thus it is that the 
ladies entertainment 
committee appreci- 
ates the help given 
by Earle McCabe of 
Lowery’s, Ltd., 30 
Cumberland St., S., 
Port Arthur, On- 
tario, Canada. 

Mr. McCabe was 
of considerable assistance in helping the 
committee select and secure some of the 
beautiful pieces of English china to be 
given the ladies at the convention. 
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MANHATTAN DESK HEAD’S 
KIN HAS ROLE IN KOREA 

The eyes of the Western World have 
been centered on Kaesong in Korea for 
many weeks. The proceedings there have 
been of particular interest to the members 
of the Manhattan Desk Company of New 
York City because one of the U. N. nego- 
tiating team members is Col. Andrew J. 
Kinney, son-in-law of A. G. Lang, presi- 
dent of the Manhattan firm. 

Colonel Kinney graduated from West 
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2 WHO STREET 
OAK TREE 
HOLLOW 


Dear Editor: 


One spring a sapsucker flew into town 
with a proposition that he said would 
make everybody rich. He claimed he had 
a machine that would make seed out of 
sand as fast as the sand could travel from 
the hopper to the seed trough at the other 
end of the machine. 


This sounded good to the birds around 
here. They had to work hard planting 
and picking seeds all year. There was 
plenty of sand in Birdland. It would be 
much easier shoveling it in the sand hop- 
per, then taking it easy while the machine 
did all the work. Sapsucker demonstrated 
his mechanical marvel and, sure enough, 
after he had thrown sand in the hopper 
and turned a handle at the other end, 
seed came tumbling out in a few minutes. 


That was enough for the birds here. The 
wise and the dumb, the lame and the halt, 
decided to buy the machine for a fancy 
price and they all thrilled at the thought 
that they were through with planting for 
good. Of course, they didn’t plant that 
Spring. The birds hailed Sapsucker for his 
great invention, called it the greatest la- 
bor-saving device that had ever come to 
Birdland, it would take hours of back- 
breaking drudgery off the birds, and they 
elected him the Top-Timber in the Royal 
Order of Woodpeckers. A sapsucker, you 
know, is a red-breasted woodpecker that 
feeds mainly on sap. 


When Sapsucker sold everyone in Bird- 
land a machine, he left town. A large 
crowd wished him bon voyage on his 
flight. After a time the machines arrived, 
inside were a lot of gears, wire, pipes and 
pistons, a mystifying assembly that no one 
could figure out. Time and again, they put 
sand in the hopper and out came sand. 
Sapsucker was no where to be found, so 
the birds were stuck with the machines. 


It was too late for planting that year 
and all of Birdland almost starved for 
want of seed. They finally caught up with 
the Sapsucker. Investigation of his machine 
revealed that it had one compartment that 
caught the sand as it was put into the 
hopper; another compartment had seeds in 
it that were poured into the trough by 
means of rotating buckets attached to the 
handle he turned when demonstrating his 
bunco contraption. The sand-to-seed snares 
that the sapsucker sold the suckers were 
made by throwing a lot of old junk in a 
box with a hopper on one end and a 
trough on the other. 


Before you invest, investigate. 
Very wisely yours, 
OLLIE THE OWL. 
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Point in 1939 and, right after graduation, 
was married at West Point to Miss Lois 
Lang. He proceeded immediately to Ran- 
dolph Field in Texas. During most of 
World War Ii, he served as liaison officer 
in Ceylon for Lord Mountbatten of the 
British Forces, and U. S. headquarters of 
the Southeast Asia Command. A latter 
post found him in Singapore. 

Came the end of the conflict and 
Colonel Kinney was called to the Pentagon 
in Washington, D. C., as executive officer 
on the general staff of the U. S. Air Force. 
Shortly after the start of the Korean affair, 
he was ordered to Japan with the Joint 
Strategic Plans Group of Far East Com- 
mand, where he has been on active serv- 
ice for the past year. 

Mrs. Kinney and their two children are 
now living in Morristown, N. J. 

Mr. Lang is further tied to the armed 
forces by his son, Gregory, an Annapolis 
graduate, now a lieutenant in the Navy 
and stationed at the submarine base in 
New London, Conn. His other daughter 
and son-in-law, a former Navy man, live 
near Mr. Lang in Morris County, N. J. 





ALBERT COBO, DETROIT 
MAYOR, TELLS OF SALE 
THAT HE NEVER FORGOT 

Those attending the recent NOMDA 
convention in Detroit, Mich., had oppor- 
tunity to learn about that city’s mayor and 
former office machine man, Albert E. Cobo. 
He is one of the few mayors of major 
cities who rose through sales. The experi- 
ence gained from that sales work was used 
to become elected mayor of the 250-year- 
old automotive city. 

In the August 3 issue of Printer’s Ink, 
Mayor Cobo tells about “The Sale | Never 
Forgot.” He prefaces the account with, “| 
landed my first job in Detroit with Bur- 
roughs Adding Machine Company. With 
only a_semblance of the sales training of 
today | was handed a catalog and price 
lists of all the company’s products and told 
my territory was bounded by four streets 
in the business area of Detroit. 

“The company furnished salesmen with 
inventory cards that were supposed to be 
filled out after a sale was made. The cards 
showed the serial number, size, age and 
types of office machines in use in that 
buyer's office. Too often, they did not 
show the surplus or discarded machines in 
the showroom. All too frequently, the 
salesman had to make his inventory card 
out from what he could see across the 
outer counter or rail that was so common 
in those days.” 

And it was in these inventory cards that 
the young salesman showed his ingenuity. 
He tells, “When | first called on a pros- 
pect, | made no attempt to sell him. | in- 
formed him that | was simply making an 
inventory of the equipment that he had 
purchased from my company, in my ter- 
ritory. . . . But | made doubly sure that 
when | left any prospect's office | had 
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every machine, its age, its serial number, 
condition and type down on that card, 
and without making it too apparent. 

. | double-checked all of the Bur- 
roughs machines and saw to it that they 
were serviced if they needed attention. | 
kept that up consistently for six weeks, 
hoarding my inventory cards against the 
day | would be called upon to sell each 
particular company. . . . My added column 
for trade-in value overcame many a sales 
hurdle. Over the phone | could quote the 
trade-in value without delay.” 

The result? Mayor Cobo says, ‘’This serv- 
ice increased my sales to where the com- 
pany began to study my methods. Then 
| was promoted to supervisor. So this plan 
led indirectly to my present position. 





“CARE-FOR KOREA” FUND 
DRIVE OPENS NOVEMBER 12 

The “‘CARE-for-Korea’’ campaign voted 
by the General Federation of Women’s 
Clubs at Houston will open on November 
12 and end on Thanksgiving Day—in time 
to save Korean women and children from 
hunger and cold this winter. 

At least three million persons have been 
left homeless and desolate by the fighting 
in South Korea, the Federation leaders 
pointed out in emphasizing the importance 
of success for the campaign, which has a 
goal of $1,500,000—enough . to provide 
150,000 CARE relief packages. 

Funds raised in the campaign will be 
applied toward six types of CARE pack- 
ages compiled to meet specific Korean 
needs: woolen blanket, cotton textiles, $7 
each; food, woolen fabric, underwear, $10 
each; knitting wool, $13. 


Po 








NO PHONES TO JAR HIS PEACE, 
LEONARD WILCOX FINDS HAVEN 

Aching Back Acres is the name Leonard 
Wilcox has placed on his little sandhills 
retreat. It’s just a place to go and work, 
if the mood strikes him, or a quiet haven 
to catch 40 winks without a horn or phone 
shattering his peace of mind. 

Truth of the matter is there’s a lot of 
work done at the “‘little place in the 
country” and for a man who makes his 
living as a partner of the Roberts Printing 
& Stationery Company, Hutchinson, Kans., 
Mr. Wilcox has en amazing ability to work 
with his hands. 

“lt done it all, myself,’’ he jokes. 

The retreat is located in the sandhills. 
It's 20 rods wide and a half mile deep. 


“All there was here when | bought it 
was a one-room shack and, boy, was it 
a mess. | took possession the day after 
a rain and when | walked in | sank up 
to my knees in the mud.” 

From then on the guy in the Mr. Bland- 
ings book has little on Wilcox, only the 
Hutchinson man has done all the heavy 
work himself and he’s taken his time about 
it. 

“| didn’t know how to put up a wall, 
or lay a floor. When | got stuck I’d find 
a friend that knew how and he’d come 
and show me. Then I’d do it. Boy, have 
| learned a lot about carpentering. 

“Some people think this is a lot of 
work. But it's a hobby with me. One 
thing for sure, I’ve bought a lot of health 
working out here in the sun.” (From 
Hutchinson News-Herald. 


LEONARD WILCOX RELAXES IN LIVING ROOM OF HIS SANDHILLS PLACE; 
NOTE PINE PANELED WALLS WHICH HE PUT UP “WITH MY OWN TWO HANDS.” 
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Dick mimeograph products are for use with all makes of suitable stencil duplicating products. 


A. B. DICK COMPANY, 5700 Touhy Avenue, Chicago 31, Illinois 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE COUR. 
AGE ... CO-OPERATION 


R. I. WILL PEPPER-UPPER 
feels real distinguished this 
month, for the reason that the 
winner of his cur- 
rent monthly con- 
test, a Massachu- 
setts stationer, won 
the No. 1 position 
with this quotation 
from no less a per- 
sonage than Benja- 
min Disraeli, who 
created this PEPPER-UPPER in the 
year 1870: 
“MY IDEA OF AN AGREEABLE 
PERSON IS A PERSON 
WHO AGREES WITH 
ME.” 





+ + * * * * 
E-X-C-H-A-N-G-E 
Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 4 
address the co-ordinator 





of this page, Care of Shaw and Bor- 
den Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper and Terse 
Trailer Departments of BUSINESS 
BUILDERS Telecast.) 

. and the first entry on this 
month’s hit parade is truly worthy 
of the banrer instituted a few 
months ago, which we now award 
to the “IDEA OF THE MONTH,” 
namely: 








MODERN EQUIPMENT 








eo 





. so for the first time on the 

OA airwaves, we bring you Business 
Builder Idea No. 10-1951-1, cour- 
1) tesy of a progressive 
Y Georgia stationer, who 
titled this factual re- 

port: “Passing in Review 

TIME-SAVERS we have pro- 
moted.” Ask for it immediately, 
while you have your idea in mind 
with which to purchase it. 

... And now tune in to Business 
Builder Idea No. 10-1951-2, this 
made possible by a North Dakota 
office outfitter who em- 
blazons on the mast- 
head of his offering: 

“PROPER USE OF A - 
CATALOG IN THE OFFICE SUP- 
PLY FIELD.” 

... Televised next for your con- 
sideration is Business Builder Idea 
No. 10-1951-3, authored by a Cali- 
fornia purchasing agent for a large 


stationery concern, reading: “DIS- 
TRIBUTING SELLING 
EFFORT AMONG EACH 
AND EVERY DEPART- 
MENT OF YOUR OR.- 
GANIZATION.” Send for this and 
learn how even the credit and pur- 
chasing departments rated No. 1 
and No. 2 in a “new business pro- 
motion” of this up-and-coming 
western office outfitting business, 


. . “Re-brief Your Sales Group 
on Psychology—a Constant Busi- 
ness Tool in Our Business Too] 
Trade!”—tThis is the in- 
structive Business Build- 
er, No. 10-1951-4 .. . and 
we know we will do a -~ 
land office business on this number! 





* * * * * * * 


“TERSE”’— “TRAILERS” —“PRO- 

DUCE”—“FOR”—“YOU” (So that 

puts the important part 

of our broadcast into 

each televised program 

se kw... Seéewee 

mean “YOU.” Send in your terse- 

trailers; there’s a prize for each one 
used. 

. A Tennessee stationer in 
sending this terse-trailer winner, 
comments that he heard it many 
months ago at a Civic Club Meet- 
ing and wrote it down because he 
thought it so important: “OBSTA- 
CLES ARE THOSE 
FRIGHTFUL THINGS rf 
YOU SEE WHEN YOU 
TAKE YOUR EYES OFF _ = 
THE GOAL!” 


3b, 38, 3 3 


Office-efficiently yours! 
RALPH B. ORTEL 





Fire Called Worse Threat Than Burglary 


“How Safe Are Your Records?’’, an illustrated article 








by Alan Hynd, has been made available without cost 1 
for the first time by the Mosler Safe Company, it was y 
announced recently by vice-president John Mosler. 3 

The original article, bristling with facts, figures, and safe? 


case histories, appeared in the August issue of Nation’s 

Business, and has caused many businessmen to think 4. 

twice about a problem which, if neglected, can put 

them out of business overnight, according to Mosler. = 
The writer shows that few firms can resume business 2. 

after their important records have been destroyed by 


fire. 


Although crooks outnumber the police by four to 
one, “fire is a far greater threat to most businesses 


than burglary,” said Mr. Hynd. 
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OFFICE APPLIANCES, 


What potential savings on burglary 
premiums are possible with an approved burglary 
resistive safe? 
What are the approximate costs of fire-resistant 
and burglar-resistive safes? 
6. How can such safes be identified by the averagt 
businessman? 
The reprint can be obtained free by writing to th 
Mosler Safe Company, 320 Fifth Ave., New York City 


To help businessmen work out a sound protection 
system for records, cash, and other valuables, the ar 
ticle provides specific answers to these questions: 
What must be protected against fire? 

What must be protected against burglary? 
What records must be kept in a fire resistant 
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Remington Rand Inc., 
315 Fourth Ave., New York 10, N.Y. 


A new signalling technique for use on reservation, 
production control and other records has been an- 
nounced by Remington Rand Inc. Known as the 
Kardex Multi-Flash Signal, it is a horizontal arrange- 
ment of one-fourth inch tabs in a plastic jacket. With 
the: jacket fitted over a numerical or alphabetical 
scale, the signals are moved up and down, much in the 
manner of rifle range targets, to flag vacancies, dates, 
production or assembly sequences and other control 
record data. Designed for use with the Kardex visible 
margin index type of control record, Multi-Flash con- 
sists of a number of the signal tabs in a single operat- 
ing unit. The holders range in width from one inch 
to 10 inches, and white or colored tabs are available 
Hotels and railroads can use the signals for easy refer- 
ence to reservations, it is pointed out 


PLAN FILES 


Engineering Manufacturing Company, 
615 N. Commerce St., Sheboygan, Wis 


Included in an expanding line of drafting room 
furniture are plan files and drawer units. These units 
are made from selected and seasoned hardwood with 
a standard finish of golden oak. All parts are care- 
fully machined, planed and sanded. All corners and 
edges are rounded for utility and appearance. The 
plan files and drawer units can be used with either 
a flush or a sanitary base. The top is removable, as 
the occasion may require. The parts that are standard 
in these units are: A plain cap, the “A” drawer unit 
consisting of two tool drawers and one shallow drawer: 
the “B” drawer unit consisting of two tool drawers 
and three small drawers; the “C” drawer unit con- 
sisting of five shallow drawers; the “W” flush base, 
and the “X” low sanitary base. All units can be had 
for either a table 36 or 42 inches wide. Also, there is 
a standard length for the 60-inch table and a longer 
drawer length for tables longer than 60 inches. The 
filing units consist of a fully-enclosed case and five 
shallow drawers. ' 
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Taylor Chair Company, 
Bedford, Ohio 


Two new models of Taylor executive comfort posture 
chairs are announced. No. 483712PB (left) has pleated 
back with foam rubber back, seat and arms. The 
pivotal back is curved to figure lines for continuous 
support in the fatigue area. Height of back from seat 
is 154% to 17% inches, adjustable, and sitting depth 
is 181 inches. Other dimensions: width between arms, 
18 inches; width of seat at front, 21% inches; seat 
adjustment from floor, 17% to 21 inches. No. 4839% 
(right) is completely modern with foam rubber seat 
and arms. It has Taylor exclusive hinge and pivotal 
follow-through contoured back for ultra comfort. 
Height of back from seat is 19 to 21 inches, adjustable. 
Other dimensions: sitting depth, 18 inches; width be- 
tween arms, 19 inches; width of seat at front, 21 inches. 


LEATHER-LIKE WALLET 





Smead Manufacturing Company, Inc., 
Hastings, Minn. 


Introducing Leather-Like expanding wallets, Smead 
claims that the wear-resistance of this process is nine 
times that of ordinary red wallet stock. It is asserted 
that the process is completely unaffected by water and 
perspiration and color will not rub off on clothing or 
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Smith-Gorona 





Worlds FIRST portable...Worlds FASTEST portable 





The 0-044 writing 









CARRYING CASE 

In THE WEW 
SILVER BIRCH 

COLOR 


portable...with the Zowch and action of an office typewriter ! 





QUICKSET MARGINS 
Easiest system on any 
portable typewriter 
Simply press down 
pointers and s 
them to desired 
tions. 


TYPEBAR SPEED BOOSTER 
Stee! spring snaps 
typebar back faster 
after every printing 
speeds up return 


stroke. Less chance 


of jamming 





SUPER -SPEED ESCAPEMENT 
Permits fastest type- 
bar action of any 
portable. In correct 
rhythm, key action is 
smooth and in perfect 
synchronization. 


The greatest success story in portable history! In a recent 
survey, typewriter dealers were asked which portable is best, 
The answer was Smith-Corona—2 to 1 over any other. 


Exclusive features—top performance. 





See it demonstrated. Ask about easy terms. 
At Typewriter, Department, 
Jewelry and Stationery 


9 lb. baby brother! 
Full-size keyboard! 


Fine for traveling! 


stores everywhere. 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian factory and offices, Toronto, Ontario. Makers 
also of famous Smith-Corona Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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be affected by detergents such as soaps and other 
cleaning materials. Ink spots may be removed by 
wiping while the ink is still fresh. In the event the 
ink has dried, wiping with a damp cloth will remove 
the stain. 


FOLDING BANQUET TABLE 





Midwest Folding Products Company, 
Roselle, Ill. 


This new folding banquet table has been designed 
for use in all institutions. The “off-center pedestal 
legs” are features of the construction, affording the 
maximum in leg room and allowing tables to be 
stacked in the minimum of space. Midtex or plywood 
tops are laminated to a heavy plywood framework 
without employing screws or rivets in the top. Another 
feature is the recessed steel apron formed for maxi- 
mum strength and durability. Legs fold within the 
framework and these legs are recessed from the ends 
of the table to allow end seating with plenty of leg 
room. The patented “DuHoney-20” automatic legs 
lock in both folded and extended positions. With 
tempered Midtex, plywood, Formica and linoleum tops, 
these tables are available in 30-inch widths in 60, 72 
and 96-inch lengths and in 36-inch widths in 72 and 
96-inch lengths. The standard height for all tables is 
29% inches. 


NEW STAPLERS 





Wilson Jones Company, 
3300 Franklin Bivd., Chicago 24, Ill. 


Four new staplers added to the original die-cast 
aluminum model now round out the Wilson Jones 
stapler line. The four new numbers are made en- 
tirely of steel and include desk and plier-type models. 
Full information can be secured from the above ad- 
dress by asking for circular No. D-1274. 
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REST-ALL SWIVEL ARMCHAIR 









6 is 


The new model 900 aluminum swivel armchair brings 
to a total of four the line of Rest-All designs. The 
No. 900, like the other Rest-All executive and secre- 
tarial posture chairs, is upholstered in a five-color 
range of perforated U. S. Naugahyde and a broad se- 
lection of Goodall fabrics. 





MHS. 


Ohio Chair Company, 
Youngstown, Ohio 


MODEL 56 FOLDING MACHINE 





A. B. Dick Company, 
5700 W. Touhy Ave., Chicago 31, Ill. 


The new, low-cost Model 56 folding machine was 
designed to stress ease-of-use for clerical employees. 
A “Quick Set Fold Chart” reduces the most commonly 
used folds to simple alphabetical settings. Included 
are single folds, parallel letter folds, double parallel 
folds, accordion or statement folds, French folds and 
horizontal with two vertical folds. Upper and lower 
fold dates bear precision scales clearly marked in 
inches to permit accurate plate settings for other 
types of folds. A simple angular adjustment com- 
pensates for paper that is not squarely cut. The 
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iS IT TRUE 
Y SAY ABOUT 
CRETARIES? 
















fat the demand for really good 
secretaries far exceeds the supply? 


True indeed! So, treat yours considerately. Make her life . . . and inci- 
dentally, your own... easier, more pleasant, more productive by dictating to 
TYCOON. With this tireless, every-ready equipment, you dictate when you’re 
ready; your secretary transcribes to suit her schedule. Both of you save 
time, trouble, irritating delays and interruptions. Both get more done with 





less effort... make every working minute count— pay bigger dividends. 


Take TYCOON with you on business trips. It only weighs 15 lbs. 
... works night or day in car, train, plane or hotel room. Mail coupon today. 
Learn how you...and your secretary ...can take it easy... make it easy 
with tycoon. Write Dept. OA-10, SoundScriber 


Corporation, New Haven, Conn. 


/SOUND/CRIBER 


Trade Mark 





First All Electronic Dictating System @ First Disc Dictating Equipment 





230 Sales and Service Centers Coast to Coast 
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Drawing Inks Household Cement 


Are you Writing Inks Special Inks Liquid Paste 
selling all Show Card Colors 
e Gift Ink Sets Stamp Pad Inks 

hese Carter's | 
t ese af } | Ink Erasers Mucilage Type Cleaners 
profit-makers 4 Rubber Cement Hand Cleaners 


Desk Stands Stamp Pads 


Show Card Color Sets 
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Here are... 


TWO DIFFERENT WAYS 


of getting this... 


WONDERFUL CARTER MERCHANDISER 


oo ST be 
MY A A ote we > 
, st ‘ %;) 


1. Place your order at the N.S. O. E. A. Convention 
in Chicago—Booths #158 and #159 


or 


2. Send us your order by mail now. 


HERE IT 1S! 


Carefully planned to tie in 
with modern store fixtures 


This new display fixture is an attractive ad- 
dition to the “sales force” of an up-to-date 
stationery supply store. Sturdy. light-weight 
construction . . . neat, convenient display 
shelving ... simple, dignified design . . . soft, 
neutral color ...add up to a sales-pulling 
“plus” for retailers interested in modern mer- 
chandising methods. 


trranges full Carter's line for 
convenience to buyer and seller 


Precision planning allows the right space at 


the right spot . . . makes Carter's products 


handy for customers to buy ~+ + €asy for you 
to sell and restock quickly. The new display 
fixture has been carefully thought out to serve 
the man who buys and the man who sells! 


Boosts turnover... by displaying 
merchandise attractively 


Leading stationers all over the country have 


tested the new Carter display stand and found 
it a real sales booster. Smaller, faster-moving 
items are arranged attractively at eye-level 
near the top. Larger-size bottles of some 
items are kept dust-free, fresh and prominent 
in the glass-enclosed bottom compartment. 


..+ by reminding purchasers 
of related items 


Systematic display of Carter’s supplies at 
close quarters suggests related items the cus- 
tomer may have forgotten. It’s a reminder 
that is bound to stimulate more sales! 


WHY WAIT? 


Smart dealers find it’s good business to push 
Carter’s entire line—sold only through Sta- 
tioners and Office Outfitters under Carter’s 
traditional dealer-protection plan. Informa- 
tion about dealer franchises in your area is 


available on request. 


THE CARTER’S INK COMPANY 


Cambridge 42 « Boston, Massachusetts 
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machine folds paper stock in weights from 16 to 36 
substance in sizes ranging from 2% to 9 inches in 
width and 344 to 14 inches in length. Uninterrupted 
folding may be accomplished by loading the folder 
while it is in operation. 


RODUCTS 


TWO NEW P 








Master Addresser Co., 
6500 W. Lake St., Minneapolis 16, Minn. 


The new Master portable spirit duplicator (top pic- 
ture) will print a sheet 8% x 11 inches, or smaller, yet 
weighs only 12 pounds and can be carried about like 
a portable typewriter. In operation, a sheet of paper 
is fed to the printing head and the head is rolled across 
the bed of the machine. It retails for $32.50, complete 
with a set of operating supplies. 

A master tape guide (lower picture) is now offered 
for use in typing address tapes for the Master Ad- 
dresser. Just the width of the master and carbon tapes, 
the guide keeps them straight, avoids delays and 
handling of the carbon. An adjustable clamp allows 
instant attachment of the guide to the paper table of 
the typewriter. The clamp will fit all standard type- 
writers except the late model Remingtons. On these 
machines it can be fixed in place with Scotch tape. 
Retail price is $1.25. 


PERSONALIZED MELTON BOOKS 


Melton Publishing Company 
P. O. Box 4685, Kansas City 3, Mo. 


The publishers of Melton’s Simplified income tax 
record and travel expense books now are personalizing 
both their weekly and monthly books by imprinting on 
the front cover the names and addresses of business 
firms ordering quantities of 100 or more. This new 
departure in the Melton book line is now being intro- 
duced to the trade. 





PHOTO SUPPLIES 





Dennison Manufacturing Company, 
Framingham, Mass. 


Photo title labels and title tab photo hinges have 
been introduced as new items for photo supply depart- 
ments. The photo title labels, styled to match Dennison 
photo mounting corners, are made of smooth white 
paper with a fine writing surface. The 2!2-inch length 
and 44-inch width provide plenty of room for names, 
dates and places. These are packed 50 to an envelope. 
The title tab photo hinges are for overlap mounting 
of prints in an album. These space savers are tough 
cloth hinges, reinforced with paper. The upper half 
is faced with smooth white paper for writing titles 
and identification. Each envelope contains 25 of the 
hinges. Retailing at $.10 per envelope, both items are 
packed 24 envelopes to the carton in counter display 
units. 


INSULATED SAFE RECORD FILE 





Herring-Hall Marvin Safe Co., 
Hamilton, Ohio 


An entirely new four-drawer legal and letter size 
insulated safe record file has been developed, labeled 
for withstanding standard one-hour fire endurance, 
explosion and impact tests. Two steel spring-bolts se- 
curely hold each drawer closed for 24-hour-a-day fire 
protection. The drawers may be equipped with the 
user’s choice of corrugated key locks or combination 
locks and these can be selected to establish individual 
or dual control over the file’s contents. Outside body 
dimensions of both legal and letter files are 55 11/16 
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You'll hit new HIGHS in sales 
with the tape that’s 


IN ADVERTISING... 

“SCOTCH” Brand tape will be featured in 10 color pages 
in LIFE this year! Half-hour TV shows on NBC Network! Other ads 
in 64 Sunday newspapers and 6 national magazines—plus a full 
schedule of hard-hitting ads in leading publications read by buyers of 
office supplies. 








IN CONSUMER PREFERENCE... 


High-powered advertising like this makes your customers 
ask for “SCOTCH” Brand tape. Stock the brand they ask for! And 
don’t get caught with depleted stocks during the rush season just 
ahead order today ! 


IN SALES! 


Because “SCOTCH” Brand is America’s best-known, 
best-advertised cellophane tape, it’s the best selling, fastest-selling 
item of its kind. And this tremendous sales volume makes it . . . 


IN DOLLAR PROFIT FOR YOU! 


SSO FSH Cello 


BRAND 


phane Tape 





se. 


Y ROLL ~ Yen ane om, 
TRAnsPaRtar 
on 


e term ''S he plaid design are registered trademarks for the more than 100 pressure-sensitive adhesive 
tapes made i 3 y Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of ““Scotch’’ Sound 
Recording Taps ierseal’’ Rubberized Coating, “Scotchlite” Reflective Sheeting, “Safety-Walk”’ Non-slip 
Surfacing M rasives, ‘3M"’ Adhesives. General Export: Minn. Mining & Mfg. Co., International Division, 
Park Aver York 17, N. Y. In Canada: Minnesota Mining & Mfg. of Canada, Ltd., London, Canada. 
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inches high, 205g inches wide, 30 inches deep. Each 
size weighs 903 pounds. Finish is H-H-M gray with 
satin nickel hardware. 


REX-ROTARY D-270 





Rex-Rotary Distributing Corporation, 
19 W. 31st St., New York 1, N. Y. 


The new improved Rex-Rotary duplicator, D-270, is 
equipped with a revolutionary new fully-automatic 
pre-measured and continuous inking system. An ink 
cartridge is inserted, a selector is dial pre-set for the 
correct degree of inking and the ink is fed to the cyl- 
inders, claimed to assure uniform impressions regard- 
less of whether the run is 50 or 5,000 copies. A bell 
rings when the ink cartridge is empty and a new one 
is to be inserted. A second dial enables the operator 
to ink any desired area or to direct the ink to its full 
width while the machine is in operation. Changing of 
colors is done in three minutes, the manufacturer 
claims, simply by removing the silk screen and ink 
rollers, wiping the surface of the cylinders and insert- 
ing new rollers. A silk screen can be cleaned or a new 
one inserted for the next color 


ERROR-NO FINISH 





Hall-Welter Company, Inc., 
40 Mt. Hope Ave., Rochester 7, N. Y. 


Error-No, all-purpose line-by-line copyholder, is now 
available in the popular gray finish to harmonize with 
modern office equipment. Each of the seven models 
of the Error-No for copy from 12 inches to 36 inches 
wide can be had in this new gray finish. These models 
are equipped with the adjustable folding arm to make 
the device easily adaptable for all office machines and 
all makes of typewriters 
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SMO-KING No. 19 


Smo-King Products, 
602 Wythe Ave., Brooklyn, N. Y. 


Newest in the line of Smo-King 
smokers, No. 19 (illustrated) fea- 
tures matched embossed tray 
and base. The finish is chromium 
or bronze plating on heavy gauge 
steel. By employing a weighted 
base, 11 inches in diameter, tip- 
ping is avoided. The 11-inch tray 
is equipped with eight-inch am- 
ber glass container. Standing 26 
inches in height, the smoker has 
a shipping weight of 13 pounds. 





FLEXO LAMP 
Flexo International Corporation, 
3245 W. Lake St., Chicago 24, Ill. 
Manufacturers of the Flexo lamp announce that 
it can now be furnished in the 20-watt size with a 
24-inch long shade for installations requiring a greater 
spread of light. Samples are now available. 


APECO SPEEDLINER 





American Photocopy Equipment Company, 
2948 N. Clark St., Chicago, Ill. 


This direct-process office duplicator prints as many 
as five colors—including black, purple, blue, green 
and red—at once, by simply changing carbons in mak- 
ing the master. The APECO Speedliner operates with- 
out ink, stencil, gelatin, type or electric power and 
requires no cleanup before or after use. It repro- 
duces multiple copies of any master-original written, 
typed or drawn on glossy paper using Speedliner car- 
bon. It is claimed that by attaching this master-orig- 
inal to the unit in one simple operation, anyone can 
turn out as many as 300 legible copies from one mas- 
ter, at the rate of 60 per minute. Mechanical features 


OFFICE APPLIANCES, October, 195! 








cts, 


ing 
ea- 
ray 
um 
uge 
ted 
ip- 
ray 
m- 
26 
nas 
ids 


ion, 


hat 


ter 


ny 
Hl 


any 
een 


ith- 
and 
ro- 
ten, 
-ar- 
rig- 
can 
las- 
res 


951 


Listen, Partner! 








Royal supports your efforts with bigger advertising campaigns... 
more display material . . . and more complete merchandising aids! 





Moral: Larger profits for you from Royal! 


RUYA 
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—World’s No. 1 Portable 


Made by the World’s Largest Manufacturer of Typewriters 



















... Qt purse-pleasing prices 


, 
Now Carter’s—the company that led the field in bringing 
you Nylon typewriter ribbons—offers you another effective, 
sales-building development. Now you can give your cus- 
tomers their choice of famous Carter Ribbons in extra- 
quality cotton or glamorous “Two Thousand” letter Nylon 
... in the Carter brand you have been featuring. 


Your value-conscious customers have been intrigued with 
the Super-Length Carter’s Nylon Ribbon. Now you can get 
more customers using Nylons with Silver-Craft— Midnight 
— Ideal— Buccaneer—Planet— Director . . . new standard- 
length ribbons priced within reach of every pocketbook. 


Here is the greatest opportunity ever to capitalize on 






the fine promotion and popularity of the customer- 






respected, powerfully advertised Carter Ty pewriter Ribbons, 










Carter’s Super-Length “Three Thousand” 
letter Nylon Ribbon is an extra-length, extra- 
wear, extra-performance ribbon . .. at just a 
few pennies more than the price of a standard- 


length ribbon. 
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J Neplon in 7 best-selling brands 
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d- All 7 Carter Nylon Ribbons offer— 
@ Carter's exclusive Silvertip clean-end 

on to prevent smudged fingers. 

=< @ Choice of Black Record or Black and 

1s Red Record Bicolor. 


@ Choice of Expert or Medium inking. 


@ Spoolings for all popular typewriters. 


m2. 
& NYLLE 


ATECLOI 


Carter's Nylon Ribbons— 
Best Sellers for best results: 


| —| <tra-sharp impressions 


2— Longer lasting impressions 
3— “Executive look” in every letter 


4—Just-right from the start—no “breaking in” 


5— Longer wearing qualities ... less expense 





EE 


THE CARTER’S INK COMPANY 


CAMBRIDGE 42 « BOSTON, MASSACHUSETTS 


951 OFFICE APPLIANCES, October, 1951 61 











pump, as well as the roller-pressure control which 
stretches the life of the master and permits two sep- 
arate positive controls over the quality of the dupli- 
cated copies. The unit is finished in Zephyr grey ham- 
merloid, trimmed in chromium, and is streamlined 
in appearance. It duplicates copies from post card size 
to 8% x 14 inches and retails at $84.50 


include the self-priming and positive action fluid CORRESPONDENT DESK LAMP ( 


SG <A 


28s aa 
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NO. 100 PERFECT STAND 














General Lamps Manufacturing Corporation, 
Elwood, Ind. 





An abundance of light (80 watts) in a widely ad- 
justable small scale desk lamp is pointed out as an 
unusual feature of the Correspondent. This model of 
desk lamp is being introduced by General Lamps for 
the first time at the NSOEA convention in space 324. \ 
The new lamp is claimed to have almost unlimited I. 
adjustments and its trim design and two-tone finish 
are said to fit it for both office and home, for execu-} . 
tives and students. Retailing for $12.95, the lamp comes . 
in Platinum Mist with brass finish or Chinese red base 

This new typewriter and office machine stand is and shade trim. NI 
built to precision with no sharp or open corners. It 





Dorset Steel Equipment Company, 
2514 W. Dauphin St., Philadelphia 32, Pa. 








is made of heavy gauge steel designed in modern style . 
and finished in Hammertone baked enamel in gray, 
brown and green. The stand is shipped knocked down, HI-HAT HANDI-RAK ; 
easily assembled, and is individually cartoned. Easy- 
rolling casters are used 
; —S =” 

MAGIC SCALE INDICATOR fi {- \ 
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Kores Carbon & Ribbon Mfg. Corp., » nie 
43-49 Bleecker St., New York 12, N. Y. . 
th; 
A feature of the new Pathfinder carbon paper is the er 
Magic Scale Indicator, based on standard typewriter Tubecrafters Sales Division = 
vertical spacer of 66 spaces to a letter-size sheet and 911 Walnut St., Philadelphia 7, Po tio 
78 spaces for legal size. This serves as a guide by the 
user simply pencilmarking the scale at desired starting The functional design of the new Hi-Hat Handi-Rak 
line, last line or other position. These marks are auto- combines beauty and service to provide for the growing 
matically transferred to Cleanedge extension of the need for storage space, according to the manufacturer pre 
carbon paper and serve as permanent signals for bet- It features the Hi-Hat which builds upward from the der 
ter balanced letters. The Pathfinder paper has dual basic unit to allow for at least five more hats o 
purpose packaging with 50 sheets stapled to a pad, packages, as shown in the accompanying illustration bet 
two pads to a box. The entire unit holds 30 garments, five pairs of shoes Ar 
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Give them the Benefit of 
your outside viewpoint 





































Showing a businessman how to incorporate in 
his office layout all the improved methods and equipment 








that make for time- and money-saving efficiency is the same For ever 60 yours the hell-mark . 
; , ge 3 of fine business equipment... 
sion, aS Showing him how to make a bigger profit. Such informa- elias Gein « Gai: + lien + atten 
, Po tion is always welcome! and VR indenting equipmen. ee 





Rak With the supply of Art Metal equipment limited by the 
wing 

urer present situation, feature the useful office planning service 

| tht developed by Art Metal—to enable your customers to make + 
tion better use of floor space . . . and whet their appetite for that 

hoe Art Metal equipment that steps up work efficiency. A good 

195] Starter is to put a copy of “Office Standards and Planning” 


in their hands... Art Metal Construction Co., Jamestown, N.Y, 








and at least 10 hats. Sturdy construction of this unit, 
which is made of one-inch heavy gauge steel tubing, 
permits the loading of well over 200 pounds. Its Ham- 
mertone gray baked enamel finish is highlighted by 
a scratch-resistant chrome hanger-bar. It comes 
knocked down, designed for easy assembly as only 
wingnuts are used. Height is 72 inches, width 42 inches, 
depth 22 inches, and weight 25 pounds. 


ELEVATOR DEVICE 




















Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill. 


The Royal elevator typewriter and office machine 
stand is now being equipped with a newly-improved, 
streamlined elevator device. The same tip-toe con- 
trol is assured but the operating parts have been re- 
duced in number, are all fully enclosed and stream- 
lined in appearance. The top brackets of the elevator 
device are extended outwards to cover the all-steel 
housings for the casters. The actuating rod to control 
the two opposite legs is now fully enclosed in the all- 
steel center offset brace. All models of the Royal with 
Masonite, Limidall and steel tops are now being 
equipped with the improved device at no extra cost 


STENO-KIT 





Brushmakers, Inc., 
523 Marquette Ave., Minneapolis 2, Minn. 


Steno-Kit groups three tools for the stenographer 
into an attractive package with self-explanatory in- 
structions—Typemaster type cleaning brush, Handi- 
master machine dusting brush and Stenomaster ad- 
justable eraser with brush. The manufacturer points 
out that with Steno-Kit the secretary “dry cleans her 


64 


typewriter. No messy solvents are used in cleaning’ 
the type and the brushes are washed in either solvent! 
or soap and water after the machine has been thor- 
oughly cleaned.” 


BOLTAFLEX TOP-GRAIN 





Bolta Products Sales, Inc. 
Lawrence, Mass. 


The colorful new easy chair pictured is covered ig il 
Boltaflex top-grain finish, closely resembling expensive 
leather—yet washable. A damp cloth removes stains 
This feature is declared to be especially ideal fo 
modern office and reception room use, due to the 
heavy traffic which furniture in such locations mus 
withstand. Manufacturer of the chair is Kenma 
Manufacturing Company, East Palestine, Ohio. 


TOPS FORMS 


CATALOGUE 


wp (FIED 


STOCK 


pi)SINESS 
FORMS 








Trade Offset Printing Service 
107 N. Wacker Dr., Chicago, If 


Under the trademark of TOPS, this firm is offerim 
the commercial stationery trade a line of about 5@ 
practical printed business forms of popular deman 
in offices and factories, many of them never befor 
available as stock forms at low cost. They represel 
many old stock forms now revised, simplified and im 
proved. All items are sold nicely boxed, the privall Hany 
label of every dealer being imprinted on each box. f INKED 
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isn’t yours! 
This fingerprint could be yours ... 
if you use ordinary spirit duplicating 
carbon papers. But hands always stay 
clean (no smear, no smudge) with 
tal Queen's new... 
Mass 
d in il 
nsive 
ains 
E the new QUEEN 
the 
musi Reg Apps HT] 
uma! ll Coat 
@ recommended for long runs 
@ recommended for sharp, clear copies 
Unlike ordinary spirit duplicating carbon papers, the new QUEEN 
0 Coal’ spirit duplicating carbon papers, are coated 
by a new process that safeguard your hands (and clothes, too) 
against stains and smudges. Eliminates need for special stain- 
removing soaps and cleansing preparations. 
Available in flat sheets or master unit forms—either plain or 
pre-printed. Write today for your free sample of QUEEN 
‘“‘protect-o-coat’’ spirit duplicating carbon paper. 
See the new QUEEN spirit duplicating 
carbon papers . . . National Business Show, Booth 225, 
Grand Central Palace, N. Y. C., October 22nd to 27th. 
ervice 
go, li 
ferin 
it 5 ; 
ve for RIBBON & CARBON CO., Inc. 
resell 128 Wythe Avenue + Brooklyn 11, New York 
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Tiva® Manufacturers of ae 


OX: " INKED RIBBONS © CARBON PAPERS © MASTER UNITS © CARBONIZED ROLLS © SPIRIT & HECTOGRAPH DUPLICATING CARBONS 
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special feature of the line is a bill of lading printed 
on white bond stock. Dealers may secure copies of 
the firm’s new catalog in a special loose leaf binder 
free of charge. 


IDENTIFICATION CARD 





Tes 16 7 1OEN 


( IDENTIFICATION CARD “s. 


NAME 


ADDRESS 


PERBON T ee r 


NAME 


ADDRESS 
\ See RavERse SIO8 nm OF BCRIFPTIOF 














) 


ane 








Cel-U-Dex Corporation, 
One Main St., Brooklyn 1, N. Y. 





Many municipalities are concerned with the neces- 
sity of supplying their citizens with a tamper-proof 
and practically indestructible transparent plastic 
identification card that will give pertinent identifica- 
tion about its owner in the event of a local catastrophe 
Cel-U-Dex Corporation is now ready to supply a 
weather-proof laminated identification card that can 
be produced rapidly and at low cost. The firm invites 
stationers to bring to the attention of city or civil de- 
fense officials the availability of these tamper-proof 
cards designed to be carried in either a wallet or purse 
Several] other cards are available, including a member- 
ship card that is adaptable to the needs of most or- 
ganizations. 


LETTERA 22 





Ing. C. Olivetti & C., S.P.A., 
Ivrea, Italy 


This new portable typewriter is presented in two 
models, the “L” and the “LL,” both having such fea- 
tures as an automatic spacing bar, a movable small 
basket, key pressure regulator and small dimensions to 
provide a typewriter that is easy to carry. The auto- 
matic changing ribbon is claimed to be as long as that 
used by a normal size office typewriter 
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TEMPO “700” INK 


Milo Harding Company, 
432 W. Pico Bivd., 
Los Angeles 15, Calif. 


A new stencil duplicating 
ink, Tempo “700” was designed 
as a practical ink for all pur- 
poses with ease in handling 
stressed as one of its important 
features. The ink holds its 
place in the cylinder with no 
excess gathering of the fluid 
at the bottom or seepage out 
of the sides of the stencil, says 
the manufacturer. No slip- 
Sheeting is needed on mime- 
ograph paper and _ “stencils 
run with the ink may be filed 
without cleaning, it is claimed. 





700 


DuPLICATOR 
BLacK INK 





NEW MACHINES 


A. Cuneo & C.—Via, 
Durini 7, Milan, Italy 


This firm has introduced Fotosimplex and Dupli- 
carbo. The former is a photo-reproducing machine 
of metal construction. Features include revolving cyl- 
inders, a minimum of floor space and high illumina- 
tion. Duplicarbo is a spirit reproducing machine with 
automatic paper feeding, adjustable feeding mechan- 
ism, ball bearings and easy operation. 


AUTODEX ROTARY 








Zephyr American Corporation, 
537 W. 53rd St., New York 19, N. Y. 


Two new models of Autodex Rotary have been de- 
veloped as a new conception in rotary card files. Model 
No. R-101 (illustrated) is built with a retractable wiré 
attachment which permits it to be hung on the tele- 
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CARD FILES— Metal bottoms. Metal follow 
blocks. Sizes for all standard file cards. Large capa- 
city. Combination meta! label holders and drawer 
pulls. Snug fitting covers. See current Price List. 






CARD TRANSFERS Telescopic drawers con- 
serve shelf space—drawers can be removed without 
disturbing other stacked transfers Combination metal 
label holders and drawer pulls. Sizes for all 
standard file cards. See our current Price List. 


INDEX CARDS All popular 
sizes, rulings and colors are regular 
items in the Weis line Superior 
quality stock, carefully cut and ruled. 
Banded and packed in strong boxes. 


See current Price List. 








DOCUMENT TRANSFERS--for folded 
documents, vouchers, envelopes, etc. Telescopic 
drawer permits removal without disturbing others. 
Back of trays taper for easier reference to contents. 
Separate label holders and drawer pulls. See current 
Price List. 
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BOX LETTER FILES-—*Wolverine*. index tabs 

Alphabetical A-Z, Days (1-31), Months. Regular or 
Easy Clasp fasteners. Backs and fly leaves can be 
imprinted. Letter and Cap sizes. (Cap size has Easy 
Clasp and A-Z index only). See current Price List. 


BOX LETTER FILES—*Giant*. index tabs— 
Alphabetical A-Z, Days (1-31), Months. Regular or 
Easy Clasp fasteners. Backs and fly leaves can be 
imprinted. Letter and Cap sizes. (Cap size has Easy 
Clasp and A-Z index only). See current Price List. 
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VERTICAL LETTER FILES—tiose-at-hand 
temporary filing for personal papers or business forms. 
Drop front aids in quick reference. Equipped with 25 
Alphabetical A-Z file tolders. Metal ring pull. Letter 
and Cap sizes. Three capacity depths. See Price List. 





VERTICAL LETTER TRANSFERS—for 
permanent storage of special or personal papers. Can 
i be equipped with file folders or guides to suit user’s 
needs. Drop front and hinged top openings. Metal 
; ring pull. Letter and Cap sizes. Three capacity 
) depths. See current Price List. 















VICTORY One piece. Metal stitched at 
factory. Smooth top and bottom. No tapes. 
Exclusive strengthening insert. One fastener. : 


. 











WIZARD—Pull-out-drawer type. Fully rein- 
forced construction. Easily set up—no tapes 
or tools. Steel supports for solid stacking. 





SUPER WIZARD—Steei front — gray 
baked enamel finish. Shell has attractive 
stippled gray surface. No tools or tape to 
set up. Wide handle attached. Easy to stack. 





The Weis Manufacturing Company 


1892 Sf Cle ? 1951 


Monroe, Michigan 





NEw YorRK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 


OKLAHOMA CITY 1 ForT WoRTH 1 HOUSTON 2 








A wide variety of form sizes 
from 4%.” x 6” to 8Y4” x 11” 
fit Hano Refolder and Manifold- 
er Registers for wide range of 









rein- installations . . . they look better 
apes and work better. 
‘ing. 


See «us at 
CHICAGO 


We will be in Booth 65 at the 
National Stationers Show, 
September 23 to 27 
at the Stevens. 






Tops in the portable register field, 
the new Hano All Aluminum Port- 
able is equally popular as a counter 
machine. They are light in weight 
and easy to handle. 

















Hano Custom and Standard 
Snap-A-Part carbon forms 
are available, printed, to fit 
every need. Fast in operation, 
they make record keeping a 
simple operation. 





The all steel and aluminum Cash 
Drawer can be factory or field fitted 
to all Hano Refolder Registers us- 
ing forms up to 842” long. Using 
less counter space, the Hano unit is 
only 154” wide. 


Continuous Carbon Interleaved 
forms have all of the speed of 
continuous forms plus the ad- 
vantages of one-time carbon for 
sure legible copies. 





PHILIP HANO ¢ co 


HOLYOKE, MASS ' 
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phone. It is equally practical, claim the manufacturers, 
as a top-of-the-desk unit with the wire attachment 
concealed in the base. Built with a solid, heavy-gauge 
steel frame encased in plastic, this model is claimed 
to be sturdy and well balanced. Retail price is $4.95. 
Model No. R-202 is advertised as “America’s Most 
Beautiful Rotary Card File.” It is made in five colors 
and gift packed. Styling is such that it is reeommended 
for both home and office use. Retail price is $6.95. 
Both models, now in production for immediate delivery, 
contain 500 cards and alphabetical guides. 


CHUBB SAFE LEDGER FILES 





L. O’D. Lee, 
U.S.A. Distributor, 
90 Wall St., New York 5, N. Y. 


These mobile units are designed for constant fire 
protection, maximum safety, easier handling and sim- 
pler posting. The protected machine ledger cards are 
arranged for use in the easiest manner possible. To 
open, the lid is lowered into position at the front of 
the cabinet, making the cards accessible for use. In 
closing, the lid lowers the records into a stronghold 
completely surrounded by insulated walls and securely 
locked in place. An illustrated brochure is available on 
request to the above address 


ALL-RITE PEN 


All-Rite, Inc., 
184 Main St., Ridgefield Park, N. J. 


Manufacturers of the new All-Rite ball point pen 
claim these features: non-skip, long life, no smudge, 
fully guaranteed, writes 50,000 words, made of trans- 
parent plastic and precision engineered, immediate 
starting and instant drying permanent ink. The pen 
retails for $.25. 





Wabash Filing Adopts Standard Stock Sizes 


The American Standards Association has adopted a 
standard nomenclature in the filing supply industry of 
listing horizontal dimensions first and vertical dimen- 
sion second. 

Wabash Filing Supplies, Inc., which in the past listed 
height first and width second, announces that it will 
conform with these standards and hereafter will list 
all sizes according to width and height, i.e. 6 x 4 inches. 
In order to avoid any confusion that may exist, the 
company states that it would help on orders if the 
clients would use the worlds “wide” and “high” after 
each dimension, especially on special sizes. 
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1951 National Letter Writing Week 
to Feature Window Display Contest 
A window display contest, providing $660.00 in cash’ 


awards to department, variety chain and drug stores) 
and stationers and other retailers, will be a regular! 
feature of the fourteenth annual National Letter Writ.) 
ing Week scheduled for the week of October 14 to 20, 

For this nation-wide promotion event free adver- 
tising mats are also available to retailers interested ig 
newspaper and display advertising. 

It has been announced by the Paper Stationery § 
Tablet Manufacturers Association of 527 Fifth Ave) 
New York, N. Y., sponsors of National Letter Writing 
Week, that 1,000 radio stations throughout the country 
are now receiving a series of spot time announcementg 
designed to help merchants promote the sale of writing 
paper. While aimed specifically for use just prior te 
and during National Letter Writing Week, the radio 
copy is suitable for use the year round. Last year, mer-} 
chants in all parts of the country found that radio! 
and newspaper advertising helped increase their vol-| 
ume of correspondence paper sales. ; 

The window display contest is governed by elemen-/ 
tary rules: a retailer is simply invited to display writ- 
ing paper in one or more of his principal store windows 
for three or more days during National Letter Writing 
Week. One or more of the official five-color posters 
must be included in the window display. A photo- 
graph of the display must be forwarded before No- 
vember 9, 1951, to the office of the Association in New 
York. Impartial judges will determine the winning en- 
tries on the high standards and effectiveness of the 
display. 

The official trade posters are available without cost 
from member companies of the Paper Stationery & 
Tablet Manufacturers Association. 
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Emeco Corporation Appoints J. W. Simpson 

Wilton C. Dinges, president of Emeco Corporation, 
has announced the appointment of Jon W. Simpson to 
the post of sales promotion and advertising manager. 
The position was newly-created, according to Mr. 
Dinges, because of the recent addition to the present 
production facilities of Emeco Corporation in Hanover, 
Pa., plus plans which are now being made for an ex- 
tensive advertising compaign for the Emeco line of 
aluminum office furniture in 1952. 





SET DEFENSE ORDER DELIVERY RECORD 





Thirty-six days after advice of contract award, the SoundScriber 
Corp. has begun shipment of machines for the Department of De 
fense. Pictured is a partial shipment of some of the recording 
devices to fulfill a contract awarded in June. Left to right are Joha 
P. Karabinos, Defense Department inspector, and John Hopkins, chief 
of SoundScriber’s inspection department. 
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EW Goes item for your ©¥* wEW Giant rs hoppers Revolving NEW Premier ncil shorpener* 
fyl budget for sharp ShOPP home pe 
A wondertu » more value per dollar. The smart buy ed six different pencil sizes. The og in 5 with ease & per 
won 
—- | standard-size pencils. Hos centering disc ied, Bull for lasting durabil- Sharpens ol 
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; NEW Apsco 
“the most : Christmas Packages! 
led dill item. 





FREE SALES AIDS! USE HANDY ORDER BLANK! 


| AUTOMATIC PENCIL SHARPENER CO., Dept. Q ! 
| 336 N. Foothill Road, Beverly Hills, California | 
Please send me the following: 
| Three-dimensional Christmas window or coun- 
| ter display. | 
Sales literature on following sharpeners: | 
__New Model 51 ___Midget 2N 
| Christmas packages for stock on hand: | 
ond | 
| 
| | 





GET READY FOR CHRISTMAS NOW! 
STOCK APSCO 


..the perfect “under $5.00” gift for any occasion! 





Chicago Giant ____Premier 








Compeny 





ie ee 











Address 
a _Ione___State_ 





[COSTS LESS T0 SELL THEBEST/ | 
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you can offer your customers — for a small 

investment —the most practical method for 

recording daily sales... safeguarding funds 
...and helping to run an efficient, profitable retail business — 
it's the mew, low cost Remington Rand Cash Register. 

With the new Remington Rand TOPflight Cash Register, 
your customers will have a daily record of sales activity 
printed on tape —a record of cash taken in, cash paid our, 
accounts charged. And they will also have the extra advan- 
tage of an adding machine with sufficient capacity (7 list — 
7 total) for preparing daily, monthly and yearly summaries, 
and for general business figure work. 

Compare the features of this new Remington Rand TOP- 
flight Cash Register and you will see that no other low cost 
cash register offers you the terrific sales and profit oppor- 
tunity of this low cost TOPflight. 
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+. 

Only fig fet Yas Ni These Feature 
9 Department or clerk designations —all 9 position 
available for designating departments, clerks, or prod 
uct groups. 

7 Column listing, totaling capacity — department 
clerk, or product designation does not use up valuabk 
keyboard capacity. Therefore, a TOPflight can be use 


as a 7 list—7 total adding machine by simply flicking the leve 
on the money drawer. 


Paid out/charge key —a distinctive symbol prints o 
the tape to indicate money paid out or amounts to & 


€ charged against a customer's account. 


Simplified 10-key keyboard —is fastest because iti 
simplest. On it you enter amounts just as you woul 
write them—it selects the proper column automaticallj 
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PLU Cushioned Power—TOPflight’s built-in spring 
mounting reduces wear and adds years more service. 


Safety Lock on Total and Sub-total Keys makes it impossible 
for anyone to tamper with totals. A Safety Lock on the money 
drawer gives added protection to funds. Keys are included. 


Removable Steel Money Tray has a cover with safety lock. 
Can be placed in safe at close of business. 


Fully-enclosed Recording Tape Rewind is automatic, smartly 
designed and engineered to be a basic part of the register. 


oy 


Large Writing Table makes last 11 sales 
transactions visible to the operator. 


Wide Tape has ample room for notations. 
Single and Double space adjustments. 
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Model illustrated is 71CR. Also available in Model 73CR, 
which has all the features of Model 71CR plus direct sub- 
traction, which shows “paid out” items as a minus (—) 
entry on the cash register tape. 


Remington. Fkand. 
DEALER SALES DIVISION 
315 FOURTH AVENUE, NEW YORK 10, WN. Y. 


te 
Please RUSH complete details on the new 
Remington Rand TOPflight Cash Register. 


Name 
Address 
LL 
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Percy J. Newton, director of E. T. Brown, Ltd., Mel- 
bourne, Australia, favored us with a visit on August 8. September 21. Great Lakes Travelers Club NSOEA pre-conventiog 
He was nearing the end of a long journey which Seleleied Mincens Aah Chicane Wh is . 
started Marth 6. He visited extensively in England, : ‘ 
Scotland and Germany before coming to the United , aE ee ee 
States, and planned to sail from Los Angeles to Mel- ic ogg 4 ay © oe ot eet ae 
bourne on August 22. E. T. Brown, Ltd., is an im- Burbank, general manager, 740 Cont nental Building, Washingtos 
portant manufacturer of metal office equipment in- .oc. 


cluding correspondence and card files, visible record 

October 22-27. National Business Show, Grand Central Palace, 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St, 
New York 18, N. Y. 











November 7-9. Pittsburgh Busine Show, Hote William Penn 
Hugh J. Maloy, business manager, Art Meta nstruction Co 
Oliver Building, Pittsburgh 22, Pa 
March 2-7, 1952. Wholesale Stationers Associat nvention and 
National Trade Show, Hotel New Yorker, New York, N. Y. H.C 
Whittemore, general manager, 250 Fifth Ave., New York |, N. Y. 
April 23-25, 1952. National Office Furniture Association's 6th 
annual nvention and exhibit, Haddon Hall, Atlantic City, N. J 
PERCY J. NEWTON hn R. Gray, executive director, 60 E. 42nd St., New York 17, N.Y 
May 18-21, 1952. National Office Management A ation’s 33rd 
nternationa nference, San Francis Calif. W. H. Evans, execu 
e secretary, 132 W. Chelten Ave Philadelphia 44, Pa 
equipment, storage files, shelving, lockers, and related 
equipment. Mr. Newton called upon several American Jone $6-10, 1982. Neticnsl Office Machine Deslers Association 
manufacturers of metal furniture, observing produc- ete svealion, Bebie aslel. Dellec, Yea, Herold W. taal 
tion methods in general use in the United States. He sunciiide catectare, (Alt 6. Witten Pi. Lec Anacles 20. Call 
called also at headquarters of NSOEA in Washington ads 
and expressed gratitude for the reception accorded 
him there. Mr. Newton’s company is aggressive. Last * 
year it established a branch plant in Sydney, operating » 
under the name Brownbuilt (N.S.W.), Ltd. Its growth ad * a 
in recent years has been substantial. * 
* 
s 
John J. Reinecke, executive secretary of the Wood e 
Office Furniture Institute, was a Guest Book signer on . 
oe 


August 13. In Chicago for the 28th annual session of 
the National Institute, a professional course of instruc- 





tion in chamber of commerce and trade association ARTHUR BENASSI — A 
management, Mr. Reinecke took time to visit us briefly man never too busy to lend 
on Monday morning. The National Institute, sponsored a hand for a civic or chari 
by American Chamber of Commerce Executives, Amer- table cause. while at the } 
ican Trade Association Executives, Chamber of Com- ame time maintaining hi: 
merce of the United States, and Northwestern Univer- |: ; 
high stature in the office ma 


sity, was conducted at the Northwestern Campus in 
Evanston. As a member of the instruction staff Mr. 
Reinecke covered the subject, “Office Management,” 


chines industry, Mr. Benassi 
the sole owner of the St. 
Louis Typewriter Company 


a sae ata 





in which he stressed the need for well-planned, well- LOUI 
furnished and well-equipped association offices. At a 805 Pine St., St. Louis |, Mo. 
similar assembly, the sixth annual Northeastern In- His start in this industry wa 
stitute, held at Yale University, New Haven, Conn., with Remington Rand Inc., 
August 5 to 11, Mr. Reinecke was also an instructor, April |, 1928, and he pur 
covering the same subject, “Office Management. chased his own concern just 
12 years later. He served 
Stanley Dashew of Dashew Business Equipment Com- as president of the St. Louis OMDA and the board of 
pany, Los Angeles, Calif., registered with Orrice Ap- directors of NOMDA. His career in clubs has included 
PLIANCES by telephone August 27 and again on August fficership of the Co-Operative Club. directorship of the 
28. His story concerning an interesting experience Optimist Club of downtown St. Louis, and the receipt 
during a tour by schooner of a dozen Latin-American een egies ital aOR water ae é 
countries appeared in the September number of this oes oe Swreraenenng WOON e year. He is 
a member of the Chamber of Commerce, the Missouri 


journal. Mr. Dashew is now on an extended trip ap- oe 
pointing salesmen to sell his new addressing machine Athletic Club, and NOMA. He has been elected presi- 
plates to which he has given the name, DASHaplates. dent ot the Arcade Building Business Men's Association 
He expressed himself as being well satisfied with the and the Italian Club of St. Louis. If he finds time, his 
progress of his new enterprise hobbies are watching athletic events and playing billiards. 





yg 
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Shey tual oLonger / 


FiberstoK 
CT) 








FiberstoK Products are made from the finest 
materials obtainable, to most exacting 





EXPANDING ENVELOPES 


specifications ..... Plastic coated to resist moisture, grease 
and wear 








SCHOOL PORTFOLIOS 
, PRESSBOARD BINDER COVERS 


BOOTH No. 365 
N. S. O. E. A. 
CONVENTION 
AT CHICAGO 












f 
VISIT US ATF wiininde 
| 

















FILE POCKETS I 
EXPANDING 
VERTICAL FILES 
Attractive window displays and colorful circulars and 
blotters with YOUR imprint furnished free to our 
dealers on request. FiberstoK’s extra features bring 
you more sales—more profits. Write for latest catalog. I 
ALLEGHENY AVE. AT 2nd STREET 
COLORFUL BRIEF COVERS Philadelphia 33, Pa. 
‘—__ 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England . 


Manchester, September 1, 1951. 

At the time of this writing, the big Southwestern 
Business Equipment and Management Exhibition, to 
be opened at Bristol on September 25, is still ahead but 
of course it will have taken place when these notes 
are read. Due to open the Exhibition was Reginald 
Verdon Smiths, one of the chiefs of the Bristol Aircraft 
Company, whose 130-ton eight-engine Brabazon 1, the 
biggest civil landplane in the world, has aroused so 
much interest. 

There were several new devices to be shown which 
are of interest to the office appliances industry. One 
was the Recordon magnetic dictating machine of 
Thermionic Products, Ltd., of Hythe, Hants, a dual- 
purpose unit which may be used for dictation or 
transcription. Full control is provided by two buttons 
on the microphone which enables one to start or stop 
it at will and/or return to any point in the recording, 
or play back just a line. The medium used is a paper 
disc, which may be cleared for further use by a stroke 
of a magnetic eraser. The weight of the equipment is 
only 14 pounds, 8 ounces, and the measurements, 12 
Xx 11 x 55¢ inches. 

Messrs. Block and Anderson were due to show a new 
spirit duplicator capable of reproducing only a portion 
of a master “mirror,” thus making it invaluable for the 
preparation of documents only partially alike. 

Those who may know the National Cash Register 
Company’s new Class 31 direct entry accounting ma- 
chine, which will be on exhibition, will be interested 
to learn that the new factory at Dundee, being built 
for the machine’s production in the United Kingdom, 
is now nearing completion. This device has greatly 
impressed British businessmen who have seen it, par- 
ticularly by its interchangeable control bar, enabling 
the machine to be switched from one job to another 
rapidly. 

There are many notable features, too, about the 
Addressograph-Multigraph’s 1250 duplicator, which 
features a double sheet eliminator of the electrically- 
actuated type using a needle-bearing roller detector 
with a self-locking micrometer adjustment 

At the time of writing, we are making arrangements 
to cover the Exhibition fully and hope to have the 
usual selection of new equipment and points of interest 
for readers in the next issue 


I hear from Typewriter Sundries Company, Ltd., of 
30 New Bridge Street, London, E. C. 4, that the firm is 
about to open a new factory near Brighton, Sussex 
This covers an area of about 65,000 square feet, and 
here will be continued the manufacture of typewriter 
spare parts, typewriter type, totalisers and actuators, 
and other bookkeeping machine mechanism in addi- 


78 


tion to other articles. H. W. D. Buckeridge, who is a 
director of this firm, is a past president of the Type- 
writer Trades Federation. 

+ 


me * 


As we write this, the big fight between Randy Tur- 
pin, the world middleweight champion, and Sugar Ray 
Robinson is still “in the future.” 


Whether Randy has 





~~ ee 


ibe sal, ‘ee oe 






CHAMP AT THE KEYS—Randolph Turpin, former middleweight boxing 
champion, uses his Empire Aristocrat portable typewriter manufac 
tured by British Typewriters, Ltd., West Bromwich, England. Turpin 
lost his crown to “Sugar” Ray Robinson in a return bout. 


retained his title or Robinson regained it, does not 

concern the office appliance industry specifically; but 

as a point of interest, the accompanying picture shows 

Randy Turpin, before he left Britain for America, “try- 

ing out” his new Empire Aristocrat portable typewriter. 
»* 7 * 


The development which is taking place in Britain in 
respect of recording machines is having its influence 
upon retail sales, I am told. More than one dealer in 
the north of England has emphasized how the textile 
industry, particularly, is turning more and more tw 
recording instruments for its administrative work. In 
fact, one retailer summed up his sale of these machines 
by saying: “Well over 75% of my sales are to firms 
engaged in the textile industry and having tried out 
various types of recorders in different offices, they are 
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if you feel like hiding 


when customers come in 


ee Stay off that hook! 


When you want “Y and E” folders to keep your 
customers happy—and we can’t send you all you 
need, there’s no need to hang! We're making 
every effort to get materials to meet your un- 
precedented demands. 

Meanwhile—show your customers these prof- 


itable “Y and E” items which are in good supply: 


* Sort-O-Mats 


* The Complete 
Shannon Line 


* Expanding Index 
System 


* Special Machine 
Accounting Card 
Forms 


* Direct Name 
Vertical Filing 
System 

* Card Guides 


* Vertical Guides 





When you take orders for these, you know you 
can deliver . . . you know you needn’t hide when 


your customers come in. 


The Franchise that means quality merchandise may 
be open in your community. Inquiries invited. 


MARK OF SUCCESS 





ROCHESTER 3, N. Y., U. S. A. 
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equipping each department with the recorder of their 


choice.” 
. = > 

I hear that the new Imperial: Typewriter factory at 
Hull will be completed by December, 1952. Other Im- 
perial news is. that for the Festival of Britain, which 
had such a remarkable success, an Imperial “60” type- 
writer was chosen for the South Bank Exhibition and 
has been exhibited in the office equipment section in 
the power and production building. In addition, an 
Imperial portable machine was selected for display in 
the land traveling exhibition which has been visiting 
large towns throughout Great Britain 

One of the most important developments we may 
see in the not-too-distant future is the organization 
of the typewriter trades into an international organi- 
zation. 

W. Lorraine Haig, immediate past president of the 
Typewriter Trades Federation, has made a strong plea 
for this in a special message to the July issue of 
“London Pride” which is the organ of the London 
branch of the T. T. F. 

Mr. Haig writes: “We have arrived at the stage where 
we want to share our experience—and the good which 
Federation has taught us can be brought about—with 
others.” 

Mr. Haig emphasizes that the trade has already been 
organized in Federation in some countries. 

“We want to co-operate with those progressive folks 
to carry the torch of progress to other countries. We 
propose an International Federation.” 

Asking what would be the objects of such a Federa- 
tion, Mr. Haig has prepared a very rough draft as a 
basis, and I append it as follows 


Objects— 


(a) To foster fraternal ties and international rela- 
tionship with typewriter and kindred associations, to 
make fraternal arrangements and co-operate with 
progressive bodies working for advancement in manu- 
facturing, wholesale or retailing of typewriter or allied 
products in all lands. 

(b) To encourage by co-operation (on an interna- 
tional basis) an ethical standard of trading in order 
that the maximum benefit would flow to manufacturer, 
wholesaler, trader and consumer. 

(c) To co-operate in the study of manufacturing 
and marketing problems on an international basis. 

(d) To encourage invention and design, and to give 
facilities for their development. 

(e) To issue such literature as may be deemed suit- 
able. 

(f) To arrange for the collection and distribution of 
scientific facts and other information likely to interest 
traders throughout the world 

(g) To do all such things as may be advantageous to 
the objects of the Federation 

Mr. Haig further says, “The world’s best seller—the 

Turn to page 190, please 





CANADIAN FIRM EXPANDS—An_ architect's 
conception of the new plant being com- 
pleted in East York, a suburb of Toronto, 
for Brown Brothers, Ltd., veteran Canadian 
manufacturing and wholesale stationers 
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Report Typing Contest Results in Japan 


T. Kimoto of Kanegafuchi Spinning Company, Ltd. 
Osaka, Japan, has kindly furnished OFFICE APPLIANCES 
with the results of English typing contests held in 
Tokyo and Osaka under sponsorship of the Chambers 
of Commerce and Industry 

In the contest at Tokyo, Bonifacio S. Lintag aver- 
aged 85 correct words per minute in 15 minutes of 
typewriting, using an Underwood machine, and in 
the Osaka contest, Miss S. Ogivyama won at 76 words 
per minute for five minutes without a single error. 
She also used an Underwood machine. 

These are now considered to be the official post-war 
records in Japan. 





Change Address of Amsterdam Firm 

H. J. E. Terlaak Poot, managing director of Inter- 
national Office Machines Research N. V., informs Or- 
FICE APPLIANCES that this firm, editors of The Office 
Machine Guide, has transferred its offices from Vijgen- 
dam 2-6 to Amsterdam W., Tesselschadestraat 18. 





Erect Brown Brothers, Ltd., New Plant 

One of Canada’s largest manufacturing and whole- 
sale stationers, Brown Brothers, Ltd., is scheduled to 
move in October from its present location at 100 
Simcoe St. in Toronto, to new and much larger 
quarters 

The building, at present under construction in the 
area north of O’Connor Dr., is located at the corner 
of Waterman Ave. and Hollinger Rd., in East York, 
a suburb of Toronto. 

There, will be housed the entire organization, con- 
sisting of all manufacturing, wholesale and office 
facilities. It is approximately 103,000 square feet in 
area, with provision for considerable expansion as 
needed in the future. 

Although no direct descendants of the Brown family 
are now with the firm, it is interesting to note that 
the cornerstone of the new building was laid last 
May 10 by the present president, John H. Chipman, 
who is a son-in-law of the late T. Albert Brown, a 
former president of the company. 

Brown Brothers, Ltd., has grown steadily since it was 
first located in Toronto in 1846. Today, it manufac- 
tures and distributes its products on a national basis 
in Canada. In addition to the head office in Toronto, 
sales offices are located in the cities of Montreal and 
Vancouver. 

The excellent employee relationship which the com- 
pany has always enjoyed is apparent in the unique 
record of five employees whose total service with, the 
company adds up to 307 years—an average of more 
than 61 years each. The company has acceded to their 
request that they be permitted to work part time as 
long as they desire in preference to being retired on 
pension 
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the “DEBONAIR™ 


..- you can pay 
MORE 


.. but you cant 


BUY BETTER! 


WELLS 





‘We make evorny 


WELLS POSTURE-RITE 
char we soll... with the Tilting Back 


and we Aoll every No. 1270 
chair we make.” * A? ee 
Priced Slightly Higher in Zones 2 and 3 


AVAILABLE FOR EARLY DELIVERY 


MANUFACTURED BY 


GENERAL OFFICES 
725 S. LA SALLE ST. 
CHICAGO 5, ILLINOIS 
° 
TELEPHONE 
HARRISON 7-1100 


CHAIR CORPORATION 


OFFICE APPLIANCES, October, 1951 81 





OFFICE APPLIANCES, October, 195! 








Stencil buyers like the clean convenience 

of Sure-Rite Seal Tab film stencils. Files aren't 
sticky, stencils don’t gum up duplicating 
machines, stencils lay flat and clean on the 
boss’ desk. The new Red Sure-Rite Seal 

Tabs completely eliminate objections to messy 
glue! Just press to seal—and corrections 

are far easier! 


PUT BLACK FIGURES IN 
YOUR PROFIT COLUMN! 


Impending shortages of film put the new Red Sure-Rite Seal Tab 
Film Stencils in a class by themselves! Film may be reused easily 
because the new seal tabs stick without being sticky! It will pay 
you to send your salesmen out with this new sales feature! Phone 
today to learn if a dealership is open in your area. 


PATENTS PENDING 


Sure-Rite PHONE LONG DISTANCE LD244 DENVER! 


Shooting Star 
Film 
Stencils... 










WAR-TIME 
SHORTAGES OF FILM 
MAKE SEAL TABS 
MORE VALUABLE! 
FILM CAN BE 
REUSED 









MERICAN 
STENCIL 
MFG. CO. 


2714 Walnut Street 







Denver, Colo. 
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Organize Louisville OMDA Chapter 


National officers and heads of the Indiana and 
Kentucky chapter of the National Office Machine 
Dealers Association met recently in the Brown Hotel, 
Louisville, Ky., to charter a Louisville OMDA chapter. 

Miller J. Huggins, president of Indiana and Ken- 
tucky OMDA, presided at this meeting. Other officers 
in attendance were A. B. Connolly, Evansville, Ind., 
national director; H. C. Van Zant, Dayton, Ohio, 
national treasurer; H. H. Marlin, secretary of Indiana- 
Kentucky OMDA; Louis I. Bland, past president of 
Indianapolis OMDA, and C. R. Benner, president of 
Indianapolis OMDA. 

The several speakers dwelt on the necessity of a 
local chapter and the assistance possible in mutual 
organization and connection with the national asso- 
ciation. 

A chapter was then created, headed by A. J. An- 
derson, president; Byron Gaar, vice-president, and 
Patrick Higgins, secretary and treasurer. 

The other charter members of the new chapter are 
Will DeJarnett, William P. Kelley, John Burke, Harry 
Bowman, E. C. Thomas, William Boyer and Forest 
Lang. A meeting was scheduled for Monday, Septem- 
ber 10. 





Bowser Heads Pittsburgh Controllers 


Wayland S. Bowser, controller of the Blaw-Knox 
Company, Pittsburgh, Pa., has been elected president 
of the Pittsburgh Control of the Controllers Institute. 

At the annual meeting of the organization’s Roches- 
ter Control, J. A. Trainer, vice-president and controller 
of the Commercial Controls Corporation, was elected 
vice-president. 

Office equipment executives who have been elected 
or re-elected directors of Institute local Controls in 
their respective cities include: Benjamin H. Askew, 
International Business Machines Corporation, Endi- 
cott, N. Y. (Syracuse Control); Walter E. Ausenheimer, 
comptroller, The McBee Company, Athens, Ohio, (Co- 
lumbus Control); John H. Bossert, internal auditor, 
Dictaphone Corporation, Bridgeport, Conn.; George 
Grickshell, controller, Addressograph-Multigraph Cor- 
poration, Euclid, Ohio (Cleveland Control); John F. 
McGovern, comptroller, Gray Manufacturing Company, 
Hartford, Conn., and Fred R. Sullivan, Monroe Calcu- 
lating Machine Company, Orange, N. J. (Newark Con- 
trol). 





FUN WITH HORDER’S AT WESTWARD HO— 


1. At the scorer’s table. Seated—H. G. Horder and Karl Schultz, 
Horder’s Inc.; standing—Don Sharpe, Reyburn Mfg. Co.; Homer 
Schulenberg and E. G. Bacon, Horder’s, Inc. 

2. A. E. Owen, Horder’s, Inc.; Ben Philbrick, Pelouze Scale Mfg. Co.; 
Sam Siedband and Harry Buice, Horder’s, Inc. 

3. John Stuvercke, Rogers Loose Leaf Co.; Ed Deacon, Chicago Desk 
Pad Co.; Harry Balch, Quality Park Envelope Co.; Joe Falbo, Codo 
Mfg. Co.; Bill Boyd, Acco Products, Inc., and Art Steel Sales Co.; 
C. Lee, Heyer Corp.; Joe Domanski, Horder’s, Inc. 

4. R. E. Walker, Bert M. Morris Co.; Bob Wright, Fisher Pen Co.; 
Jerry Mclennon and Jack Mclennon, both Mclennon Pen Co. 

5. Gordon Kickels, C. L. Barkley & Co., and his son, John; Tony 
Peters, Horder’s, Inc.; Elmer Krumwiede, Elmer Krumwiede & 
Associates. 


6. John Kohnke, G. J. Aigner, Howard Duffy and Garth Lee, all of 
G. J. Aigner Co. 
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Horder’s Golf Outing Held at Westward Ho 

The well-trapped greens and three-lined fairways 
of Westward Ho Golf Club on Wolf Rd. near North 
Ave., lured 52 golfers for the annual outing of Horder’s, 
Inc., held Saturday, August 25. Others joined the 
group later in the day to swell the total for the en- 
joyable chicken dinner to 60. 

At stake was the Horder trophy and this was pre- 
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This is the dynamic figure of Ethan Allen 
that dominates this year’s dramatic 
Ticonderoga pencil window display. 
Write us if you have not received your 
display. 
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TICONDEROGA 


...the first name in pencils 


welcomes you to Dixon Booth II9 


re 
«< 
‘® 


FIRST is a simple word to use in a sentence 
—first base, ladies first, first in peace—but 
it has an entirely different meaning when 
it is associated with a product name. “The 
first name in pencils—Ticonderoga”, for 
instance, means this: 


= 


FIRST in timely promotion material, keyed 
to your customers’ level, right for your 
business. 


FIRST in sales... for Ticonderoga is the lead- 
ing pencil in the nation’s business offices, 
schools, and homes. 


FIRST on the lips of the nation. Ticonderoga 
is a memorable name, known and used by 
millions everywhere. 

Ticonderoga is the first name in pencils. 
; ‘ And be sure to make Dixon Booth 119 your 
‘ first stop at the National Stationery and 
ae Office Equipment Association Convention 

this year. 








Leadfast “3" p1xon TICONDEROGA 1388 N22 





——————— 
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JOSEPH DIXON CRUCIBLE CO., PENCIL PRODUCTS DIV. 98-310, JERSEY CITY 3, N. J. 
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Demonstration Kit 


This new handy demonstration 
kit is made of heavy black 
fibre fully equipped with 8% x 
11 Guide-O-folders and various 
sizes of adjustable metal tabs. 
A complete demonstration of 
Guide-O-folders is made with 
this kit without disturbing 
your customers’ files. Attrac- 
tive and light weight, your 
salesman can use it also for 
his own catalogs, price lists, 
etc. 














> 


Guide O fo bler 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Just one demonstration proves the facility, ease and 
accuracy of filing and finding with Guide-O-folders. 
Gone are the days when file clerks had to push and haul 
sagging overloaded folders to file and find correspond- 
ence. Guide-O-folders simply glide along on the metal 
frame. 


The metal strips are anchored securely to Guide-O- 
folders, hence they are always in position, in the file or 
out. Of high grade folder stock, Guide-O-folders make 
a permanent installation. At transfer time the contents 
of each Guide-O-folder is transferred to an ordinary 
folder. 


The adjustable metal tabs make it easy to set up or add 
to any filing system. The tabs, slanting at a 45° angle for 
better visibility, fasten into place quickly. Once fastened, 
they are locked in place, but can be easily unlocked and 
shifted to any position. 


Guide-O-frames set right into any standard file drawer 
—adjustable to a snug fit. No cutting of frames neces 
sary. 

Feature Guide-O-folders in your sales work. You will 
find countless applications among your customers. If 
you will demonstrate you will sell. Write for a sample 
today. 














Guide-O.tiay 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital data 
at the finger tips—always in an upright posi- 
tion. Instantly available and instantly re- 
placed. The unit consists of a metal tray 
and 25 Guide-O-folders complete with adjust- 
able metal tabs and an assortment of inserts 
for tab headings 
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»n  Transfile 


FIBREBOARD TRANSFER FILES 
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TAB ; ‘ : 

4 Are still the low cost way of keeping semi-permanent 
an . 
ders and permanent records accessible every minute. Made 


haul of high test fibre board, TRANSFILE Files are rein- 
ond- forced with steel so that all the weight is supported on 


13 sizes 


neta steel. Drawers slide in and out with surprising ease. 

Each TRANSFILE File is a complete filing unit in There is a TRANSFILE File for every 
le-O. 
le a itself. By means of our patented Interlock TRANS- purse and purpose. 


make FILE Files can be stacked into sturdy batteries as high 


tents and wide as desired. 
inary eoL: : . ege e 
; Shipped flat, they fold together, easily and quickly. No Filing Supplies 
add screws, nuts, bolts or toois are needed. Send a sample 
r 
‘e for order today You sell GUSSCO “filing and find- 
enel ing” supplies and equipment with 
: oan absolute confidence that the quality 


will give your customers satisfactory 
service. ... You sell GUSSCO Prod- 
ucts with absolute confidence that 


Gide-0.fol 


awe! they represent a better buy for the 
eces money. They are priced right... . 
——— wet Products with 

a absolute confidence that you will 

| will WITH SLID-O-MATIC never encounter direct factory com- 
s. If DISAPPEARING TOP petition. We sell through dealers 
mple only. . . . Yes, you find selling 


A personal file, desk high, where 
information may be kept instantly 
available. The Slid-O-Matic top 


GUSSCO Products is a very profit. 
able habit. We are anxious to serve 
you. 


completely disappears at a slight 
push of the finger. It slides back 
into place with equal ease. Gray 
or green finish. Sturdy all steel 
construction. Mounted on rollers, 
the Guide-O-file can be moved 
about as required. 

The Guide-O-file is equipped 
with 25 Guide-O-folders com- 
plete with adjustable metal tabs 
and an assortment of inserts for 
tab headings. Guide-O-file is also 
available without the stand. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
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sented to Bob Stewart of the accounting department 
on the basis of his sparking low gross score of 93. 

As in the past, manufacturers’ representatives were 
also invited to attend this golfing event and low gross 
for the day was turned in by Norbert Burgess of San- 
ford Ink Company, an 87. 

Prizes were awarded on a draw basis and the ma- 
jority of those present were well rewarded for their 
golf efforts. 

Chairman Frank Rainey, ably assisted by Karl 
Schultz, Bob Horder, Homer Schulenberg, George 
Bacon and Allen Atchison, saw that everyone present 
was well taken care of, not only in golf, but also in 
dinner. 





Plan Systems Meeting in Chicago 


The Systems & Procedures Association of America 
will hold its fourth annual International systems meet- 
ing at the Sheraton Hotel in Chicago on October 10- 
12. During the three-day session, nationally-recog- 
nized authorities will discuss the latest and most ad- 
vanced developments in management organization, 
methods and procedures. 

Anyone interested in improved planning in manage- 
ment and office operations may write to Harold R. 
Price, general chairman, Price Waterhouse & Company, 
33 N. LaSalle St., Chicago, for registration cards and 
other information. 

The organization represents an international asso- 
ciation of systems administrators and specialists with 
15 chapters in the United States and Canada. 

John 8S. Coleman, president of the Burroughs Add- 
ing Machine Company, will address the session on 
October 12, using as his subject, “Future of Electronics 
in Business.” 





Stationer Golfers Have Close Race 


A fight to the finish in Class A of the Stationers 
Golf Association of New York is indicated with L. 
Myers leading the race by a close margin over S. Kahn 
and H. Levy after the playing of eight tournaments. 
P. N. Drate is far out in front of the field in Class B. 

The eighth tournament was played on August 7 at 
Wheatley Hills Golf Club, East Williston, Long Island. 





Westring Invitational Golf Meet 


Nine friends responded to the invitation of Maynard 
Westring, Mid-City Stationers, Inc., Rockford, Ill., to 
participate in a day of golf and fellowship at the 
Forest Hills Country Club, Rockford, on Friday, Au- 
gust 24. A genial host, perfect weather, watered fair- 
ways, and fast greens combined to give everyone, 
golfer and dubs alike, a good time. A delicious roast 
beef dinner topped off the day. 





mi 
AFTER THE GOLF GAME AT ROCKFORD.—Standing: Karl 
Johnson, guest; Maynard Westring, Mid-City Stationers, 
Rockford, Ill., host; Roscoe Benge, Codo Mfg. Co.; Ray 
Erickson, Mid-City Stationers; Norman Bickel, Sanford Ink 
Co. Seated: Dr. J. K. Betty, guest; Norbert Burgess, Sanford 
Ink Co.; Henry Brandt, Maywood Typewriter & Office Sup- 
ply, Maywood, Ill.; Harry Carlson, guest. 








SEEN AT TRIPOLI! COUNTRY CLUB— 


1. Charles Lofye, H. H. West Co., Milwaukee; George A. Wagner, 
Forrer Equipment Co., Milwaukee; Conrad Netzhammer, North- 
western Furniture Co., Milwaukee; Jack Berry, The Globe- 
Wernicke Co.; Gil Winkelman, H. C. Miller Co., Milwaukee; Paul 
Mailloux, Eberhard Faber Pencil Co. 

2. Clarence Reynolds, Reynolds Office Supply Co., Lansing, Ill. 
governor Sixth District NSOEA; Ken Henderson, The Carter’s Ink 
Co., and president, Great Lakes Travelers Club. 

3. C. B. Horr, Associated Stationers Supply Co.; Arthur Finger, 
S. J. Olsen Co., Milwaukee; Mel Breutzman, Siekert & Baum, 
Milwaukee. 

4. Fred Schaefer, Sanford Ink Co.; Bill Leineweber, Associated Sta- 
tioners Supply Co.; Don Sharpe, Reyburn Mfg. Co. 

5. Al Nordstrom, Smead Mfg. Co.; Jess Peck, Springfield Staty. Co., 
Springfield, Ill. 

6. Frank Cooper, Codo Mfg. Corp.; Robert Halbrader, Minnesota 
Mining & Mfg. Co.; Bill Jarchow, Siekert & Baum, Milwaukee; 
Clarence Reynolds, Reynolds Office Supply Co., Lansing, Ill. 

7. Ed Napp, Napp Office & School Supply Co., Manitowoc, Wis.; 
A. W. Bolingbroke, A. W. Bolingbroke Co., Milwaukee. 

8. Jim Gibson and Earl Berkey, Commercial Staty. Co., Milwaukee. 

9. Seated: Ray Eichenlaub, Service Steel Products Corp.; Jack Olson, 
Kuschbert Office Supply Co., Milwaukee; Rus Ragan, American 
Pad & Paper Co. Standing: Jess Peck, Springfield Staty. Co., 
Springfield, Ill.; Bob Kane, Richard Best Pencil Co. 

10. George Irwin, professional at Tripoli Club. 


Golf Outing Held in Milwaukee 


The Tripoli Golf Club, Milwaukee, was the scene of 
the most successful golf outing yet put on by travelers 
in the southern Wisconsin area. One hundred and two 
were present including stationers from southern Wis- 
consin and northern Illinois, and members of the 
Great Lakes and Northwest Travelers clubs. All details 
were worked out smoothly in advance by Rus Ragan, 
American Pad & Paper Company, chairman of, the 
committee, and Benny Allen, American Pencil Com- 
pany, co-chairman. 

Ken Henderson, The Carter’s Ink Company, presi- 
dent of the Great Lakes Travelers Club, presided at 
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It’s another Monroe key... 
the key to greater profit through faster, more 


economical figure production. 


You'll want one of these work-saving 
L, model Monroe Adding-Calculators in your 
office. Sturdy, portable with full ‘Velvet 


M O N RO E MACHINES FOR BUSINESS 


MONROE CALCULATING MACHINE COMPANY — GENERAL OFFICES: ORANGE, N. J., U. S. A, 
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Touch” keyboard, they’re tops in efficiency 
and performance. And so easy to operate any 





employee can master any one in a matter of 


minutes! 


Monroe meets every figuring need with 
a range of models from the simplest hand 
operated machine to the ultimate in swift, 


electric fully automatic calculators. 


Call your Monroe 
representative today 


and let him prove it. 


MONROE 
Adding-Calculator 
Model LA 5-160 
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the dinner. The outing, he said, could serve as a 
kickoff for the Sixth District regional meeting which 
next year is to be held in Milwaukee at the Pfister 
Hotel. He announced the pre-convention luncheon of 


rr. SS 4. 


GOOD FELLOWSHIP PREVAILS AT GLTC GOLF OUTING, TRIPOLI 


1. Jim Gibson and E. J. Berkey, Commercial Staty. Co., Milwaukee; 
Roscoe Benge, Codo Mfg. Corp.; T. E. Whalen, Tri-County Type- 
writer & Office Equipment Co., West Bend, Wis. In foreground 
Harold Nelson, Just & Son, Chicago; Arthur Olsen, Olsen's Office 
Supplies, Inc., Forest Park, Il! 

2. West MontPas, Acco Products, Inc., and Art Steel; Ernie Lund, En- 
glewood Blue Print Co., Chicago; Dempster Passmore, University 
of Chicago Book Store; Maynard Westring, Mid-City Stationers 
Inc., Rockford, ill; George Rocker, W. H. Gunlocke Chair Co 
Norbert Burgess, Sanford Ink Co 

3. Seated: Jess Peck, Springfield Staty. Co., Springfield, Ill.; Elmer 
Krumwiede, Elmer Krumwiede Associates; Ray Bate and Van 
Parker, Parker Co., Madison, Wis. Standing: Bill Goff, Bill Goff, 
Inc., Madison; Fred Siekert, Siekert & Baum, Milwaukee. 

4. Fred Schaefer, Sanford Ink Co.; Jess Peck (standing), Springfield 
Staty. Co., Springfield, Ill; Fred Siekert, Siekert & Baum, Mil- 
waukee; Jack Guntrum, Eaton Paper Corp.; Bill Roussey, Ester- 
brook Pen Co.; Jack Mclennon, Mclennon Pen Co., Chicago; 
Merrjll Hasty, Sengbusch Self-Closing Inkstand Co. 

5. Ray Eichenlaub, Service Stee! Products Corp., settling accounts 
for the outing with employee of country club 
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the Great Lakes travelers to be held at the Stevens 
Hotel, Chicago, Friday, September 21, and invited al] 
to be present. He announced also the convention golf 
tournament to be held September 27 at the Calumet 
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CONTRY CLUB, MILWAUKEE, WIS. 


6. Jack Berry, The Globe-Wernicke Co.; Conrad Netzhammer, North- 
western Furniture Co., Milwaukee, Globe-Wernicke dealer. 

7. Some of the committee: Ray Eichenlaub, Service Steel Products 
Co.; Gil Winkelman, H. C. Miller Co., Milwaukee; Art Finger, 
S. J. Olsen Co., Milwaukee; Jack Olson, Kuschbert Office Supply 
Co., Milwaukee; Rus Ragan, American Pad & Paper Co.; Ed Napp, 
Napp Office & School Supply Co., Manitowoc, Wis., governor 
elect Sixth District. Benny Allen, American Pencil Co., co 
chairman and one or two others had left the room. 

8. Four good men pointing out a winner with another holding his 
loot. Gordon Kickels, C. L. Barkley Co., demonstrating his prize, 
a casting rod; Ed Napp, Napp Office & School Supply Co., Mani- 
towoc, Wis., resting his prize on the back of a chair, and the 
pointers, George Schumacher, Siekert & Baum, Milwaukee; Hel 
Johnsen, manufacturers’ representative; Herb Walsh, Ace Fastener 
Co.; George Alter, Invincible Metal Furniture Co. 

9. The Hi-Lo Quartet: Web Luebtow, lead; Bill Oestreich, H. C. 
Miller Co., Milwaukee, tenor; Paul Alexandroff, baritone; Bill 
Ronayme, bass. 

10. The quartet uses a spare part. Benny Allen, American Pencil Co.; 
Oestrich, Alexandroff and Ronayme. 


OFFICE APPLIANCES, October, 195! 





vens 
d all 

golf 
umet 





lorth- 


ducts 
inger 
upply 
Napp, 
»rnor- 
co 


g his 
prize, 
Mani- 
d the 
; Hal 
tener 


H. C 
Bill 


| Co 


1951 





». 


td 
s 


~ 


Vv The Best” 


Somebody’s product must be the best in every 
field. In office equipment, nothing so clearly 
shows howcompletely superioris A*S*E equip- 
ment as a point by point comparison with all 
others made. In beauty, strength of construc- 
tion, and efficiency of function, A*S-E equip- 
ment stands at the top in any fair appraisal. 
There never has been and never will be any com- 
promise with the standards that keep A-S-E 


the top quality equipment in all the world. 


SEE OUR DISPLAY AT THE 
NATIONAL STATIONERY AND OFFICE EQUIPMENT ASSOCIATION'S 
45TH ANNUAL CONVENTION AND EXHIBIT 
Sept. 22 through 27, 1951 


DISPLAY BOOTHS ON FIFTH FLOOR 
Rooms 512-A and 513-A a Stevens Hotel, Chi 
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kA. a: and Tables is unexcelled for con- 
ett. ia BS vertibility and flexibility. 


AS Files are made in a size or 
style for every need—all the finest 


in their class. 





600 CLEVELAND AVENUE 
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Country Club south of Chicago at Homewood. Jack 
Berry, president of the Northwest Travelers Club, was 
introduced; also Clarence Reynolds of Reynolds Office 
Supply & Equipment Company, Lansing, IIl., governor 
of the Sixth District, and Ed Napp, Napp Office & 
School Supply Company, Manitowoc, governor-elect. 


aa 


" GLTC GOLFERS FIND FUN AT MILWAUKEE— 


1. Roy Bates, The Parker Co., Madison, Wis.; Bill Goff, Bill Goff, 
Inc., Madison, Wis.; Elmer Krumwiede, Elmer Krumwiede & 
Associates; W. J. Roche, The Carter's Ink Co 

2. Wes MontPas, Acco Products, Inc., and Art Steel; M. Hanson, Na- 
tional Blank Book Co.; Maynard Westring, Mid-City Stationers, 
Inc., Rockford, Ill.; Bill Boyd, Acco Products, Inc., and Art Steel 
Sales Co. 

3. Ben Beeler, Associated Stationers Supply Co.; John Gilbert, Office 
Appliances; Jim Bradley, Higgins Ink Co.; Tommy Thomson, 
S. J. Olsen Co., Milwaukee. 

4. Arnold Brosk, Brosk’s, Kenosha, Wis.; Neil Short, Columbian Art 
Works, Inc.; Harold Nelson, Just & Son, Chicago; Art Olsen, 
Olsen’s Office Supplies, Inc., Forest Park, Ill. 

5. Roy Hamilton, H. H. West Co., Milwaukee; George Rocker, 
W. H. Gunlocke Chair Co.; A. M. (Benny) Allen, American Pencil 
Co.; Tony Dopke, Peerless Imperial Co., Inc. 

6. Robert Kane, Richard Best Pencil Co.; Jack Olson, Kuschbert 
Office Supply Co., Milwaukee; Ray Achtner, Office Staty. & 
Equipment Co., Chicago; Rus Ragan, American Pad & Paper Co. 

7. Merrill Hasty, Sengbusch Self-Closing Inkstand Co.; Roy Hopko, 
Badger Office Supplies, Madison; C. W. Clemen, G. J. Aigner 
Co.; Ed Williamson, Elmer Krumwiede & Associates. 

8. Eldon Just, Just & Son, Chicago; Gordon Kickels, C. L. Barkley 
& Co,; Harry Balch, Quality Park Envelope Co.; G. O. Stevens, 
Stevens, Maloney & Co., Chicago. 

9. Fred Sengbusch, Sengbusch Self-Closing Inkstand Co.; Bill 
Oestreich and Wilbur Serenich, both H. C. Miller Co.; Paul 
Alexandroff. 

10. Roscoe Benge, Codo Mfg. Corp.; Earl Hanson, manufacturers’ 
representative; George Alter, Invincible Metal Furniture Co.; Bob 
Warner, Rockwell-Barnes Co 

11. Dempster Passmore, University of Chicago Book Store; W. C. 
Lofgren, Sanford Ink Co.; Ernie Lund, Englewood Blue Print Co.; 
Norbert Burgess, Sanford Ink Co 

12. Walter Rossow, The H. H. West Co., Milwaukee; Al Nordstrom, 
Smead Mfg. Co.; Bill Jarchow, Siekert & Baum, Milwaukee; 
Clarence Reynolds, Reynolds Office Supply Co.; Lansing, Ill; 
A. G. Schaefer, Sengbusch Self-Closing Inkstand Co.; Erwin 
Doepke, S. 3. Olsen Co., Milwaukee. 
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Mr. Henderson expressed his appreciation for the co- } 
operation of the Northwest Travelers. 

Rus Ragan took charge and introduced the members = 
of his committee and called the names of the prize 
winners. 

For the third successive year music was supplied by 
the Hi-Lo Quartet, SPBSQSA, Inc., Bill Oestreich of 
H. C. Miller Company, Milwaukee, is the second tenor, 
The other members are Web Lusbtow, Paul Alexandroff 
and Bill Ronayne. Benny Allen, himself a barber- 
shopper, filled in for a number to show how simply 
the changes can be made by members of that order 
with a name so long that only its initials are used in 
print. The quartet is in lively demand in the Mil- 
waukee area. 

Among the prize winners were the following: 

First low gross, Bob Warner, Rockwell-Barnes Co.; 
second low gross, Harry Balch, Quality Park Envelope | 
Co.; first low net, threesway tie among Ray Achtner, 
Office Stationery & Equipment Company, Chicago; Bill 
Boyd, Acco Products, Inc., and Art Steel Sales Co. and 
Norbert Burgess, Sanford Ink Co.; fourth low net, five- 
way tie among Dempster Passmore, University of; 
Chicago Book Store, Chicago; Neil Short, Columbian 
Art Works; Bill Goff, Bill Goff, Inc., Madison, Wis.; 
Gordon Kickels, C. L. Barkley Co., and Elmer Krum- 
wiede, Elmer Krumwiede & Associates. Highest gross 
went to Jack Olson, Kuschbert Office Supply Company, 
Milwaukee, Wis., and second highest gross went to 
Stuart Winslow, Whiting Paper Co. 

Jess Peck, Springfield Stationery Company, Spring- 
field, Ill., dealer who traveled the longest distance, 
likewise was among the winners. Thirty-seven prizes 
were awarded, 22 to golfers, 17 to non-golfers. Sixty 
per cent of those who attended the dinner were dealers. 





NOFA Plans for 1952 Convention 


Advance registration for hotel rooms and the heavy 
reservation of exhibit booths indicates that the Na- 
tional Office Furniture Association will hold a suc- 
cessful 1952 convention April 23, 24 and 25 in Atlantic 
City, N. J. 

According to Jack Werfel, exhibit chairman of the 
1952 convention, the next NOFA exhibit will surpass 
that of any previous show. Of the 136 available booths, 
more than 80 have already been reserved. 

An indication of the popularity of the NOFA con- 
ventions is the advance registration at Haddon Hall, 
convention headquarters in Atlantic City. More than 
85 rooms have been reserved and the prospects are 
that the 1952 convention, still months away, will set 
new records for the association. 

Meanwhile, reservations have been received from all 
sections of the United States and Canada for the 
NOFA officers’ conference to be held September 14 and 
15 at The Shoreham, Washington, D. C. 

President Harry Hofherr, Kendrick Office Furniture 
Company, Chicago, will preside at the sessions and the 
Baltimore, Richmond and Washington NOFA chapters 
will be hosts to the officers and their wives on Friday 
night, September 14. 

This gathering is an important one for the associa- 
tion inasmuch as it is at these meetings that the poli- 
cies are discussed. All chapter officers, members of the 
chapter board of directors, and the NOFA national 
officers, are expected to attend. 

The NOFA group insurance program was termed one 
of the association’s most successful projects, according 
to Daniel Waldner, Mineola, N. Y., chairman of the 
NOFA insurance trustees. 

Edward J. Eggleston of Pittsburgh, Pa., national 
membership chairman, reports that new members on 
the NOFA membership rolls include: 

Sidney L. Mazer, Mazer’s Office & Store Equipment 
Co., Birmingham, Ala.; William T. Milligan Co., Cam- 
bridge, Mass.; Monarch Safe & Equipment Co., Quebec 
City, Canada; Stacor Equipment Corp., Brooklyn, N.Y.; 
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“6 TO BUILD YOUR PRE-CHRISTMAS 
a AND CHRISTMAS BUSINESS! 


CHECK YOUR STOCK OF ESTERBROOK PENS, PENCILS, 
on AND DESK SETS. ORDER SHORT ITEMS NOW. 


.m- The Esterbrook Pen Company, Camden 1, New Jersey 
Y In Canada: The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St. East; Toronto, Ontario 
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Nathan Coleman & Son, Savannah, Ga.; McTaggart- 
Hoffman Co., Port Huron, Mich.; Carlson Brothers, 
Inc., Moline, Ill.; Frank J. Haberle, Allentown, Pa.; 
Rucker-Fuller, San Francisco, Calif.; J. J. Burrows, 
Jamaica, N.Y.; Bumbarger’s, Inc., Hickory, N.C.; Peter- 
son Lithographing & Printing Co., Omaha, Nebr.; 
F. M. King, South Gate, Calif.; Office Equipment Co., 
Harrisburg, Pa.; Fitchburg Office Supply Co., Fitch- 
burg, Mass.; West Texas Office Supply Co., Odessa and 
Midland, Tex. 





Midwest Travelers, Dealers Host to Golf 


The morning of August 24, the date of the annual 
Midwest Travelers and District No. 8 dealers’ golf 
party, arrived with a steady downpour but the weather 
cleared about noon, making it an ideal day for the 
outing at Santa Fe Hills Country Club, Kansas City, 
Mo. The afternoon was spent playing golf, pitching 
horseshoes, playing cards and in visiting with old 
friends or meeting new ones 

An appetizing buffet dinner was served in the eve- 
ning before distribution of valuable and useful prizes 
which had been donated by the Midwest Travelers and 
their companies. 

The committee in charge of the outing consisted of 
Bob Krohne, American Pencil Co.; Tom “Tot” Seward, 
Speed Products Co.; Lee “Gabby” Gamel; Heinie 
“Junior” Sengbusch, Sengbusch Self-Closing Inkstand 


MIDWEST TRAVELERS RELAX— 

1. Ralph Sleeper, Joe Valente, Quentin Reed and Ray Wiewald 
represent the Office Supply & Equipment Co., Topeka, Kans. 

2. Sam Crow, Hall Staty. Co., Topeka; Fred L. Brous, Crane & Co., 
Inc., Topeka; Fred D. Pitt, manufacturers’ representative and low 
net winner; J. A. “Jack’’ Crow, Hall Staty. Co., Topeka, and win- 
ner “most fours” prize. 

Robert S. Crowley, Crowley-Revter Staty. Co., Kansas City, Mo., 
prominent ice skating champion and tennis star at 83; Vic Agee, 
Midiand Staty. & Supply Co., Jefferson City, Mo 

. Bill Shockley, Samuel Dodsworth Staty. Co., Kansas City, Mo., 
and winner of low gross, most pars and most birdies prizes; 
J. D. Landes, Schooley Ptg. & Staty. Co., Kansas City, Mo. 

. Vaughn T. Williams, Schooley Ptg. & Staty. Co., Kansas City, Mo.; 
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Co.; Lyle S. Turner, W. A. Sheaffer Pen Co.; George 
Rocker, Gunlocke Chair Co.; Joe Rock; Bill “Eatin” 
Cromwell, Eaton Paper Co., and Dave “Duk-It Tufide” 
Neuhaus, manufacturers’ representative. 


The attendance totaled 71. The outing was honored 
with the presence of Governor F. A. “Art” Reed, vice- 
president of Latsch Bros., Inc., Lincoln, Nebr., as well 
as Rus Ragan, American Pad & Paper Co., vice-presi- 
dent of the field division of NSOEA. 


Other out-of-town guests included Fred E. Pfaff, 
Omaha Printing Co.; John Brain, Jr., of Brain’s, lieu- 
tenant governor of District 8, NSOEA, and Don F. 
Brown of Radar Office Equipment Co., all from Omaha, 
Nebr.; Fred L. Brous, Crane & Co.; Jack and Sam 
Crow, Hall Stationery Co., and Ralph Sleeper, Ray 
Wiewald, Joe Valente and Quentin Reed, Office Sup- 
ply & Equipment Co., all from Topeka, Kans.; Leonard 
Wilcox, Roberts Printing & Stationery Co., Hutchinson, 
Kans., past governor of District 8, NSOEA; Milton 
Navarat, Navarat Office Equipment Co., Emporia and 
Garden City, Kans.; W. “Windy” White, Southwestern 
Stationery & Bank Supply Co., Ponca City, Okla.; Bar- 
rett Mitchell, Invincible Metal Furniture Co.; Dick Ful- 
ler, Smead Manufacturing Co.; Vic Agee, Midland 
Stationery & School Supply Co., Jefferson City, Mo.; 
Bill Bohart, Eberhard Faber Pencil Co.; George T. Wall, 
Art Metal Construction Co.; Herb Johnson, Wilson 
Jones Co.; Cortland B. Horr, Associated Stationers Sup- 
ply Co.; Bill Herndon, The Globe-Wernicke Co.; and 


Leonard Wilcox, Roberts Ptg. & Staty. Co., Hutchinson, Kans.; 
Fred E. Pfaff, Omaha Ptg. Co., Omaha, Nebr., governor-elect of 
District 8, NSOEA. 

Kenney Pendergast and Paul Baird, both of Geo. E. Baird & Son, 
Kansas City, Mo.; Dan A. MacDougall, Stationers Loose Leaf Co.; 
Winfield “Windy” White, Southwestern Staty. & Bank Supply Co. 
Ponca City, Okla. 

Joe Valente and Quentin Reed, both Office Supply & Equipment 
Co., Topeka, winners of horse shoe pitching contest. 

Scene during the horseshoe pitching contest. 

F. A. “Art’ Reed, Latsch Brothers, Inc., Lincoln, Nebr., governor 
District 8, NSOEA; Richard J. “Dick” Fuller, Smead Mfg. Co.; John 
Kraus, with 26 years’ seniority at Schooley Ptg. & Staty. Co., Kan- 
sas City, Mo.; Joseph J. “Joe” Rock, Wilson Jones Co.; George 
F. Rocker, W. H. Gunlocke Chair Co. 
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OLIVETTI DISTRIBUTORS MEET IN NEW YORK CITY 





The Olivetti Corp. 


of America held its annual meeting of regional distributors at the 


Ambassador Hotel in New York City July 25-27. Distributors representing more than 250 
dealer sales and servicing posts throughout the United States discussed sales strategy per- 
taining to the Olivetti 14/51 printing calculator. During the meeting a motion picture film 
was exhibited, showing the modern Olivetti factories in Ivrea (Turin) Italy, where this 
machine is manufactured. 





Burris Snyder, Snyder Office Equipment Co., St. Jo- 
seph, Mo. 

The beautiful golf trophy, which is owned jointly by 
the Kansas City Stationers Association and Midwest 
Travelers Club, and is presented each year to either 
group having the best golf averages, was won by the 
dealers and was presented to Ray Baldwin, president 
of the Kansas City Stationers Association, in their 
behalf. 

Ed Roberts of Demaree Stationery Co., Kansas City, 
Mo., brought as his guest George Mason, whom many 
will remember well. George, who is now retired, was 
associated for many years with the old Bryant & Doug- 
las Stationery Co. in Kansas City and ranks close to 
the top of the list from the standpoint of years of 
service in the industry. 





Office Furniture Group Enjoys Golf 


On a day perfect for golf if such minor items as 
excessive humidity and mosquitoes were overlooked. 
some 20 members of the Office Furniture Association 
of Chicago and friends in the industry enjoyed an 
outing Tuesday, August 28, at Rolling Greens C. C 


OFFICE FURNITURE HOLIDAY— 

1. Joe Pritchard, Wells Chair Corp.; 
Harry Silfen, Universal Business 
Equipment Co.; John Smythe, 
Geyer Publications; Henry Otto, 
Office Furniture Clearing House 

2. Bill Small, Johnson Chair Co.; 
Harry Hoffher, Kendrick Office Fur- 
niture Co.; Art Olsen, Olsen's Of- 
fice Supplies, Inc., Forest Park, 
Ill.; Robert Hoffher, Kendrick Of- 
fice Furniture Co. 

3. Lou Farber and Larry Fisher, both 
of Lovis H. Farber Co.; Eli Acker- 
man, Crown Office Supply; Al Rus- 
sell, Indiana Desk Co. 

4. Bill Riley, Anderson, Riley & Sava; 
Jack Stearn, Jos. Ginsburg, Inc.; 
Walter Lennartson, Office Appli- 
ances. 

5. Henry Otto, Office Furniture Clear- 
ing House; Al Okerberg and Bert 
Weaire, both of Corry-Jamestown 
Mfg. Corp.; Hal Johnson, manufac- 
turers’ representative; Bill Riley, 
Anderson, Riley & Sava; Marty Hil- 
mer, Weber, Hilmer & Johnson. 

6. John Smythe, Geyer Publications, 
presents the trophy to Al Okerberg, 
Corry-Jamestown Mfg. Corp., for 
his 78, best score of the day. 
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Al Okerberg of Corry-Jamestown Corporation, like 
others, found the greens to his liking and the sparkling 
78 gained him possession of the Geyer trophy for one 
year. 

Due to the absence of the golf committee chairman 
no less an important personage than Harry Hoffher, 
Kendrick Office Furniture Company, and president of 
NOFA, was drafted to run the tournament. This he 
did with neatness and dispatch and each person com- 
peting received three golf balls 

Joe Pritchard of Wells Chair Corporation was the 
winner of the blind bogey with Bill Small, Johnson 
Chair Company, and Chairman Hoffher receiving sec- 
ond honors. 





Stage Annual Golf Party at South View 
REPORTED BY C. H. BERRY, PRESIDENT. 

On Tuesday, August 7, the Northwest Travelers Club 
and the Twin City Stationers held an unusual “swim- 
ming meet” at the South View Golf Club down in 
Charlie Regan’s (Globe Publishing Company) back 
yard. Well, it is almost in Charlie’s back yard—and a 

(Turn to page 201, please) 
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Office Work ... BETTER and FASTER 
in 24% less space, with (@)\ 


TECHNIPLAN 
the original ENGINEERED 


MODULAR 








































































the *SPACE SAVING with 
250 TECHNIPLAN as illustrated 
sere is computed by comparing 
Alm the familiar 66” desk and 
this table for one worker (6336 
sq. in.) with TECHNIPLAN 
“L Unit (4804 sq. in.). 
ee COUNTLESS 
ne ARRANGEMENTS 
an 
er, 
of 
he 
m- 
the 
son 
ec- 
Basic “L"’ Unit—desk with 
pedestal and center draw- 
er, auxiliary top with end 
supports. 
lub 
im- 
in 
ack 
da 
ase 
The basic TECHNIPLAN “tL” Unit every space and working requirement. | 
is designed to These may be readily rearranged to . ' 
lit tmteatn eee iain meet changing conditions, without sony oy ran pi 
/ORKER TI , . 
™ special tools or skill. oo ‘ ewer 
PROVIDE MORE CONVENIENT ARRANGE- ey ; privacy, Gc? es sound bar- 
= MENT OF WORKING SPACE AND FACILITIES The units are distinguished in ap- riers, in all-wood, or com- 
pearance, and are the advanced de- bination wood and glass. 
we VISGR SAE velopment of 70 years of experience  { 
ASSURE WIDE FLEXIBILITY in designing and manufacturing 


oi Al highest quality office equipment. 
The TECHNIPLAN Office is a modular : 
system, consisting of standard, inter- Write today for detailed information 
changeable, interlocking units, to meet about the TECHNIPLAN Office. 











«= J ; 

x ae ! Two Techniplan bays give 
ya, ‘ ¥ semi-private work stations 
> 

ray Engineering Specialists in ——_ for two persons. Ideal for 
— Office Equipment, Systems, executive offices. Full- 
— and Visible Records Cincinnati 12, Ohio height, all-wood partitions. 
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Hitch your sales wagon fo this 


all-star promotion of the new... 


They’ve been sensational sellers from the first . . . but 
when you read all about the giant, nation-wide promo- 
tion coming up... you will understand why we so 
confidently predict that Cosco Office Chairs are going 
to be “hotter than a four-alarm fire,’ come the week of 
November 5-10. 

That’s the week that leading dealers all across the 
land are setting aside as ‘““Cosco Week.” That's the 
week during which the impact of Cosco’s unprece- 
dented national advertising campaign will reach its 
peak. And that’s the week for you to “concentrate on 


Office Newsweek 


Managem 





ee 


HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 
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make Cosco the first order of business on 
every call... boom your sales of Cosco Office Chairs ta 
record-breaking heights. 

Mark those dates on your calendar right now— 
November 5-10. Make that week “Cosco Week” in 
your store. Hitch your sales wagon to this all-star 
Cosco promotion by planning your own tie-in promo- 
tion. Make use of all the sales-building aids described 
below ... put them to work right away. And to meet 
the needs of all your Cosco customers—order Cosco 
Office Chairs today—all models! all colors! 


Coen ...., « 


Colorful, double-page ads in five great 
business publications — 1,085,967 messages 


To pre-sell your customers on Cosco—to help you close every 
sale “easy and early’”—we’re running colorful, double-pa 
advertisements in these five famous magazines read regularl 
by top executives, office managers and purchasing agen 
Newsweek, Nov. 5 issue; Business Week, Nov. 3 issue; America 
Business, Office Management & Equipment, and Purchasing, 
Oct. issues. That’s 1,085,967 “Buy Cosco” messages in all.. 
addressed to the men and women who DO THE BUYING! 


Use all these sales aids in your 
COSCO tie-in promotion—ALL FREE! 


Let all of your customers know that you handle Cosco Offi 
Chairs—and that Nov. 5-10 is “Cosco Week” in your sto 
Order all these free sales aids today: (1) two-color, four-pa 
self-mailer with Newsweek cover featuring reprint of consum 
ad and providing space for your imprint; (2) 14” x 18” ease 
mounted reprints of double-page consumer ad for window, 
floor or counter display; (3) mats of complete ads for yo 
newspaper advertising; (4) product mats or photos and copy 
suggestions for use in creating your own newspaper ads; 
(5) 34” x 22” “blow-ups” of double-page consumer ads for 
wall or window display; (6) colorful ““As Advertised in News 
week’ hang-tags for use on all merchandise. 


eh oon fe oe ee eel 
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SERIES 


Include \ 16-F (fixed back) and 
Mode S ng-tension back) “‘Finger 
Lift Secret airs. Exclusive ‘‘Fin- 
positively locks seat 
en 16” and 20”. Seat 
posture back adjusts 
ments without tools. 
ned seat and padded 
with Du Pont “Fab 
Sturdy, tubular steel 
baked-on enamel 
Your selling price 
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SERIES 17: 


Includes Model 17-T (armless) and 
Model 17-A (with flexible plastic armrests) 
“Finger-Lift"’ Jr. Executive and General 
Office Chairs. Six comfort adjustments for 
seat and back . no tools needed - no 
other chair offers them ALL. “Finger- 
Lift’’ mechanism positively locks seat at 
any height between 1654 * and 204°. Per- 
forated Du Pont “Fabrilite’’ upholstery 
in four colors on foam rubber-cushioned 
seat and padded back. Tubular steel frame 
and base—choice of three colors. Your 
selling price from about $43.95. 


1951 





Includes Model 20-L (armless) and 
Model 20-A (with flexible plastic armrests) 
“Form-Fit"’ Side Chairs. All-steel, saddie- 
shaped seat cushioned with foam rubber 
latex. Padded, contour back has new two- 
way curvature for comfort and correct 
posture. Perforated Du Pont “‘Fabrilite” 
upholstery in four colors. Tubular steel 
frame and legs finished in baked-on en- 
amel—choice of three colors. Legs, ex- 
tended in rear to protect walls, have rub- 
ber-cushioned, steel gliders. Your selling 
price from about $23.95. 
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Jim Ward Joins Ames Supply Company 

The Ames Supply Company on September 6 an- 
nounced that Jim Ward has joined the Ames firm. He 
has been elected vice-president in charge of the 
newly-organized dealers’ public relations department 

That department has been created with the com- 
bined interest of Jim and the Ames Supply Company 
to render office machine dealers assistance in the de- 
velopment of their business. Jim will also be happy 
to attend dealer meetings as one of the Ames Supply 
Company representatives 

Jim Ward’s widespread reputation of having dane 
more for the used office machine industry in the past 
40 years than any other man makes him the ideal per- 
son for this job, the Ames organization believes. Deal- 
ers from coast to coast showed their appreciation of 
his efforts recently when he and Mrs. Ward celebrated 
their golden wedding anniversary and were honored 
by a testimonial dinner and floor show at the Edge- 
water Beach Hotel in Chicago 

At the beginning of World War II when used type- 
writers were frozen, the Government asked the Na- 
tional Office Machine Dealers Association to recom- 


JIM WARD 





mend the most suitable man in the country to head 
the procurement program for buying used typewriters 
for the Armed Forces and have them rebuilt by the 
dealers. Jim Ward was selected and he did an out- 
standing job, both for the Government and the dealers 

Jim is looking forward to hearing from his many 
friends across the nation and hopes that no one will 
hesitate to call or write him when they feel they need 
his assistance. His office is located in the Chicago 
office of the Ames Supply Company 





Jessup Entertains Olivetti Officials 

Three officials of the Olivetti Company of Italy have 
just concluded a business visit in the Oakland, Calif., 
area, during which they were entertained at dinner 
at the Palace Hotel by Edgar B. Jessup, president, and 
other executives of the Marchant Calculating Machine 
Company. 

The visitors were Dino Olivetti, president of Olivetti 
Corporation of America and a son of the founder 
of the Olivetti Company; Dr. Ugo Galassi, vice-presi- 
dent and general manager of the Olivetti Company 
in Italy, and Natale Capellaro, chief designer 

The Olivetti representatives spent a day inspecting 
the Marchant factories in Emeryville. At dinner, the 
Marchant executives inspected the Olivetti plants near 
Turin, Italy, by means of motion pictures, with Dino 
Olivetti providing the narrative 
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R. C. Schmutzler Promoted by Reyburn 

Robert C. Schmutzler has been appointed sales 
manager of the display division of the Reyburn Manu- 
facturing Company, Inc. He had been advertising 
manager of the firm, following sales promotion work, 


R. C. SCHMUTZLER 





and has always been active in the affairs of the display 
division. 

Mr. Schmutzler first joined Reyburn as a salesman. 
In 1946, he organized the company’s export depart- 
ment. He is the creator of Reyburn’s line of “color 
harmonized” crepe paper. 





Hoelscher’s Moves Warehouse Facilities 

Hoelscher’s, Inc., stationery and office furniture deal- 
ers at 208 Franklin St., Buffalo, N. Y., has moved ware- 
house facilities from 701 Seneca St. to 35 Henry St. 
The new warehouse has 34,000 square feet of floor 
space and the entire second floor will be utilized in 
display of used office furniture—GET 


Cncuse Uh, Pi nw : 


Captions beneath installation pictures on page 159 
of the September issue were transposed by the printer. 
The top picture should have been referred to as an 
installation of desks and chairs manufactured by S. 
Karpen & Bros., placed in the advertising office of S. C. 
Johnson & Son, Inc. Bottom picture was of Better 
Office Supply, Chicago, installation in the offices of 
the Mercantile Discount Corp., using Steel Age desks 
by Corry-Jamestown Manufacturing Corporation. This 
transposition is regretted. 





A prepared release from an advertising agency re- 
cently stated that Anthony Dopke has been placed in 
charge of western sales for Peerless Imperial Company, 
Inc. It so happens that the new western manager 
prefers to be known as “Tony.” We regret that this 
distinction was not made. 


The two Bobs, Robert Reynell and Robert Kane, 
were identified as co-authors of the GLTC roster and 
both from Oxford Filing Supply, Inc., in the Septem- 
ber issue. Instead, Robert Kane is with Richard Best 
Pencil Company. The “transfer” to another firm is re- 
gretted 


The captions accompanying two installation pic- 
tures in the September issue, page 161, identified the 
desks as being of Streamliner make. The description 
should have added that they were manufactured by 
The Globe-Wernicke Co., using the well-known 
Streamliner trademark. We're sorry 
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No. 1600 


Nothing succeeds 
... like SUCCESS! 


a JASPER SEATING Connection 
assures you Chair Profits 


The SIXTEEN HUNDRED LINE illustrated on this page is an excellent example 
of what we mean. Fair Price—Unequalled Comfort—Quality Construction and 
Finish—and above all the kind of Eye Appeal that sells on sight. Available in 
Deep Buff or Top Grain leather . . . also Du Pont simulated leather. Offered 

in genuine American black walnut, northern birch and Indiana white quar- 
tered oak. Dealer inquiries invited. 


SEND for CATALOG and COMPLETE DETAILS 


JASPER SEATING COMPANY 


JASPER, INDIANA 


No. 1601 







No. 1602 








Visit us at the... 
N.S.0.£.A. Convention 


Stevens Hotel, Chicago 
Room 539 


No. 1603 Ww 
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NEW QUARTERS—The new modern factory 
and office building of Pres-To-Line Corp. of 
America at 2339 Cotner Ave., Los Angeles 


Pres-To-Line Occupies New Building 


Pres-To-Line Corporation of America recently moved 
to the new modern factory and office building here 
pictured at 2339 Cotner Ave., Los Angeles, Calif. Larger 
quarters were needed to meet the increase in sales 
and also to accommodate the addition of a new com- 
panion line of carbon papers, inked ribbons and dupli- 
cating supplies. 

Pres-To-Line has also opened a new field to the use 
of reading equipment by the advent of a foot treadle 
line-spacing attachment, now available for all Pre- 
To-Line models. This attachment makes it possible to 
use Pres-To-Line with key punch machines, bookkeep- 
ing machines and wherever it is necessary for the 
operator to have both hands free. 

Products of the firm are now being sold by 60 dis- 
tributors located in the major cities throughout the 
United States. 





Miller-Bryant-Pierce Completes Expansion 


After more than a year of construction, Miller-Bry- 
ant-Pierce, manufacturers of Miller Line inked rib- 
bons and carbon paper, have announced completion 
of a large addition to the main building at Aurora, Ill. 
This is the sixth in a series of expansions and has 
added one-third to the 1950 floor space. 

The enlarged building has enabled the company to 
further modernize and improve its production and 
storage facilities. The modernized plant also includes 
new receiving and shipping docks at freight car and 


truck level with hydraulic lifts to speed loading and 
unloading of freight. 

New enlarged offices, with the most modern lighting 
equipment, are included in the expansion program to 
provide more adequate space for all office departments. 

The entire main building was built to accommodate 
an additional story for still further expansion. The 
company also owns land adjoining the present plant. 





Announce Ivan Allen-Marshall Appointments 


Ivan Allen, Jr., president of Ivan Allen-Marshall 
Company, Atlanta, Ga., has announced that the fol- 
lowing appointments became effective August 1: 

John Carnes, general sales manager; Charles Lay- 
ton, branch sales manager; Miss Jessie Sutton, man- 
ager, Atlanta retail store; Calvin Owens, manager, 
blue printing and photostating department; Gene 
Ownby, manager, stationery department; Belo Brau- 
necker, manager, technical supply department; Hay- 
den C. Jones, Jr., manager, furniture department; 
William H. Glenn, Jr., manager, printing and litho- 
graphing department; Bolling Crum, manager, mail 
and telephone order department and Mrs. Peggy 
Baker, manager, advertising department 

The company recently opened a new branch store 
in Rome, Ga., at 215 E. First St. This new addition 
to the Ivan Allen-Marshall organization is under the 
management of Charles Moring, with Louis Fletcher 
as assistant manager. 





MORE SPACE FOR AURORA PLANT—Partial 
view of enlarged main building of Miller 
Bryant-Pierce, Avrora, Ill. (top picture). Bot- 
tom view is of general office. Executive 
offices are to the right of the photo area— 
vaults, file room and office facilities to the left. 
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The “PRESIDENT’S” FILE No. 474 


Contains: Four ball-bearing letter size 
drawers; two double index drawers for 
3x5 or 4x 6 cards (6400 capacity) or 
by removing the partitions, for can- 
celled checks; one safe compartment 
with a combination lock (no key neces- 
sary—only YOU know the combination). 
37%" high, 30%” wide, 17%2" deep. 
Cole gray baked enamel finish. 


$77.90 


With plunger-type lock which automatically 
locks all drawers. No. 474-PL. $86.40 


Prices slightly higher in Texas, Colorado and West of the Rockies. 
CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST, 


Baae)i STEEL EQUIPMENT COMPAN 
7 a 285 Madison Avenue New York 17. N. Y 
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Your records are as safe in Cole's ‘DOUBLE SAFEGUARD"’ 
cabinet as in a bank vault. Only YOU know the combina- 
tion. A heavy duty Grade ‘*A"’ Cabinet with a progressive 
ball-bearing suspension cradle within a suspension cradle. 
An outstanding achievement in engineering skill and de- 
sign. Equipped with safety latches and positive side lock 
compressors. Because of the structural strength of the case 
work and the ease of drawer operation, Cole cabinets will 


last a lifetime. c 0 LE- S a: ’ 














FOUR DRAWER FILES a 
No. Wide High Deep or Gray 


1004Y .. Letter Size..14%"” 51%” 28%” $106.90 
8004Y .. Legal Size..17%” 517%” 285%" 118.75 
Grained Walnut, Mahogany or Knotty Pine finish, $15.00 additional 
TWO DRAWER FILES 
LF 1002Y .. Letter Size... 14%” 30%” 28%” $ 79.50 
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8002Y .. Legal Size..17%”"” 30%” 285%” 84.75 


Grained Walnut, Mahogany or Knotty Pine finish, $10.50 additional 
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Prices slightly higher in Zones II and Ill 
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in Many Plants 
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Save Time! 







Save Space! 


Save Money! 

















Inside Dimensions | FIBRE BOARD | STEEL e 
DRAWER FRONT DRAWER FRONT 
Suggested Uses SD 3 eiceindsea 
| File PRICE il File “PRICE 
Width Height Length} No Single Carton | No. Single Carton LOCATE YOUR RECORDS EASILY — No more need of 

Letter Size ; 12% .. 10% 24 210 $3.55 $3.45 | i210L.. . $4.45. . $4.35 and fuming. With Pronto files you can get at all record 
Letter Size 12% .. 10% 1S | E210S 3.45 3.35 |} 12108.. 4.35... 4.25 as easily as in your regular active files. 
Legal or Cap iS% .. 10%,..24 | E510... 435... 4.25 || ISIOL. ..5.60 5.50 
lngelces —- Hi eis Hn + | E109 3.20 3.18 | vert ae 2% 36 SAVE FLOOR SPACE — Constructed so that they interlod 

ows 8x5 Forms es. : E108 350... 3 - ) . os : 
Shauahens os 8 hews 68 _—.. 83 8 cia | 34 235 || 100M. 4.15. . 405 solid units and stack as high as the ceiling, saving va 
Ereight Bills Mp. 7, 24 | 697... 3.00-. 290 }j W97IL.. 3.55. . 3.48 floor space. 

ecks a Bm. | E104 3.05 2.95 a. ae. 
oom or Shocks ws 4 é a" E94 2. : x4 ene ‘ - ~— = STURDY CONSTRUCTION - Prontos are built of 275-6 

rafts or ecks - aes E94M 2 ‘ . ° i : 
a, (ae She | — * oo > lun im. 338 sea ym fibre sey we reinforced with steel on the 
ys neg (2 Rows) &2 ae ‘ = E8sS 2.60 2.50 test . : 3.28 ae 2.18 and the four corners of the drawers. 

eposi ips sa ° | E84 2 — a . P 
orebeleting ree. Hy, a ae | £73 2.40... 2.30 || I731L.. 2.95. 2.85 ree APPEARANCE — Pronto files are beautiful 

‘ards ows bY, .. Wr... 24 | E64 4.35 4.25 1645L.. 5.60. earance, finished i ttract i ° 

*4x6 Cards F Rows) i .. 5.124 | ere 1. :320.. 300 |] iamt.. 39s:. 308 =P nished in on attractive olive green. 
*3x5 Cards (2 Rows) 10% .. 3%... 24 | E103 3.05 2.95 103L. .» 3.85... 3.75 
Vouchers (Upright) Sie. . 10% 24 | 6592... 3.35... 3.25 1592L 425... 4.15 
tledger Sheets ee a | E9| 4.05 3.95 912L 4.90 4.80 - 
tledger Sheets 12% ..12%,.. 18 E12 5.15 . 5.05 1212M 6.70... 6.60 














*These numbers have removable divider partitions. {Packed 6 to o carton—all ethers !2 to a carton. 
Prices slightly higher in Texas, Colorado, and West of the Rockies. 


PRONTO FILE CORPORATIONG 





285 Madison Avenue New York 17, N. Y. 
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R.C. Allen is America’s best value 


in ADDING MACHINES 





Low priced . . . High quality . . . Top dealer discounts . . . Wide choice of models .. . 


8 OUTSTANDING models with famous R. C. Allen ‘‘STAND-OUT"’ features. 


Model 65 


Direct subtraction .. . 
Light weight . . . easy 
to operate. Now used 
extensively by thou- 
sands of small busi- 
nesses from coast to 
coast. Only $132.00 


Model 75 
A true R. C. Allen 
“leader’’. Direct sub- 


traction in red, visible 
dials, automatic clear 
signal and wide 412” 
carriage make it a top- 


HAND e 
: OPERATED 2 











. 


notch seller. Only 
$157.00 
Model 715 


The motor does the 
work. A super-fast 
7-column model ideal 
for both desk and 
store counter use. Com- 
plete array of ‘‘stand- 
out’’ features. Light- 
weight — portable. 
Only $235.00 


Model 1015 


Ideal for banks and 
accounting depart- 
ments. 10-column ca- 
pacity. Wide 5%” 
carriage accommodates 
variety of forms. Visi- 
ble dials, automatic 
clear signal, direct sub- 


traction. Only $310.00 


rr, 


ELECTR 
OPER 











Model 70 


Priced same as ‘65"' 
but with extra bank of 
keys. A fast operating 
straight ‘“‘adder’’ with 
visible dials for visual 





protection. Adds to 
100,000.00. Only 
$132.00 


e*eeeee#eee#e#e#s# 


fee Model 805 
: Large 8-column capac- 
ity. ‘Stand-out"’ fea- 
tures include visible 
dials, automatic clear 
signal, direct subtrac- 
tion in red. A “must” 
for the medium sized 
business. Only $185.00 





Model 915 


Perfect for every office. 
Large-fast-simple to 
operate. Precision built 
for years of service. 
Packed with R. C. Allen 
famous features. Adds 
to 10,000,000.00. 
Only $285.00 


Model 1315 
The ultimate in adding 
machine performance. 
For statistical or gov- 
ernment work. Giant 
12%” carriage for 
multi-column forms. 
Withstands hardest 
treatment. Only 
$510.00 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W. 
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Grand Rapids, Mich. 


ADDING MACHINES - CALCULATORS - BOOKKEEPING MACHINES - CASH REGISTERS - TYPEWRITERS 
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K.C.Allen TYPEWRITER... 
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MODEL 611 





15, 


Typing is easier because the R. C. Allen has all the features. Smoother acting line space lever nat 


... instant margin set... new touch... self-centering bail .. . and 23 other features. They all Fo 
é c ( 


combine to make a typing machine of smart appearance and new dependability. F 
enl 


sions oo ae ' ; ant 
Selling is easier because the R. C. Allen ‘‘Standard” is an item of reputation. . . pre-sold Cal 


for you through continuous and intensive national advertising of the R. C. Allen name. It always age 


pays to sell the best. —y 


Write today for complete information. of 


R.C.Allen Business Machines, Inc. ~ 


680 Front Avenue, N. W., Grand Rapids, Mich. ice 
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DESIGNED FOR SELF SERVICE—Interior view 
of the new Kleinkopf Stationery store, Bur- 
lington, lowa, where emphasis is placed on 
the “serve yourself” system. Shelving instead 
of showcases dominates the interior scene. 


Kleinkopf Stationery Occupies New Site 

The Kleinkopf Stationery held a formal opening on 
July 28 at its new location, 213 N. Main St., Burling- 
ton, Iowa, presenting 1,600 roses to the ladies on this 
oceasion and distributing many merchandise prizes. 


It is estimated that 3,000 persons attended this gala 
event 

Opening its store in Burlington in January of 1942, 
Kleinkopf’s occupied the 312 N. Fourth St., location 
until the building was recently sold to the Des Moines 


County Farm Bureau. 

In the new quarters, the store has a room of 18 x 
120 feet dimensions and this is equipped with lighting 
to show the merchandise to best advantage. An in- 
novation is that Kleinkopf’s is using a “serve yourself” 
if you wish) system and has dispensed with all but 
two show cases. Practically all merchandise with the 


exception of pens, pencils, printed forms and drafts- 
man’s supplies is sold from open shelving. 

Our customers seem to like the idea and we believe 
we will be able to serve more customers with less per- 


sonnel,” state C. H. Kleinkopf, president-treasurer, and 
Mildred M. Kleinkopf, vice president-secretary. 

About 180 feet of shelving, all painted cream, is used 
in serving customers. The walls are painted a pastel 
piue 

Featured are the Norcross and Rustcraft greeting 
cards, Globe-Wernicke cabinets, desks and filing sys- 
tems, Columbia ribbons and carbon paper, White & 


Wyckoff stationery, Boorum & Pease blank books and 
Mosler safes 

In addition, Kleinkopf’s carries a complete line of 
portable typewriters and typewriter supplies, as well 
as a line of leather goods, school supplies and art 
supplies. A large supply of boxed games is stocked, 
as well as children’s books. There are approximately 


15,000 items in stock, consisting of commercial as well 
as social lines 





Four Appointments Made by Marchant 

Four appointments or promotions, one coupled with 
enlargement of an office to district status, have been 
announced by Edgar B. Jessup, president of Marchant 
Calculating Machine Company. 


Ward J. Koepenick has been appointed agency man- 
ager for Marchant in the Greenville, S. C., district, the 
ffice to be located in the News Building at 305 Main 
St., Greenville. Service continues under the direction 
of Joel A. Sims 

At Charlotte, N. C., Fred W. Grotophorst has been 


promoted to the post of agency manager, occupying of- 
ices at 833 N. Tryon St. H. J. Deacon continues as serv- 
ice manager 
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Richard A. Calhoun has been promoted to status of 
agency manager at Miami, Fla., located at 605 N. W. 
12th Ave. Service is under the direction of O. D. Cain, 
Jr., as before. 

The enlargement of the Columbus, Ga., office to full 
district status was announced. At the same time the 
appointment of Frank R. Adams, Jr., as agency man- 
ager of that district became effective September 1. 
Charles W. Odom continues as service manager at 
the offices, located at 324 Martin Building. 





Irving Kathman Organizes Own Firm 


Irving Kathman, vice-president in charge of sales 
for the shaving and writing divisions of Eversharp, 
Inc., has announced the formation of the firm of 
Kathman Associates. This new group will act as na- 
tional sales agents and sales and marketing con- 
sultants. 

Mr. Kathman will continue in a consultant capacity 
for Eversharp, Inc. 

Mr. Kathman has spent the last 20 years in the con- 
sumer goods field. He joined Eversharp in 1940 and 


IRVING KATHMAN 


served in executive capacities within the company 
before being elected vice-president in charge of sales 
for all the divisions of the organization. Mr. Kathman 
has had considerable experience in the stationery, 
drug, jewelry, grocery, tobacco, department store and 
syndicate fields. His organization will concentrate on 
these avenues of distribution. Considered an authority 
on expanding distributions, sales controls, merchandis- 
ing and sales promotion, use of sales aptitude tests and 
the development of strong sales training programs 
have featured his operations. He has been a speaker 
at many NSOEA conventions. 

Address of the new firm is Suite 7920, Empire State 
Building, New York 1, N. Y. 
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A LITTLE IDEA 
KEEPS GROWING 


The new home of the Weber Addressing 
Machine Co. (top picture) at Mt. Prospect, 
ill. Joe Weber, whose idea for a little ad- 
dressing machine has expanded into a larger 
plant and a larger product, stands beside 
one of his devices (lower left). General offices 
of the expanded plant are at lower right 


Weber Addressing Expands Plant, Line 


The expansion of plant facilities and the addition 
to its product line by Weber Addressing Machine Com- 
pany, Mt. Prospect, Ill., are factors which can be at- 
tributed to the enthusiasm of the owner and manager, 
Joseph Weber. 


Mr. Weber is a man who has literally “grown” in 
the industry and who is a personification of the “busy 
man who gets things done.” Besides operating his 
expanding concern he serves as president of the Mt. 
Prospect Chamber of Commerce and keeps watch, 
through remote control, of the progress of a factory 
making the Weber product in Paris, France. 

Starting with a little hand stamper, Joe Weber's 
dream of a perfect addressing machine has now grown 
to the point where he serves 25,000 customers, includ- 
ing the United States Government. His idea, which 
came into being in 1932 in Chicago and persevered 
through 17 years at 537 S. Dearborn St., found a new 
setting four years ago at Mt. Prospect, a Chicago 
suburb. There, he found it necessary to build an addi- 
tion to his plant, providing 3310 square feet of space, 
and giving working room for 32 employees. 

Today, Mr. Weber claims that the savings on labor 
in label-affixing by his machine pays for the device 
in less than a year. He has continually improved the 
product and now offers a new model KC Tag-O-Graph 
which, he says, can place 150 tags or labels a minute 

An important factor in the progress of the concern 
is the work of C. E. Ritter, general sales manager. 
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Sheboygan Firm Proves Growing Industry 


The Engineering 
sents one of the growing industries at Sheboygan 
Wis., and recently added to its line of drafting room 
furniture. Under the direction of its president, E. H 
May, the firm plans to continue to develop new prod. 
ucts and expand its services. 

This company was formerly known as the Engineer 
ing Sales Company, having been founded by the lat 
Harry L. DeLisle, who lost his life in a boating acc- 
dent in 1941. Through the fall of 1946 the company 
was operated as a trusteeship. At that time, article 
of incorporation were filed with and accepted by the 
state of Wisconsin. The new name was adopted and 
since its incorporation the company has operated un 
der the present officers: E. H. May, president ané 
treasurer; Mary May, vice-president and secretary, 
and Harold H. Mais, assistant secretary and treasure. 

The original trademark of the man seated at th 
drafting board has been retained. The only change 
thereon is the insertion of the present tradename 
“Mayline.’ The first tradename was “Esco,” name 
after Engineering Sales Company. Later, a temporary 
name of 
name could be found. The tradename 
registered and introduced in March of 1950. 

The Engineering Manufacturing Company was orig 
inally founded in Chicago but later moved to TW 
Rivers, Wis., where it remained until the spring @ 
1939. At that time the need for larger quarters foré 


HOME OF THE EXPANDING 
ENGINEERING MFG. CO. 
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“Seco” was inserted until a more permaneniy 
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THRUST WASHER 


ANOTHER VALUE POINT 








Sturgis uses a special oil-impreg- 
nated bronze thrust washer, 9/32’ 
thick, which costs several times as 
much as a “standard” washer. You 
can't see it, and maybe you didn’t 
know it’s there, but Sturgis engineers 
believe a good thrust washer is 
vital to a good chair. 


The Sturgis Thrust Washer 


re-oils itself as needed 
never squeaks 


ADVANTAGES never needs care 
never needs replace- 





* 


; 
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ment 


And it’s Value Points such as these 
that make it “smooth rolling” for 


Sturgis Dealers, and build repeat 





business for the complete line of 


Sturgis Chairs. 


THE e 


POSTURE CHAIR CO. 









STURGIS, MICHIGAN 








es of (pies 


INSTANTLY FROM A 
SINGLE SHEET OF 
CARBON PAPER! 


As Essential To Your Business 
as a Typewriter 


No Ink:No Stencils*No Gelatine 
No Mats+No Typ¢ 


Anyone in the office 
can operate it . 


Brooklyn 17, New York 
I'm interested in hearing 
more about your G pial aupticerer 


NAME__— 


ADDRESS_— 


Old Town 
Preview 


Hc TODAY FOR DEALER 
RANCHISE INFORMATION 


Ul0 Town 


DUPLICATING MACHINES 
CARBON PAPERS - RIBBONS 


THIS ADVERTISEMENT WILL 
APPEAR IN THE OCTOBER 8TH 
ISSUE OF TIME MAGAZINE. 
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erowing concern caused the transfer to Sheboygan, 
where the home office and plant are now located. At 
g19 N. Commerce St., 50,000 square feet of manufac- 


turing space plus several acres of land are being 
utilized to the utmost for the production of the line 
of drafting room furniture and equipment. 

During the years of World War II, the greater por- 
tion of the company’s production facilities was given 


over to war work. The Navy was supplied with hun- 
dreds of thousands of phenol laminate parallel rulers 
and thousands of plastic dividers. Defense industries 
received the necessary drafting tables, straightedges, 
stools and accessories. 





Utility Supply Company Opens New Store 

More than 50,000 persons, plus stars of stage, screen 
and television joined in the gala four-day opening, 
August 14-17, of the Utility Stationery Stores division 
of Utility Supply Company’s sixth retail outlet in the 
Chicago downtown area. An atmosphere of excitement 
was created at 77 W. Monroe St. 

Highlight of the festivities was the ribbon-cutting 
ceremony held the first day. Anita O’Day, noted jazz 
vocalist; Dennis Roche and Orlando, screen and night 
club entertainers, and television star Bill Evans joined 
with M. E. Wolf, president of the organization, and 
H. Hechtman, secretary-treasurer, to cut the tape 
which officially launched the store on its career. 

The “continuous show” was sustained throughout 
the second and third day by means of a queen-crown- 
ing ceremony and disc jockey interview show, con- 
ducted by Jerry Allan, one of Chicago’s favorite kilo- 
cyclers 

Fifty thousand roses were flown-in from California 


and distributed to customers by a dozen models. 
The store itself embraces such features as a scien- 
tifically-controlled daylight cathode ray lighting sys- 


tem: a 25-ton air conditioning machine with anemo- 
stats placed throughout the store to insure an even 
flow of air, and a “super-market” type of merchandise 
display, enabling customers to employ the self-service 
technique 

Deep plate glass windows play an important part in 
making this one of the most highly illuminated stores 
in Chicago, while a special bronze revolving door con- 
taining a safety governor which controls its speed, 
insures a minimum amount of accidents for persons 
coming in and out of the store. 

The Utility Supply Company was founded in 1906. 
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A NEW UTILITY LINK—The new store of the Utility Stationery Stores 
division of Utility Supply Co., is formally opened at 77 W. Monroe 
St., Chicago. M. E. Wolf (top picture), president of the division, cuts 
the ribbon held by H. Hechtman, secretary-treasurer of the organiza- 
tion, and Vocalist Anita O’Day. Also present at the official grand 
opening ceremony (upper left) was store official Frank Guintini. 
Several noted entertainers look on. BOTTOM PICTURE—The mezzanine 
in the new Utility Stationery store is in perfect harmony with the 
ultra-modern design. This portion of the store is limited to office 
furniture, displayed so as to highlight the beauty of furnishings. 














AN IMPOSING STORE FRONT WAS DESIGNED FOR THE NEW UTILITY STATIONERY STORE 
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Marchant in | 
world picture 


N THE THREE pictures on this page is reflected the influence of Marchant cal 

lators the world over—in the development of a community and in the trade 
of countries such as Italy and Germany. A vigorous community depends on t¢ 
portation for its economic strength and the design engineers of the San Franc 
Oakland Bay Bridge (picture at left) depended upon the product of Marchant 
culating Machine Co. for the answers to questions on stresses, size of cables, 
of foundations, foundation pressures, deflections, and so forth. Thus this p 
one of the largest bridges in the world, had its start in the gears of a March 
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se Rule 
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BELOW—iIn Italy the advantages of cal 
culation on a Marchant were adver 
tised in this eye-catching display ai 
the Milan Fair. The exhibit was set 
up and manned by Marchant distriby 
tors in that country, Internazionale 
Macchine Ufficio. (Pictures by courtesy 
of Marchant Math-Mechanics.) 














ABOVE—Marchant came to Dusseldorf, Germany, in the 
window and interior display of a new distributor on open- 
ing day. This photo shows how “Push-Button Multiplication’ 
is being advanced by Exacta Buromaschinen, G.M.B.H., 
who have headquarters in Cologne. 
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CARBONS 
and RIBBONS 


BONGHOR 






Longhorn carbons and ribbons give your customers 
top service...top performance ...and they give 
you top profits! 


LONGHORN PLASTI-CARBON-—takes more abuse 
than any other type carbon. Produces sharp, clean 
copies, won't slip, won't smudge or “tree.” Lies flat, 

won't curl in any weather, Corner-cut for easy removal. 


LONGHORN WAX-BACK CARBON —long- 
wearing, non-smudging. Fast and clean to handle. 
Won't curl, sharp writing—second in quality only 
to Longhorn Plasti-Carbon. 


LONGHORN RIBBON ~— users call it the “per- 

fect ribbon”—and it’s the perfect quality com- 

panion to Longhorn carbon. Non-filling, 

sheer yet tough. Types clean and 

sharp to please the most meticu- 
lous person. 






Amco Covers the Nation 
Wherever You Are 







Anco 


AMERICAN CARBON PAPER MFG. CO. Write for your 


Factories at Ennis, Texas e Chatham, Va. ele a 


Branches in: Houston, Dallas, Birmingham the complete AMCO 
New Orleans, Albuquerque, Carbon and Ribbon line. 





Denver, Los Angeles 
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Here’s why Modern Business Men Prefer 


the STEEL AGE Executive Desk 


Modern executives have to make each 
minute as productive as possible these busy 
days. That’s why you'll find hard-working 
business men everywhere asking for the dis- 
tinguished, expertly designed STEEL AGE Ex- 
ecutive Desk. They know how much easier it is 
to work at a desk that’s specifically designed 
for day-long comfort and work-ease. Take 
the big, roomy file drawer. It glides out easily 
at a touch, because it’s mounted on a full 
progressive ball bearing suspension. Open it, 
and those key letters are right at the finger- 





The STEEL AGE 3560 Executive Desk 
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tips, ready for quick reference and efficient 
dictation. 

Then there’s the eye-easy corroleum top 
... the extra foot room around the pontoon 
bases ... the recessed knee space at the back 
for across-the-desk dictation . .. and adjust- 
able gliders that provide individual working 
height from 29” to 304%" What's it all add 
up to? More comfort, less wasted effort and 
more productive work. Is it any wonder 
people everywhere say, “*Sell STEEL AGE and 
you sell the finest in Steel office furniture.” 


CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. 
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Steck Company Appoints Hallock 


John Hallock, formerly with the lithographing de- 
partment of the Paul Anderson Company, has been 
appointed San Antonio, Tex., representative of The 
Steck Company of Austin, Tex. 

A native of New York State and a resident of San 
Antonio since World War I, Mr. Hallock attended the 


JOHN HALLOCK 





Empire School of Printing at Cornell University and 
took special courses at Alfred University and Columbia 
University. 

He brings to his new work more than 19 years of 
practical experience in the printing and stationery 
fields —JHR 





Diebold Appoints Houston Manager 

Heading the Houston, Tex., office operation of Die- 
bold, Inc., will be G. W. McDaniel, it was recently 
announced. W. K. Wilson, sales manager of the sys- 
tems division, indicated that prior to his appointment 


G. W. McDANIEL 





Mr. McDaniel acted as branch manager of the Nash- 
ville, Tenn., branch office of the Canton, Ohio, firm. 

Mr. McDaniel, a systems specialist for more than 
10 years, joined the Diebold organization in 1948, 
served as a sales representative for both St. Louis and 
Chattanooga branch offices, and was appointed man- 
ager of the Nashville branch April 1, 1950. 





Angler’s Products Expands Facilities 


Angler’s Products Company has purchased a new 
building at 45-22 162nd St., Flushing, N. Y., with ex- 


panded facilities for meeting the demands of increased 
production of Cuffette sleeve protectors. This plant 
occupies more than 5,000 square feet and is a one- 
Story building modernly designed and _ especially 
tailored for high speed production. The latest type 


machinery is being installed, including a die cutting 
press. 


The new building was purchased with a view towards 
adding at least a half dozen new plastic items each 
covering useful personal protection for the office 
worker. 

Occupancy is expected around October 1. 
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Maptacks 
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George B. Graff Compan 


54 Washburn Ave. 
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Handi -Rak 
(T-101) with 
one shelf, 
$24.00 LIST 























Handi -Rak 
(T-103) with 
3 shelves, 
$40.00 LIST 


America’s top 
costumer 
value! 
Gray, green, 
brown with 

matching 
crackle base — 
chrome with 
black crackle 
base. All heavy 
gauge steel 
tubing with 
polished 
aluminum 
hooks. 

Height 68”, 
base 14” dia., 
weight 16 Ibs. 


14°" 


BIG DEALER 
DISCOUNT 


out 
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{ { { { 
—<_ =——SN, “S 
Fills the growing need for extra 
closet space! Accommodates 30 
garments, 5 pr. shoes, at least 
10 hats. Sturdy 1°’ heavy gauge 
steel tubing holds well over 
200 Ibs. Beautiful Hammertone 
Gray baked enamel finish, 
scratch-resistant chrome 
hanger-bar. Comes knocked 
down, assembles easily — all 
When not in use, 
stores in space-saving carton. 


wingnuts. 


Height, 72”; width, 


depth, 22”. Weighs 25 Ibs. 
(T-102) 


Handi-Rak shown 
with 2 shelves 


$3200 BIG DEALER 
List DISCOUNT 








SALES DIVISION 
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Prices F.O.B. Phila., Pa. 
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Beautiful, 
polished 
aluminum 
hooks, 
securely 
bolted with 
handsome, 
rounded 

hex nuts. 


New, improved 
se 


gvuorantees 
absolutely 
rigid position 
of pole. 


= 


WALNUT STREET, PHILADELPHIA 7, PA. 





Taylor Chair Appoints Fred H. Wahlberg 


Fred H. Wahlberg has been appointed Taylor Chair 
Company representative in the New England territory, 


FRED H. WAHLBERG 





He will headquarter at Groton, Long Point, Conn, 
where his telephone number will be Mystic 5-2269. 
To Mr. Wahlberg, New England is familiar ground 





RAT I 


om PIM M 


A) 





as he previously covered this territory as a manufac- | 
turers’ agent. He is widely experienced in office furni-/ 
ture. More recently, he was Connecticut manager for} 


an office supply company. 





Thomas F. Frawley, Jr., Rejoins Rem-Rand 


T. J. Norton, vice-president and assistant director, 
general sales and services, announced that Thomas F. 
Frawley, Jr., rejoined Remington Rand Inc. on August 
1. Mr. Frawley will hold the position of assistant man- 
ager of the retail and wholesale industry methods 


THOMAS J. FRAWLEY, JR. 





department, specializing in applications of the com- 
pany’s accounting and tabulating machines. 

His previous business experience includes positions 
with several New York department and _ speciality 
stores. Until 1949, he held the position of specialist 


in department stores activities in the New York sales} 


office of Remington Rand Inc. He was recently director 
of research and systems for the Broadway-Hale de- 
partment stores on the West Coast. 





Wright Opens Sales Consultant Service 


Robert E. Wright has announced the opening of 
his offices located at 5550 Kenmore Ave., Chicago 40, 
Ill., as a sales management consultant to guide manu- 
facturers in the marketing of their products. 

For the past 25 years, Mr. Wright has been re- 
tained by many manufacturers as sales manager of 
as a consultant, serving among others these firms if 
the office equipment industry: Cushman & Denison 
Manufacturing Company, Fisher Pen Company, Flo 
quil Products, Inc., and Marsh Stencil Machine Com- 
pany. 

The service is declared to be of special interest @ 
manufacturers who wish to establish a new product, 
revamp or expand their sales organization. 
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» | GENUINE 
= | MOLDED FOAM RUBBER 
CUSHIONS of PROPER DENSITY cr 






































































, The same foam rubber cushions that are cont? —_> 
a used on Cramer Chairs. 
ao . . P . Cramer Cushions ore 
Inferior cushions are either too hard to give Ta ely in. Oh 
comfort...or too soft, collapsing all the way sizes and five colors... 
to the chair.....or made of scrap or inferior WIRD «GRY» MUD oe. 
. ° . green... brown. 
material, or with covers that will not breathe. 
; The Proper Density of Cramer Cushions 
; means that the sitter does not hit bottom. 
’ ere | aot -=-8oP ae 1 a 
: ‘ » 
s ! [deni | a Tv > 
, -“ = > & . 
a i {. > a 4 >. c= 
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More DOLLARS for You: 








with WEAREVER | 


America's most-in-demand DOLLAR pens 


No. 836 Wearever Pen. 
nant fountain pen featur © 
ing choice of 5 inter.” 
changeable points . . $1.09 © 
(Matching set $1.98) — 


— WEAREVER ) 
a — 


NNR RR Te aera 











No. 904 Wearever Year 
Round ball pen with long- 
er, larger cartridge and 

























improved spherical tip. 

















$1.00 

ret 
No. 920 Wearever Tri- 
Color Pen. Writes blue, 
red, green with mere flick chi 
of the finger...... $1.00 hai 
Als 
a ad 
age 
z 4 ( 
5 ant 
7 on 
ba ! : . loa 
his fall and Christmas Wearever ow 
é gives you a dollar pen for every custom- = 
A er—the only line that provides a “dollar gu: 

i pen department” in itself. Wearever’s 

55 year-old reputation for quality and 
P Ste 
F workmanship stands squarely behind : 
F every one of these fine pens. This fall no! 
, feature Wearever— THE BIG DOLLAR me: 
[ LINE—for big dollar profits. David iat 
i Kahn, Inc., North Bergen, N. J. net 
su} 
i y 
tio 
q pla 
ha 
| ® - 
, 0 | 
Millions of ads like this in 7 Fis 
Life, Saturday Evening ; 
Post ane Gourinen Apert ri to 
ly—plus gian ay post- = . . Ps 
ers in leading markets~ » FOuntain Pens «Mechanical Pencils| 


bring Wearever buyers to 


pen counters all over ‘ - the 
America in a never-ending § By The World's Largest Fountain Pen Manufacturer 
stream. Ne 

. Sti 


120 OFFICE APPLIANCES, October, 1951 | OF 





\rri- 
lue, 
lick 


Is 


lf 





Flood Damages Much Office Equipment 


The cost of repairing and replacing office equipment 
damaged in the recent Missouri flood will run into 
hundreds of thousands of dollars, according to M. S. 
Bandoli, vice-president of Clary Multiplier Corporation. 

Mr. Bandoli based his statement on a survey made 
by William L. Pattyn, Clary’s factory branch manager 
in Kansas City 

Mr. Pattyn found that hundreds of users were unable 
to remove their machines before the water rose and 





AN OFFICE MACHINE 
VICTIM OF THE FLOOD 


returned to them buried under a thick coat of 


slime 

The motors, keyboards and mechanisms of the ma- 
chines were packed with mud, and where the parts 
had not been plated, there was serious rust damage. 
Also, cash registers with wooden cash drawers and 
adding machines with wooden-platen cores were dam- 
aged when the wood swelled. 


Clary rushed a large shipment of adding machines 
and cash registers to Kansas City when the river went 
n a rampage and offered through newspaper ads to 
loan them free of charge to Clary users while their 
wn machines were undergoing repairs. The loan 


ffers were eagerly taken up by scores of flood victims. 
After the machines are cleaned and repaired, Clary 
as usual. 


— ‘ ‘ . 
guarantees nem 





Stokes Appointed Sell Field Manager 


S. L. Hatch, president of Sell Corporation, has an- 
nounced the appointment of Jack Stokes as field sales 
manager. Mr. Stokes joined Sell Corporation several 
years ago in the capacity of production manager and 
later through the handling of every phase of the busi- 
ness has secured well-rounded experience in filing 
supplies 

Another a1 incement tells of the leasing of addi- 
tional warehouse space adjacent to the Sell present 
plant and warehouse. This space has been secured to 
handle the reasing demand for the firm’s filing 
supplies 





Fischer Firm Moves at Syracuse, N. Y. 
The Fischer Staple & Supply Company is moving 
) new quarters in the Empire Building at 565-67 S. 
Clinton St., Syracuse, N. Y. 
Robert Fischer, president of the concern, said that 


the move v necessary to obtain larger quarters. 
_The Fischer Staple & Supply Company is central 
New York merchandiser for the Markwell line of 


Stapling machines and shipping supplies —-GET 
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MULTI-RITE 


| ACCOUNTING BOARDS 


The newest in a low cost accounting 
board—writes 3 forms at once. Sells 


for as little as $10.00. 


Repeat forms 
orders mean more exclusive profits for 


you. 


Wa FLAT-RITE 








VISIBLE BINDERS 


A new type visible binder with 
flatter writing surface. Easier to 


operate. 


THIN-PRONG & THIN-POST 





BINDERS FOR 
MARGINAL PUNCHED FORMS 


Now your customers can have either 


| a post or prong binder .. . 


no additional 
punching of sheets is required. Prac- 
tical, inexpensive, and just what your 
customers need to house marginal 
punched forms. 





Only Cesco 
has these 
exclusives ! 
Write for Complete Details Today! 


A complete range of Binders and Forms for 
most every business need. 


eppard 


Long Island City 1 








44-07 Twenty-First St. 
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FALE ART WRI At Ema” Pg P 


Retails $12.00. Mounts twelve 
$1.00 No. S230 Scripto “8” 
Fountain Pens with opaque 
plastic barrels of Black, Du 
bonnet, Blue and Green. The 
only pen with the new revolu- 
tionary feature—‘‘Ink Reserve.” 
Easel in four beautifully blend 
ed colors with easel backing for 
counter or window display. 
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The complete Scripto line includes mechanical 
pencils, fountain pens, sets, ball pens, mark- 
ing pencils, leads, erasers and writing special- 
ties, any and all of which can be purchased 
‘i on one order, in quantities limited to your 
“ inventory needs that assure high turn-over, 


No. $236 Fountain Pen Easel. 


dozen 


: 

2 
th 

y 

* 

sa) 
+ 
5 

£ 
4. 
: B12” x 9a” x 210” 
; 

> No. A590 Counter Mer- 
* chandiser Assortment. 
the Retails $23.40. Con- 
tains 3 doz. K780 25c 
93 Long-Lead Pencils; 
5 1 doz. K660 25c Scrip 
i tette Pencils; 3 doz 
oe T410 25c Ball Pens; Ball 
ty 1 doz. E430 10c Lead 
-.. Packs, HB; 1 doz. J150 

ae 10c Eraser Packs. and 
a ES J 
cd — 

ak 





No. 1416 Ball Pen Easel. 


Retails $3.00. Displays 
twelve 25c No. T410 
Scripto Ball Pens 
with translucent plas- 
tic barrels of as- 
sorted colors—Amber, 
Red, Blue and Green 
Alsoavailable twenty 

four on easel (T417 

at $6.00 per easel. 





7” x 6" x 242” 


No. A600 Compact, 
Merchandiser Assort- 
ment. Retails $14.40. 
Contains two dozen 
No. K780 25¢ Pencils, 
assorted colors; two 


No. T410 25c 


Pens, assorted 


colors; one dozen 
E430 10c Lead Packs; 
one dozen J150 
10c Eraser Packs. 





maximum discount and one responsibility. 


SCRIPTO, INC., Atlanta, Ga. 





No other line of writing instruments is as 


broad and is promoted in as many and varied 
publications. No other line has the same na- 
tional sweep of acceptance from youngsters to 
business executives, from coast to coast. 





No. K786 Pencil Easel. 
Retails $3.00. Displays 
twelve 25c No. K780 
Scripto Pencils with 
translucent barrels of 
assorted colors, loaded 
with 4-inch standard 
diameter HB Extra- 
Strong Leads and re- 
placeable erasers. 





842” x 9¥e” x 2142” 


No. AG10 Counter Mer- 
chandiser 
Retails $14.40. Atten- 
tion-getting display of 
fast-selling Scripto 
line. Contains two 
dozen K780 25c Pen- 
cils; two dozen T410 
Ball Pens; one dozen 
E430 10c Lead Packs; 
and one dozen J150 
10c Eraser Packs. 


Assortment. 


OFFICE APPLIANCES, 


Thick-Lead Pencil Display 
Carton. Retails $3.00. 
Display box contains 
one dozen 25c All Pur- 
pose Thick-Lead Pen- 
cils of one color (Black, 
Red or Blue). To order 
specify No.W610 China- 
Marking, W620 Crayon, 
W630 Graphite Thick- 
Lead Pencils and color. 


NEW COUNTER AND WALL MERCHANDISERS 








B12” x 94a” x 3 
No. A620 Counter Mer- 
chandiser Assortment. 
Lists at $16.54. Con- 
tains two dozen K780 
25« Pencils; two doz- 
en T410 25c Ball Pens 
both individually 
carded and cello- 
phane-wrapped); one 
dozen E430 10c Lead 
Packs; one dozen J150 
10c Eraser Packs 


" : . SCRIPTO, INC. World's Largest Manufacturer of Quality Writing Instruments! 
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THE MOST COMPLETE LINE... 


Backed by 
the Heaviest Promotional Push 


j Vi ? Y e ] y 
; y f f y Y hi / 


FOUNTAIN 4 LONG-LEAD BALL» THICK-LEAD /47” THIN-LEAD /77 LEADS & ERASERS 
PEN PENCIL PEN 7 PENCIL PENCIL ff 235 


uff y 4. om 25cm // 3 2 Bic : cry 
| f y Vi 
THIS ADVERTISING IMPACT CREATES 


OVERWHELMING ACCEPTANCE FOR 
EVERYTHING. UELURY 








IO. rc 


ADS APPEARING IN: 
COMICS IN 38 CITIES 














en 


The Only Fountain Pp with | 
INK RESERVE 
Ho fountain F ‘ 


FOUNTAIN PEN 


CAR CARDS IN || 
METROPOLITAN 


: AREAS 
SS 


NO OTHER LINE OF PENS & PENCILS IS AS COMPLETELY AND WELL ADVERTISED ! 
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... the latest addition to the 


PEERLESS-IMPERIAL family... A; 4, Wy | 


PEERLESS IMPERIAL LEADS THE 
PARADE TO PROFITS with an exciting ad- 
dition to our family—the LITHO-MASTER 
Ribbon for the multilith process. 


LITHO-MASTER not only can be used 
for typing paper plates for the multilith 
press—but it is wonderful for everyday 





eeece 
eeeee 





typing, thereby eliminating the necessity of 
changing ribbons each time a plate has to 
be made. 


LITHO-MASTER is made of the very 
finest Egyptian Sakel fabric, assuring you a 
high thread-count material for exceptionally 
sharp copies. 


Customers using LITHO-MASTER Rib- 
bon are sending in enthusiastic reports about 
obtaining many more lines of typing than 
they had previously experienced with other 
ribbons. 


IMPORTANT: LITHO-MASTER has a 
very long shelf life—with a minimum of 
two years, under normal conditions. 


More and more business firms now use 
multilith presses to turn out their forms and 
sales promotion work. You, as an alert 
Dealer, have an excellent opportunity to add 
to your income by serving their needs. 
Today, send for LITHO-MASTER samples 
and prices. 





SSSSSSSSSHESSSSSSSSSSSSSEHESSSSHESESEHESHESEHSSESSSSESSSHESSSSSESESESESCESESOSESEESEEEEEESES 


SSSSSSSSSSSSSSSSSESSSSSSESSSSSESSSSSSSSSSESSESSSSSESSESSESSSSSCHC SCHEER EEEEEEEEEE 
SSCSSSSSSSSSSSESSEHSSSSSSHSSSSSSSESSSSSSSSSESSSESSSESSSSSSSSSSSESCSESESEEEEEEEESEEEEE 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





“A Great Name MW CALbONS ” rivrons. carbons, spirit and _ gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 


124 OFFICE APPLIANCES, October, 195! 





4 


ing 


195! 





Electronics Featured at C.N.E. 

The business juipment building at the Canadian 
National Exh n, Toronto, which played host to 
nearly 3,00 visitors this year from August 24 to 


September 8, stole more and more of the electrical 
wilding’s thunder. Electronics have moved in and all 
taken over Many operations in the modern office. 


office demands were lined up in a 
in the C.N.E.’s business equipment 
me 30 separate exhibitors explained 
a period of two weeks. 

vations didn’t hog the show; there 
ym keyrings to carbon paper. 


The answel! 
formidable 
building wh 
their Workin 

Electroni 


yas everyth 


Unlike last year 

when a few foreign exhibitors en- 
roached 0! fice equipment space, every available 
square inch in the building this year was devoted to 
lisplays by e business equipment industry. They 
showed to a market. The main difficulty for many 
the industry was to get production to satisfy 
demand of Canada’s current 


facets ol 


the unprecedented 

ynomy 

The office ipment men came up with a few sur- 
rises for the Canadian market and a good many new 
vrinkles in er designs in a big field. 


Register Company, for example, 
new electric meat-labeling machine 


National Cash 
ishered fort! 


that uses the cash register principle. On display was 
new addin chine that boasted automatie credit 
alance and a new bookkeeping-accounting machine 
that could handle almost every type of bookkeeping 
unalysis and do limited multiplication. 


Burroughs Adding Machine of Canada featured an 
register Sensimatic bookkeeping ma- 
a complete range of adding machines 
ilators. Burroughs also showed the 
rofilming machines which it intends 


mprovea 

. 
nine aiong 
ind electri 


Bell & Howel 


market in Uanada 
Internati 11 Business Machines, a big space buyer, 
ad a complete range of equipment. It showed its 
iiet, desk-size multiplier, capable of computing and 
nching the ilt on cards at a rate of 100 problems 
minute, 1 less of the number of digits involved 
I typewriter which types from pre- 


Big developments 
in the adding machine field in the 
year set be along improved keyboard lines. 
; ng Machine Company had an adding 
a stepped-up” keyboard that made it 
igh for tl perator to hit the wrong key. The firm 


so shov ulating and bookkeeping machine 
A new line of Victor adding machines with a lighter 
uch and a redesigned keyboard system was shown 
McCask¢ Systems, Ltd., along with its electric 
temizing register, standard cash register, “one 
riting” ch e account system and office safe equip- 
Also exhil mplete lines at the recent Canadian 
Nationa] Ex! n were Smith & Corona Typewriters 
f Canada, R Typewriter Company, Inc., and Un- 
lerwood, I 


Royal feat 
rtable machines 
rtez Peter 
who demor 
Underw 
ne standal 


new models of electric, standard and 
A publicity feature in its booth was 

rid portable typewriter speed champ, 
the Royal portables. 

finger flight” portable, incorporating 

del’s keyset tabulator and “seeset” 


argin featu1 was introduced along with a new 
accounts payable, voucher and check writing machine. 
Another intr tion to the Canadian market by Un- 
lerwood adjustable typewriter table, designed 


rimarily mmercial teaching needs. 
Smith & « 1 featured its new standard model, on 
he drawings i since before the war and introduced 


the market last spring. Lower built, its variety of 
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OTT slits meal: 
BINDERS 


Removable S« 


METAL BINDERS 


PORTFOLIOS 


BRIEF BAGS 





to tie in with NATIONAL ADVERTISING 
Write for Catalog of DOPP-BILT Top Profitmakers 


Charles Doppelt & Co., Inc. 


2024 S. WABASH AVE., CHICAGO 16 
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PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


JUMBO MODEL 1400 


The two drawer upright Jumbo 
has an outer case constructed of 
extra heavy gauge steel. The two 
drawers are equipped with ball- 
bearing suspensions and a sepa- 
rate frame of heavy gauge steel 
with smooth runners on which the 
hangers glide. Capacity — !400 
stencils, 700 to 1400 offset plates 
or masters. 


ATLAS HANGERS 


Four series of Atlas hangers fill 
every vertical filing need: 
DSH Hangers for stencils 
SH Hangers for offset plates 
PSC Hangers for x-ray films, 
blueprints, stencils in file fold- 
ers, etc. 
GRIPDEX Hangers for group 
and specialty filing. 

















ATLAS 
TWIN-DELUXE 


For 600 x-ray films, blueprints, 
offset plates or 1000 stencils the 
Twin-DeLuxe is one of the many 
vertical filing cabinets manufac- 
tured by Atlas. Constructed of 
heavy gauge steel with ball-bear- 
ing casters, locking stop arms 
and piano hinge. May be 
equipped with DSH, 
SHA, PSC or GRIPDEX 


hangers. 


ATLAS 
MODELS 


Portable 

DeLuxe 

Efficiency Storage 
Efficiency Combination 
Efficiency Stencil File 
Twin-DeLuxe 

Jumbo (upright) 

Wall Frame 

File-All 


Write for illustrated literature on the complete line 


Visit the Atlas display at the NSOEA Convention. 
Booths C-2 and C-3. 





4 


vw 


CUEVE tL. Ae e 


STENCIL FILES COMPANY 
OHIO 
STREET ADDRESS «+ 1662 E. 118TH ST. 
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innovations include a gauge to tell the operator hoy 
far she has to go to reach the end of the page. The 
firm also showed its cash registers, adding machines 
and duplicating equipment. 

New model dictating equipment was getting a big 
play. R. F. C. Morris Company featured the Norther 
Electric built Gray Audograph, a portable recorder with 
built-in speaker that packs a big range of features for 
the executive or salesman. Morris Company also hag 
its Visual Cast project on hand, which threw X-rayg 
pictures or blueprints on a screen for widely adapteg 
uses. 


It permitted an instructor 
to face his audience, write 
on the table before him and have it transmitted tog 
screen behind him as he talked and wrote, particularly 
useful in department store and other sales training 
The recorder can be used in conjunction with the 
projector. 

Kingsway’ Film Equipment, Ltd., had a Screey 
Scriber which permitted like operation. Its film strip 
operation allowed automatic sound use. Kingsway Film 
featured its comparatively new TDC third dimensional 
35 mm. projector and main camera and projector lineg 
along with a high fidelity (professional) amplifier, tape 
recording and accessory equipment. 

Ritchie Recorders, Ltd., devoted all its space to ig 
Tapewriter recorder, which records on paper tape, hag 
quick loading and unloading features. Dictating Equip 
ment, Ltd., claimed a new feature for its Webster wire 
recorder—by tripping a foot pedal the secretary caf 
play back to any position desired. 

Thos. A. Edison of Canada, Ltd., promoted its neg 
Televoicewriter, a remote contro] dictating system with 
a central recording unit and lines running off to sta 
tions at various points in the office. 





Executone Communications 
Systems is introducing} 
something new for the Canadian home—a system that) 
permits answering the front or back door from any | 
room in the house, permits listening in and monitoring! 
the sick room from downstairs or the children’s play- 
room from your bedroom, living-room or cellar. The 
firm also had some new wrinkles in office communica-| 
tions equipment and hospital inter-communication. 


SoundScriber dictating was on view at the Marchant 
Calculator, Ltd., display, along with new model cal- 
culating machines. The Olivetti printing calculator 
was given a work-out in the M. P. Hofstetter, Ltd., dis-} 
play, along with the Odhner calculator, adding ma- 
chine equipment and portable typewriters. 


With its standard 
Timemaster office dictating equip- 

ment, Dictaphone Corporation, Ltd., displayed the} 
Memo-Belt, a plastic cylindrical belt which can be} 
folded and mailed, as well as permanently filed. Dicta- 
phone’s Telecord machine, centra] recording unit with] 
service lines running off, was seen. 

Addressograph-Multigraph of Canada, Ltd., featured) 
its new Class 9100 accounting Addressograph machine} 
just introduced by the company, which addresses ané 
keeps accumulated totals (e.g. rentals, dividends) aj 
the rate of 6,000 plates an hour. Its familiar metal plate 
has been engineered to accommodate the tabulating) 
and accounting field. Addressograph displayed latest) 
models of Multigraph and duplicating equipment. 

Ditto of Canada had a new model faster direc 
process machine; Grand & Toy showed a new type 
duplicating idea in Canada, the English “Banda” using 
a special liquid other than ink; Gestetner (Canada) 
displayed new automatic ink and electric machines 
taking sheet sizes up to 14 inches by 17 inches to round 
out the duplicating field. 

Mimeograph Company introduced its new No. % 
folding machine, with automatic folding “never before 


§ 
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How THOMAS FURNITURE 


overed with WKALISTRON can help 90 fan 


ter 


Thomas Furniture covered with Kalistron. Minnesota Federal Savings and Loan Association. 
Installation by Farnham Stat. & School Supply Co., Minneapolis. 


crn ONE sale into TWO (or more) $ 


Customers return again and again for more Thomas furniture covered with 
Kalistron,* because it keeps its “just bought” look year after year. For magnificent 
Kalistron covering never shows wear. Through exclusive Blanchardizing 


process, Kalistron color is permanently fused to underside of clear, durable 
vinyl sheeting. Thus nothing can injure or mar Kalistron beauty or color. 


Winner of Modern Plastics Award for furniture and interior decorating materials, 
Kalistron resists scratches, scrapes and scuffs; won't chip, crack or peel; 
is waterproof yet cleaned easily with a damp cloth. It will pay you to 
investigate Thomas Furniture covered with Kalistron. 


SEND COUPON NOW for Free “Nail-File” Test. See if you can injure 


beautiful Kalistron even with this file. 





FURNITURE COMPANY 


HIGH POINT, NORTH CAROLINA 


SEND FOR FREE “NAIL-FILE’ PROOF TEST gp ADDRESS 


OFFICE APPLIANCES, 


October, 


1951 


* TRADE MARK 


T-12 
High felst Mook Corcad” ia 


Please send me FREE nail-file test (sample of Kalistron 
information. 


and actual nail-file) and other 
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The 


Business Man of 
Distinction 




















The “Goronation” by Jasper Desk Company 


It is with justifiable pride that we call your attention to the 
Installation photo CORONATION SUITE illustrated in the impressive executive 


courtesy of : 
Kalmus-Golden, Office scene above. This suite a product of Jasper Desk Co., is 
es a truly well designed George III re sroduction i r flowing 
se.tsh | ' sig eorg | 1 in warm, glowing 
New York, N.Y. Genuine Walnut. This top executive suite has all the patrician 


features of that English regime to make it the epitome of fine 





office furniture. 
VISIT OUR DISPLAY — NSOEA CONVENTION — ROOM 546 
SEVENTY-FIVE YEARS OF PROGRESS IN OFFICE DESKS 


The JASPER DESK Company 


eo eee ee 


JASPER, INDIANA 





oo all 
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shown anywhere” and offered a new line of lithographic 
supplies to the Canadian market. 

Visitors to the big fair saw modern style office fur- 
niture, with the emphasis this year on wood. Grand & 
Toy, Mitchell-Houghton, Ltd., and Office Specialty 
Manufacturing Company showed ideas on how today’s 
fice should be outfitted. Grand & Toy’s new lines in- 
cluded a cabinet for duplicate keys, with a wall model 
that keeps keys under lock and key and a new type 
catalogue holder 

Punch cards with an automatic sorting code, the 
Keysort,”’ were promoted by the The McBee Company, 
along with office system ledger or payroll poster and 
unit analysis forms. Spot carbon is another new line 
designed to facilitate carbon copy control. 

Seeley Systems Corporation had new electric model 
cardwheels for automatic fast office reference systems 
and new style filing cabinets. It introduced sectional 
steel paneling for office partitioning that’s portable; 
bolted together in sections instead of being nailed. 

Pitney-Bowes was out with some of their newer 
models in a broad line for handling and posting mail. 

J. & J. Taylor, Ltd., and Dominion Safe & Vault Com- 
pany completed the range of office equipment, showing 
the way for cash and document safety. 

A drawing card at J. & J. Taylor was the design for 
vaults in the new Bank of Nova Scotia Building in 
downtown Toronto.—_GNS 





Name Collins Diebold Division Sales Chief 


W. K. Wilson, sales manager of the systems division 
yf Diebold, Inc., recently announced the appointment 
yf E. F. Collins as sales manager of the visible records 
equipment division of Diebold. 

Mr. Collins brings to this post a wide background 
of experience with the Diebold field organization. 


E. F. COLLINS 





Starting with the company in Dallas, Tex., in 1947, he 
was transferred to Detroit on a special VRE assign- 
ment, and from there moved up to branch manager- 
ships in Newark, N. J., and Washington, D. C. 

With headquarters at the general offices of Diebold 
in Canton, Ohio, Mr. Collins will be responsible for the 
promotion of sales throughout the U.S. in this im- 
portant division of Diebold. 





Murphy’s Book Store Occupies New Site 

Marking steady expansion since a modest beginning 
in an empty room of a newspaper building on June 1, 
1946, Murphy’s Book Store is now occupying large 
and attractive quarters at 222 N. Tremont St., 
Kewanee, II] 

The added room gives Mr. and Mrs. John F. Murphy, 
the proprietors, opportunity to branch into the office 


supply and equipment business while at the same time 
handling commercial stationery and school supplies, 
greeting cards, gifts and books. 


Among the lines carried are Wilson Jones loose leaf 
supplies, Dennison products, F. S. Webster carbons 
and ribbons, Eaton papers, Art Metal, All Steel and 
Royal Metal furniture. 
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DESK TOP EQUIPMENT 


Quality, efficiency and years of depend- noanen = fe a 
able service have placed the Bert M. writing implement that 

holds a full 2% ounces 
Morris Company foremost in the field of ink for months of 
of better Desk Top Equipment. Many Absolutely will not 
famous users have their emblems im- weg... By 2 
printed in gold. 0 Gee ee 


medium, broad, stub. 











Morris writing sets are 
equipped with iridum 
tipped points and each 
point is tested and ap- 
proved at factory for 
writeability 





SMARTNESS 


These are combined 
in the superior design of 
all Desk Top Equipment 

manufactured by 


The Bert M. Morris Co. 


The setting shown — pen 
set, memo pad, letter tray, 
ash tray, bookends and 


BERT mM, MORRIS co. phone rest are a rich ap- 
Desk Top Package Deals ———— to any oe 
stamp of an exacting, effi- 

No. 100 and No. 200 Gent euseuaaa The com- 
Inquire about the surprisingly low cost plete setting retails for 
of completely furnishing o desk little more than the cost of 
with these items. one higher priced—compar- 








able fountain pen set. 
FOUNTAIN PENS — an effi- 


oi tae rene a eee 
= cient and economical pen 
iA set with “‘thread-in"’ point 
section. A real time and 

= money saver in any office. FOR , I nitobility’ 


BOOK ENDS — at last — 
inexpensive book ends to 
match modern office fur- 
y/ j 


niture 





STUB BROAD MEDIUM FINE EXTRA FINE 





MEMO PADS. —available in LETTER TRAY—strong two ASH TRAY—A real He-Man 


two types. With jewelers point suspension allows ash tray. Glass lined, per- 
bronze bar that drops as access from entire front fect for any desk or con- 
paper is used. or standard and both sides. Tiers ference table. 
box style quickly added. legal or 

' letter size 


BERT M. ORRIS CO. 


Dept. OA-1, 8651 West Third Street — Los Angeles 48, California 
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STYLE V 


FOR A 

LIFETIME OF 

TROUBLE-FREE 
SERVICE 






SENG Chair Action Controls 


THAT'S the kind of merchandise 
that SELLS MORE office furniture 


and supplies for you. 


You know this is true... so, SPECIFY 
SENG CHAIR ACTION CONTROLS 
on the office chairs you buy. 


It’s good “profit-insurance.” 


COMPANY 


1450 N. DAYTON STREET 


CHICAGO 22, ILLINOIS 


LARGEST SPECIALISTS 
HARDWARE 


74 WORLD’S 
IN FURNITURE 
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Benziger Named Royal Advertising Aide 


Gordon G. Ackland, advertising manager for the 
Royal Typewriter Company, Inc., has announced the 





XAVIER N. BENZIGER 





appointment of Xavier N. Benziger to the position of 
assistant advertising manager. 

Prior to his recent promotion, Mr. Benziger super- 
vised the production of promotional materials in the 
advertising department. He came to the company! 
as a market analyst for the portable division in 194§ 








Ponca City Firm Takes New Location 


The Danner Office Supply Company, located in the | 


past three years at 107 W. Grand Ave., Ponca City, | 
Okla., is being moved to its new location at 114 BF 
Grand. : 

Mr. and Mrs. H. L. Danner are owners of the firm! 
They came to Ponca City from Oklahoma City, where] 
Mr. Danner had served as branch manager of Reming. 
ton Rand Inc., for 25 years —WLF 





R. K. Clark Reorganizes Factory 

The R. K. Clark Company, Inc., 2840 Fourth Ave., §,} 
Minneapolis, Minn., has announced a reorganization} 
of its large factory, entailing a considerable increase} 
in machinery and general production favilities. The? 
firm is engaged in manufacturing steel shelving. 


USES PRODUCT ANIMATION 
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” MORRISTT MPRINTING Mal. 481 N ANY STYLE O® OF SIGN- 
_ 2 
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Tom Burke, enterprising display manager for Schwabacher-Frey 
Co., Los Angeles, Calif., conceived the idea and decorated the wit 
dow display pictured here. The window was tied in with a generd 
promotion which started with a ham and egg breakfast at the Bet 
M. Morris Co. factory. Displays of the pictured items were ploctt” 
in several departments to catch the customer who had seen i 
window. As a result, sales were greatly increased 
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2 Long-term investment 
in better office tools! 





PLAN TODAY FOR TOMORROW 


HE supply of GF metal business furniture contin- 

ues to be less than the demand. Therefore, planning 
today for tomorrow is a wise policy to follow with your 
prospects and customers. Now is the time to help them 
with an office modernization plan by studying their 
requirements, making layouts, and suggesting the prop- 
er GF equipment. Sell the idea that outmoded equip- 
ment should be replaced with modern office tools—as 


an investment that will pay for itself in numerous ways. 







Increased production of metals will surely in the not 


too distant future permit us to meet both military and 

~ J 
civilian needs. When that time comes, more GI prod- oper ler 
ucts will be available. Then the plans made now will Super-Filer 


5-drawer Cabinet 


help your prospects buy GF metal business furniture Ne. $805L 


on an efficient and practical basis. The General Fire- 


proofing Company, Youngstown, Ohio. 


Mode Maker 


Mode-Maker 
Desk No. 1760F 





Comfort Master 


GENERAL Glodform 
FIREPROOFING PA 
= 


Foremost in Metal Business Furniture 
DEALERS THROUGHOUT THE WORLD 


THERE IS A COMPLETE LINE OF GF METAL FURNITURE — DESKS, TABLES, CHAIRS, FILES AND SHELVING 
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Lewis Joins Paper-Mate Pen Organization 
George J. Lewis, former director of sales for Flo-Balj” 

Pen Corporation, has joined the Frawley Corporation» 

makers of Paper-Mate pen, as vice-president in charge 





GEORGE LEWIS 





of sales. Mr. Lewis planned to greet his old firends at 
the NSOEA convention in Chicago. His new address is: 
The Frawley Corporation, 8948 National Blvd., Los An- 
geles 34, Calif. 








Tom Pulver Appointed by Al Cook Firm 
Tom Pulver is the new front-end manager for the! 
Al Cook Desk & Office Supply Company, 204 NW. 


- 


. 


1 Complete Customer 
Ny-WEby 7 Ven mel 


Protect Busi 
2 usiness 


REPUTATION 


3 Every Guarantee of 








FUTURE PROFITS TOM PULVER 
Remember .. 
M its! i : 
yer a. business! More Second St., Oklahoma City, Okla. He is in charge of 
good will! The sale of quality the stationery department. 
Darnell products assure continued Mr. Pulver has had 12 years of experience in the 
patronage. The Darnell name office supply business, this acquired with stationery 


firms in Oklahoma City and Tulsa.—EVH 





protects business prestige. Write 


for special dealer proposition. . Flo-Ball Pen Appoints Byron Nelson 

The Flo-Ball Pen Corporation of New York City 
and North Hollywood, Calif., recently announced the 
appointment of Byron Nelson as director of sales. Mr. | 
Nelson, a resident of Los Angeles, has had many years | 
of experience in the merchandising of pens and sim-} 
ilar items. Mr. Nelson will make his headquarters at 
the North Hollywood office of the company. 

H. L. Spivack, chief chemist of the Flo-Ball Pen 
Corporation, has been called to duty in the Armed} 
Services. Flo-Ball’s ink research program will continue 
under the direction of D. E. Gould, who has been} 
prominent in this field for many years. 





DARNELL CORP LTD 


LONG BEACH 4. CALIFORNIA Parker Pen Adds 12 New Account Managers 
Twelve new account managers have been added 
60 WALKER ST. NEW YORK 13.N Y the sales force of Parker Pen Company, these men 
assuming territorial posts in the company’s eastern, 
36 N. CLINTON CHICAGO 6 ILL midwestern, southern and western sales divisions. 

The new managers are R. L. Forsythe, Jr., L. J. x 
Arbo, Richard Hagemeir, M. L. Henderson, Paul Kellet, a, 4 
A. M. Mungo, J. V. Tussop, K. E. deMackiewicz, A. B . 
Ansley, David Costanzo, C. P. Berers and Bart Lincoll, 
Jr. The latter two have been with the company for} 
several years. 
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Model 
it = ’ 

Easier to use— 
and more accurate 
Positive, 
trouble-free feeding 


on all sizes and 
types of stock 


th 


[Hlann -... 


For over 30 years we have manufactured 


duplicating supplies and equipment to meet 
the requirements of practical operators. This 
is the line that was designed to make their job 
easier—a line that exemplifies the first com- 
prehensive effort to MODERNIZE office 
duplicating in more than a generation. 

All the Marr electric models and hand 
operated models are a boon to operators 
because they are cleaner, easier and more 
accurate . . . and because they will run a 
wider range of stocks. 

Weite fon lelovature 
YOU need one or more MARR models in your 
business . . . and MARR Duplicating 


Supplies will save you money, regardless 
of your present enor 


MARR DUPLICATOR GOM MPA : * 
a3 Park Place New York 7, 
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Dauasber 
Beller 
Cleaner 


pays tor itself 


Temi ul ae 
thanks to your savings 
in supplies 


ofste Mey el -iagelilele Mites 


No misses ... no doubles 


.no waste motion here’ 


This the operat 
chine—faster, cleans 
accurate and will hand 
wider range of paps 


facia Me tiela & 


ontinuous fee 
ad ng- losing ’ 
job No elielal. 
bles on any type 
c precision 
oMmalehialiel: Me Aci 


Flawless a 


Rotatir tencil butt 
permits removing ster 
their uninked, CLEAN |} 

n half the usual t 
Yes, this is an OPERATOR 
MACHINE 


Truly @ modern printshop 


right in your office 

















NEW 


r less money --- 


More quality ~ + Complete Line! 


America’s Most 


Atlaa 


FOLDING TABLES 











with revolutionary 
new “no-straddle” 
steel legs! 





Here it is—from the makers of the 
famous Foldaway Table .. . the new 
plywood-and-stee! folding table that’s 
engineered to give you more quality, 
durability and -convenience at lower 
prices! Quick, easy-folding operation of 
legs enables setting up or clearing of 
room in a few.minutes — saving time, 
work and storage space. 






—< 






STURDY TOP of 5-ply, %4” ply 
wood protected by smooth, 
rounded molding . has 
“Rock of Gibraltar’ steadiness! 


@ EXCLUSIVE NEW LEG placed for 
maximum comfort and leg 
room, made of one-inch, 16- 
gauge electrically-welded stee! 


MAKE Your 
OWN TABLEs | 












tubing baked enamel = 
finish . . .locks into position Legs o ie 
when opened! ately ane separ. 





y te attach 
or Masonite, 





e@ HOLDS 1500 pounds easily! to wood 












MADE IN 4 POPULAR SIZES 
Model 500: 30” x 96” top, 30° high 
Model 501: 30” x 72” top, 30” high 
Model 510: 60” round, 30” high 
Modei $11: 48” round, 30” high 

Also special orders any size 


Matching Benches available 
for Rectangular Tables 
* 


SEND FOR FOLDER 
AND PRICE LIST 


Dept. P - 43 N. Third St., Phila. 6, Pa. @ LOmbard 3-5405 
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Sherwin Appointed Royal Cashier in Detroit 

Eugene T. Quinn, assistant comptroller of Royaj 
Typewriter Company, Inc., recently announced the 
promotion of Robert H. Sherwin to the position of 





ROBERT H. SHERWIN 





cashier in Royal’s Detroit office. 

Mr. Sherwin, formerly assistant cashier at St. Louig 
Mo., came to Royal in 1947 as a clerk, and since that 
time has held the positions of credit manager and 
assistant cashier. 





Diebold Promotes Wilbur F. Cooper 


The appointment of Wilbur F. Cooper as assistant 
advertising manager of Diebold, Inc., was announced 
recently by W. K. Wilson, sales manager of the systems 
division. Mr. Cooper will assist J. J. Gutheinz, adver- 
tising manager, in the direction of the company’ 
advertising and sales promotion program. 

Mr. Cooper has been a member of the Diebold adver- 
tising department for the past four and one-half! 





IT 


WILBUR F. COOPER 





He served under General MacArthur in the} 


years. 
New Guinea and Philippine campaigns and went t& 
Japan with the first occupation troops as a liaison 
officer between Japanese Prefecture government and 











Allied military occupation personnel. ; 
Robben Joins Buschart Bros., Inc., St. Louis 
Leo B. Robben, formerly floor manager of a large} 


downtown St. Louis office supply house, has joined} 
Buschart Bros., Printing & Stationery Co., Inc., in that} 
city, where he will have complete charge of the — 
supply department as buyer and manager 
Mr. Robben’s ability in knowledge of the business is | 
not an overnight proposition. Starting as a stock boyy 
some 30 years ago, he learned the business from bottom} 
up, opening and checking shipments. From there he| 
went to “City Desk’ to familiarize himself with phones 
orders and customer delivery service. As a finishing} 
touch, he sold, both inside and on the street. ; 
During World War II, his advancement in the Army 
(after being drafted) from “buck private” to captall 
is an accomplishment in itself | 
In club activities he was both organizer and prese 
dent of the Young Printing Executives Club of st 
Louis. 
; 
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OF 


BATES QUALITY 


is an assurance of long life and customer satisfaction 


” 


All Bates products give lasting satisfac- 
tion and represent the highest standards. 


Backed by 60 years manufacturing experience. 
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No. 101 TOP 16x18” 
1-LEAF, either side. LEAF SIZE 16x9” 
Easy rolling casters. HEIGHT a 





No. 103 
TYPEWRITER TABLE 
Dome glides or 
smooth-rolling 
casters. 

TOP _..... 16x30” 
HEIGHT . 27” 
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No. 100 
CASTERS for easy 
quiet rolling. 
re 16x18” 
EE any 





No. 104 
TELEPHONE STAND 
Dome glides. 

TOP _.. 16x18” 
HEIGHT 30” 





Hi-Lo PEDAL TOUCH 


TYPEWRITER STAND 


a o 7 . . t 
Amazing new device makes raising, lowering | 
i 


really easy! Touch right pedal to raise—for | 
smooth, swift rolling. Touch left pedal to drop 


and lock into firm typing position. Construc: | 


tion: heavy gauge, welded furniture steel—set | 
up, ready to use. Two spacious, piano-hinged | 
side leaves steady, absolutely level 16x36" | 
working space. Four handsome finishes: walnut, | 
maple, gray, green. 


Other style METALSTANDS for every office use. | 


als Write today for illustrated circular showing com- 
a 


“. plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %- & 


7516 to 7524 STATE ROAD 
PHILADELPHIA 36, PENNSYLVANIA 
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Stanley Coe Heads New Corporation 


H. C. Berndt, president and general manager of the 
Berndt Printing Company since he organized the firm 
in Fond du Lac, Wis., October 1, 1919, recently an- 
nounced the sale of his interest in the corporation. 

Officers and directors of the new corporation are 
Stanley O. Coe, president and general manager; Lee 
LaFontaine, vice-president, and A. R. Poeschl, secre- 
tary-treasurer 

Mr. Coe became associated with the company on 
August 23, 1933, and was elected secretary-treasurer 
January 1, 1935. He has been actively engaged in man- 
aging the corporation’s business since the ill health 
of Mr. Berndt, three and one-half years ago. He is 
a member of NSOEA. 

The Berndt Printing Company is one of the largest 
and best equipped commercial printing establishments 
in the Fox River Valley. In addition to printing, the 
firm has equipped many offices of leading Fond du 
Lac concerns with furniture. 





Throop Heads Diebold’s Nashville Branch 


K. M. Throop, Jr., has been named branch man- 
ager of the office of Diebold, Inc., at Nashville, Tenn., 


K. M. THROOP, JR. 





W. K. Wilson, sales manager of the systems division, 
recently announced. 

Mr. Throop joined Diebold’s New York branch as a 
sales representative in 1946 and was made assistant 
branch manager in 1949. In his new position he will 
supervise all sales activities at the Nashville office. 





Ezyindex Expands Facilities, Moves 


The Ezyindex Products Company, a division of the 
Associated Cellulose Products Corporation, has ex- 


panded facilities in the production of items commonly 
used in visible index systems, and moved to larger 
quarters at 153-13 Northern Blvd., Flushing, N.Y. 

New equipment has been installed which, together 
with expanded space, will improve service facilities. 

The company will shortly begin distributon of a 
catalog announcing new items available to the in- 
dustry 





Benjamin Simon Recuperates at Hospital 


Benjamin Simon, president of S. N. A. Stationery 
Company, New York, N. Y., has been recuperating at 
Mt. Sinai Hospital after a recent operation. 


OF Doc Stork: 


Robert Reynell, Oxford Filing Supply Company, Inc., 
treasurer of the Great Lakes Travelers Club, and Mrs. 
Reynell are parents of a daughter Roberta Lee born 
August 24. Bob has a double date to remember because 
the Reynell daughter arrived on her mother’s birthday. 
There are now 3 R’s in the Reynell family—Roberta 
joining Roger and Ruthie. 
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SNAP’‘N PART 
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/ CARBON INTERLEAVED | 








If you need complicated carbon-interleaved forms of any 
size or combination of sizes to speed up distribution of infor- 
mation, cut down clerical errors, reduce your record-keeping 
costs . . . call on Federal! We design and print forms to 
solve your every business problem. 


Federal forms ore precision-printed on the fastest, most 
modern machines available. Federal service is prompt. Fed- 
eral prices are attractive. Ask us to quote on your next job. 


Some Federal Specialties: multiple carbon forms . . . 
carbon - interleaved state- 
ments... voucher and pay- 
roll checks . . . forms requir- 
ing spot carbon or die-cut 
carbon...business machine 
forms! 





AEOERAL 


business ProdUcls. me 9 Goro st. . NeW YORK 38 + CO 7-8950 
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Recommended 


. » il rice 
You will sell two staplers al 


for every one you sold y] 5 

before by stocking the . 
Universal Office Stapler 

because—its simplified 


Sold Through 
design gives top notch Dealers Only 
performance at lowest 

possible cost. 


ws 


a 


Pe tel 


AY 


xis a 
Check These Features a. 


Jot y 
ai 7 


: All steel excepting cap 

‘ Smooth, unfailing operation 

‘ Holds up to 100 staples 

‘ Penetrates up to 30 sheets of paper 


Write for Complete Details & Discounts 


Weight 4% oz 
Length 5% 


So Reach 3 YW, 
‘ Telephone Black Finish + 
ae Cee = 
itera ll 
~ yh, o mi: dee 3 Hep i . 


PRECISION STAPLE CORP. 


3 WAVERLY PLACE, NEW YORK 3, N. Y 
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Royal Names New Manager at Birmingham 
D. B. Starrett, vice-president in charge of sales for 

the Royal Typewriter Company, Inc., has announced 

that G. L. Snider, formerly a typewriter salesman at 








G. L. SNIDER 







Royal’s Washington office, will head the compan 
operations in Birmingham, Ala. 

Mr. Snider joined Royal’s Washington sales staff 
1946 where he was employed until his recent appoin 
ment. 





Kramer Appointed SoundScriber Distributor 


R. W. Davidson, vice-president and general mana 
of the SoundScriber Corporation, has announced 
appointment of Norman A. Kramer as distributor 
the company’s products in the Los Angeles, Califg 





NORMAN KRAMER 





area. His business is operated under the title of Dic- | 
tating & Recording Company, located at 621 S. LaBrea 
Ave., Los Angeles. : 

A native of Pennsylvania, Mr. Kramer has been 4as- j 
sociated with office equipment service and sales since | 
1929. He was Chicago manager for International Busi- 
ness Machines division for the past 10 years. 





George Stuart Opens New Showroom 


George Stuart, president of George Stuart, Inc, | 
Orlando, Fla., recently announced the opening of 4} 
new office furniture showroom and warehouse at 56 
E. Church St. 

The Stuart brothers point out that the complete line | 
of office furniture represents such makes as Shaw- j 
Walker, Myrtle Desk Company, High Point Bending 
Chair Company, Corey-Jamestown, Alma Desk Com-j| 
pany, Do/More Posture chairs as well as Shaw-Walker 
filing cabinets, Cosco posture chairs, Cole Steel filing 
cabinets and Taylor chairs. 

George Stuart Company recently completed seven 
major jobs in Orlando, installations that have required 
the finest office furniture and equipment. 

“We feel that we are now completely equipped 
handle the furnishing of any size office building in this 
area,” said George Stuart, “and with the opening of 
our new furniture warehouse and showroom we invilé 
its inspection by all prospective office equipment buys} 
ers.” —JL - 
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SMEAD’S 
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LETTER SIZE LII7A 
LEGAL SIZE LII9A 


ALSO CARRIED IN ALL POPULAR SIZES 
ALPHABETICAL, MONTHLY and DAILY 


THE 
Sy MANUFACTURING CO. INC., HASTINGS, MINNESOTA 


NO. 11-16-50 
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y HERE IT IS)! 
Smeadi SiBIECT FILE 


IDEAL FOR SCHOOL, COLLEGE 
AND GENERAL SUBJECT USE 





FLAT INSERTABLE 
CELLULOID TAB ON 
EACH PARTITION 









3 4°’ CLOTH 
RE-INFORCEMENT 





THE TAPE 









THIS FILE 1S 12°’ x 10” q 
WITH 5-1 4°’ EXPANSION 
cela 430 






GENUINE LEATHERETTE 
EMBOSSED SMEADFIBRE 








These printed inserts are furnished with each file. Agriculture, 
Art, Biology, Business, Chemistry, Economics, Engineering, Eng- 
lish, Geography, History, Languages, Literature, Mathematics, 
Psychology and Science and blank inserts for others. We also 
furnish plain inserts for general subject use. 














LIQUID DUPLICATOR 


Model No. L-47 
Complete with automatic paper feed 
and cover ONLY $244.50 plus tax, 

F.O.B. Chicago. ““Copy-rite” all 
steel cabinet as shown $49.50. 
Other “‘Copy-rite” models from 
$139.50 to $399.50 plus tax. 













_ 





DEALER ~ 
rite, there’s no Z 
sales pr m and no service 
problen ' They re easy to sell, 
and they y ‘sold’ !”’ bol 
Tat OFFICE GiRt 
| al “Our Copy-rite’s so easy to 
‘ operate, we use it for prac- 
{ tically everything . . . we get 
q the job done faster and get 
better copies as well.” 
OFFICE MANAGER Copy-rite Liquid Duplicators have 
ked at’em all! In ¢ : 
n Copy site offers ALL the features you need to meet 
the n ar for doliar 
nota eyeet « and beat competition. Write us for 





full facts on these profitable, fast 
moving Duplicators and the com- 
plete line of Rite-copy supplies. 


WOLBE aa DUPLICATOR & SUPPLY CO., 
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convention city of the world 


para a city that knows how and likes to entertain, beckons to NSOEA visitors from 
each of the 48 states and Canada. It’s a city that is host to more than 12 million vace 


tionists, tourists and convention visitors annually. 
To some conventioners Chicago means Van Gogh at the Art Institute, a ballet, a new 





fall outfit purchased at Field’s, a television broadcast or ‘South Pacific,” and breakfast in 


the hotel room. 
To others it means major league baseball, a stroll down Michigan Ave., a “night out" 


at a theatre or exciting restaurant, or just leisurely viewing of convention exhibits in the 
comfortable surroundings of the Stevens Hotel, world’s largest. 

There's something different about Chicago, everything and anything for the mos 
varied and far-reaching taste. Small wonder that it annually attracts some 880,000 con 
vention delegates. 

Situated in the heart of the Mississippi Valley, at the Crossroads of the Nation, Chi 
cago has the advantage of location in becoming host city to the United States. 





MAJESTIC SWEEP OF GRANT PARK AND MICHIGAN AVE. SKYLINE IN CHICAGO 
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‘offices make defense business possible” 


That's theme of 45th annual 


NSOEA convention at Stevens 


ENERAL THEME of the 45th annual convention 

of the National Stationery & Office Equipment 
Association convention at the Stevens Hotel in 
Chicago is to be one geared to the times—‘‘Offices 
Make Defense Business Possible.” 


The dates are September 22-27. 


Exhibits by some 280 manufacturers will open 
for the first time on a Saturday afternoon and eve- 
reach- 


ning. Thus the convention ‘comes of age,’ 
ing out to encompass two days of exhibit view- 
ing before the business sessions actually get un- 


derway 


Again utilizing the full facilities of the Stevens 
Hotel, the convention will sprawl through the 
world’s largest hostelry. It is the only one able 
to house the record number of exhibits and the 
business sessions besides providing rooms for a 
large portion of the visitors, all under one roof. 


Here, the convention will develop three phases 


of activity 
Outstanding speakers at business sessions. 


An exhibit portraying what is new in the in- 


dustry 


Varied entertainment during the hours not 


devoted to business and exhibits. 


Advance registrations indicate that this conven- 
tion will exceed even its illustrious predecessors in 
magnitude. In this, one of the most critical years 
in America’s economic history, more registrants 
than ever before will take advantage of the op- 
portunity of keeping abreast of the moving events 
that are shaping the business plans of the office 
equipment and office supply industry. 


Emphasis on the program will be placed largely 
on satisfying the industry's yearning for explana- 
tion of governmental rulings. To this end, two of 
the top NPA and OPS officials, Manly Fleischmann 
and Edward P. Morgan, have been invited to ap- 


pear on the program 


The three divisions of the NSOEA. —manufactur- 
ers, retailers and field members—all will have an 
opportunity to meet separately during the con- 
vention for discussion of mutual problems. These 
sessions, too, will be addressed by outstanding 
speakers and the dealers will have an opportunity 
'o hear about the latest governmental regulations 
@$ interpreted for them by General Manager Paul 
Burbank 
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CONVENTION LUXURY — Those who have never experienced the comfort 
and the exciting elegance of the Stevens Hotel have an inviting future at 
the NSOEA convention. The massive dignity of the staircase leading to the 
Grand Ballroom (top picture) and majestic Normandy Lounge are examples 
of whet The Stevens offers its guests. 
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EXECUTIVE STAFF 1950-1951: Officers who have 
helped the national association reach its highest 
point of achievement. 1. President Zac Smith, Zac 
Smith Stationery Co., Birmingham, Ala. 2. Vice- 
president, distributors’ division, Grant Howard, 
Howard & Stofft, Tucson, Ariz. 3. Vice-chairman, 
distributors’ division, Adrian Pembroke, Pembroke 
Co., Salt Lake City, Utah. 4. Vice-president, manu- 
facturers’ division, Harry L. Fellowes, Bankers Box 
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Co. 5. Vice-chairman, manufacturers’ division, 
Howard W. Gunlocke, W. H. Gunlocke Chair Co. 
6. Vice-president, field division, Russell E. Ragan, 
American Pad & Paper Co. 7. Vice-chairman, field 
division, Chet Williams, Yawman and Erbe Mfg. 
Co. 8. Treasurer C. A. Stott, Charles G. Stott & 
Co., Inc., Washington, D. C. 9. Paul Burbank, 
NSOEA general manager. 10. Rose Cushman, as- 
sistant to the general manager. 
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NSOEA comventionites 
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NSA _ Conventionites 
are welcome at the 
offices and factories 
of manufacturers lo- 
cated in Chicago and 
vicinity. Visitors are 
invited to take advan- 
tage of the opportu- 
nity to see the home 
offices of the com- 
panies with which 
they deal, as well as 
other firms. A hearty 
welcome will be given 
by those listed at 
right: 
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Ace Fastener Corp., 3415 N. Ashland Ave. 

All-Steel Equipment, Inc., (Avrora) Chicago Office..... 
American Evatype Corp., 751 Osterman Ave., Deerfield 
American Photo Laboratories, 28 N. Loomis Ave. 
American Photocopy Eqyip. Co., 2849 N. Clark. 
Associated Stationers Supply Co., 229 S. Jefferson St. 


Bankers Box Co., 720 S$. Dearborn St. 

Bankers & Merchants, Inc., 3229 N. Sheffield 
Barkley, C. L., & Co., 1220 W. Van Buren St. 
Bentson Mfg. Co., 652 N. Highland S$t., Aurora 

Big Joe Mfg. Co., 184 N. Franklin St. 

Borg-Erickson Corp., 469 E. Ohio St. 

Business Efficiency Aids, 7916 Lincoln Ave., Skokie 


Central Can Co., 2417 W. 19th St. 

Chicago Desk Pad Co., 9 N. Jefferson St. 

Chicago Specialties Mfg. Co., 2634 N. Laramie Ave. 
Codo Mfg. Corp., 564 W. Monroe St. 

Commercial Furniture Co., 2739 W. Chicago Ave. 
Compco Corp., 2251 W. St. Paul St. 

Cotterman, |. D., 4535 N. Ravenswood Ave. 


Dale Office Furniture, 61 W. Hubbard St. 
Dick, A. B., Co., 5700 W. Touhy Ave., Niles 
Doppelt, Charles, & Co., Inc., 2024 S$. Wabash Ave. 


Ellingsworth Mfg. Co., 200 S. Peoria St. 
Fastener, The, Corp., 860 W. Fletcher St. 
Fisher Pen Co., 757 W. Waveland Ave. 
Flexo International Corp., 3245 W. Lake St. 
Fox, George E., & Co., 1051 N. Throop 


Gits Molding Corp., 4600 W. Huron St. 
Gran-Adell Mfg. Co., 1846 W. Belmont Ave. 


Halverson Specialty Sales, 2819 W. Belmont 
Hanson Scale Co., 525 N. Ada St. 

Hedges Mfg. Co., 2931 S. Wentworth Ave. 
Heyer Corp., 1850 S. Kostner Ave. 


ideal School Supply Co., 8316 S. Birkoff St. 

Imperial Methods Co., 750 S. Circle Ave., Forest Park 
Ink Specialties Co., Inc., 523 N. Halsted St. 

International Cash Register Parts Co., 2810 W. Addison St. 


Johnson Chair Co., 4401 W. North Ave. 
La Salle Products Co., 2216 N. Clybourn Ave. 


Markilo Co., 3633 S$. Racine Ave. 

Marks Mfg. Co., 700 N. Carpenter St. 

Maso Steel Products, 81 W. Van Buren St. 
Mayfair Co., 315 N. Desplaines Ave. 
Miller-Bryant-Pierce Co., (Aurora) Chicago Office 
Mohawk Tablet Co., 1703 East End, Chicago Heights 


Neiman Loose Leaf & Bdry. Co., 1717 So. Halsted St. 


Pearson, G. S., Co., 711 $. Dearborn St. 
Pelouze Mfg. Co., 1218 Chicago Ave., Evanston 
Photo Materials Co., 334 N. Bell Ave. 
Print-O-Matic Co., Inc., Merchandise Mart Plaza 


Reliable Typewriter & Adding Mach. Co., 303 W. Monroe St. 
Rockwell-Barnes Co., 35 E. Wacker Dr. 

Rowles, E. W. A., Co., 4 N. Hickory St., Arlington Heights 
Royal Metal Mfg. Co., 175 N. Michigan Ave. 


Sell Corp., 500 S. Clinton St. 

Seng Co., 1450 N. Dayton St. 

Service Products Division, 3500 Oakton St., Skokie 
Shepherd, N. T., Chair Co., 1912 Main St., Melrose Park 
Shipman Ward Mfg. Co., 325 N. Wells 
Speed-O-Print Corp., 1801 W. Larchmont St. 


Technygraph Co., Techny, Ill. 
Topflight Products Co., Inc., 6224 S. Oakley Blvd. 
“Tops” Division American Paper Co., 107 N. Wacker Drive 


Vail Manufacturing Co., 900 E. 95th St. 

Vanguard Engineering & Mfg. Co., 53 West Jackson Bivd. 
Victor Adding Machine Co., 3900 N. Rockwell St. 
Vogel-Peterson Co., 624 S$. Michigan Ave. 


Weber Addressing Mach. Co., 200 W. Central, Mt. Prospect 
Weber Bros. Metal Works, 108 N. Jefferson St. 

Wells Chair Co., 725 S. LaSalle St. 

Wiggins, John B., Co., 638 S. Federal St. 

Wilson Jones Co., 3300 W. Franklin Bivd. 

Wolber Duplicator & Supply Co., 1201 W. Cortland St. 
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LAkeview 5-2400 
FRanklin 2-8122 
HAymarket 1-7925 
LAkeview 5-3600 
FRanklin 2-6760 


HArrison 7-3577 
Bittersweet 8-6234 
MOnroe 6-706! 
Avrora 9238 
ANdover 3-0191 
SUperior 7-8996 
IRving 8-3676 
MOnroe 6-2770 
RAndolph 6-4187 
TUxedo 9-3636 
CEntral 6-8704 
BRunswick 8-8149 
EVerglade 4-1000 
LOngbeach 1-5829 


Whitehall 4-6928 
ROdney 3-1900 
Victory 2-7340 


HAymarket 1-1721 
GRaceland 2-6112 
LAkeview 5-1414 
KEdzie 3-3255 
Dickens 2-1260 


MAnsfield 6-4146 
LAkeview 5-1628 


COrnelia 7-4727 
MOnroe 6-6585 
CAlumet 5-4246 
CRawford 7-0130 


TRiangle 4-8151 
AUstin 7-2152 
MOnroe 6-6187 


Independence 3-1776 


CApital 7-6600 
Lincoln 9-6373 
YArds 7-1140 


CHesapeake 3-1000 


WaAbash 2-7346 

CEntral 6-1937 
HArrison 7-7153 
WaAterfall 8-3341 


MOnroe 6-2505 


WEbster 9-5414 
BRiargate 4-2737 
TAylor 9-3033 
SUperior 7-9880 


CEntral 6-2786 
RAndolph 6-6830 
ENterprise 1099 
STate 2-5010 


WAbash 2-5365 
MOhawk 4-0920 
COrnelia 7-2600 
ESterbrook 8-1686 
DElaware 7-1090 
GRaceland 7-2000 


IRving 8-8238 
WAlbrook 5-7100 
Financial 6-4555 


REgent 4-1810 
HArrison 7-1675 
KEystone 9-8210 
WAbash 2-0318 


ENterprise 1241 
RAndolph 6-2187 
HArrison 7-1100 
HArrison 7-7828 
VAn Buren 6-7400 
Diversey 8-2711 





Kock a File 


Wood Furniture 


Patents Pending 


For the modern office setting a new concept of attrac- 
tive appearance plus maximum utility and flexibility 
is made possible by Rock-a-File Modular Wood Furni- 
ture. Smart design in the modern tempo, combined 
with unitized construction, allows the Rock-a-File 
Modular components—desk, storage cabinet, waste- 
basket, telephone section, file cabinet, drawer sec- 
tion, typewriter shelf and bookcase—to be set up in 
various combinations as a complete and harmonious 
furniture layout. Combinations designed to suit the 
needs and tastes of every individual whether 
executive, stenographer or clerk, are readily 


For complete details, write today for catalog and price list. 


INNO] D) UILEVAN ER) 


arranged with Rock-a-File Modular Wood Furniture. 


Rock-a-File Modular Wood Furniture consists of 
desk, corner cabinet and two basic units—desk base 
unit and alternate unit with choice of components. 
Solid core, quarter sawed, genuine walnut veneer on 
hardwood base is used throughout with tongue-and- 
groove construction. All exposed edges are banded. 
Solid walnut handles on doors and drawers. Desk 
drawers fitted with lock having two keys. File cabinet 
is popular Rock-a-File, side-opening compartment 
type, all-steel interior construction. 


Th 
KWELL-BARNES co 


; 
¢ to t r€ Statsone’ since 19° 
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Home ‘ 
Students 
Teachers 





A LINE OF BETTER __ 
STAPLERS : 


DEMONSTRATION BRINGS | fy 
INSTANT PREFERENCE kj 


ers have met with a sensa- 
ption by the trade and by 
This line of Staplers is built 
v idea of simplicity in opera- 
ness of action and depend- 
rformance. 
rs embody distinctive feat- 
truction and design that gain 
nterest upon demonstration 
easy, profitable sales. 


se standard size staples. 


For Full Information 


Ask for Circular 01274 Gatum) Staples assure smooth operation, prevent jamming. 
Made of 100% round wire for extra penetrating power. 





WILSON JONES Co. 


RK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
Street 26 Blackstone Street 3300 Franklin Bivd 816 Locust Street 246 First Swen, 


Main Plants at CHICAGO and ELIZABETH, N. J. 
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RECORD STORAGE BOXES 
anticipate your needs now! 


Because of the tremenaous 

demand, we urge you to review your stock 
and place orders now. For 33 years, 
LIBERTY BOXES have led the field in sales. 
They combine efficiency and economy 

with their (1) triple thick bottoms, 

(2) dust-proof overlapping tops, and (3 
simple spill-proof closures. 25 stock 

sizes for every record storage 

purpose. Carton packed for 


: 


space saving and easy 


delivery. 





double your sales— 
double customer satisfaction’ 


es NELLBOTH! 





re 


JOLY 
TRADE MARK 


assemble quickly without tools! 


NO NAILS 
NO SCREWS 


Completely prefabricated, the 

sturdy pine frames (*4"x1%4") go together 
with factory applied hardware, simply and 
quickly. Starter units (84” high, 42” 

wide, 24” deep) are movable . . . and can be 
extended to double size with only 2 corner 
posts. Cross members lock to starter 

unit. Delivered knocked down .. . 

carton packed. Easy to stock, 

easy to sell! Immediate delivery. 








=“ BANKERS BOX COMPANY 


Established i] 
1918 
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\PEED-O-P RINT World's Finest Duplicating Equipment 


y 















sPEED-0- Sa LIBERATOR MODEL 200 
CABINET = 


ideal base for Front Paper Stops 


ieolteste Guarantees Hairline 
any Guptic . : ri . . 
ies qovee . . Registration 
steel. Measures 4 Each sheet prints 
—height, 31 in ‘- in the same posi- 
idth, 26 in : , tion making it 
—" , ideal for system 
depth, 16 in. forms kept in du- 
; plicate. Open cyl- 
$575° — YZ inder, automatic 
. < brush inking. Re- 
produces postcard 
to legal size. 
(Plus Excise Tax) HI 
| ' 


STENCIL FILE LIBERATOR MODEL 100 


= CABINET eapinitihiien 


Keeps stencils Postcard to 
fresh, ready for re- Legal Size 


runs. Measures — 
23% x 21%x 11% 
in. Complete with Accurate regis- 
50 stencil hangers. tration. Automat- 
ic roller release WHR 
itil 


$3950 assures perfect, y ‘ : WH 
clean copies. Be ; «Se ia ie NH WT 
Open cylinder, / . ae HT 


hand brush ink- a ‘ ee a 
ing. pidge De tas 


(Plus Excise Tax) MW 


lS 
p> 


tor for restau- *, HI 
DELUXE MODEL rants, hotels, ' Ae } a * i}! 
SPEED-O-SCOPE  pc13.\o%.: - ) : ww . 


, . . oducin esi ; l| 
4 adjustable legs tilt scope in = S “is . | ) 995° | 

menus, post- =a yf | 

~ 3 st , i 


all desirable working posi- cards, sale 
tions. Molded one piece tags. : (Plus Excise Tax) | 


bakelite chassis. WT] 


$44q*° THE MODEL 










LIBERATOR MODEL 50 


Reproduces Postcard 

(3 x 5in.) To 

Menu Size ~~ . 

(6 x 9 in.) Ls 
~ 


~ 


wen 


[ 
2 














ideal duplico- 





ECONOMY MODEL SPEED-0-scope feProduces 


Legal Size 


One piece bakelite chassis. 


Translucent white glass World’s ovtstand- 


writing bed diffuses the ing low priced 
duplicator. Effi- 
cient, easy to oper- 


50 ate with minimum 
$29 number of adjust- 


ments. a) / s 
| ! i | 


light evenly. 






| 
| 
Hill 








NI off a 


Hin 


i} Hi Hy WH 




















SPEED-O-PRINT CORP. - 1801 W. Larchmont Ave. - Chicago 13, Ill. 


SPEED-O PRINT CANADA LTD. « 77 ST. CATHERINE ST... WEST +» MONTREAL, CANADA 


SPEED-O-PRINT Presents the World's Fine 


DUPLICATING INKS AND STENCIL 


SOVEREIGN 


STENCILS (NK 


No. 850, No. 851, No. 84, WIDE No. 100, NARROW 
LEGAL LETTER MOUTH, 1 LB. MOUTH, 1 LB. 


3, $3, OR ‘2 LB. CANS = OR ‘2 LB. CANS 
= = $2.50 18. 


—mT TT 
| 

























| | | World's Finest Quality 
me i NEW SOVEREIGN FAST DRYING INK ' 


No. 50W—1 LB. WIDE MOUTH CAN $2 50 

No. 50N—1 LB. NARROW MOUTH CAN e 

Will not smudge or rub off. Dries in a jiffy. LB. iN 
Mi Perfect for use under all climatic conditions. | | 
Wn’ Ni se ino closed cylinder 




















My ll 
—— 4 


_ THRIFT QUALITY 








. STENCILS ‘NK 
see yc, No. 550, No. 551, No. 95, WIDE 
ee eS 24. Cy? wed 25 
a QUIRE QUIRE : 





HINO 
“LARC H MONT = 








ea" stenciis | Douste” = XE 

No. 48, LEGAL INK Pe sa a | 

aot $2 1§ QUIRE MOUTH 1 LB. CAN Double | 
: $1.00 












SOLD IN TWO QUIRE SOLD IN 2 LB. 


INK | 
PACKAGES ONLY PACKAGES ONLY . oe = 







SPEED-O-PRINT CORP. - 1801 W. Larchmont Ave. + Chicago 13, | Miia 


SPEED-O-PRINT CANADA LTD. e 77 ST. CATHERINE ST., WEST « MONTREAL, CAN 


. 





Welcome 
Stationors! 
To the officers and members of N.S.O.E.A. 


Cy again, it is our pleasure 


to extend greetings to everyone attending the 4 


EN EOE TR 





45th Convention of the National Stationers’ AE 


and Office Equipment Association. 


| 





YiLL MANUFACTURING coe 


0 















The popularity of MONARCH BRAND Paper Fastening Devices is 
securely based on a lifetime of successful performance. Today we 
face many problems created by the National Armament Program 
but the problem that gives us the greatest concern is that of main- 
taining the Vail standard of service under the existing trying con- 
ditions. Nevertheless, we want to assure the trade we have con- } 
: erved in the past that the unequalled facilities of the great, Be S) : 
lq nodern Vail plant pictured above, are functioning at the top speed AN vA 
permitted by reduced allocation of raw materials and Government SY y, ~ 


regulated production. 





J The Most Complete Line of High Quality Desk and Industrial 
) Staples on Earth. 








) VAIL MANUFACTURING COMPARY 


900 EAST 95TH STREET CHICAGO 19, ILLINOIS 
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Who wouldn’t be pleased 
when you show him a 











a - = 
like this one ...? 
And is it any wonder . . ! Here’s a chair that'll give any customer 
everything he could ask for in a good comfortable office chair. 
Show him one of these 41736 Johnson Executive Posture Chairs, and 
he’ll quickly appreciate its smart, business-like design. He'll see those 
dozens of marks of highest quality materials and traditionally fine 
craftsmanship. Watch him as he examines the wide-set arms, the thick 
buoyant cushions, the famous 4-way adjustments and it’s easy noise- 
free action . . . all important features that spell hours of deep, satis- 
fying comfort day after day. 
And then, invite him to try this Johnson Chair “for size.”” Ask him to 
relax and settle back. It’s then that you'll see that big broad smile of 


deep satisfaction come over him . . . a smile that says, “I'll take this 


one!” 
Selling JOHNSON CHAIRS is just that easy. Beauty, quality and 
design attracts the attention... honest-to-goodness comfort does the 


actual job of selling. A JOHNSON CHAIR gives your customer all 
this .. . and more. JOHNSON CHAIRS can do the same for you. 


- 4401 West North Avenue 
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No. 1736 EXECUTIVE POSTURE CHAIR 





No. 1493LL 
MATCHING SIDE ARM CHAIR 


LET US SHOW YOU how John- 
son Chairs can be an important 
part of your business. Learn, 
first hand, the profitable oppor- 
tunities awaiting every office 
equipment dealer with the John- 
son Chair Line. Write, today, 


for complete new catalog. 


JOHNSON CHAIR COMPANY 


Chicago 39, Illinois 














OF 
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VOLUME SALES 
BIGGER PROFITS = 


ply Business 





And Repeat SuP 






APEco 


¢ Nationally Advertised! 


¢ Today’s Greatest 
Duplicator Value! 

























PUPLICATOR 


list price $3 450 


Plus Fed 


Complete wine 


Suppli ies 





At $84.50—this new modern streamlined 

Apeco spirit duplicator—is by far America’s 
greatest duplicator value—offering more dollar 

for dollar value than any duplicator on the market. 
Prints up to 5 colors at once—from postcards to 


Ld 


8," x 14”—making up to 300 copies from one 





master. Apeco dealers have had outstanding success 
in selling this Speedliner against all competition. 
Continuous national advertising has created wide- 
spread acceptance for the Speedliner, plus many 
valuable leads. A full-line of attractively packaged 
accessories provides a profitable flow of repeat 


business 


DEALERS WANTED 
Territories Still Available 


There are a limited number of Speedliner dealerships still 
open. Contact us immediately—for available territory— 
and full details of the liberal Speedliner franchise. 


See the APECO SPEEDLINER Duplicator 


NATIONAL STATIONERY & OFFICE EQUIPMENT SHOW 
Stevens Hotel, Chicago * Sept. 22 to 26 * Booth No. 309 


American PHOTOCOPY EQUIPMENT Company 


2849 North Clark Street Chicago 14, Illinois 






OU ing 
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... light 
practical 
compact 














© Guaranteed accurate within \% of 
1% at every point on the dial 


This Better Parcel Post Scale 
Saves Time and Postage 


Borg has streamlined the parcel post scale to minimum size and 














maximum efficiency. Only 8”x10", and 2” high (fits in a drawer). 
Weighs only 5 lbs. (pick it up with two fingers). You can take the 








scale to the work, thus avoid moving heavy packages. Gives exact* 








weight every time (to 50 lbs.) —no overstamping to be “sure.” Fast 
dial speeds weighing, always returns to zero. ) 
Shows both weight and postage in one “window’’—no confusion. 
If bulky parcel covers dial, handy lock retains weight for later 
reading. Guaranteed for life under a Service Warranty. Hand- 
somely finished in Office Gray. Ideal for both small offices (so 
cee SO weight compact) ... and for large shippers (so quick and convenient). . ! 


and postage at a glance. 
(Above, abous $4 actual size) Retails at $12.50 (Denver west, 50¢ higher). At your stationer—or 
write for name of nearest dealer. Borg-Erickson Corp., Chicago 11. 





NO OTHER SCALE 1S MADE LIKE A 














154 OFFICE APPLIANCES, October, 1951 0! 

















a 









WORLD'S FINEST STAPLING EQUIPMENT 


CELINER'S colorful, gleaming beauty, and the sales- 


catching appeal of its package, make this the stand- 
out profit maker wherever fine Staplers are sold! It’s no 
trick at all to convince customers that here is, indeed, 
the ONE BEST and most useful Stapling Machine ever 


built for the ACELINER staples, pins, tacks and hand- 
fastens. Better still, it will perform these four essential 
functions day after day, year in and year out, with unfail- 








ing mechanical precision. 

Fitting companions to this hard working beauty are 

ACELINER stronger Staples and the ACE Staple Remover. 

Dealers invariably wrap up both with every Stapler sale. 

If you don’t have a complete stock of ACELINERS in all 

colors Black, Brown, and Red. . better tell us to start 

a shipment on the way to you soon. Include a goodly Here you see evidence of the versatile ACELINER'S efficient 
supply of the other fine ACE Staplers as well as ACE design and construction. Head is swung back from the base, 
Staples and Staple Removers. Ask for some display mate- staple magazine is opened, the staple tension spring rod is 


pulled out as for as it will go, in position for reloading a 


rial and literature too! 
fresh clip of Ace Staples. 


THROUGH DEALERS EXCLUSIVELY 


oe Deewe-nettee: 






ACE STANDARD ACE scour ACE CLIPPER ACE STAPLES 













ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 13 


IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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FOLGER FELLOWES 
General Co-chairman 





JACK ASTHALTER 
Banquet Co-chairman 





GORDON KICKELS 
Exhibits Co-chairman 
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RALPH MAISH 
General Chairman 





TOM GILLICE 


Banquet Chairman 





DON SHARPE 
Exhibits Chairman 





KEN RIESTER 
Entertainment Co-chairman 





RUSSELL RAGAN 


Reception Co-chairman 


CLARENCE REYNOLDS 
Reception Chairman 





ED MANNING 
Prizes Chairman 





BENNY ALLEN 
Entertainment Chairman 


BREWSTER TOWNE 
Prizes Co-chairman 
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1957 convention committees 


Names of chairmen and co-chairmen who are pictured 
are not listed in the columns, which name only the 
members of the many committees. 


Banquet 


Ed Hooper, Stuart-Hooper Co.; Harry Nichols, 
Weis Mfg. Cc Horry Morton, Indianapolis 
Office Supply Indianapolis, Ind.; B. J 
Powell, A. W. Faber-Castell Pencil Co.; William 
Wintrich, Acco Products, Inc.; Eugene V. Crone, 


Business Equipment Co., Peoria, Ill. 
Prizes 
Frank Giunt tility Supply Co., Chicago 


John Henn, Joseph Dixon Crucible Co.; Clark 
Roland, Marshall-Jackson Co., Chicago; Al 
Skibbe, Boorum & Pease Co.; Herb Walsh, 
Ace Fastener 


Entertainment 


Roy Hansen Globe-Wernicke Co.; Bert 
Hollin, B. H. Hal & Assoc., Chicago; Wil- 
liam Harchow, H. H. West Co., Milwaukee, 


Wis.; Floyd Kongsvik, Curtis 1000, Inc.; Gus 
Lipp, W. H. Kistler Stationery Co., Denver, 
Colo.; Jack Luke, Sengbusch Self-Closing Ink 
stand Co John Spellman, A. B. Dick Co.; 


Haywood Office Supply & 
Lafayette, Ind.; Jess Sutton, 


Harold Wilson 
Stationery Store 


Woodbury Book Danville, Ill 
Reception 

All NSOEA governors, travelers and sta 
tionery club presidents G. J. Aigner, G. J 
Aigner Co.; Jack Berry, The Globe-Wernicke 


Co.; Dwight Briggs, The Sun Rubber Co.; F. H 
S. Webster Co Paul Cheney, 


Caswell, F 





Southworth Co.; Dan Consodine, Fred Deutsch, 
John Dwyer and Marion Follin, all manufac- 
tures’ representatives; John Gilbert, OFFICE 
APPLIANCES, S. L. Griebel, Yawman and Erbe 
Mfg. Co.; Ray Hammond, National Blank Book 
Co.; Guy Hart, Joseph Dixon Crucible Co.; 
Charles Hucke, manufacturers’ representative; 
Cort Horr, Associated Stationers Supply Co.; 
George Long, manufacturers’ representative; 
D. A. MacDougall, Stationers Loose Leaf Co.; 
Bill Maish, Blaisdell Pencil Co.; C. H. Malody, 
National Blank Book Co.; Ralph Maneval, 
A. W. Faber-Castell Pencil Co.; H. S. Morgan, 
National Blank Book Co.; Art Pfister, Smead 
Mfg. Co.; W. M. Pickering, Eberhard Faber 
Pencil Co.; A. F. Sengbusch, Sengbusch Self- 
Closing Inkstand Co.; Fred Schaefer, Sanford 
Ink Co.; W. H. Small, Johnson Chair Co.; Chet 
Williams, Yawman and Erbe Mfg. Co.; Walter 
Wagner, University of Chicago Bookstore. 


Ladies Hospitality 


Mrs. J. Grant Howard, chairman; Mrs. Paul 
E. Burbank, co-chairman. 


Exhibit Hall 


Alwin Aigner, G. J. Aigner Co.; Sam Arm- 
strong, Columbia Ribbon & Carbon Mfg. Co.; 
Harold Blum, Esterbrook Pen Co.; Jim Bradley, 
Higgins Ink Co.; Elmer Beck, Wilson Jones Co.; 
Norman Bickel, Sanford Ink Co.; Earl Collins, 
Rockwell Barnes Co.; Ron Douglass, W. H. 
Gunlocke Chair Co.; Frank Graham, Bates Mfg 
Co.; Harry Hoffman, Industrial Tape Corp.; 





George Huber, Boorum & Pease Co.; Arthur 
Jansky, The Carter’s Ink Co.; Bob Kane, Rich- 
ard Best Pencil Co.; Al Feightner, Blaisdell 
Pencil Co.; Ed Kraft, National Blank Book Co.; 
Williom Kane, Oxford Filing Supply Co.; John 
Krueger, F. S. Webster Co.; Frank Lazowski, 
Automatic Pencil Sharpener Co. Hy Linden, 
Ace Fastener Corp.; Wes MontPas, Acco Prod- 
ucts, Inc.; Wayne Mitchell, Hodgman Rubber 
Co.; W. A. MecNichols, Amberg File & Index 
Co.; T. K. Nickerson, White & Wyckoff Mfg. 
Co.; Bob Overend, Eagle Pencil Co.; Harold 
Reinke, Harold P. Reinke & Associates; Len 
Schneider, The Globe-Wernicke Co.; Neil Short, 
Columbian Art Works, Inc.; Dick Singer, Cooke 
& Cobb Co.; Dick Steding, Wallace Pencil Co.; 
Walter Wachs, Stationers Loose Leaf Co.; 
Stuart Winslow, Whiting Paper Co. 


Publicity 

Merrill Hasty, Sengbusch Self-Closing Ink- 
stand Co.; Dave Nevhaus, manufacturers’ rep- 
resentative; A. J. Nordstrom, Smead Mfg. Co.; 
A. J. Peters, Horder’s, Inc., Chicago; Harry 
Venet, Reyburn Mfg. Co. 


Golf 


Ray Achtner, Office Stationery & Equipment 
Co., Chicago; Roscoe Benge, Codo Mfg. Co.; 
Harron Dobey, Parker Pen Co.; Ray J. Eichen- 
laub, Service Steel Products Corp.; Ken Hender- 
son, The Carter's Ink Co.; Elmer Krumwiede, 
Elmer Krumwiede & Associotes; Bill Lipner, 
(Turn to page 169, please) 





JOHN SMYTHE 
Publicity Co-chairman 


WALTER LENNARTSON 
Publicity Chairman 


HARRON DOBEY 


Hotel Co-chairman 


BOB REYNELL 


Hotel Chair 





AUSTIN WATERBURY 
Ladies’ Entertainment 
Co-chairman 


GLENN CHAMBERS 
Ladies’ Entertainment 
Chairman 


HARRY BALCH 
Golf Cha rman 


BILL BOYD 
Golf Co-chairman 
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HANDSOME 7S 
AND HANDY! 


PRINT-O-STAMP saves hours and dollars in ad- PRINT-O-STAMP, the newest type of mimeo process 
dressing gummed labels in quantity. Makes im- hand stamp, is making sales and profit history! 
prints, special headings, check endorsements, in- It works fast, the ink dries fast, won’t smear, it’s 
structions, memos, etc. PRINT-O-STAMP can waterproof . . . quick, easy, inexpensive. Just 
make any kind of stamp at amazing low cost to type stencil, snap on, and it’s ready to print 
your customers . . . at sensational profit to you! on anything! 





Beautifully Packaged in Self-Selling Carton . 


Qreecal 


INTRODUCTORY OFFER! 





A complete PRINT-O- ae 
STAMP kit, inked and Distributed exclusively by the 
ready for use, with all Manufacturers of the famous 


PRINT-O-MATIC AUTOMATIC CARD-SIZE DUPLICATOR 


accessories . . . stencils, 
ink, brush, stylus, writing 
plate... included FREE 
in an attractive, colorful, 
self-selling counter dis- 
play with order for first 
12 PRINT-O-STAMPS 
... Sells on sight wherever 


GET FACTS on library of pre- 





cut PRINT-O-STAMP stencils displayed.- People stop, 
. . TT pet to fit look, try it, buy it. Call 
most any need. Low retail price, . . 
high mark-up... qnethar sousee your Jobber, or write 
of PROFIT for you! direct, NOW! 
\ 
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CARBON 
PAPERS 


INKED RIBBONS 


HECTOGRAPH SUPPLIES 


CARBONS * MASTER UNITS © RIBBONS * DUPLICATING 
FLUID * HAND-CLEAN CREAM * CORRECTION PENCILS 


Welcome to the 45th 
NSOEA CONVENTION 


Stevens Hotel « September 22nd-27th 





be sure to visit ... 


CODO Booth No. 116 





Selelewee Vitel Micl iii ]2 a0 te 4). icmp t 113i 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


Factory: Coraopolis, Pa. \ ’ omnes 
See” 

270 Lafayette St. 

New York 12, N.Y. 


564 W. Monroe St. 
Chicago 6, Hl. 


401 Wood St. 
Pittsburgh 22, Pa. 
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Full keyboard 
odds 9,999.99 
Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
39, 99 


Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 


9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 

YOU ADD... a line of adding machines which 


offers your customers a choice of full key or 10 key 
keyboards. 


FOR MORE INFORMATION ON THIS 

PROFIT-MAKING OPPORTUNITY 

WRITE, WIRE OR CALL TODAY! 
VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 


World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 






- -_ — ee ee ee ee ee ee ee ce eee ™— 
VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. O. A.- 10-51 
| 
| | am interested in the new Victor Champion line of adding machines. 
Please send details to: | 
| Nome :... . | 
j Address : | 
| City: State : 
, Territory where | am now selling: | 


be caw can cain etn eh et eth enlld ells tenella lr 
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and crafts- 


20 years of experience 


manship lie behind every Duo-Tang 






















cover. Quality like this is what 





customers look for and buy. Each 


binder or box of binders is value- 
packed merchandise that 
gets talked about and 


bought and all profit- 


packed ror vou 
Duo-lTang covers come 


in a varietv of stvles for 


Ld 


sheet size 11” x 8% 


1-13-34 be wale) Ty pes for every req ulre- 


oe 14 Je) eo 
* CATALOGS 
* PRICE LISTS —5 grades of 
* PROPOSALS 
* BRIEFS 

* SURVEYS 


ment—42 different colors 
material. 
Custom-built quality 
binders, at production 
line cost, for out-of-the- 
ordinary jobs, too 

Send today for your copy of the 


Duo-Tang catalog 


complete line to stock your shelves. 


OUR ROOM AT 


visit NVENTION 


NATIONAL STATIONERS CO 
N * 


and select the 


Hingwrth 


MFG. CO. ~~ 


200 So. Peoria Street, Chicago 7, Illinois 
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POSTAL SCALES 


i i iling 
mplete line of office mai 
” i a the market today. 


Four models — Capacities 2 Ibs. to 50 tbs. 


a _ y, 





Model 1546 


A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 


merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3”. 
Dimensions overall 51/2" x 
2%" x 62". Packed one 

to a carton. Shipping 

weight, 11% Ibs. 


sare 


<1] 
: 





ghee 
sssacs 


= 


= 


Model 1509 


The postal scale for 
average office use. Ca- 
pacity 5 Ibs. by 4% 
ounce. Computes 
postage for airmail, 
first class and mer- 




















chandise up to 4 Ibs. 
Dial 6/2", glass covered. 
Platform 51/2” square. 
Dimensions overall 62" x 
62" x 9V2"'. Packed one 
to a carton. Shipping 
weight, 5 Ibs. 





Model 1530 == 


Parcel Post Scale. Capac- 
ity 25 lbs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 61/2", glass covered. 
Platform 51/2" square. 
Dimensions overall 61/2” 
x 62" x 92". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 


Model 1515 


Parcel Post Scale. - aud 
Capacity 50 Ibs. by hei aon “O80RAR 
2 ounces. Computes : Aisa) 
postage for merchan- 
dise up to 50 Ibs. 
for all postal zones. 
Dial 8°’, glass covered. 
Platform 7" square. 
Dimensions overall 

8” x 7a" x 10”. 
Packed one to a carton. 
Shipping weight, 82 Ibs. 1515 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 22, Illinois 
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FROM THE ORIGINATORS OF 
HOMOGENIZED DUPLICATING 
INKS, AN EXCELLENT NEW 
INK IN A STRIKING NEW 


TRANSLUCENT 


PLASTIC 








ALL THE COPY 
ALL THE TIME 
WITH DRI-RITE 
INK IN PLASTIC 


DRI-RITE INK IS 
GUARANTEED AS 
LISTED BELOW 


NO SLIP SHEET- 
ING ON ANY 
MIMEO BOND 
STOCK. 


FOR OPEN OR 
CLOSED CYLIN- 
DERS. 

WILL NOT DE- 

STROY STENCILS 
CLOG THE PAD 
OR HARDEN 

IN THE DRUM 


DRI-RITE BLACK 
INK IS AVAIL- 
ABLE IN EITHER 
THE PLASTIC, 8 
OUNCE BOTTLE 
OR THE REGU- 
LAR POUND 
SIZE CAN 


THE SQUEEZE-IT 
BOTTLE IS 
AVAILABLE WITH 
FOUR CANODE 
PRODUCTS, 
RAPID DRY RED 
BLUE AND 
GREEN, AND 
DRI-RITE BLACK 


DRI-RITE 
BLACK 


Duplicating 
INK 


FOR MORE COM- 
PLETE INFORMA- 
TION ON DRi- 
RITE BLACK 


WRITE TO 


INK SPECIALTIES 
CO. INC. 


523 N. Halsted St 
Chicago 22, Ill 


Manufactured 
SPECIALTIES 


IN CANADA 


WRITE 
CARBON PAPER 
SERVICE 
BUREAU 
94 ADELAIDE ST 
WEST, 
TORONTO 
CANADA 


1951 
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SQUEEZE (T 


PACKAGE. 








LET'S GET 
PERSONAL! 


Correspondence Problems Licked 


with Auto-typist 


OPERATES 
ALL 
TYPEWRITERS 
MANUAL OR 
ELECTRIC 


One girl with Auto-typist equipment can turn 
out as many as 500 individually typed letters 
in one day. Here is certainly the answer to the 
steno shortage and your correspondence prob- 
lems. Personalized fill-ins are typed manually; 
then, with a press of the button, Auto-typist 
takes over, typing automatically faster than hu- 
man fingers can fly. The same typewriter is 
used throughout so there’s no problem of match- 
ing ribbons, etc. big money-saver for all 
routine correspondence, sales letters, answers 
to inquiries, etc, 


The easto-ty ist 


GET THE FACTS . . . MAIL COUPON TODAY 


AMERICAN AUTOMATIC TYPEWRITER COMPANY 
Dept. 710, 614 N. Carpenter St., Chicago 22, Ill. 
Please send us free booklet on ‘How To Use the Avto-typist 
Nome 


Firm 


Address 








> 











exhibitors at 15th annual 
products exposition 


N ENTIRELY NEW schedule of exhibit 
hours has been developed for this 
feature of the 45th Annual Convention of 
the National Stationery & Office Equip- 
ment Association September 22-27 at the 
Stevens Hotel in Chicago. 

This should provide the dealers with 
more productive hours during which they 
may talk to their manufacturing suppliers 
and inspect the new products being placed 
on the market. 

As an innovation designed to meet the 
requirements of many arriving in Chicago 
in advance of the convention period, the 
doors of the exhibit areas will be opened 
on Saturday, September 22, at | p.m. 
Thus the NSOEA convention, which not so 
many years ago opened on a Monday, 
and later encompassed Sunday afternoon 


and evening, in reality adds an extra day. 
On Saturday until 9 o'clock in the eve- 
ning, there will be a complete and unin- 
terrupted period in which visitors can 
spend industry-profitable hours in the ex- 
hibit halls. 
The complete schedule of exhibit hours 


Saturday, September 22—1 P.M. to 9 
P.M. 

Sunday, September 23—1 P.M. to 9 P.M. 

Monday, September 24—2 P.M. to 9 P.M. 

Tuesday, September 25—5 P.M. to 9 P.M. 

Wednesday, September 26—12 Noon to 
6 P.M. 

The response of manufacturers to this 
year’s exhibit is reported greater than 
ever before, taking each available square 
foot of exhibit space 


Once again, exhibit booths will occupy 
the basement level of the hotel, the third 
floor of the hotel and rooms of the fifth 
floor. 

To insure dealers more opportunity of 
talking with their manufacturers, the Asso- 
ciation has announced plans for screening 
people entering the display areas. As 
always, delegates registered for the full 
convention will have access to the exhibit 
areas without further charge at all sched. 
uled hours. 

Visitors who spend only part of their 
time at the convention and who previously 
have taken advantage of the open doors 
of the exhibit areas, will this year be 
directed to the registration booth where a 
charge for daily admission to the exhibit 
will be made. 





Acco Products, Inc., Ogdensburg, 


ee 128 
Ace Fastener Corp., Chicago 99 
Acme Visible Records, Inc., 

Crozet, Va. ...... 38 
Aigner, G. J., Co., Chicago 501 
All-Luminum Products, 

Philadelphia 368, 369 


All-Steel Equip. Co., Inc., Aurora, IIl...512A 
Allied Carbon & Ribbon Mfg. Co., 
4 Se 132 
Alma Desk Co., High Point, N. C. 
ianiesiselieesind 504A, 505A, 507A 
Aluminum Seating Corp., Akron 521A 
Amberg File & Index Co., Kankakee, 


ee Se 138 
American Carbon Paper Mfg. Co., 

Inc., Ennis, Tex....... C-15 
American, The, Crayon Co., Sandusky, 

Ohio 106 
American Latex Products Corp., 

Hawthorne, Calif. 315 
American Lead Pencil Co., Hoboken, 

ot 121 
American Map Co., Inc., N. Y. C. 536, 
American Pad & Paper Co., Holyoke, 

Mass. 54 
American Photocopy Equip. Co., 

Chicago 309 
American Stencil Mfg. Co., Denver, 

Colo. f 74 
Arnot & Co., Inc., Baltimore 300 
Arrow, The, Fastener Co., Inc., 

Brooklyn, N. Y. 48 
Art Metal Construction Co., 

Jamestown, N. Y. 153, 154 
Art Specialty Co., Chicago 113 
Art Steel Sales Corp., N. Y. C. 534 
Artistic Desk Pad & Novelty Co., 

Bronx, N. Y. 69 
Associated Cellulose Products Corp 

Flushing, L. I., N. Y. 313 
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Atlas Stencil Files Co., Cleveland, 


Ohio C-2 
Autocopy, Inc., Chicago 312 
Automatic Pencil Sharpener Co., 

Beverly Hills, Calif 78 
Autopoint Co., Chicago 10 
Avery Adhesive Label Corp. 

Monrovia, Calif. 44 


Bainbridge, Kimpton & Haupt, Inc., 


mM. ¥. C. 114, 360 
Bankers Box Co., Chicago 112 
Barnes & Noble, Inc., N. Y. C. 322 
Bates Mfg. Co., Orange, N. J. 88 
Bausch & Lomb Optical Co., 

Rochester, N. Y. 351 
Beckley-Cardy Co., Chicago 43 
Berger Mfg. Div., Republic Steel 

Corp., Canton, Ohio 545 
Better Packages, Inc., Shelton, Conn... 310 
Binney & Smith Co., N. Y. C. 124 
Blackbourn, The, Systems, Inc., 

Minneapolis, Minn. C-16 
Boorum & Pease Co., Brooklyn, N. Y... 135 
Bostitch, Inc., Westerly, R. |. 560 
Bradley, Milton, Co., Springfield, 

Mass. 325 
Browne-Morse Co., Muskegon, 

Mich. 532A 
Brushmaker’s, Inc., Minneapolis C-20 
Business Efficiency Aids, Skokie, Ill. 111 
C-Thru Ruler Co., Hartford, Conn. 59 
Cardinell Corp., Montclair, N. J. 68 
Carter's, The, Ink Co., Cambridge, 

Mass. 158, 159 
Central Can Co., Inc., Chicago 557 


Chicago Desk Pad Co., Inc., Chicago.. 500 
Clemco Desk Mfg. Co., Bloomfield, 

Ind. 526A 
Codo Mfg. Corp., Coraopolis, Pa. 116 
Cole Steel Equip. Co., Inc., N. Y. C 353 


Columbia Ribbon & Carbon Mfg. Co., 


Inc., Glen Cove., L. |., N. Y 77 
Columbian Art Works, Inc., 
Milwaukee, Wis 73 


Comfort Cushion Co., Malden, Mass... 33] 
Commercial Furniture Co., Chicago... 550A 


Convoy, Inc., Canton, Ohio 338 
Cooke & Cobb Co., N. Y. C. 133 
Cooks’ Inc., Camden, N. J. 140 
Corry-Jamestown Mfg. Corp., Corry 

Pa. 521 
Cram, The George F. Co., Inc 

Indianapolis, Ind 305 
Cramer Posture Chair Co., Kansas 

City, Mo. 147, 148 
Cushman & Denison Mfg. Co., Inc., 

N.Y. C. 125 
D efiance Sales Corp., N. Y. C 14] 
Dennison Mfg. Co., Framingham 

Mass. 3, 4 
Dependable Mfg. Co., Omaha, Nebr... 47 
Dick, A. B., Co., Chicago 97 
Diebold, Inc., Canton, Ohio 105 
Ditto, Inc., Chicago 15] 
Dixon, Joseph, Crucible Co., Jersey 

City, N. J. 119 
Doppelt, Charles, & Co., Chicago 537A 
Doringer, The, Co.» Philadelphio 32 
Downey, The C. L., Co., Hannibal, 

Mo. 13, 14 
Dresner, S., & Son, Inc., Chicago 553A 
Duplicopy Co., Chicago 307 
Eagle Pencil Co., N. Y. C 86 


Eaton Paper Corp., Pittsfield, Mass. 5, 6 
Emeco Corp., Hanover, Pa 301, 302 
Ennis Tag & Salesbook Co., Ennis, 


Tex. C-14 
Esterbrook, The, Pen Co., Camden 

N. J. 1, 2 
Eureka Specialty Prtg. Co., Scranton 

Pa. 30, 31 
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Ever Ready Calendar Mfg. Co., 

Jersey City, N. J 102 
Eversharp, Ir hicag 156, 157 
Executive Furniture n 

Oklahoma ty Okla 542A 
F aber-Castell, A. W., Pencil Co., 

Newark, N 82 
Faber, Eberhard, Pencil Co., Brooklyn, 

N.Y 95 
Farber, Louis Chicago 45 
Faries, The, Mfg Decatur, Ill. 58 
Fastener Corr hicago 311 
Faultless Cast ( Evansville, 

Ind 303 
Federal Eq Washington, 

D.C 529 
Fibre, The, F ; orp., Olean, 

N. Y 66 
Fisher Pen C 19C 306 
Flo-Ball Pen orth Hollywood, 

Calif C-17 
orce, Wm. A., & 7 OM C-21 
Frankel Cart & Rubber Co., 

Denver 42 
Frawley Cort l Angeles 370 
General Binding Corp., Chicago 364 
General Lamps M Corp., Elwood, 

nd 324 
Sibbons, Thomas H., & Co., Chicago 57 
Gibson, The, Art Cincinnati 40 
Sift Craft Leathe Brooklyn 536A 
slobe-Wernicke, The, Co., 

Cincinnat 18, 18, C-22 
sraff, George B Cambridge, 

Mass 129 
Gregory F t nk, Los Angeles 104 
sregson Mita Liberty, N. C. 561A 
suide Syste R pply Co., Inc., 

N.Y. C 334, 335 
Sunlocke, W. H hair Co., 

Wayiand, N. ¥Y 537 
Hall Safe & f Hamilton, 

Ohio 539A 
Hamilton M Columbus, Ind... 547 

ino, Philig c., Holyoke, 

Mass 65 

t, The, Mfa St. Paul, Minn..... C-10 
Harter Cort jis, Mich. 605A, 607A 
Hask Mf Pittsburgh 535A 
Herring-Hall-Mar Safe Co.. 

Mamiltor 139 
Heyer, The ’ hicago 36, 37 
Higgins Ink B kiyn, N. Y 27 
High Point Be & Chair Co., 

Siler Cit 504A, 505A, 507A 
jodgman Rubi Framingham, 

Mass C-8 
Hollywood M y Products Co., 

Hollyw od £ 363 
Hoosier Desk sper, Ind 512 
Hotchkiss, T W. H., Co., Norwalk 

Conn 80 
Hunt, The H Pen Co., 

Camde N 17 
Jeal, The ten Los Angeles 13] 
mperial Desk Evansville, Ind 513 

liana Desk Jasper, Ind... 534A 
dustrial Molded Products Co., Inc., 

St. Pa M 316 
ndustrial Taps rt New Brunswick, 

N. J 49 
ntasco Corr I 1g0 344 
nvincible Meta riture Co., 

Manitow y , 516 
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Jasper Chair Co., Jasper, Ind. . 505 
Jasper Desk Co., Jasper, Ind. 546 
Jasper Office Furniture Co., Jasper....515A 
Jasper Seating Co., Jasper, Ind. 539 
Johnson Chair Co., Chicago 501A 


Kahn, David, Inc., North Bergen, 


N. J. 110 
Ken-Add Machines Co., Duluth, 

Minn. C-1A 
Kingsley Stamping Machine Co., 

Hollywood, Calif. 504 
Klein Institute for Aptitude Testing, 

Inc,, New York, N. Y. 500A 
Koh-l-Noor Pencil Co., Inc., 

Bloomsbury, N. J. 152 
Krayer Mfg. Co., Inc., Elizabeth, 

N. J. 339 
LaSalle Products Co., Chicago 142 
Linton Pencil Co., Lewisburg, Tenn. 326 
Little, A. P., Inc., Rochester, N. Y. 314 
Lordell Corp., Chicago 306 


Maple Leaf Mfg. Co., Inc., N. ¥. C..... 320 
Marble, The B. L., Chair Co., Bedford, 
Ohio 517A, 528A 
Markwell Mfg. Co., Inc., N. Y. C. 107 
Marr Duplicator Co., Inc., N. Y. C..... C-11 
Marsh Stencil Machine Co., Belleville, 


i. 304 
Maso Steel Products, Chicago 502 
Master Addresser Co., Minneapolis, 

Minn. C-18, C-19 
May, The J. L., Co., N. Y. C. 120 
McDonald Products Corp., Buffalo, 

N. Y. 22, 23 
Meier, Joshua, Inc., N. Y. C. a 
Meilink Steel Safe Co., Toledo, Ohio.. 103 
Melind, Louis, Co., Chicago 123 
Melton Publishing Co., Kansas City, 

Mo. 306 
Merriam, G. & C., Co., Springfield, 

Mass. 90 
Metalcraft, Inc., Mason City, lowa 346 
Metal Specialties Mfg. Co., Chicago... C-9 
Metropolitan Cutlery Co., N. Y. C. 24 
Miami Systems Corp., Cincinnati 96 
Milwaukee Metal Furniture Co., 

Chicago 524A 
Milwaukee Chair Co., Milwaukee, 

Wis. 524A 
Minnesota Mining & Mfg. Co., St. 

Paul, Minn. 94 
Mittag & Volger, Inc., Park Ridge, 

N. J. 145, 146 


Mohawk Tablet Co., Chicago Heights.. 323 
Moore Business Forms, Niagara Falls, 


N. Y. 350 
Moore Push-Pin Co., Philadelphia 8 
Morris, Bert M., Co., Los Angeles 76 
Mosler, The, Safe Co., Hamilton, 

Ohio 134 
Murphy Chair Co., Owensboro, Ky..... 533 
Murray Engraving Co., Chicago 55 
Mutual Stationers Supply Corp., 

~~ © +: Be 
Myrtle Desk Co., High Point, 

N.C. 504A, 505A, 507A 


Mystic Adhesive Products, Chicago... 130 


National Blank Book Co., Holyoke, 
Mass. A 

National Brief Case Mfg. Co., Inc., 
Chicago 553A 

National Fiberstok Envelope Co., 
Philadelphia, Pa. 365 


1951 


National Vulcanized Fibre Co., 


Wilmington, Del. 56 
New Indiana Chair Co., Jasper, Ind...533A 
Niemann, Inc., Chicago 544A 
Nobema Products Corp., N. Y. C. 137 
Noesting Pin Ticket Co., Inc., N.¥.C... 70 
Norma Pencil Corp., N. Y. C....... 117 
Northern States Envelope Co., St. 

Paul, Minn. . 50 
Nucraft Furniture Co., Grand Rapids, 

Mich. ‘ 548A 
Old Town Corp., Brooklyn, N. Y... 136 


Orna Metal Products Co., St. Louis... 361 
Oxford Filing Supply Co., Inc 


Garden City, N. Y. 't, 


Parker Pen Co., Janesville, Wis...149, 150 


Pelouze Mfg. Co., Evanston, Ill. 509A 
Pemberton, Lewis N., Printing Co., 

Los Angeles, Calif. vo 1 S4A 
Perfect Rubber Seat Cushion Co., 

Philadelphia, Pa....... 367 
Polar Mfg. Co., Philadelphia, Pa. 143 
Polychrome Corp., N. Y. C...... 321 
Print-O-Matic Co., Inc., Chicago. 115 
Protectall, The, Safe Co., Syracuse, 

N. Y. 553 
Quality Park Envelope Co., St. Paul 9 
Queen Ribbon & Carbon Co., Inc., 

Brooklyn, N. Y. am 330 
Ramorse, Inc. 347, 348 
Rand McNally & Co., Chicago 61 
Random House, Inc., N. Y. C. 64 


Regency Thermographers, N. Y. C...C-4, C-5 
Reliance Pencil Co., Mt. Vernon, 

N. Y. ioe 
Replogle Globes, Inc., Chicago... 144 
Reyburn Mfg. Co., Inc., Philadelphia.. 93 
Rico Leather Specialty, Inc., Chicago.. 340 
Riteform Chair Co., Inc., St. Paul, 


Minn. ..... C-12, C-13 
Roberts Numbering Machine Co., Inc., 

Brooklyn, N. Y. C-7 
Roberts, Weldon, Rubber Co., 

Newark, N. J. 126 


Robinson Reminders, Westfield, Mass. 75 


Rockwell-Barnes Co., Chicago 20, 21 
Rowles, E. W. A., Co., Adingion 

Heights, Ill. 79 
Royal Imprints, Inc., coubliaaa, Pa..... S57 
Royal Metal Mfg. Co., Chicago 561 
Sainberg & Co., Inc., N. Y. C. 98 
Sanford Ink Co., Bellwood, Ill. 83 
Scripto, Inc., Atlanta, Ga. 122 
Security Steel Equip. Corp., Avenel, 

N. J. 25, 26 
Sengbusch Self-Closing Inkstand Co., 

Milwaukee, Wis. 85 
Sheaffer, W. A., Pen Co., Ft. Madison, 

lowa 109 
Shepherd Chair Co., Melrose Park, 

Hl. ~« 082 
Smith Metal Arts Co., Inc., Buffalo, 

m: %. 522 
Southworth Co., West Springfield, 

Mass. 72 
Speed Products Co., Long Island City, 

N. Y. 67 
Speed-O-Print Corp., Chicago 108 
Speedry Products, Inc., N. Y. C. 28 
Spencer Rubber Products Co., 

Manchester, Conn. 60 


Stacor Equipment Corp., Brooklyn 308 
(Turn to page 169, please) 
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Pressboard File Folders 








U.S. REG. PAT. NO. 2,248,355 D128118 


Barkley pressboard file folders are designed for the 
strain and stress of the busiest filing department. 
These folders are made of durable high quality 25 
point gray pressboard with a one inch strong cloth 
gusset “W” shaped at the bottom to permit ready 
expansion. The Crystal Clear BARKLEY PLASTIC TAB 
in *colors — distinguished by its smooth contour sur- 
faces and angled for perfect reading, provides the 
utmost efficiency in the file. 


Letter Size—No. F955-8—2” Wide Tab 5 position 
No. F953-8—3” Wide Tab 3 position 
10” Guide Height—Made in legal size also. 


*Amber color furnished unless otherwise specified. 


Write for Illustrated Literature 
Established 1921 


[. L. BARRLEY & CO. 


Manufacturers of Piling Supple ; 


1220 W. Van Buren St. Chicago 7, ill 
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BDYD -FAST Pocket Stapler 


the stapler with a BIG future! 











Beautifully styled to fountain pen size. 
Take it with you—use it at your desk. 
Highly praised by business, 
professional, and traveling 
men as just the personal 
stapler they have al- 
ways wanted. 

It opens a vast new 
stapler market for you. 


$995 


INCLUDING 
1000 STAPLES 


FCOUNTER* 


DISPLAY REFILLS BRING 


REPEAT SALES 






STAPLES 
308 FAST 
retell Taras 





Visit 
Booth 311 
and 


LOOK AT THESE OUTSTANDING FEATURES 


Fountain pen size—weighs only 12 ozs.—Fastens |2 sheets 
Sparkling chrome finish with colorful plastic barrel. 


Precision made—Unconditionally Guaranteed—Top Quality. 


Write today for information on prices and dealer aids. 


FASTENER corporation 


858’ FLETCHER STREET, CHICAGO 14, ILLINOIS 
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Sturdy 
Recessed 
Base 
with 
Toe Clearance 
at Front 


ANGUARD 
STEEL STORAGE FILES 
‘double’ as an acziwefile 


Engineered for “easy” 
daily open-and-shut use. Ruggedly built 
for stacking wont bulge or sag. 
Handsome, too! Choice of Hammerloid 
Gray or Office Green oven baked finish. 


\vailable for prompt shipment. 


Check these outstanding 


Positive, simple stacking provision 
Four rollers for easy operation 
Index guide rod with brass knob 
Self-locking follower available 
Brass finish cardholder and handle 


Beautiful, oven-baked finish 


WRITE TODAY FOR CATALOG AND PRICES 


Vong 


Letter and legal sizes 


| acter Cm 


53 WEST JACKSON BOL 
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WELCOME STATIONERS 
loathe N.S.0.E.A. convention 


Visit our modern factory and see 
how PREMIER CUTTERS are made. 


NEW 30” PREMIER CUTTER 


Now available in two Models 
Bench Type and Model T30” with portable table 





with 
ae t ela Ciael litem si iee(= 
for Perfect 
Straight Cutting Edge 

















For the Best Cutting Edge... . 
Buy PREMIER CUTTERS because — 


Permanent lock on guide 

All sizes of boards equipped with removable blades 

All blades of hardened steel 

Precision ground blades 

Perfect cutting edge 

Rock maple wood base will not warp 

Cutting handle secured with safety spring—will not fall 
All boards equipped with rubber bumpers to prevent 
scratching or slipping 


: VW rite—tor further information and prices. 


Picts Metrich c. 


334 N. Bell Ave. - CHICAGO 12, 

















iicscnandiines 


Milton Stone, 320 Broadway, Harry Henkel, 439 Ellis St., 
New York, N. Y. San Francisco, Calif 
S. Lichtenstein, 223 S. 10th St., 
Philadelphia, Pa. Henry Deutsch, Cox Lane Route 5, 
B. K. Mitchell, 311 Corona St., Box 747, Dallas, Tex. 
Webster Groves, Mo. 
Jack Luke, 5240 Sheridan R4., 
Chicago, Ill. 


Stan Mollerstrom, South Eastern 
Atlantic States 
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Newest Device of Its Kind 
on the Market! 


The 





POSTING TRAY 





Expandable from 714” to 914” to accommo- 
date greater variety of card sizes than any 
ordinary tray. 


Other Special Features That Assure Fast, Satisfied Sales 

@ Record sheets kept always properly flat by even com- 

pression of front and back plates. 

e Annoyance of cards sliding eliminated by wire-brushed 

aluminum base. 

@ Dirt can’t accumulate in tray bottom because of ab- 

sence of side and end tray rims. 

@ Speed and efficiency added by 2-Position right arm, 

which shifts at a mere touch. 

@ Rubber cushions prevent scratching any surface on 

which tray is used. 

e Has instant eye-appeal because of striking 2-tone alu- 

minum and stainless steel appearance. 

@ No waste space in the tray. Has working file capacity 
of 1144”, including 25 guides and up to 2,000 sheets, 
substance 32. 

Flexibility of dimensions make it adaptable to various 
size sheets. 

More compact and weighs less 
trays. Total weight is only 414 lbs. Overall dimen- 
sions 15144” long, 8” wide, and 9” high. 


WRITE TODAY FOR LITERATURE 
AND DEALER’S DISCOUNT 


Weber Brox. 
Metal Works. 


108 N. JEFFERSON STREET 
CHICAGO 6, ILLINOIS 


than ordinary posting 
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709 S. DEARBORN ST. & 


When it comea to a 
WHOLESALE 
STATIONERY 


SOURCE 


*% ALL MERCHANDISE UNCONDITIONALLY 
GUARANTEED. 


* PERSONAL SERVICE. 
* SUBSTANTIAL MARGINS. 
* COMPLETE LINES. 


* NATIONALLY ADVERTISED 
BRANDS. 





Guide System & Supply Co 
Hanson Scale Co 

Hedges Mfg. Co 
Henkel-Clauss Company 
Higgins Ink Co., Inc 

C. Howard Hunt Pen Co 
Ideal School Supply Co 
Industrial Tape Corp 
Koh-l-Noor Pencil Co 
LePage’s Adhesives 


A & W Products 

Acco Products, Inc 

Advanco Products 

American Carb. Paper Mfg. Co. 
American Paper Goods Co. 
Arrow Fastener Co., Inc. 

Art Specialty Co 

Art Steel Sales Corp. 

Assoc. Cellulose Prod. Corp. 
Automatic Pencil Sharpener Co 
Bankers Box Co 

Bates Mfg. Co 

Blaisdell Pencil Co 

Boorum & Pease Co 

Bostitch Fasteners 

Carters Ink Company 

The Chardon Rubber Co. 
Cooke & Cobb Co 

H. C. Cook Co. 

Cushman and Denison Mfg. Co 
Defiance Sales Corporation 
Eagle Pencil Co 

Eaton Paper Corporation 
Esterbrook Pen Co. 

Eversharp, Inc 

A. W. Faber Pencil 

E. Faber Pencil Co 

Foam Fabricators 

Fulton Specialty Co. 

George B. Graff Co. 


Lipton Manufacturing Co., Inc 
Marsh Stencil Machine Co 
Metal Specialties Mfg. Co 
Minnesota Mining & Mfg. Co. 
Monet Co 

Pronto File Corporation 
Riteform Chair Co 

Sanford’s Ink Co 

Scat Chemical Co 


Sheaffer Pen Co 

Speed Products Co 

Steel Parts Mfg. Co 
Superior Marking Equip. Co. 
Toledo Guild Products, Inc 
Union Rubber & Asbestos Co 
Vail Mfg. Co 

Westcott Rule Company, Inc 


Wilson Jones Co 
AND MANY OTHERS 


AT HOME DURING THE SHOW... 
Just 3 blocks from the Stevens 


G. S. PEARSON CO. 


Wholesale Stationers to the Trade 


CHICAGO 5, ILL. 
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Sengbusch Self Clos. Inkst’d Co. 


oe ree 











OP FLIGHT 
steel files 


WITH CRADLE SUSPENSION 
PROMPT DELIVERY 





No. B29 


4 drawer file 
) with Cradle 

Suspension— 
no rollers 


No. 1951 
deluxe 4 drawer 
file 

with Cradle 
Suspension and 


AeA eEEE 





~ em  R  seRRRERRE 


ba roller bearings 
Attractive Hardware @ Compression Follower Blocks 
Gray or Green Finish @ Cradle Suspension 
Easy Gliding Drawers @ Spot Welded @ Sturdy Steel Construction 


Economy Plus @ 52” High, 26” Deep 


OP FLIGHT 
steel transfer cases 





Heavy steel construction 


@ Can be stacked to the ceiling 


letter size : a 
@ Positive interlocking stacking 
No. 1400 device 


@ Packed in heavy cartons 


¢ legal size 
No. 1500 @ An economy transfer case of 


steel 


OP FLIGHT 
products company 


Phone Walbrook 5-7100 
6224 S. OAKLEY AVE., CHICAGO 36, ILL. 
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We don’t suggest a “Bite Test” ... 
but we do urge the BUY TEST! 








VERTICAL FILE POCKETS 
are Better Because . . 


e They're made of finest fibre stock 


e They're treated with exclusive plastic coat- 
ing greatly increasing resistance to wear, 
scuffing, moisture and grease. 


e They're made under quality controlled 
methods—each pocket is individually in- 
spected—which insures greatest strength 
at all vulnerable points. 


e They're available in paper and cloth gussets. 


Refer to your SELCO Catalog showing 
the full line of RED ROPE products. 


CLM CORPORATION 


UTM CLINTON STREET CHICAGO 


mee i a i ee 




















SERVING FOR THE 1950-1951 TERM: Contributing a 
major part to the success of the National Stationery & 
Office Equipment Association, the men pictured above 
serve as governors of the districts as numbered. 1. Sid- 
ney H. Challenger, The Frank H. Fargo Co., Bridgeport, 
Conn. 2. Walter H. Miller, Otto Ulbrich Co., Buffalo, 
N.Y. 3. Charles W. Lukens, Yeo & Lukens Co., Phil- 
adelphia, Pa. 4. George Stuart, George Stuart, Inc., 
Orlando, Fla. 5. Don A. Crile, The Office Evipment Co., 
Canton, Ohio. 6. Clarence Reynolds, Reynolds Office 
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Supply & Equipment Co., Lansing, Ill. 7. Charles Storey, 
Storey-Kenworthy Co., Des Moines, lowa. 8. F. A. Reed, 
Latsch Bros., Inc., Lincoln, Neb. 9. Robert G. Stampp, 
10. Harold Richardson, 
Richardson Office Supply Co., Grand Junction, Colo. 11. 
Robert Needham, Needham’s Book Store, Salem, Ore. 
12. Ernest C. Laird, Laird’s Stationery, Oakland, Calif. 
13. Robert Reichman, Mooney’s, Inc., New York, N. Y. 
14. Edward R. Harrington, Pasadena Stationery & Print- 


The Fulton Co., Houston, Tex. 


ing Co., Pasadena, Calif. 
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163 Wabash, Ind. 155 
Wallace Pencil Co., St. Louis, Mo. 29 

ambridge, Ward, John J., Inc., Long Island City, 
89 N. Y. 52 
Herkimer, Warshaw Mfg. Co., Inc., Brooklyn 362 
560A Waterman, L. E., Co., N. Y. C. 100 

North, Tex. 530A Watson Mfg. Co., Inc., Jamestown, 

rica, im A 509 

81 Weber Addressing Machine Co., Mt. 

Mig mouge 319 Prospect, Ill. 343 
uicage 556 Weber Costello Co., Chicago Heights.. 91 
y.¢ 63 Weber, F., Co., Philadelphia 118 

Sturgis, Webster-Chicago Corp., Chicago..328, 329 
556A, 557A Webster, F. S., Co., Cambridge, 
Mass. 7 
Bedford, Weis Mfg. Co., Monroe, Mich. 87 
551A Wells Chair Corp., Chicago 127 
High Point, Western Mfg. Co., Aurora, Ill. 507 
549 Wheeldex Mfg. Co., Inc., White 
Poplar Bluff, Plains, N. Y. C-1 
53 White & Wyckoff Mfg. Co., Holyoke, 
Chicago 51 Mass. 327 
Whiting Paper Co., Holyoke, Mass. 332 
YC 46 Wilson Jones Co., Chicago 4] 
Jware Products Wolber Duplicator & Supply Co., 
336 Chicago 34A, 35 
349 Yawman and Erbe Mfg. Co., 
Chicago......341, 342 Rochester, N. Y. 92 
N.Y.Cc 523 York Safe & Lock Co., Canton, Ohio... 345 
ent Co., North 
15, 16 Zephyr American Corp., N. Y. C. 101 


tion party on Tuesday night, September 25, will carry out the 


tertainment. The Grand Ballroom of the Stevens Hotel will again 


ar feature, commencing at 9 o'clock. 


In addition to danceable 


n charge has booked a galaxy of stars in the vaudeville and 


ling 
vyce—A brisk boy and girl ballet tap dance team. 


a comedy juggling act with the man riding a unicycle while 


just closed at the Empire Room of the Palmer House for his 
His musical comedy mimicry was booked at the Roxy Theater 


two weeks’ billing but he remained eight weeks. 


r on the Texaco television show he has also appeared in three 


rionette act is now at the Boulevard room of the Stevens Hotel. 
dway light operatic musical stars in singing duo. They were feo- 
jway shows 

itionally-known movie star—a surprise feature 





PRYDE & DAY, JUGGLERS 


T-V STAR 
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Convention Committees 
(Continued from page 157) 


Koh-Il-Noor Pencil Co.; Ernie Lund, Englewood 
Blue Stationers, Chicago. 


Hotel 

Harold Heyward, Speed Products, Inc.; Eldon 
Just, Just & Son, Chicago; G. O. Stevens, 
Stevens, Maloney & Co., Chicago; A. C. Van 
Horne, Eberhard Faber Pencil Co. 


Ladies Entertainment 

Ed Dowling, Eversharp, inc.; H. M. Donis- 
thorpe, Ace Fastener Corp.; R. W. Heck, Eaton 
Paper Corp.; Earl Lasworth, Geyer Publications; 
H. J. Rafferty, Chicago Printed String Co.; 
Walter Sheaffer, W. A. Sheaffer Pen Co.; Nel- 
son Shepard, Midwest-Beach Co.; William 
Schmiederer, Buxton & Skinner Ptg. & Staty. 
Co.; Larry Stockstill, National Office Supply 
Co., Waukegan, Ill; J. M. Parrott, Waterloo 
Office Supply Co., Waterloo, lowa; Bob Jerue, 
McClain & Hedman Co., St. Paul, Minn.; Clark 
D. Walker, Farnham Staty. & School Supply 
Co., Minneapolis, Minn.; Roy Skibbe, Victor 
Safe & Equipment Co.; John Murray, John W 
Murray Co., Inc., and Dick Herrmann, Carl 
Herrmann Co., Green Bay. Wis 





SING ALONG With NSOEA 


Bob Reichman of Mooney’s, Inc., 
New York City, governor of the 13th 
Regional District, introduced a new 
singing commercial for NSOEA at the 
combined meeting of Districts 3 and 13 
at Atlantic City last June. 

To the tune of “I’ve Been Working 
on the Railroad” this song may be 
heard again at the forthcoming na- 
tional convention: 


I've been working as a stationer 
All the live-long day, 
I've been working as a stationer 
To keep the wolf away. 

the NSOEA. 
I've been groping very blindly, 
Often in dismay, 
Until | learned about the help of 


Through their bulletins and news 
sheets 

They kept me well informed, 

And by examining their surveys 

| know how I've performed. 

They answer multitudes of 
questions 

That come up every day. 

| surely am a better merchant, 
through NSOEA. 


And when | come fo our 
convention, 

| meet a real fine crowd, 

| hear some very worth-while 
speeches— 

Of my industry I’m proud. 

And when the whole affair is over 

And done the parties gay, 

I'm glad that I've become a 
member of NSOEA. 
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Welcome, Stationors 


to the 45th N.S.A. Convention! 


Desks Letter Trays 

Card Files Vertical Files 

Waste Baskets File Stools 
Fluorescent Lamps Box Files 
Incandescent Lamps Cash Boxes 
Stationery Racks Personal Files 

Sorting Trays Smokers 

Ring Binders Post Binders 

Filing Cabinets Typewriter Tables and 
Transfer Cases Stands 





The JET “50” 


Speediest Selling Desk 
Lamp on the Market 


HAS Eye Appeal 
Efficiency Appeal 
Economy Appeal. 





Weight 11". Base 534"x412". Onc 

tube 15” bicmaccsel. Weigh g 7 STEEL 

ibs. Packed 1 to a Cag No 1000 ate RUBBER et 3 BASKET 
ishes; Walnut, Gr € pop. ila i121 by 121 by 143% 


Green. in 14 or is’ am x abe nches igh, ‘Walnut reen or ray oy to 
Same tist price on both a carto ir ediate Delivery 


Send for our Big Catcten 
Illustrating the Complete Line 


THE MAYFAIR CO. 


315 N. DESPLAINES ST. CHICAGO 6, ILL. 
Phone CEntral 6-1397 














CHROME 
MOUNT 


BANKERS \ MERCHANTS. INC. Fee 


EXCLUSIVE MANUFACTURERS OF THE CHROME MOUNT RUBBER STAMP 


| pension SERVICES DEVELOPED 
”” OFFICE SUPPLY DEALER EXCUSIVELY 


HIGH QUALITY...PRICED RIGHT...LIBERAL DISCOUNT 












{rDISPLAY STANDS ‘ADVERTISING STUFFERS Write! | 
vrWINDOW DECALS xx SELF-SELLING CATALOGS FOR CATALOGS 

DEALER'S NAME IMPRINTED ON HANDLES AND COMPLETE ; 

AT NO EXTRA COST TO DEALERS INFORMATION ON © 

CHROMIUM MOUNT |. 


DEALERSHIPS 


Fact Sewice! BANKERS & MERCHANTS, Ine. 


3227-29 NORTH SHEFFIELD AVENUE 
CHICAGO 13, KLINOIS 
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= 2k STATIONERS... 
You ae cordially tnetlted to 


-. VISIT 
ASSOCIATED 
STATIONERS 


TALK * to the Associated Sales staff <i> * the most advanced and modern 
which keeps up on news and warehousing operations in the 
trends by frequent visits with over 2,000 dealers. industry that mean FASTER, BETTER 
Associated Purchasing staff which keeps SERVICE TO YOU. 
duct information by frequent contacts * the largest stock of Office Supply items any- 
r 600 manufacturers. where ... OVER 20,000 DIFFERENT ITEMS 
AVAILABLE including popular Wonco widk 


business forms. 








1s to increase your business and profit 
ry of buying many items from ONE 
R Al , SOURCE—IN ONE SHIPMENT. + 200,000 sq. ft. of efficient facilities for modern 
efficient distribution. A CENTRAL SOURCE 
FOR DEALER NEEDS. . 


ASSOCIATED STATIO N 3 R ) YOU ARE WELCOME at our General : Office 
SUPPLY COMPANY rot sobs Ady team tho Convolion Weide. oaks 


o profitable hour with us this year. 











229 S. Jefferson St. Chicago 6, Illinois 











- THEY TRUST THIS LABEL! 


Cash in on the name that sells itself . 


B. F. GOODRICH 
First in Rubber 





















PLACE YOUR You can sell more B. F. GOODRICH platens faster—and 


easier—than any other brand . . . because your customers 

ORDER FOR know the reputation behind the Goodrich label. The guar- 

anteed quality and factory-tested perfection of every B. F. 

B. F. GOODRICH Goodrich platen assures you of customer satisfaction, repeat 
PLATENS business end steady profits. 





TODAY! 





Nationally Distributed by 





World Wide Distributors 


faerie SHIPMAN-WARD Mec. Co. 


Ase a 325 N. WELLS STREET - CHICAGO 10, ILLINOIS 


Phone DElaware 7-1090 « Cable ‘“SHIPWARD” 
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good advice 





w 
don’t say it... 


write it! 


Mohawk 
TABLET COMPANY 


“keeps the world in SCRATCH PADS” 





welcome Atationors ! 


to the NSOEA 
CONVENTION 


drop into room 323 
and say hello... 
we'll be glad to see you. 


MAURY & DAVE GOLDEN 


























~~ 
Mohawk 


TABLET COMPANY 


1703-9 EAST END AVENUE 
CHICAGO HEIGHTS, ILLINOIS 




















+ 


No Other Flexible Arm Lamp Like 


MARKS LIFE-TIME No. 909 | 






Manufactured 
Exclusively 
THE FIRST by 
FLEXIBLE ARM MARKS 
INNOVATION 
IN THIRTY YEARS 
Send for L 
price list 


No. 909 


Shade permanently fixed to shell 

Shell and socket cap securely fastened 
Shade—streamline designed 

Sagless 12-inch flexible arm 

Sturdy cast iron base—felt padded 
Finished in no-chip, baked-on enamel 
U-L approved turn-knob socket, cord 
and attachment cap 


Overall height 22 inches 


MARKS MANUFACTURING CO. 


700 NORTH CARPENTER STREET @ CHICAGO 22, ILLINOIS 
SHOWROOM—1276 MERCHANDISE MART, CHICAGO 


THAT ADDOMETER 
ADDING MACHINES 
? . AT ONLY 


$1222 


" 
> 





















@ There’s logic plus proof 
behind Addometer’s sales appeal. 
Addometer fills a definite need for a portable low- 
cost adding machine among accountants, small and 
large businesses, professional men, retailers, service 
stations, farmers, architects,and many others. The 
remarkable 8-column Addometer adds, subtracts 
direct, multiplies as speedily and efficiently as many 
big, expensive adding machines—-yet costs only 
$12.95! It has exclusive features which no other 
machine offers. 


FREE display stand with every 

order of 6 or more Addometers = 

get started with this special offer Gray 

today! Write Dept. A-10 —w 

Reliable Typewriter & Adding Machine Company 
303 W. Monroe Street + Chicago 6, Illinois 
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| a by COMMERCIAL FURNITURE COMPANY 
| 2739 WEST CHICAGO AVENUE CHICAGO, ILLINOIS 





; Centinacus Piano 
| ia mao 

Heavy Gauge All 
Steel Tep 


Beautiful 
Hammerloid 
Finish 


| LEADER 
| IN ITS FIELD ! 





Elbow Type of 
Drep Leaf Arm 





Exclusive One 
Piece Rigid 
Leg Bracket 





MASO’S 
“E-CON-O0O-ME” 


ALL STEEL UTILITY STAND 


IT’S YOUR ANSWER TO THE DEMAND 
FOR QUALITY AT A PRICE! 


ractically a custom built job. With your 

reen or brown, beautiful hammerloid fin 

the | fit company for any office setting. The rolled 
proof, free of burrs with no sharp edges 


One Picee, Rigid 
Center Brace— 
Offset for Greater 
Leg Room 


Curved Legs for 
Beauty, Strength 
and Added 
Leg Reom 


Free, Easy Rolling 
Casters 

















[Takes a e on and still holds its shape and rigidity 
And Uf illy melts all sales resistance. 
| a ean a YOU ARE CORDIALLY INVITED 
op, H eaf Arms and Leg Bracket are all assembled at To See Our Complete Line 
tor the 8 bolts for the legs and 4 for the Bottom Offset 
me is completely assembled in about ten minutes’ rele) 
Me 444" x 18’ 27” high, closed. 14%"x 35", open. R M 502 
—* ; Hotel Stevens—N.S.0.E.A. Convention 
KEEP YOUR STOCK UP On This Big Profit Maker 





MASO STEEL PRODUCTS (races ee 


STEEL AND WOOD OFFICE EQUIPMENT Telephone WAbeosh 2.7346 
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HEADLINERS 


DR. R. F. PATTERSON, dean of the School 
of Business at the university of South 
Dakota, last year 
enthralled the man- 
ufacturers’ division 
session with his mes- 
sage on American 
ism. In order that 
the entire conven- 
tion might hear him, 
he has been sched- 
uled on Wednesday 
morning. 








MILLARD BENNETT—Some 35 years ago 
this management consultant of New York 
City developed a 
philosophy which 
embraces a definite 
law for success in 
selling and in living 
He calls it ‘The 
Golden Keys” and 
the address in Chi- 
cago will be woven 
about this inspira- 
tion. 








ROBERT KAZMAYER—Behind his address 
to NSOEA lie 50,000 miles of travel, plus 
interviews with the 
V.I.P. and little 
people of the 
world. Publisher of 
“Things to Watch 
and Watch For,” a 
news letter for busi- 
nessmen, Mr. Kaz- 
mayer is known for 
his analysis of world 
affairs 





PAUL BUCKWALTER—Vice-president of Na- 
tional Blank Book Company, was chosen 
as one who could 
present the story of 
‘Main Street, 
U.S.A with the 
enthusiasm of a 
salesman NSOEA 
selected Ralph Cies 
for research in what 
promises to be a 





















dramatic feature of 





the convention 


DR. NORMAN VINCENT PEALE—As pastor 
Marble Collegiate Church in New York 
City, he has be- 
come noted for his 
writings and oratory 
both. He has helped 
thousands to find 
new happiness and 
relaxation by his 
philosophy. He will 
speak at the Tues- 
day noon luncheon 
of the convention. 
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convention highlights 


MANLY FLEISCHMANN — Appointed De- FRED SMITH—Now serving as vice-p 
fense Production Administrator July 23, dent of industrial relations for the W 











UTSTANDING speakers on the American platform—men with a knowledge of Qov. 

ernmental regulations, world conditions, techniques of successful living, manage. 
ment and labor relations—will be heard on the 45th NSOEA convention program at the 
Stevens Hotel in Chicago September 22-27. 

The business session schedules are similar to other years, but to permit uninterrupted 
exhibit hall hours on Monday afternoon and evening the convention will open at 9:3 
A.M. Monday, September 24. Previously, it had opened at luncheon. 

There will be three general sessions of the association to which all divisions ar 
invited. The hours are: 


Monday, September 24—9:30 A.M. to 12 noon. 
Tuesday, September 25—2 P.M. to 5 P.M. 
Wednesday, September 26—9:30 A.M. to 12 noon. 


In addition, the luncheon meetings of Monday and Tuesday will be for all registered 
guests, and at these meetings there will be a featured speaker who will talk immediately 
following luncheon. 

A year of mobilization progress will be reviewed by Manly Fleischmann, administrator 
of the National Production Authority, at the Monday noon luncheon. He is recognized 
as one of the top men in Washington, D.C., charged with the responsibility of producing 
for a defense economy. 

Tuesday’s luncheon speaker will be Dr. Norman Vincent Peale, noted pastor of the 
Marble Collegiate Church, New York City. 

At the opening session on Monday morning President Zac Smith will be in charge of 
the meeting and will present his annual report to the association. He will be followed 
by Robert Kazmayer, writer, traveler and commentator on world events. 

On Tuesday, September 25, at 9:30 in the morning, the three large NSOEA member. 
ship divisions will hold their respective meetings. 

The distributors (dealers) will convene in the Eighth Street Theater adjacent to the 
Stevens Hotel; the manufacturers will meet in the Upper Tower Ballroom and the field 
division will meet in the Lower Tower Ballroom. 

A request has been made of General Manager Paul E. Burbank to be present at 
the dealers’ session and in place of the forum panel used in other years he will answer 
the questions from an individual standpoint. Clarification of governmental regulations 
will be the primary theme of this session. 

The manufacturers’ division has asked Harry Buice, now assistant to the president 
of Horder’s, Inc., Chicago, to talk with them about the dealers’ need for co-operation 
from the manufacturers. Another speaker for this group will be Dr. Donald A. Laird 
of Lebanon, Ind., using as his subject, “Handling the New Style Salesman.” An 
interesting session is forecast for the field members with Rus Ragan, vice-president of 
that division, presiding 

A new outlook and a possible solution to the current problems of management and 
labor will be brought to the general session Tuesday afternoon by Fred Smith, vice 
president of industrial relations for the Wm. Powell Company, Cincinnati, Ohio. He was 
named personnel director over five plants at the age of 25 and served as a member 
of the War Labor Board 

The second speaker Tuesday afternoon will be Millard Bennett, president of Business 
Economists, New York City. He has been associated with sales for most of his business 
life and will develop a theme, “The Three Golden Keys.” 

Paul B. Buckwalter, vice-president of National Blank Book Company, will present 
Main Street U.S.A.” at the Wednesday forenoon session. He will be armed with the 
research information on potential markets in the turbulent days ahead as gained from. 
















































Ralph DeArmond Cies of Boston. : 
Having met with great acclaim at the 1950 session of the manufacturers’ division) 
Dr. R. F. Patterson of the University of South Dakota was invited this year to addr 
the general session and he will be heard on Wednesday forenoon. 
Reports of committees and election of officers will conclude the Wednesday progra 
The annual banquet that evening and the golf on Thursday will bring the conventi 
to a close in a rich experience of good fellowship and entertainment. 


1951, Mr. Fleisch- Powell Co., Cincim 
mann is qualified to " nati, he can bring 
talk to NSOEA on NSOEA a fresh op 
progress in mobili- proach and feasible 
zation. He is a solution to the age 
senior member of a old problems @ 
Buffalo, N.Y., law management an 
firm and during the labor. He was 
summer of 1950 named personnel 
was a consultant to director over five 
the ECA on Asia. plants when 25. 
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entertainment 
for the ladtes 


OMEN OF THE INDUSTRY, the wives and daughters of its 
Winston. - 


And ¢ eT 
And no Tine 


made available through the efforts of the Chicago committee. 


share in the NSOEA convention ac- 


ment program, perhaps, has ever been 


As is customary yet-acquainted breakfast will be held in 


the Normandie | 1 the Stevens Hotel on Monday morning, 


September 24. With the informal friendship prevailing, every 


ady present will feel that she is a part of the association family. 


On Monday afterr September 24, the ladies will have tea 


» the famous Gold Room of the Congress Hotel on Michigan 


Blvd., following wt Mrs. Tommy Bright, director of Bright's 


School of Floral D will present a sparkling demonstration 


f flower arrangement Some of the fortunate ladies will have 


corsages designed especially for them. 


Tuesday's feature event will be the luncheon at noon in the 


Terrace Casino of the Morrison Hotel. There, an amazing dem- 


onstration of his ; to be made by Francois Pope, director of 


the Antoinette Pops hool of Fancy Cookery. The Pope organi- 


>ntly 1 long-term television contract in Chicago 


ofion is curre 
d will perform unbelievable cooking demonstrations on the 
stage of the Terrace Casino. In the evening, the ladies will have 


opportunity atten d the floor show and convention party. 


All this and the banquet, too” might well be the reaction of 
the ladies to the Wednesday program. They will occupy the 
main floor of the bert Theatre for a matinee performance 


f the great mu South Pacific.’ Many have sought in vain 


to secure ticket outstanding show but the convention 
in providing seats for those wanting 
It is hoped to 


the 


committee wos esstu 


an unforgettable experience while in Chicago. 


have part of the attend the Tuesday luncheon with 


onvention womer 





LOVELY JANET BLAIR AS ENSIGN NELLIE FORBUSH 


PLANNED FOR THE LADIES 


Monday Get-Together Breakfast 9:00 A.M.—11:00 A.M. 
Normandie Lounge 
“Flowers Fashions & Arrangements” 2:30 P.M. 
Tea, Congress Hotel Gold Room 
Tuesday Luncheon 12 Noon 
Cooking Demonstration by Francois Pope 
Morrison Hotel Terrace Casino 
Convention Party 9:00 P.M. 
Grand Ballroom, Stevens Hotel 
Wednesday South Pacific Matinee 2:30 P.M. 
Shubert Theatre 
Annual Banquet 7:00 P.M. 


Grand Ballroom, Stevens Hotel 





RICHARD EASTHAM, NORMA CALDERON, ROBERT WHITLOW AND IRENE BORDON! IN SOUTH PACIFIC ROLES 
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HOME DESK ACCESSORIES 


in Genuine Leather 


Matching Colors 


The group illustrated (to match our Nos. 
212 and 215 series. 
general catalog) is popular for home use. 


See page 11 of our 


Available in nine colors and the pads are 
made in sizes 12 x 19, 14x 24 and 19 x 24. 
If desired, pad and accesso- 







, ries are individually boxed. 
7 UM aS Also specialize 
commercial accessories. 


in quality 








THE CHICAGO DESK PAD CO., INC. 
9 NORTH JEFFERSON STREET CHICAGO 6, ILLINOIS 


OANA 


Me eve Oo f 


AGATE CARD TRAYS 

: BOX FILES 

DESK TRAYS 

GREEN EDGE STORAGE FILES 


HEDGES TRANSFER FILES 
(formerly the Durability) 
VERTICAL TRANSFER CASES 


: SORTING TRAYS 

CARD STORAGE CASES 
CLIPBOARDS 

WOOD CARD FILES 
STEEL CARD TRAYS 


Welcome Stationers to the 
45th Annual NSOEA Convention 


hedges MANUFACTURING COMPANY 


2931 WENTWORTH AVE. ° CHICAGO 16, ILLINOIS 








FOUECEOEONASEONOEDO ODS 


OUODEDANELL OODEEDODOODEROOGTHDOAEOOEOEOOORecctuecteteD 
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IT WILL PAY YOU 


TO 


DISPLAY 
WMim-£-0 


ALL STEEL 


STATIONERY 
RACK 


It's a Fast Selle 


—_ WESTERN 
L NION 





One of the finest little items that has come along in a long tim 
A dandy leader—sells on sight. Display it—feature it in yop 
advertising and you'll find it a profitable item. Fine for hom 
office and factory. Hangs on wall, stands upright, lies flat » 
desk or fits in desk drawer. 


ONLY 325 LIST—LESS DEALER DISCOUNT 


Prices slightly higher west of the Rockies 


102" high, 112” wide, 4” deep. Weight 4'2 lbs. 4 compas 
ments. Finish—gray hammerloid baked enamel. Secure rubbe 
feet on bottom and back. Packed; 6 to a carton 


ORDER A’ HALVERSON SPECIALTY SALE 
CARTON 2827 BELMONT AVE. | 


TODAY CHICAGO 18, ILLINOIS 





aL Salle COSTUMERS 
SMOMERS 2 oraz <i oo 
SEE US AT BOOTH 142 1N 


EXHIBIT HALL— 
NSOEA CONVENTION 




























No. 155 Heavy 
gauge steel 
costumer. 


Unbreakable 
Hooks 


Sturdy con- 


No. 150 & 
SMOKER =a 


Patented “collar” 
keeps top rigid at 
aaonaninie” aim. all times. Substan- 
signed for per- tial, 11” heavily 
fect balance un- weighted base, 8” 
amber glass liner 
in 94" diameter. 
Height to top of 
oent, Maake glass liner 242”. 
made from sol- Satin chrome fin- 
id rod, finished ish Shipping 
aS regener weigh 13 Ibs., as- 
— sembled ready for 
Finish: 

Gear or Olive use. 
Gray with 
chrome hooks 
Packed in units 
of six. Shipping 
weight 60 Ibs. 


Write for Catalog. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 


—— 


















-—-<—<-<—— 
wn } — an 
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NEW-Low Gost Addressing MACHINE! 





























Gealures 
That Produce 
THOSE 
PROFITABLE 
SALES! 


« Foolproof Wickless Fiuid Con ¢ No Rewinding Necessary 

« trol 

® Automatic Tape Movement © Operating Lever May Be Held 
Forward Or Revers« Throughout Entire Run 

e Push-On Spools For Quicker *e Quickly, Easily Adjustable To 
Easier Loading, Unioading Size Of Item To Be Addressed 





it’s A Real Trouble-Free Performer 


| Every clear, clean, sharp With goa.) arise 
A The address tape moves 
| itically, at operator's $42.50 
tearing of tape is prac- (plus F.£.T 
speedy, fool prool, with aw 
get out of order. And, $ 
ng and rugged wear... 48.75 
\ , List, includes 
) 1 W - K Or a comeback in & CaT- supplies for 
is new, worthwhile profit $8? seT** 
iv terature. Dealer's discounts. 





ORDER YOUR NEEDS TODAY! 


“c | AMERICAN PHOTO LABORATORIES 


28 N. LOOMIS ST CHICAGO 7, ILL 





89 









Removes dots, single letters or 
lines without use of shield. 


Semi-Automatic — Refillable. 


The “Eraser-Stick" of high quality 
abrasive rubber is housed in a col- 
orful and durable pencil-style plas- 
tic case and is propelled from the 
holder by turning the ferrule at the 
center of the case. Any desired 
length of eraser tip may be main- 
tained. Refilled like an automatic 
pencil. 


Rep A useful product 


Order from 
Your Jobber 


Packed in an attractive printed 
cardboard cylinder with three extra 
refills and simple instructions print- 
ed on the outside. 


Molded VES ion 


4664 W. Huron St., Chicago 44, Ill, 


Refill tube 
containing four extra 
erasers — 


15¢. 











RACK 


More Sales Features— 
More Sales 





Led by architects and office planners 
the trend is to Office Valet wardrobe 
equipment. By keeping wraps dry, aired 
and open to germ killing light this 
modern steel equipment helps prevent 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps “in press,” helps 
employee morale, saves floor space, fits 
in anywhere, ends locker room evils. 

Widely advertised in general busi 
ness, institutional and trade magazines 
this line offers an almost unlimited op- 
portunity for profitable sales to offices 


factories, schools and institutions. 


Write for ~S 
Bulletin OV13 


e 










| VOGEL - PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ill. 
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“TOPS” for Sales! 











“TOPS” for Profits! 





Write for catalog. 


“TOPS” 


107 N. Wacker Drive Chicago 6, Ill. 


Manufacturers of STOCK BUSINESS FORMS 
SOLD THRU OFFICE SUPPLY DEALERS EXCLUSIVELY 
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VlEAO om ALL 


PURPOSE FLUORESCENT 
LAMP THAT GOES. 


EVERYWHERE 


$1515 ws Qe 


Prices Higher Baas \ 


Denver West 
pot THE NEW Fleer IS HERE NOW! 
| The lamp of a thousand uses. 
Only Fhe has the patented 
oe double-spring device for giv- 
= yf ing finger tip flexibility. 


U.L. approved materials . . . 
bronze, grey and green oven- 
fired enamel finishes. 





Puts light where you want it, 
< home, industry or institution. 
=i 


— 15 watt fluorescent tubes packed 
in lamps, available extra. 


Standard Dealer Discount 














GENERAL MODEL 
Akight $4578 
Blight $195 


a move. xc 
2 Lome 225° oe 
FLOOR MODEL 


Ac ontyYy 





=>: Light $9g75 








FLEXO INTERNATIONAL CORPORATION 





3255 W. LAKE ST. * CHICAGO 24, ILL. 
rae ae 
AVY GAUGE STEEL * HAMMERED SILVER FINISH 
CASH, BOND UTILITY BOXES 

















Ne. 
Ne. 


No. 
ste 





10 SERIES size ty xen 2%” | 


Ne. 

















23 SERIES 


Size: }11'o x 6x 4% | 











Popular Styles 


No. 10 SERIES—4 Styles 
steel tray 


comp. steel tray 


No. 23 SERIES—4 Styles 
No. 923—Key lock, no tray 


No. 923CL—Comb. leek, no tray 


comp. steel tray 


All boxes are individually 


WRITE FOR = = 
MLUSTRATED CATALOG 


Export Representatives 
FRAZAR & CO., 50 CHURCH STREET, 
NEW YORK 7, N. Y. 


Cable Address “FRAZAR'’ New York 





910—Key Lock, No Tray 
1910—Key Lock, 6 comp. 


910CL—Comb. teck, no tray 
1910CL—Comb. lock, 6 


1923—Key lock, 6 comp. 
el tray 


1928CL—Comb. lock, 6 


boxed. 








ENTRAL 


CAN COMPANY 


2415 WEST 19TH ST 
CHICAGO 









178 





All Styles of Ring and Post 


BINDERS| 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 S. HALSTED ST. CHICAGO &, ILLINOIS 

















MARKILO 
CELLULOIO PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes: stamp containers, etc, 
Made of acetate (flame resistant) transparent 
cellulose. We build te fit your particular need. 
Write us for details. 


Markilo Company, Mfrs, 


3633 § Chicago 9, U. 8. A 


Just IMAGINES 


A Cigarette Size Pen 
That Opens to Full Size 


Guaranteed Never to leak or smear 


Each Durilium Ball Point Refill holds o 
year's supply of ink for the average man 



















- Racine Ave. 





The Beautiful 


JISHER “'** PEN 


FISHER PEN COMPANY 


757 Waveland Avenue, Chicago 13, Iilino 


Open Closed Write for descriptive catalog sheets 














ebout 
ft. Conve 
nient Pencil 
Hol 
LIST PRICE lee 
$1.50 Complete . Roll. 
Extra Rolls 35¢ each 
Send for Literature and Dealer's Prices 
1846 W. BELMONT AVE. CHICAGO 13, ILLINOIS 















THE HANDY NEW 


©” Wemo-Roll 


j All-steel construction, Gray of 
} Green Hammerloid finish—Ne 
parts to break or lose or get out 
of order—Rubber Cushion Sup 
ports—3 13/16" wide by 
9/,"' long 

Uses regular Add- 
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ing Machine Rolls, 











OF 











TROLLING STORE LADDERS 


“A” Type Ladders ° Library Ladders 


—_—_—— 





For use with Filing Cabi- 

nets and Shelving, in Of- 

fices, Vaults and Store- 
ms 


Made of Oak and Birch, 

a variety of heights 
znd styles, with wheels 
nd Automatic Safety 
: 1kes 








Send for Folder 
and prices. 





Manufactured by 





LI], D. COTTERMAN ‘5 %;terssevesd ave 





LITEMASTER 
Execulor 2 LITER 


LITEMANTER 

















QUALITY WOOD 


COSTUMERS 


72 Inches High 
22 Inch Heavy Base 
4 Metal Hooks 
Oak and Walnut Finish 


Packed 6 per Carton K-D 


Immediate Delivery — 


$7.90 List 
Square Post $11. 90 List 


DALE OFFICE FURNITURE 
MANUFACTURERS 
61 West Hubbard Street 
CHICAGO 10, ILL. 


N 1 ‘ Square Post 





s 2250 No. 1750 











THE Best ONLY 





e If y best in 
Business ( Stock and 
Cases, rem¢ r we are 
the originat ‘ the Scored 
Card and | supply- 
ing the tra nee 1902. 
> 
= s Detroit, Seaman-Patrick Paper 
New Y 
Pitts & Grand Rapids, Carpenter Paper 
Cc I Houston, I S. Bosworth Co 


Samples on request. 


The John B. Wiggins Compan 








ae 








634 S. Federal St. ° Chicago 5, Ill. 





EXECUTOR 


Neo. 60 





TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE . HOME 


a distinguished new lamp 


« No. 60—Handsome desk lighting accessory for the finest office, 
home or institution. 

Genuine Telechron 3," diameter electric clock, 

Smart die-cast base 64" x 9,4". Height 14%". 

Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm gray for modern, with brass trim. Reflector—washable porce- 
lain white enamel. 

eS. & oogreres construction and electrical materials 
on and off switch 

Rubber bumpers for surface protection. 

Shipping weight I! Ibs. 

For standard 15 watt 18 fluorescent tubes. A. C. only. 


Retails for $19.95 


Slightly Higher Denver West 


FLEXO INTERNATIONAL CORPORATION 
3245 West Lake Street Chicago 24, Illinois 


Automatic 











CASH REGISTER 
PARTS 


o 


WORLD WIDE SERVICE—-HIGHEST QUALITY 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


succes 


2810 W. ADDISON st CHICAGO 18, ILL 
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GEO. E. FOX 
& COMPANY 


are making every effort to get back into full 
production after a halt caused by our second 
fire of the year, which interrupted a period of 
the greatest production and prosperity of our 
thirty-six years in business. 


We expect to have bindery and cushion depart- 
ments in operation soon. Difficulty of obtaining 
replacement parts for machines in some other 
departments may delay resumption there. 


Suppliers of equipment and materials and our 
many friends in the office equipment industry 
including stationery dealers all over the U. S. 
have been very sympathetic and patient. We 
thank you most heartily. We'll deliver your 
order just as soon as we can re-equip and resume 
operations. 


Our phone number and address remain the same: 


GEO. E. FOX & COMPANY 


Telephone Dickens 2-1260 
1051 N. Throop St. Chicago 22, Illinois 
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ACILITIES OF CHICAGO for both or- 
steed and non-scheduled fun will be 





gvailable again t ittendants of the 
NSOEA conventio: 

And in addition to the personal enter- 
jginment, provision has been made for an 
outstanding program appealing to both 
men and ladies during the convention 

= hours 


CONVENTION PARTY 


For everyone wi s registered, an 
other gala floor show will be held on 
Ptyesday evening, September 25, followed 
by dancing in the srand Ballroom of the 
Stevens Hotel. Aga th year Lew Dia- 
mond of the Music Corporation of America 
will provide for entertainment at this al- 
wayspopular convention party. He has 
arranged for Benny Sharpe's orchestra to 


provide danceable 


ANNUAL BANQUET 


The forty-fifth annual banquet of the 
association will be held on Wednesday 
evening at 7:30 ck in the crystal- 
lighted Grand Ballroom, resplendent in its 
new decorative theme This banquet is 
always a highlight of the convention, a 


time for gay fellowship in beautiful sur- 


roundings, a program that is brief and 


mpressive in its emphasis on the annual 
awards of the ass ition and the presenta- 
tion of its new president. Dancing will be 
conducted with Lew Diamond and his own 
orchestra furnishing the music until one 


o'clock in the m 


GOLF 


Unlike any other year, Thursday, Sep- 

; B tember 27, will present an uninterrupted 

i day for golf. The closing of the exhibit 

m areas on Wednesday evening will mean 

F B much more freedom of time to permit all 

B NSOEA golfers to get together at famed 

= Calumet Country Club in Chicago. 

It will be possible to tee off from 9 a.m. 

Sto | p.m. Prizes will be available for the 

winners and will be distributed at the ban- 

quet in the club} e at 6:30 p.m. that 
evening 

® Access to this b is easy because the 

linois Central lines run almost from the 

Goor of the Stevens Hotel to the golf 
course 


BECKONS TO GOLFERS—A partial view of the 
luxurious clubhouse of the Calumet Country 
Club, 175th St. & Western Ave., Homewood, 
ll, where the NSOEA golfers will convene 
on Thursday, Sept. 27, in post-convention fun. 





: 


? 
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NSOEA convention backdrop 


STEVENS HOTEL, CHICAGO, SEPTEMBER 22-27 


Saturday, September 22 
Sunday, September 23 
Monday, September 24 


Tuesday, September 25 


Wednesday, September 26 


Thursday, September 27 


Manufacturers’ Exhibits 1:00 P.M.—9:00 P.M. 
Manufacturers’ Exhibits 1:00 P.M.—9:00 P.M. 
General Convention Session 9:15 A.M.—12 Noon 


Report of President Zac Smith 
“Uncle Sam at Home and Abroad,” 
Robert Kazmayer 
Edward P. Morgan, Associate General 
Counsel, OPS Enforcement Division 
General Luncheon 12:30 P.M. 
Leo Terry at the Organ : 
“A Year of Mobilization Progress,” 
Manly Fleischmann 
Manufacturers’ Exhibts 2:00 P.M.—9:00 P.M. 


Division Sessions 9:30 A.M.—12 Noon 
Dealers, Eighth St. Theatre 
“Questions and Answers,” Paul Burbank 
Manufacturers, Upper Tower Ballroom 
‘lf | Were A Manufacturer in Today's Market,” 
Harry Buice 
“Handling the New Style Salesman,” 
Dr. Donald A. Laird 
Field Division, Lower Tower Ballroom 
General Luncheon 12:15 P.M. 
“Technique of Successful Living,” 
Dr. Norman Vincent Peale 
General Convention Session 2:00 P.M. 
“Management's Job of Selling Labor,” Fred Smith 
“The Three Golden Keys,” Millard Bennett 


Manufacturers’ Exhibit 5:00 P.M.—9:00 P.M. 
Convention Party, Grand Ballroom 9:00 P.M. 
General Convention Session 9:15 A.M.—12 Noon 


“Main St., U.S.A.,” Paul Buckwalter 
“Are You Scared?” Dr. R. F. Patterson 
Election of Officers 


Manufacturers’ Exhibits 12 Noon—6:00 P.M. 
Annual Banquet and Dance 7:00 P.M. 
Golf Tournament, Calumet Country Club 9:00 A.M. 
Golf Dinner . 6:30 P.M. 
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Let BIG JOE Do It! two versatile IDEA 
BIG JOE BOOK STANDS 


ALL-PURPOSES LIFT . No. 930 


Price $236.50 . , 
F.0.B. CHICAGO a | ' Has Wide Appeal 





Extension plates and 


Safety Brake furnished — 
without additional charge. 1. Dictionary Stand 


2. Bookcase 
“= 3. Speaker's Stand 





IT LIFTS AND MOVES : 
LOADS UP TO 750 LBS. eo You will find many buyers 


for this handsome moder 


BIG JOB? ~ ately priced Ideal utility 


stand. 
Order Your “BIG JOE” 5 j 
Today! : a ‘ Schools and colleges use it 
eg not only in librarie 
Write for Illustrated Folder . dj as a reference stand 
4 ; and bookcase but i 
BIG JOE MFG. CO. , auditoriums and 


184 N. Franklin St classrooms as a lec 
Chicago, III. — 





IDEAL STAND NO. 930 
Height at back 42 in. Business firms alsg 


Height at front 3612 in. buy it for purchasin 
Width 25 in , 
Depth 1134 in agents and researd 


Shiped K.D. Wt. 45 Ibs. libraries. 
Sturdily built of selected hardwood with plywood bad 
and finished in natural wood or walnut, this Ideal mult 
purpose stand will look well in any setting. Also avai 
able unfinished. 


No. 935 
Revolving Type 














For use in libraries or 
offices. Will hold large 
reference books at 
proper reading angle. 


E STAND NO. 935 
Foremost “Lobbyists” ELIMINATE Made of selected ti a oad 
for the American Public TROUBLESOME as ae Length wees 
' 


MAINTENANCE ural. Shipping Weight 22 Ibs 
PROBLEMS Write for Details Dept. 10-OA 


Vv 


peopel IDEAL SCHOOL SUPPLY CO 


© SAVE FLOORS 8318 Birkhoff Ave., Chicago 20, |! 
AND CARPETS 


e KEEP PREMISES 
NEAT, CLEAN 


* Pressed steel construction for 


GENERAL LOOSE LEAF BINDERY €0., Inc 
* Rolled inside top head for max - Manufacturers of 


* 20 inches high, 10 inches in i 
diameter. LOOSE LEAF BINDERS 
* Washable baked enamel fin- CATALOG COVERS 


—. PORTFOLIOS and 
. i a weight approximate- 8) 4010) -7: Bahl) ela 


WWAAAAAAAAA 


\ 


No obligation: Write for Co 30 YEARS MANUFACTURING EXPERIENCE 
Prices and Complete Data g d ee : 
on other Compco Equipment conP ; RATI*On : Lessing an Quality 


Dept. I. 9953 W. 2. Pee! Ave. cmcaeo @, ut 720 S. Dearborn Street « Chicago 5, Illino 
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MODERN "VOGUE, 5s 


for everyday— W) 


LE for Christmas 4 


MmiNE t Pl emane brochure . 
and 3 roo stand-up easel set. Write : 
for your reserved set and manval. } 


POR a TS Te ENS 










-* 


jo the déicr minating bu AGE 


G ° 
art steel sales Ale york 63 nn. y., U.S. a. 


—_—-— 








is i7[-0-m ATIC 
SILENT SALESMAN /{ : 


( ni,’ (Specimen Page from VWoldnaser— 18 Page anuat)* 


iY 


—_— 
“7 - DOW | he > on We 
*> seg y ae tee’ 

7 Po . * ? 

s * 

¢ “See, a 

"tee ‘ *, “9 3 
TS eee 
| ae ae iM 
e * A ae | 
= * fe 

¥ 


VYloldmaser 
-O-M ATIC 


PLAN No. 1 4422 
Ww 


e A powerful 





salesman tells 
the message 
Ey 


ata glance... Gs 


O-MATIC 


2 


Woldnaseer 
ar 


e* as 


MOLOMASTER Lune 





71 -o-manic brochure... 
and 8 piece stand-up easel set. Write 
for your reserved set and manval. 


art steel sales corp. 
new york 63 n. y., U. S. @. 





TIER chsistnes bosinees te 
yours for the taking... 


RDT 


THE ROTARIAN 
LETTER TRAYS 


the modern efficient 
functionals for the office ... 
they’re sensational... 
they’re low priced 


THE GLIDO ROLL- 


ad wae _sTOP TaTIONERY 


PERSONAL FILE 





Beauty and function joined 

together to produce the most 

outstanding modern Personal 

File made of plastic and : ‘ by 
steel — it's beautiful — e <£ Jute a ri / 4 B b 

Original Design by FUTURA jd a ee rey $Q25 


Black i — 


Ge be $695 
neal sid 





THE TELE-MEMO 


GL-35 GL-46 
UNIT 


\ THE GLIDO ROLL- 
\TOP CARD CASINGS 


| The. most functionat 
|} top card cabinet for 3x5 
cards. In plastic and st 
| oa p operation 
' nal De bed FUTUR 
plastic 


housing Epo: "$595 


50 iets 
GL-46 (4x6 cards! $7.50 


Literature Available HIGHER ON WEST COAST 


art steel sales corp. new york 63 n. y., | ar. BF 














jet Phe 
M.-150 


THE GLIDO ROLL- 
TOP STATIONERY 
CABINET 





THE FUTURA 
PERSONAL FILE 


Beauty ond function joined 
together to produce the mos! 
outstanding modern Persona 


Presents File made of plastic ond 


steel — it's beautiful 
Original Design by FUTURA 


A New Exciting Decor... Grey ste oi $695 
The Office Equipment of | 
tomorrow—the warmth 
sweep and modernity of 
1 plastic joined to durable 
GL-35 7. zB ° 
ci-46 (\ Ie steel... to bring you to- 


THE GLIDO ROLL- morrow’s office... today! 
TOP CARD CABINET 


THE TELE-MEMO UNIT 
THE ROTARIAN LETTER The 6-way Unit—Perpetual Calendc 


Lorge Writing Tablet Pencil receptac': 


TRAYS Telephone Index, Memo Depository 
‘cite letter troy that 


Original Design by FUTURA 


Ebony color plastic — steel $350 


npletely—h 
grey housing 


ond adds beauty t 


ead 
ern desk 
Original design nes FUT 34 
\Walnut color ee oo: 


functionals for 
office ease: 


SiF4)7- a 
SN 


er me ye — 
For everyday 
folate Me, GaaleL Panicle, Higher on West Coast Literature Avoilot 


art steel sales ih ae A) a 2 a 2 














National Business Show 


(Continued from page 18 
York Personnel! 


Management Association, Records 


Management Association, Systems and Procedures As- 
sociation of America and the Transcription Supervisors 


Association 


A list of exhibitors 
Show, coiggias up 


Addo Ma« née 
Algene Marking |! 
American Aut . 
Co. : 
American re 
American Phot« 


Co : 
Russell Ernest ! 


Bircher ‘ Arie 
Boardmaster Visu 
fole Steel Equipr 
j. J. Conno ylly 
Ralph Cc Coxhead 


Cummins-Chicag 
Davidson Corp 
The Denomina 
Diebold, inc 
Ditto, In 
Duplicator Cor 
Bastern Duo-Fas 
Biliott Addressing 
Pacit, In: 

Fax Copy ‘ 

Ferris Business 
Friden Calculatir 
General Photo I 
Geyer Put ns 
The Globe Wert 
Graphic Microfil: 
Graphic Systems 
Graphic Visua 
Guide Syster & 
Harris-Sey bold 
Hush-A-Phone 
Korda Industries 
Lightning — € 





the 1951 National Business 
to September 4 follows: 


Marchant Calculating Machine 
Co 

Master Addresser Co 

Mayhal Photocopy Corp 

Mimeo Manufacturing Co 

Minnesota Mining & Mfg. Co 

Monroe Calculating Machine Co 

P 2] Moore, Inc 

The Mosler Safe Co 

New York Telephone Co 

Office Management & Equipment 

Ohmer Corp 

Oxford Filing Supply Co., In« 

Ozalid 

Pace College 

Paillard Products, Inc 

Payroll Tax Service 

Payrollmaster 

Peirce Wire Re 

Permoflux Corp 

Pronto File Corp 

Queen Ribbon & Carbon Co 

Radio Corp. of America 

Rand McNally & Co 

Rex Rotary Distributing Corp 

REX-O-graph Inc 

Robotyper Corp 

Rockwell-Barnes Co 

Safeguard Corp 

Simplex Time Recorder Co 

Speed Products Co., Inc 


order Corp 


Standard Business Machines Corp 


Standard Duplicating Machines 
Corp 

Sunroc Corp 

Swift Business Machines Corp 

Tiffany Stand Co 

Times Facsimile Corp. 









Van Hawk Sales Co 

Varigraph Co., Inc 
ViISIrecord, Inc 

Wassell Organization 

Weber Addressing Machine Co 


Magnet Recor ‘ es 
Harold M. Mann! gar 
zation 





National Business Show Gets Navy Art 





OPERATION PALETTE GETS UNDER WAY—One of the main features 
of the National Business Show October 22-27 in New York City will 
be a joint Armed Forces exhibit showing how office equipment, 


machines and supplies are used in the Services. An additional 
feature will be the Novy’s famous “Operation Palette,” a collection 
of on-the-spot paintings by combat artists. Shown here are com- 
mittee members (left to right) representing the participating branches 
of the Armed Forces: Ensign F. £. Walters, USN; Lt. Cmdr. Robert E. 
Steele, USN; Captain Raymond Houseman, USAAF; Captain John J. 
McCormick, USN; Major Horace E. Curtis, USMC, and Captain George 
Faust, USAAF. SN Photo) 


“Operation Palette,” the Navy’s widely-acclaimed ex- 
hibit of wartime art, will form a major part of the 
Armed Forces exhibit at the National Business Show 
held during the week of October 22 to 27 at the Grand 
Central Palace in New York City. 

The exhibit consists of more than 100 selected orig- 
inal paintings and drawings by Navy Combat Artists, 
Many of them depicting actual battle scenes sketched 
on the spot under fire. Considered by many critics to 
be America’s outstanding samples of wartime art, the 
pictures have been displayed at the National Gallery of 
Art in Washington and other cities in the United 


OFFICE APPLIANCES, October, 1951 





LOOK- 
NO —HOLES! 


Something NEW 
ina 


BINDER FOLDER 











* Your customers will be quick to recognize 


the advantages of the new revolutionary 
“Punchless” Binder. It’s more flexible—saves 
time (actually 80% by test). No holes to 
punch. Papers are bound or released by merely 
pushing two slides. Zip! it’s open—Zip! it's 
closed. Saves money, too—unpunched papers 


are much less expensive. 


The cover, thin enough to be used as a file 
folder, is made of genuine pressboard in a 
choice of red, black or grey. “Punchless” clip 
at top or side. Feature the “Punchless” Binder 
for quick sales and steady repeats. 


CUSHMAN & DENISON MFG. CO. 
153 West 23rd Street, New York 11, N. Y. 
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aluminum 
chairs 


A sincere and hearty welcome from FINE- 
REST to fellow-members of the N.S.O.E.A. 


Let us make the 45th annual convention 
an occasion to renew old acquaintanceships, 
to further good will with our associates, and 
to forget for a moment this world’s ills. 


We shall enjoy personally reaffirming this 
welcome in Room 521-A. 


ALUMINUM SEATING ypeoralicn 


17 $. CHERRY STREET © AKRON 8,OHIO 


Dishiibuler AETNA SAFE CO., 46-50 W. 29th ST., N. Y. 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 





188 








States as well as in England, Holland, France, Belgig. 
and other European countries. 

Included in the showing are several examples of 
work of Commander Griffith Baily Coale, well 
muralist and author of the widely read “North At 
Patrol,” the log of a seagoing artist. Illustrations fig 
this book, including the memorable painting, “S 
of the Reuben James,” were featured in Life Magazin 
several months ago. 

Other artists represented in the collection inclug 
Commander Arthur K. Murray, USNR; Commande 
Standish Backus, Jr., USNR; Lieutenant Commands 
William F. Draper, USNR; Commander Dwight ¢ 
Shepler, USNR; Lieutenant Mitchell Jamieson, USNR 
Lieutenant Edward Millman, USNR; and Specialig 
First Class Alexander P. Russo, USNR. All of the 
men are professional artists in civilian life and all ap 
highly regarded for their contributions to contem. 
porary art. 

“This collection has excited wide comment whereyg 
it has been shown,” Captain John J. McCormick, Ag 
sistant for Public Information, third Naval Distri¢ 
stated in announcing the showing, “and the opporty. 
nity to co-operate in bringing the exhibit to the Ng. 
tional Business Show where it will be seen by count 
less thousands of veterans and others in managemep 
and industry now working on the national defeng 
program is most welcome.” 

According to Rudolph Lang, managing director ¢ 
the National Business Show, there will be no charg 
for admission and tickets are available on requeg 
from any one of the 125 exhibitors. 





Fire Again Hits George E. Fox Firm 


For the second time within a year, fire has damage 
a building occupied by George E. Fox & Company 
office supplies manufacturer of 1051 N. Throop & 
Chicago. On Friday night, September 7, damage est 
mated at $100,000 was done to the quarters occupig 
by the firm. 

The Fox concern formerly was located at 3208 
LaSalle St., where four firemen were killed fightig 
a blaze last January 12. 

Plans are being made by the firm officials to @ 
back into production as soon as possible. 





Wes MontPas Joins Bill Boyd in 
Representing Acco and Art Steel 


A total of many years’ experience and attendami 
sales skill were merged recently when Wes MontPa 
became associated with Bill Boyd in representation @ 
Acco Products, Inc., and the Art Steel Company in th 





WES MONTPAS 


Chicago area. With no enlargement of territory (Wi 
consin, Illinois, Iowa and Missouri) the two men af 
now in a position to make many more calls and serv 
dealers more efficiently. 

From a broad knowledge that embraces retailing # 
well as representation of manufacturers, Mr. MontPa 
is in a position to be particularly heipful because @ 
his understanding of dealer problems through persona 
experience 
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open 


The cards are filed 
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VISIBLE CARD 


FILES 


“The Card That Walks” 





Magnetism makes blind files visible 


Magnetism like electricity is a mysterious force. This peculiar form 
of energy has now been applied to record ke 
magnetic force exerting its influence to impel or repel is per- 
manently harnessed to MAGNE-DEX. records quickly 
separate at a touch. Withouw 
dreds of individual names or tities may be seen in a 


systems. A 


Card 


t mechanical assistance hun- 


few moments. 


FINGER TIP REFERENCE 
MAGNE-DEX Visible Equipment is built on the Portable 
Tray feature. Here you have compact trays in 500 or 
‘7000 card capacities in standard card sizes. Trays are 
used separately or housed in upright files, tubs or card 
record desks. MAGNE-DEX gives you instant |5 card 
visibility at any point of reference instead of the old 
blind files that give you just one card visibility. No 
thumbing or searching. This is the most revolutionary 
workable idea in filing since cards were first placed in 
shoe boxes. MAGNE-DEX cards can be used in type- 


writer, bookkeeoing or office machines. 


MAGNE-DEX CAN BE EXTENDED AS NEEDED 


cards where they are 
mmodate all the posting work a clerk can do 
to their fu 
facing the operator. 
Cabinet No. CRD 985 has four drawers, 








Magne-Dex Record Desk is a combination desk and record file that 
easily available and instantly accessible for reference and posting. 


making their entire capacity available for filina. 

All drawers operate on a ball bearing cradle 
each of which will accom- 
The Posting Table has a gray lincleum 


be installed in battery formation 


The drawers of the file . 
ing purposes. 


the advantages of the 


ing height. 
and efficient 


You ities. These 22" 


Yo 


Control Plates are de- 
signed to control card 
action in tray or drawer. 


Individual cards 
are magnetized to 
repel each other by 
@ permanent mag- 
net—causing the 
fanning-out action! 





TYPICAL TUB DESK—''Tub Desk Housing” over the 
years has proved to be the most economical, con- 
venient and adaptable method for fili 
iow MAGNE-DEX TRA 
be utilized for Tub Desk installation. 
has every card available for finger tip reference. All 
MAGNE-D 
bility" features are thus ready at comfortable work- 
22°" Magne-Dex Trays are conveniently 
housed in Tub Desks of various capac- 
Trays are sold with 1000 cards and 


and index- 
can easily 
The rator 


one line visi- 


will take up to 1200 cards comfortably, if necessary. 








type progressive susper 
modate three 8"' x 5 trays or four 6"' x 4"' card trays 
top and is equipped with box drawer 
ustrated ab \ e-Dex Card Record Desks can 
sind « ch i system as your requirements necessitate. 
(ee Seeman, =e 
= } — ie 
ua ——<—— 7 —2 
ieee ———— 
f _e 
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a See MAGNE-DEX 
Booth 111 


N.S.0.E.A 











WRITE TODAY FOR COMPLETE ILLUSTRATED LITERATURE ON ALL MAGNE-DEX UNITS 


Designers and 
Builders of 
Efficient Office 
Equipment 


BOX 258-A 


October, 19517 


BUSINESS EFFICIENCY AIDS 


SKOKIE, ILLINOIS 


Manufacturers of 
SPIN-DEX 
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INSOLETTE AND CABINETTE MODELS AVAILABLE 


oa FR! y cs E t INDUSTRIES, INC. 


31-28 Queens Bivd., Long Island City 1, N. Y. 
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In Other Lands 


(Continued from page 80) 

book translated into every reasonable language—be. 
gins with the world in formation, and later proceed 
to record laws, drafted as the result of man’s experi. 
ence to regulate normal life. 

“The beginning of an industry can be traced from 
the simple, the free-for-all period, through all it 
stages of evolution, to regulation. The typewriter ip. 
dustry is no different from others in this respect. Ip 
its early days, every man was against his fellow, ang 
no quarter was given. The tales which have been tog 
regarding cut-throat competition could find no suit. 
able place in an ethical code. 

“In time, in all large industries, there arise from the 
mass, reasonable men who, realizing the shortcomings 
of the mob, get together with the view to altering 
the ‘tooth and claw’ habits, and by co-operation ang 
regulation change the whole competitive moral outlook 
of an industry. 

“In this respect the typewriter industry has not been 
an exception and out of the wild competitive scramble 
has evolved the Federation in Great Britain.” 

Well, there you have it. Mr. Haig’s views have been 
quoted and it may be the subject matter, being con. 
troversial, will at least provide a talking point for the 
trade. 

- o = 

One of the most revolutionary machines in the office 
appliance field in Britain at the present time is per- 
haps the electronic calculating equipment of IBM, the 
principal machine of which takes seventeen-thou- 
sandths of a minute to multiply 10 figures by 10 figures. 
Another which is creating interest is the National 
Cash Register Company’s Class 31 direct entry ac- 
counting machine, which incorporates an electric type- 
writer for unlimited narrative description. Yet a third 
machine which is noteworthy is the British Olivetti 
portable typewriter, the Scribe, which weighs 1 
pounds, has an attractive woven plastic case, and fea- 
tures adjustable personal touch-tuning, non-glare 
plastic keys, a new attractive type for the British 
market, and an 86-character keyboard providing an 
8%g-inch writing line. The new Underwood standard, 
known as the Rhythm Touch machine, is also a greatly 
improved typewriter. The Hermes Ambassador type- 
writer, has line spacing and carriage return electrically 
controlled, although it is manually operated. Paper 
can be inserted and ejected by the single movement 
of a lever 

” . cs 

Messrs. Farquharson Bros., Ltd., the well-known 
ribbon and carbon paper manufacturers of Scotland, 
celebrate their Golden Jubilee this year, I understand. 

* . * 

Sydney Price, managing director of L. C. Smith & 
Corona Typewriters, Ltd., has been appointed chair- 
man of the Barnet Association Football Club. Barnet 
won the Amateur Cup in 1946 and was runnerup in 
1947. 

* a - 

Messrs. Van Der Velde Ltd., of Newcastle-on-Tyne, 
recently held an exhibition at the Milestone Hotel 
Kensington, in London. It proved to be highly popular 
and was well supported by the trade. 

* . ” 


There has been general satisfaction because no re 
strictions have been placed on the use of nickel plat- 
ing for the typewriter trade. There had been some 
qualms as to what was going to happen when it was 
rumored that restrictions were going to be brought 
into force. However, it would seem that the Ministry 
of Supply has realized the importance in the export 
field of the British typewriter industry—although the 
restrictions do not apply to typewriters for the home 
market, either. 

* ” * 

Talk of revaluation is again in the air at the present 

time and it may be that ere these lines are published 
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with all your 
expenses up, you’ve been 
selling pencils at the 


same low price and the same 


low profit ... but now 


| the squeeze is off! 


Here comes help for the seller caught between 

rising costs and fixed markups! 
It’s the great new SUPER VELVET... 
a brand new pencil at a brand 
new price to give you at 
long last a solid profit 
in pencils! 


Sold across the counter at 8c (2 for 15c) 
or sold to industry in quantities, 
SUPER VELVET guarantees you a better profit. 
It’s a finer pencil . . . super-smooth with exclusive 
homogenized lead, super-strong with patented 
pressure-proofing, super-thrifty because 

longer lasting. (Jt writes 39,000 words!) 

Help yourself out of the squeeze with nationally 
advertised SUPER VELVET . . . the pencil designed, 


a better pencil 
promoted, and priced to give you a decent profit! 


...at a better price 
..at a better profit 


VENUS super velvet 


with homogenized lead 


American Pencil Company, Hoboken, N. J.. makers of famous Venus pencils and Venus pens 
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Harter Model 65 
Executive Posture Chair 


BIG OFFICE CHAIR BEAUTY 
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--- POSTURE CHAIR 
WORKING COMFORT 





Here’s the size and luxury to please your most exacting and important 
customer. Yet, it’s a true posture chair with all adjustments to fit every 
individual. It’s the Harter 65 and it’s a quality chair with deep foam 
rubber seat and back cushions. Rich upholsteries, flawlessly tailored fit it for 
the finest office. Of course it has Harter all steel construction — 

which means it’s made so carefully it will continue pleasing your 


customer for a whole business lifetime. 


The Harter Model 66 has the same posture chair action as the 65 but 
has the less massive design needed for many installations. That's the beauty 
of the complete Harter line; it equips the dealer to sell every office. 


Harter Corporation, 1010 Prairie Avenue, Sturgis, Michigan. 


i HARTER 


2a ewes 8 Micu8HtitGaAwN 
STEEL CHAIRS +» POSTURE CHAIRS 
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there will be more definite news of sterling’s revalua- 
on. It may well be that if this measure is brought 
nto being, a possibility exists of seeing American- 
made typewriters coming on to the British market 
again, if only in limited supply. 
> * *. 

A little belatedly I have news of the sixth NOHAKA 
exhibition, organize by the Netherlands organization 
¢ wholesalers lealers in typewriters and office 
equipment, held Scheveningen, near the Hague, 
some short while ag 

The exhibition was purely a trade affair, being run 
by the manufacturers, importers and wholesalers for 
the benefit of the dealers. 

This was the third such NOHAKA exhibition to be 

the war. Shortage of capital and high 

taxes have affected the public’s capacity to buy and 
many dealers art inderstand, carrying large stocks. 
These two facts were reflected in the business done at 
the exhibition. Some exhibitors, however, did report 
good business 


held since t 





Pen Box of Dewsbury is Enlarged 


BY MRS. E. FITZGERALD MacMILLAN 


rs ago, OFFICE APPLIANCES drew the 
in stationers to a remarkable, and 
office equipment store that has 

solved many problems also relating to themselves. 

The tiny store was The Pen Box of Dewsbury, an 
ndustrial town of about 60,000 inhabitants, and a part 
f the Great West Riding of Yorkshire wool center, 
Dewsbury’s contribution being mainly blankets that 
have gone over the world for generations. 

This original Pen Box was so small that its founder, 
Harry Holdsworth, had literally to plan every inch of 
its two long and two short sides—the “box”—so as to 
arry large enough office equipment stocks and to 
lisplay them effectively that customers had to 
top, look, and then walk in. And having walked in, 
there had to be enough space for himself, his son, 
Charles, assisting him,—and of course the customers! 

For displays, father and son built action scenes 
in miniature of course)—of the sports. Harry Holds- 
oved football, cricket and bowls. 
ked-of display of Parker or Water- 


More than 15 } 
attention of Ameri 
very small, Briti 


worth especially 
Many a much 


man pens first thus drew the eye by action groups of 
tiny players or arresting photographic work.) 
Stock problems were solved by building wall cases 


ceiling to floor that exactly fitted 
envelopes, inks, business paper, files, 
ledgers and so each had their own section exact 

the inch. Incidentally, it was also the quickest 
way of knowing hen stocks were getting low. 


nd shelving f1 


every item. Thu 


In the years that have elapsed 
since the founding 





f The Pen Box (in 1913) the little place became one 
f Dewsbury’s trade showplaces, drawing, also, numer- 
is American visitors 

Those returning to Yorkshire recently have had a 
big surprise. The Pen Box, by acquiring adjacent 
remises, is now enlarged, and there is some prob- 
bility the future name may carry such a descriptive 


With the recer completed alterations, and addi- 
ons of the latest modern equipment for running the 
enlarged Pen B the old proved efficiency methods 
ave also been maintained. For example, the shelves 
nd cases still fit the individual stock items, for they 
ers and a speedy way of judging 
requirements when the travelers call. 


1} 
Stlil space 


I'was told that American ideas of office equipment 
ire warmly welcomed, because “they make for high 
efficiency 

Office and staff amenities are of the latest to-day. 


There is a priv ffice for travelers and any special 


istomers 
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Craftsmen in .. . Safes * Insulated Record 

Files @ Money Chests ® Vault Doors °¢ 

Rotary Record Files © Steel Storage Files ® 

Bank Vault Equipment ¢* Drive-In Windows 

© Depositories © Under-Counter Work ® 
Metal Case Work for Hospitals 
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LITTLE 


ality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


Za0K8: Tvnbas <4 
“Uars0one 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 
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Write for details and samples. 


We are looking forward to seeing you 
at the N.S.0.E.A. convention 
September 22-26, Booth 314. 





“n ~HITTLE. 


Inc. 


MANUFACTURERS 


Factory, Rochester 8, N. Y. 1951 


1888 


“QUALITY EXCLUSIVELY SINCE 1888’ 
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More space is being given to tried methods of cm 
tomer recording and testing. For years, the qd 
record of the weather has been kept, with the n 

of customers on that day. Rain, snow, fog or shines 
any date can be turned up in past years, comparigg 
noted, and decisions made regarding current attracti@ 
displays to beat the weather—or else to treat it 
an ally by display or slogan or even circularizat 
of customers. 

I was told that carefully-prepared circulars relat 
to newly-arrived goods are found still the best reg 
getters that can be directly traced. Advertising is @ 
course, also widely used. 





Ss 


But these circulars help 
to maintain the frie 
links so much a part of the service of The Pen 
There are often high numbers of customers on rail 
days and market days. 

A depressing day as regards weather seems to b 
people along to the friendly Pen Box with its smiling 
and very smart staff, now increased from two to seveg 

The Pen Box, with its big reputation as pen specigh 
ists, is eagerly hoping normal requirements from mam 
ufacturers can soon be fulfilled. More and mop 
customers want the best pens, especially the ne 
Parker. 

Another important feature is the range of speci 
account books for the textile trade and the variogj 
sections—spinning, weaving and so on—as well as com 
mercial diaries for every branch of industry. 

Big use is made of the telephone to contact busing 
houses when new supplies are of special interest § 
them. This personal contact from the “boss” alg 
cements the work of the representative who is alway 
working in the area. 


Encouraging the juvenile customer 
is another point 
For example, the office boy or girl, the very junig 
clerks, are always made welcome. These may be th 
head of departments or even the proprietors of th 
future. So into the Pen Box (Enlarged) they enter it 
growing numbers. 

As this article was being written, news came of the 
sudden passing of Harry Holdsworth, and to whos 
genial voice I had been listening only just previously 

He was 72, and for the last year or two has left 
much of the running of The Pen Box to his onl 
son, Charles Holdsworth, as managing director, bu 
remaining as a very active chairman. 

As one of the oldest members of Dewsbury Rotary 
Club, and also Dewsbury Chamber of Trade, Harry 
Holdsworth became known far outside his own town 
He was past chairman of the West Riding Branch o 
the Stationers Association, also at one time a vice 
president for 12 years of the Dewsbury Rugby League 
Football Club. 

When I talked with him so recently he was very 
happy at the completed enlargement of The Pen Box 
and told me a strange story linked up with OFrrid 
APPLIANCES. 


Fifteen years ago, 
a business man traveling in the 

United States of America asked a car attendant for 
something to read during a lengthy journey. He was 
given OFrFrice APPLIANCES among the journals to choos 
from. He turned up the page which mentioned Harry 
Holdsworth and the early Pen Box. 

He had known Harry many years still earlier, bu 
had lost touch with him. ‘ 

“Imagine it,” he said when he finally arrived back 
in England. “I had to go to America to learn abow 
my old friend Harry Holdsworth.” 

It was the last thing Mr. Holdsworth told me as! 
left him, alas never to see him again. 
195! 
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Defense-time 
or Peacetime... 


its 
YELLOW BOX LINE 


is best! 


Oakville’s famous Yellow Box Line of 1. Oakville’s extensive research facili- 
paper-fastening devices is made entirely ties will be used whenever required 
of critica iterials which are in short to develop and produce the best 
supply and subject to present and future available substitute. 
Government restrictive orders. 

2. When substitutions have to be made, 
Nevertheless, you may depend on these the facts will be set forth clearly on 
safeguards of excellence and quality: the package itself. 


The Yellow Box Line will always reflect the highest standards of construction attainable at the time. 


Ge Distributed by Quota Allotment Plan Based on Previous Patronage 


GAKVILLE COMPANY DIVISION 
Scovill Manufacturing Company « Waterbury 20, Connecticut 


42nd St., Lexington Ave. 1419 N. Broad Street 441 Stuart St. 4105 W. Chicago Ave. Charles R. Barry Co., 430 Brannan St. 
NEW YORK 17, N.Y PHILADELPHIA 22, PENN. BOSTON 16, MASS. CHICAGO 51, ILL. SAN FRANCISCO 7, CALIF. 
THE BROWN BROTHERS, LTD.; TORONTO 1 
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introduces the only all-new line 
of desk calendars for 1952. 


Since 1850 Standard has been the outstanding name in the 


diary field — a familiar name to stationers all 


Ordinary Desk Calendar 
over the world. Design. Grooves “clutter” 


appearance — collect dust. 
Now, Standard enters the desk calendar field 


with the only all-new line for 1952. It's complete — it's 


New Standard Design. 
Smoothly rounded contours 


competitively priced and its unique design 


gives you a distinct selling and profit advantage! 


Sy 
= wns JQ 
one glance shows why they'll out-sell on sight! “== Lda 


it's STANDARD by comparison! 


For complete catalog of desk calendars, write 


STANDARD DIARY COMPANY 


265 Blackstone St., Cambridge, Massachusetts 
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the greatest name in diaries (since 1850) 
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News Notes from Australia 


+ BEECHAM, CORRESPONDENT 
gOX E265, G.P.O. PERTH, W. A 


During the three months ended December 31, 1950, 
australia imported writing and typing papers valued 
at £244,000, pens and pencils valued at £302,000, and 
stationery values at £403,000. 

. . . 

The Australian Trade Commissioner in South Africa 
reports that there is a good market for pencils in the 
union of South Africa. “Well-known German makes 
of pencils, which were well-established before the war, 
but have not been obtainable since, have now started 
eoming into the country again. At first the prices were 
too high but it appears that these prices are now 
considerably lower Some quantities of Japanese 
yencils are also being imported into the country, but 
although these are very much lower in price, they are 
stated to be of inferior quality and are therefore not 
purchased by the more reputable suppliers.” 

* o . 

Of more than usual interest to the Australian im- 
porter of American office supplies is the news that 
Australia’s favorable dollar balance last year totalled 
¢92.770,000, compared with the previous year’s deficit 
f £4,389,000 

* . * 

Australian manufacturers of office supplies are still 
seriously concerned over rising costs. Following upon 
a rise of £1 weekly in the Federal basic wage there 
is now another of 12s. weekly, which brings the mini- 
mum rate for unskilled male workers to £9 8s. a week. 

. > . 

It has been announced that, under the new trade 
reculations with Japan, that country will now be al- 
lowed to export slide rules to Australia. 

> - 7 

The New Zealand government announces that the 
following items of merchandise may now be imported 
yithout licenses: Panels suited for furniture making; 
paper transfers, showcards and calendars; furniture, 
abinetware and shelving specially suited for office, 
shop or warehouse use, made up from sheet-metal not 
exceeding 0.080 inch in thickness; castings for office 
hairs; furniture and cabinetware other than metal, 
including chairs of wood with wicker, cane or bamboo 
seats; cements and powders for adhesives and liquids 
for use with same; mucilage, starch paste and similar 
prepared adhesives in packages of less than one gal- 
lon; ashtrays and paper and paper felt. 

> we * 

The New South Wales (Labor) Government has ap- 
plied a price freeze to all merchandise (over 60,000 
items) and services, except government services, gas, 
electricity, coal and milk 

. * * 

Retailers of the more expensive types of office ap- 
pliances are seriously concerned over the Federal Cab- 
inet’s appeal to the states to support it in restricting 
higher purchas¢ 1 other deferred payment schemes. 
The spokesman a leading finance company says 
that it is open question whether the banning of 
the higher purchase system will help curb inflation, 
while a leading business executive says: “Australia’s 
economy could be stabilized and consumers would be 
satisfied if the proposed restriction was limited to 
two-fifths deposit and the remainder in instalments 
ver a reasonable period—say two years.” 

> = . 

The South Australian Government Statist reports 
that during the nth of June, imports into that state 
from overseas cluded stationery, etc., valued at 


£42,130. Such imports for the year ended June 30, 1951, 
were valued at £437,478 compared with the £387,469 of 
he previous 12 months 

Collie (Australia), Ltd., is now manufacturing black 
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During this era of 


short supply we are 
endeavoring to take 
care of our old cus- 
tomers to the best of 
our ability. 


SEND FOR PRICE-O-LOG No. 50 
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HI-POPULARITY 
NUMBER IN ERASERS 








Speediest Selling 
Office Utility Item 


Cylindrical stick eraser of finest rubber: 
made in RED FOR PENCIL ERASING, 
GRAY FOR INK. Encased in attractive, 
transparent plastic holder of convenient 
length and balance. Not a mechanical 
gadget. Just unscrew tip and move eraser 
forward. 


POCKET CLIP STYLE FOR GENERAL USE 
BRUSH WHISK STYLE FOR TYPISTS 
(illustrated) 


Both models tops in erasing versatility; 
highly popular for executive, student, office 
and professional use—for everybody who 
wants an always-clean, handy eraser. With 
Whisk 35c; without Whisk 25c. Refills 5c 
each. 








Write for latest illustrated price list featur- 
ing all styles of the world’s finest erasers. 










One Coren 





Red or Gray Jets, pocket clip oy 
and brush Whisk styles; also CY 
combination assortments, 
mounted on attractive, self- 
selling display cards, a dozen 
to the card. Also available 
in colorful, eye-appealing 
commercial packings. 


) ' Svuiwe 
RED for Pencil RAY ‘for ink 


No. 825 No. 827. 


MT 


Eraser Refills for JET Holders ore Avaiabie Separately 


WELOON PORERTS RUBEER CO. NEWARK, M4 UE A 














WELDON ROBERTS RUBBER CO. 
Newark 7, N. J. 
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prrect Mistakes in Any Languegs 





and colored inks under license from the J. M. Huber 
Corporation of New York. 


> = . 


Registered recently: Muhling’s Pty., Ltd., capitg 
£25,000 in £1 shares; stationers, lithographers, ete,; 
factory, 103 Newcastle St., Perth. 


- * - 


Under new capital issues regulations the consenf 
of the federal treasurer is now required if: A company 
proposes to raise within a period of two years mor 
than £10,000 from an issue of shares, borrowing unde 
mortgage or debenture, or the acceptance of deposits; 
if a company proposes to accept deposits for more thay 
£5,000 in a period of one year; if a person wishes tg 
borrow under mortgage more than £5,000 in a year; of 
if the rate of interest payable under a first mortgage 
exceeds 414% 





Issue New Biro Pens, Ltd., Album 


An attractive photo album of the products of Biro 
Pens, Ltd., 67 Brook St., London W.I., Eng., formerly 
Miles Martin Pen Company, Ltd., has been prepared 
and is now available for general distribution as a bro- 
chure. 

There are two editions, one for the Festival office 
and the other for general distribution at home and 
overseas. The “limited” edition is in four-color letter- 
pressed with raised lettering in Chromeprint, while 
the “second” edition is printed in four-color letter- 
press. The pages are bound with transparent Plastoie 
binding and a special pocket on the back leaf provides 
space for additional leaves featuring the new Biro 
products as they appear. 

The album includes a brief history of Biro, illustra- 
tions of all the Biro models, selections of Biro adver- 
tising and of sales promotion aids. It has taken more 
than 18 months to produce the album which was type- 
set in three countries, the art pulls being flown to 
London for mounting and processing. W. M. de Majo 
and L. Bramberg were the designers. Printers were 
Wills and Hepworth, Ltd., and Chromeprint, Ltd 
Blockmakers were Colophon, Ltd. 





NOVEL WINDOW DISPLAY INDICATES 
STENOGRAPHY NOTEBOOK VARIETY 


HE FACT THAT many office managers, stenograph- 

ers, and other business people are not familiar 
with the wide variety of sizes and special types of 
stenographers’ notebooks on the market formed the 
basis for a highly unusual window display at Kend- 
rick-Bellamy Company, office supply dealers of Den- 
ver, Colo. 

In the display, elevated at various heights off the 
window floor by means of cylinders and drum-shaped 
stands, were shown seven sizes of stenographers’ note- 
books found in various styles, and ranging from the 
familiar, slender pocket type, to broad, heavy models 
ideal for coping with large numbers of figures. 

To illustrate the uses of the many varieties of sizes 
involved, H. E. Woodend, display manager for the store, 
utilized several 11 x 14-inch photographs, set at various 
levels, which showed stenographer notebooks in use 
on the stenographer’s knee, on tables or desks, set up 
beside a typewriter, on wall clips, and so forth. “The 
idea was simply to demonstrate to stenographers in 
the downtown Denver business district that by choos- 
ing more carefully the size and type of notebook t 
use, it might be possible to relieve some strain in theif 
everyday work,” Mr. Woodend said. “For example, 
many stenographers are slowed up when using small, 
narrow pocket notebooks. That is because of the 
necessity of turning the page frequently. The use of 
a large notebook, twice the size, where the latter does 
not have to be carried about a great deal, can actually 
gain one-third in the efficiency with which the secre- 
tary turns out dictation —RAL 
1951 
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® Now defense production calls more and more workers) 
Now the need increases for these handy, well-designed 
pocket-size time books by B & P. The wide variety of 

styles meets every requirement — weekly, two weekly 

and monthly forms — flexible and stiff covers. See 

pages 193, 194, and 197 of Catalog No. 49. To keep 
Social Security earnings records straight for the 

employer of domestic help and farm labor, the small 
employer and the self-employed, there's the new 

B& P No. 1261. 


The time is ripe to stock, display, sell. Get in 
touch with your B & P Representative today. 
y p VATIONAL STATIONER 
; c AT BOOTH 135, 
BE SURE IY 
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No. 583% 


@ 


5 CONVENTION 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. 
Boston 10: 80 Summer Street + St. Louis 2: 115 So. Sth St. 
Chicago 7: 310 W. Polk St. 

New York City Sclesroom: 349 Broadway, New York 13 
Chicago Salesroom: 1519 Merchandise Mart Plozo, Chicoge 54 
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IF YOU WANT TO SELL MORE CHAIRS 





Se rs Sa —~ 


Comfort, style and durability 
combine to make BOLING 
Chairs outstanding values 
which are quickly recog- 


nized by buyers everywhere! 


This solid worth has created 
a forty-five year old founda- 
tion of customer-satisfaction 
that today makes BOLING 
America’s fastest selling 
chairs...and places you in a 
preferred market position for 
fast turnover, higher profits. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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Meetings—Conventions—Dinners 


Continued on page 96 
swimming meet for the older men who have advanced 
in years to the golf stage. 

It was a beautiful rainy day which attracted a large 
number of athletes not afraid of the elements—(Who 
could be?—living in Minnesota.) 

The frolicking foursome swam from tee to green— 
from green to tee—and on the last stretch swam right 
in to the club bar to dry off! 

In between showers, a few snap shots of the Min- 
nesota “famous” foursomes were attempted and if the 
film didn’t get too wet—you’ll get some pictures in 
this or the next issue of OrricE APPLIANCES. 

About five o’clock the faucet really opened up—and 
nearly two inches of rain fell in about 30 minutes, 
accompanied by a terrific wind. However, no real 
casualties were reported. 

We did have a good attendance with more than 
99 men sitting down to a delightful banquet at 7:15 
pm. only to be brought to rising attention by Mel 
Sowell, the Esterbrook Boy, to watch the magnificent 
sunset which could be seen through the picture win- 
dows of the club’s dining room. We'll have to admit 
it was pretty, Mel 

Stan Griebel, chairman of the affair, managed to 
figure out some high-falutin system (a Y and E sys- 
tem) whereby the Travelers won the coveted cup. 

It was Gabby “Bill” Gove of Minnesota-Mining fame 
who did the trick by having the lowest net score. I 
didn’t see the official score sheet, but rumor has it 
that with a 60 handicap he wound up with a “net” 
of just under an even “C.” Clayt LeFevre, his own 
business associate, lost two bits on the last hole when 
Gabby sank a 35-foot putt. Cort Horr and Elmer 
Dahlidorf, just on-lookers, lost on the same famous 
putt.’ 

Fred “Lumberman” Schaefer, who has been sawing 
up trees since St. Paul’s recent tornado, ventured out 
between sprinkles to tell the boys how it should be 
done. He reached the eighteenth green just in time to 
lose a part of Mel’s quarter on that never-to-be-for- 
gotten putt of “Gabby’s” and we'll probably never 
hear the end of it. How will he stand it? 

The prize committee provided lots of interesting 
prizes which went out as follows from the drawings of 
Johnny Kokosh, Stan’s likable little Czechoslovakian 
addy 

Phil Ackerman, shag bag; Martison, air gun; George 
Seidel, big flashlight; Al Collatz, no-drip pitcher; 
K. W. Robbins, putting green; Ed Erickson, bacon and 
egg set; Ed Williamson, individual coffee set; H. E. 
Bergquist, big bottle opener; Johnny Kokosh, sizzling 
steak platter; Herb Walsh, fancy box. What was in it 
Herb?” Gordy Vars, car hop; Andy Swartz, tumblers; 
Bill Fenske, screw driver set; Norm Johnson, tie, and 
Jerry Koenig, ice tongs. 

Others included in the prize winners—every second 
hame drawn received a prize—(mine would be an odd 
number) were: Jim Whiting, George Rocker, Charlie 
Regan, Len Madorsky, Jim Lee, Jack Haglund, Cort 
Horr, Elmer Dallidorf, Merrill Hasty, Berk Ertl, Tom 
Baldue, Dan Andert, Wayne Finton, Roy Utne, Dick 
Boemer, Clarence Benson, Bert Fenske, Warren Carl- 
son, Fred Grube, Sy Wheeler, Carl Skog, Harry Rogers, 
and Ray Scott 

Every one had swell time. Roy Clarke hung on 
to the money as long as possible but finally paid off 
the bills and according to “Packard” Guntrum, our 
secretary-treasurer, the club is still solvent. 

Many thanks go to all the dealers and travelers who 
helped to make this nineteenth annual affair such a 
success 

In spite of Governor Youngdahl’s protests, the boys 
managed to keep busy until the locks clicked as the 
doors closed “about midnight.” 

With co-operation like this, being prez is easy. 
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BETTER DESKS 
ARE MADE OF 





the Best Buy in America 


NAVE 
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Throughout the years, value-wise 
dealers have relied upon Myrtle for 
the right combination of quality, 
style and variety in a price range 
to satisfy the majority. 


There are reasons for this of course. 

A program of constant research in 

new methods, equipment, materials 

and service keeps Myrtle in the 

forefront as — Dollar for Dollar — 
The Best Buy in America. 


MYRTLE DESK COMPANY 


High Point, North Carolina 





The Myrtle Pacemaker—No other desk 
has so many wanted features. 
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PROGRESS DESPITE TODAY’S 


RESTRICTIONS 





POSTURE CHAIRS 


Mode! 585 
Secretarial Posture 


Chair 








Model 900 Swivel 
Armchair — produced 
in five-color range of 
perforated U. S. Nau- 


gahyde, plus broad 
a lech 


n of luxurious 


Goodall fabrics. 





Lm ALL aluminum fabricators, the 
manufacturers of RestAll office chairs are presently 
alienated to a great extent from their dealers—by 
restrictions on material on the one hand and the 
necessity of shipping most of the limited number of 
chairs that are being produced to the holders of 
rated orders. 

Nothing can be done to change these conditions for 
the present. But the Ohio Chair Company is 
already planning and working for the day when 
restrictions lift. The Model 900 Swivel Armchair 
has been developed and added to the line of four 
RestAll designs. Greatly increased plant space 
and production facilities are on paper. Quality on 
present production is zealously guarded, without a 
single compromise thus far. Other planning for the 
near-future is in constant process 

Whatever Ohio Chair Dealers have done to instill 
top preference for RestAll quality, beauty and long- 
time durability, among actual and potential custom- 
ers, their efforts will not be wasted. The Ohio Chair 
Company is building with confidence in the future 






Hi 
HAIR AT 


28 W. MADISON AVE., YOUNGSTOWN, OHIO 
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News Notes from NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


I kept hearing so much about that new Florida stats 
convention that Bob Sanford, Sanford-Hall Company 
Jacksonville, got started on July 28, that I wrote Boh 
and asked him for the details. As most of you know, 
Bob was appointed the Florida deputy governor—go 
some such title—by Harry Buice, the then new Goy. 
ernor of the Fourth District—and the first thing Bob 
did was to set about organizing a state association, 
patterned along the lines of several such city asso. 
ciations. He called a meeting in Orlando on July % 
and believe it or not there were over 100 present, 
including such dignitaries as Zac Smith, Elmer Rahe 
of The Globe-Wernicke Co., Bill Wilson of Diebold 
Inc., Clarence Gay, the comptroller for the State of 
Florida, Harry Buice, then of Ivan Allen-Marshal] 
but now connected with Horder’s, Inc., in Chicago, and 
Allan Cammack of Cammack’s, Burlington, N. C. The 
reason that Allan was down from North Carolina 
not “official” so far as I know but I’m gonna takeg 
“flyer” anyway. 

It is practically “in the bag” that Allan is to be 
our new governor for the Fourth District now that 
Harry Buice has gone to Chicago. Allan will make 
us a swell governor and richly deserves it as he hag 
always gone way out of his way to forward any project 
that would benefit the Fourth District in particular 
and the stationery industry in general. 

Bob tells me that most of the above mentioned 
“wheels” made speeches and that a lot of good was 
accomplished. They are now drawing up a set of 
by-laws, and so forth. George Stuart, Geo. Stuart, Inc. 
Orlando, did a tremendous amount of work and had 
a lot to do with the success of the meeting. Bob hopes 
to form a permanent state association and from all 
indications he already has a good foundation started. 
Good luck, Bob 

* . * 

I noticed in that prolific Texas correspondent’s 
column where one of “our” boys had a vertebrae busted 
and was laid up for a spell. So far that is all the in- 
formation available, except that the way I heard it 
he had a touch of bursitis. All Marschall was the 
unlucky recipient of said mishap 

. . e 

Here is the new “line-up” at 
Company, Atlanta: 

John Carnes is the new general sales manager in 
charge of all outside men. Retail store manager is 
Jessie Sutton, Gene Ownby is manager of the sta- 
tionery department and Hayden Jones is manager of 
the furniture department. The only really new addi- 
tion to the firm is Wm. H. Glenn Jr. as manager of 
the printing and lithographing dept. 


* * * 


I heard that Jimmy Wilson and his partners in 
crime visited Canada this summer and did some 
fishin’. Gonna show us pictures of them fish that some 
“other” guy caught, Jimmy? 

> * + 


The following comes from Walter Boren, Long Office 
Supply Company, Miami: 

“Red” and his family are spending the month of 
August in the mountains at Balsam, N.C... . Johnnie 
Kolb, C. Howard Hunt Company, and Ben Vanderford, 
E. H. Clarke & Company, Memphis, with their families, 
were spending their vacations at “Cooper’s Cozy 
Cabins” at Lake Burton, Ga. 

Walter asked me if ole “Huncan” had ever tasted 
the super “chompin” at La Prades fishing camp on 
Lake Burton. Yep, I sho have and when it comes W 
really fine “country” eatin’ this place can’t be beat. 


Ivan Allen-Marshall 
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LOS ANGELES 


Philip Blair Co. 
1429 So. Los Angeles Ave. 


DALLAS CHICAGO 


John Klein Howard Parliment 
2021 Main St. | First Nat'l Bank Bldg. 


NEW YORK | HARRISBURG 
Joseph J. Galen "= a John Eshleman 
130 W. 42nd St. 209 Klein Bidg. 
WASHINGTON 


Capitol Office 
1621 “L” St. NW. 
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They will throw it at you just as long as you are 
willing to take it on. Thanky, Walty. 
> > 


Ken Miller, manufacturer’s representative, comes 
forth with the following news items: 

There is a new stationer and office supply dealer 
in Miami known as Central Stationers, Inc., located at 
1342 N.W. 36th St., and the outfit is owned by W. I. 
Brenner and Henry Sork. The store is being managed 
by Sid Russell, who has had wide experience in the 
stationery field in New York and more recently with 
Seminole Paper Company in Miami. C. W. Reid of 
Reid’s in Hollywood has sold out to a Mr. Smith who 
ran an office supply store for several years in Michi- 
gan. The Reids are moving to California, where they 
intend to go into the farming business. 

The missing details of the Rae’s Stationers change- 
over, Coral Gables, Fla., are that Al Jacobson, formerly 
with A. I. Goldberg Company in New York, bought out 
the Florida branch only. Mr. Witherhill Jr. will con- 
tinue to operate the summer store in Highlands, N. C. 
Everett White, Allen-White Company, Deland, Fla., 
has sold his store, White’s Office Supplies, Daytona 
Beach, Fla., to Robert Burhans, formerly of Chicago. 

> os s 

Don’t youse guys and gals forget Jim Waugh Jr., 
down at Lantana Sanatorium. Get them cards, letters, 
books and what have you off pronto to: 

Jim Waugh Jr 
Box 1411 
Lantana, Fla 

I mentioned last month that Jim was to be there 
for about six months and with nothing to do but read 
and sleep time can sho drag. Let’s all do our part 
in making Jin time fly. 

* ” ” 

All of you got an announcement of the new location 
of Berman-Lipton Company, Atlanta, but HAVE YOU 
SEEN IT? Whooee, those boys didn’t spare the bucks. 
The new location is at 666 Parkway Dr., N.E., just 
off Ponce de Leon. This is one of the nicest and most 
progressive moves I’ve seen in a long time. They 
jumped from around 2,000 to 10,000 feet in space with 
modern offices, display room, store room and print 
shop second to none. As if this move wasn’t big 
enough, Al Berman hops off and gets himself married. 
He came back from a Miami honeymoon looking like 
an Indian 

*. > 7 

Duncan Dines Again”: If you are in the mood for 
a steak or Chinese food the next time you are in 
Raleigh, N. C., drive west on U. S. 1 for about four 
miles to where the road branches to Proescher’s. Their 
feature is a double sirloin (for two) and if you have 
a lil “fren” along you can‘t go wrong on this. However, 
their T-bones and clubs are good, too, so take your 
choice. In these days of fancy prices for steak, 
Proescher’s is very reasonable—$4.80 for the double 
sirloin and $2.80 for a T-bone. Plenty of hot biscuits 
and butter with the usual side dishes make Proescher’s 
the place to eat. One thing though, if you want a bit 
of K turn to the right as you go in 
where there is music (and a 20% tax). Otherwise, 


turn to the 





New Office Supply Firm Opens at Plainfield 

A new office ipplies and equipment store, Dobson 
& Williams, v recently opened at 12 Madison Ave., 
Plainfield, N. J 

Two young men of Plainfield, Arthur A. Williams and 
Arthur F. D n, form the partnership. Both have 
wide experience and background in this field. 

Mr. Dobson was formerly a factory representative 
fa stationery manufacturer and has operated a busi- 
hess from his home. Mr. Williams has had about 13 
years of experience in the retail commercial stationery 
business and was associated with two leading New 
York firms before being employed by a Plainfield sta- 
oner for the past five years. 
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his executive posture chair 
practically sells itself ! 


@ Here is a real executive pos- 
ture chair that encourages an upright, healthful 
sitting position, yet is superlatively comfortable! 
The adjustable, tilting back provides a custom 
fit, and gives maximum support in any working 
position. 

Thick, soft “cushions” of mold- 
ed foam rubber in seat and back invite restful 
relaxation that minimizes fatigue and encourages 
mental alertness. Arms are also upholstered with 
foam rubber. Covered in Top Grain leather with 
the exception of the top of the seat which is 
covered in Bedford Cord fabric to preserve the soft- 
ness and flexibility of the foam rubber. 


Dealers who display this chair, 
or place it on trial, find that it practically sells 
itself! Write for details. 


* 


THE B. L. MARBLE CHAIR COMPANY 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI. 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 
NE.W 


Handsomely 
Illustrated 


CATALOG No. 96 


and 
‘Price List 







RASTEWART 


& COMPANY, inc. 


80 DUANE ST.NEW YORK7,N.Y. 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 


In the land of the sky blue waters ... 


* * * 





St. Cloud, Minn., has a new stationer—Earl Chy 
Office Supplies, 515% St. Germain. Most of you 
recognize this name as Earl was with Fritz Cross 
many years. He will be happy to see any of you 
travelers. 

. os * 

Ray Hammond reports from the “Oil Fields of Sou 
Dakota.” He doesn’t say how much oil stock he 
or reveal any offers for sale. 


. * + 


Money doesn’t talk these days it goes without 
saying! : 
. -_ * 


Haroldson Office Supply of Jamestown, S. D., hag 
just leased space in Valley City, N. D., for an office: 
supply and gift store under the management of Robergy 
R. Eastburn. : 


= * * 


M. & F. Sales Company, Fort Dodge, Iowa, has exe 
panded into an adjoining room, providing more thay 
double the former space, according to C. M. Martin, 
owner and manager. 


= 


| 
F 


~ ” . 


It is understood that Jay Parrott, governor-elect off 
our Seventh District, has something special for visiting 
travelers. One might ask his most entertaining wife 
Jane, for all details. 


* * o 


Harry Patterson, formerly with Felton & Wolfe Com- 
pany, Lincoln, Nebr., is the new manager of Zaiser’s, 
Des Moines, Iowa. The travelers extend best wishes 
and congratulations. 

~ - - 

Robert Jerue of McClain & Hedman Company, St. 
Paul, Minn., is now Known as Captain Robert Jerue. 
He had four years in service, the best share of this in 
England. At present, he is in a special headquarters 
division in the Middle West. 


~ * ” 

Mr. and Mrs. William J. Boyd of Acco and Art Steel 
are vacationing in Door County. Bill just collected 
a prize for low net at Tripoli Country Club, Milwaukee, 

* ” * 

“My good man, don’t you realize you'll never get 
anywhere by drinking?” 

“Ain’t it the truth—I’ve started home five times 
already!” 


. - * 
Customer—“I’ll have some lamb chops and have 
them lean.” 
Waiter—“Forward or backward, sir?” 


ca * - 


Walter Herrmann has just returned from a swell 
vacation in Door County. 
* 7 7 
Mrs. Myron Emmons is still convalescing in the 
hospital at Stevens Point, Wis. 


7” = * 
Seen at the Aquatennial Parade—Warren Carlson 


of the Zurah Oriental Band. He was wearing yellow 
shoes and a flowing gown and was beating a bass drum. 
- >. > 
LeRoy Johnson of Eau Claire Book & Stationery 
Company is on his vacation. He takes such interesting 
trips. 
. « o 


It is said that Ed Stivers of Sanford Ink Company 
is still booking many orders. He makes a good specialty 
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Get more volume ..get more repeat orders 


.. GET MORE PROFITS! 






A compiete line 
of popular, fast- 

. moving items in 
~ : a wide variety of 
° sizes, styles and 





quality. 





TAG & SALESBOOK CO. 






ENNIS GUEST CHECKS 


37 different styles, 
steck ond printed- 










- « Stubbed ond 
plein, single and 
duplicate styles. 










ENNIS SHIPPING TAGS 


Stock er printed-te- 
order all weights 
end colors. Single or 
gangs, with er with- 
out fasteners et- 
teched. 


FACTORIES AT ENNIS, TEXAS ° 





Manufacturers of Paper Products 


Branches in Houston, Dallas, Birmingham, New 
Orleans, Albuquerque, Los Angeles, Denver 
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Number !1 & Number 203 Standard a P-22 Hand Stapler s Arrow Longarm 
UTILITY—ECONOMY VERSATILITY HEAVY DUTY PLIER Reaches Avene jnaccessible 
R h int to ordinary Staplers 
Seen vias Die ag Combination Stapler, Tacker . hard-to-get-at places ° Loads 210 Standard Staples 
Overall rubber pad on base Grey Wrinkle Finish Base All Steel Construction — 12" reach 
Pastens up to 35 sheets @ Fastens up to 40 Sheets os pe Chrome Finish & 1S"" reach 
Loads 100 A-44 staples for Loads 210 Standard Staples oads |/4,"" or 5/16" staples 18°" reach 
greater penetration ° — Permanent Stitch e 7 
* ca & 
e s 7 , 
* 2 . ARROW 4" 
STAPLE REMOVER 
e ¢ Quickly and Easily 
Number A-44 Number 202 Standard Removes from Paper 
DURABILITY AT PRECISION—LOCKED 7 Number T-32 Gun Tacker & Every Size of ay 
Siubeadhes @tienis, Tor Ail ’Steel_ Construction POWER WITH DOUBLE Will Net Tear Pepe 
re ane eben cen. ° All Chrome Finish ad LEVERAGE ACTION ° 
rey wrinkle finish base Fastens up to 40 sheets Shoots a Staple wherever a 
Seketin up te 35. sheets 6 Loads 210 Standard Staples e Tack can be driven e 
Loads 100 R44 Staples Temporary. Permanent Stitch All Steel Construction 
All Chrome Finish 
e Loads 3/16"°. 14°" 
or 5/16" size » staples 
Locks to fit in pocket 
7 © SCREEN ATTACHMENT © _—_ Use Only . 
rill Genuine ARROW Staples” 
* e s For Best Performance 
Of Your 
= * B iiisae @ ARROW Stapling Machine 
ree Ww “Genuine ARROW Staples” 
Number 105 Standard ® Number 200 Standard bap = ple are precision-made of the 
STREAMLINED BEAUTY SMOOTH ......... ul © tensile “sirength "to. Insure 
Stapler. Tacker. Plier WRIST ACTION deep penetration and a firm 
All Steel Construction — Hardened Steel Construction gripping power. Only “Gen- 
All Chrome Finish All Chrome Finish * * uine ARROW Staples’ are 
Fastens up to 40 sheets Fastens up to 40 sheets your assurance of top per- 
Loads 105 Standard Staples Loads 210 Standard Staples formance of your ARROW 
Temporary. Permanent Stitch Temporary. Permanent Stitch ie @ Stapling Machine. 
AAABAALAALALAALLAAR i . a 
Your ARROW Stapling Machine is a product of 
uarantee traditional high quality, sound workmanship and 
Arrow Stepling Machines are years of engineering progress. So when you buy an 
teed inst defectiv . 
workmanship or materials oe ARROW stapler, you are buying DEPENDABILITY 
di | i rrow . : wa 
Shapies ore’ weed. Uso Arrow and Time-Proven Manufacturing KNOW-HOW. 
Staples to insure top stapling 
performance. 
“STAPLING IS OUR BUSINESS—OUR ONLY BUSINESS” | 
Calif R “PIONEERS AND PACESETTERS FOR A QUARTER OF A CENTURY” | — 
ifornia epresentative : : anadian Representative: 
B. Sternberg Los. Angeles SEE US at the NSOEA Show, Booth 48 and Rm. 546A Gordon Lightstone. Monteatl 











wAR ROW FASTENER COMPANY... /NC. 


We 30-38 MAUJER STREET BROOKLYN 6, N. Y. 
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salesman, selling chances for golf clubs that were won 
by Vic Lydon. 
* * + 

Jack Rukes of Watertown, S. D., is again expanding. 

His new salesman is Rebert Carlson. 
. 7 7. 

A pre-golf party was held in Milwaukee, Wis., just 
before the big game at Tripoli Country Club. The 
travelers had a very fine evening at the world-famous 
Karl Ratzsch’s Restaurant. John Gilbert was followed 
by Bob Warner, Roscoe Benge, Ken Henderson, Jack 
Berry, Bob Kane, George Alter, Bill Roussey, Jack 
McLennon, Rus Ragan, Jack Guntrum and Merill 
Hasty. 


* - ~ 


Jack Guntrum and family, and other friends, had a 


grand weekend of fishing. Jack says fishing from a 
Chris Craft is the real sport. 
* * * 


George Rocker of Kansas City did a real job. He 
ealled on all of his accounts and then took in the 
Northwest and Great Lakes golf tournament. Nice 
going, George. Jack Berry, Jack Guntrum, Ed Wil- 
liamson and Merrill Hasty did the very same trick. 
It’s a pleasure! 


“Every time you help the other fellow up the hill 
you get a little higher yourself.” 





Graham’s Celebrates 65th Anniversary 


The John W. Graham Company, Spokane, Wash., a 
pioneer even to the extent of selling office supplies 
from a tent, circus-fashion, observed its sixty-second 
anniversary in August. 

In the extensive fanfare for the “sale-bration” con- 
nected with this event, it was recalled how the initial 
business in a tent was undertaken by John W. Graham 
immediately following the chaos in the wake of Spo- 
kane’s great fire. From this beginning in August, 1889, 
the store rose phoenix-like in importance. 

The late “John W.” pulled up the flap as the en- 
trance to his tent store and offered some $300 worth of 
blank books, stationery and office supplies to the good 
people of Spokane as they set to work to rebuild the 
‘ity 


John W.” went on after that to become one of 
the greatest stationers and merchandisers in the in- 
land Empire 

It is recalled how a friendly postmaster during a 
heavy downpour of rain would let “John W.” move 


the contents of his tent store into his own spacious 
front living room 

As oft recalled by the pioneer stationer, the weather 
was blazing hot that August of 1889, tents were at a 
premium to replace the many homes destroyed and 
writing paper, pens and ink were selling like hot 
cakes.” Magazines were sold, too, and among them 
the “Police Gazette,” a popular journal among the 
red-blooded, rough and ready pioneers of old Spokane. 
For 62 years the firm of John W. Graham Company 
has been a powerful organization capitalizing on a 
slogan, “If It’s Made of Paper, We Have It.”—CML 





Marchant Opens New Office at Poughkeepsie 


The opening of a new Marchant Calculating Ma- 
chine Company sales and service office in Pough- 
keepsie, N.Y., and the promotion of Ernest J. Clarke, 
Jr, to the position of agency manager in that city 
was announced recently by Edgar B. Jessup, president 
if Marchant 
Mr. Clarke, who has been with Marchant since 1946, 
first Served the company as sales representative in 
New York City. In 1948, he was transferred to the 
Philadelphia, Pa., sales district. 

As manager of Marchant’s newly-established Pough- 
related to Marchant sales and service in the area. He 
keepsie sales district, Mr. Clarke will handle all details 
will make his headquarters at 2 Cannon St., Room 307. 
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FOR SELLING ME 
A GREGSON CHAIR! 


Gregson Arm Swivel Choir 
(No. 53) and companion Arm 
Choir (No. 51). Available in 
solid oak in light, soffone, or 
lime finishes; ond weolnut or 
mahogany finish on pecan. 
Upholstered in Tolex Plastic 
Leothercloth, top-grain leather 
or buff leather. 


A satisfied customer is a big asset . . . and you are sure 
of customer satisfaction with every Gregson chair you sell. 


GREGSON CHAIRS are handsomely styled in a variety 
of woods and finishes. There is one to fit the taste of your 
fastidious customer. 


GREGSON CHAIRS are comfortable. You can work all 
day long with a minimum of fatigue. 


GREGSON CHAIRS are top dollar values. A popular 
priced chair line that is smart, handsome and comfortable. 
Dollar for dollar, you can't offer a better buy. 


YES ... your customer will thank you for selling him a 
Gregson chair. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 


On Display at National Stationers Convention, 
Sept. 22-26, Stevens Hotel, Chicago — Room 561-A 
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For More Sales and More Profits! 






MODEL 40 


$4,450 


Plus Fed. tax 
& supplies) 








MODEL 25 


$9450 


(Plus Fed. tax 
& supplies) 





Stock the Complete Master Line 


A complete line of spirit process addressers with extra 
value in every item. 

Model 40 Automatic tape advancement, adjustable mar- 
gin guide, adjustable fluid control. 

Model 25 Low-priced, simple and efficient. 

Model 40-H Moderately priced, foot-operated machine 
for high production of the largest mailing lists. 
Lab-l-Master A new sytem for addressing shipping la- 
bels and tags. 


Nationally Advertised Every Month 


NO STENCILS « NO PLATES « NO RIBBONS e NO INK 
e It pays to be a Master Addresser dealer. 
Write today for full details 


flledl@r reese C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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News Notes From NSOEA District No. 8 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 

A recent announcement from the Midland Station. 
ery & Supply Company of Jefferson City, Mo., tells of 
a reorganization of that firm with a change of name 
to Mid-State Printing Company. Lloyd R. Hauser, for- 
merly assistant to the president, was named as presgi- 
dent of the new company, succeeding Tom Alderson, 
who was president of the former company and now 
becomes chairman of the board of directors of the 
Von Hoffman Press of St. Louis, and affiliated com- 
panies, of which Midland was one. We send our good 
wishes to the new company for immediate and con- 
tinued prosperity, and to the two newly-elected officers 
for their continued success in their new positions. 


” * * 


In reply to the air appeals by the Kansas City, Mo, 
radio and television stations for donations to the Flood 
Sufferers Fund, the Stationers Loose Leaf Company 
of Milwaukee, Wis., through its Midwest representa- 
tive, Dan MacDougall of Kansas City, responded with 
a check for $2,500 to the Salvation Army Flood Relief 
Fund. This was most thankfully received, according 
to acknowledgment on the air by the stations involved, 

It is also interesting to learn that the MacDougalls 
have completed and moved into their new home in 
Kansas City, located at 440 E. 79th Terrace, Kansas 
City 5, Mo 

- . * 

Stephen L. (Steve) Boedeker went to work at 15 for 
the Buxton & Skinner Printing & Stationery Company 
as a $2.50-a-week errand boy, and remained with the 
firm for 52 years. 

Recently Mr. Boedeker, now a veteran salesman, and 
his wife, Viola, went out to California to visit her 
brother in San Fernando Valley. And one day, just to 
see how the business was in near-by Los Angeles, he 
walked into a stationery store. Casually, he remarked 
to the manager that some day he'd like to live out 
there. He was hired on the spot 

Forty officers and fellow salesmen of the Buxton & 
Skinner firm thereupon gave Mr. Boadeker a farewell 
party. It was revealed that he is now 65 but is usually 
taken for a man of 10 years younger. California, here 
he comes. 

* om * 

Sad news again reaches us. This time it is word of 
the passing on August 11 of George M. Spalding, for- 
mer head of the old Spalding Stationery Company in 
St. Louis until his retirement in 1946. Shortly before 
Mr. Spalding’s retirement he was voted a life mem- 
bership in the Stationers Association of Greater St. 
Louis. He was also the oldest living Past Master of 
Missouri Lodge No. 1 of the Masonic Order. In the 
early years of his business life, Mr. Spalding was asso- 
ciated with Buxton & Skinner Printing & Stationery 
Company of St. Louis. Survivors include the widow; 
Virgil P. (Pete) Spalding, superintendent of Wolff 
Printing Company in St. Louis, and Charles T. Spald- 
ing, now living in New York, who operated his father’s 
stationery business for several years, finally selling out 
and leaving the industry for connections in the East. 
A third son, Frank P. Spalding, is a resident of Chi- 
cago, and two daughters live in St. Louis. 


* * - 


Governor Fred E. Pfaff of the Eighth Region and 
sales manager of the Omaha Printing Company, 
Omaha, Nebr., has announced a pre-convention plan- 
ning meeting to be held in St. Louis in November at 
the Chase Hotel. There will be a formal invitation 
issued shortly to the various region officers and com- 
mittee chairmen, and the Mid-West Travelers officers 


and chairmen. 
o - a 


The Stationers Association of Greater St. Louis held 
a barbecue and outing on July 30 in the yard of Mr. 
and Mrs. I. Voda, with approximately 20 present 
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STANLEY SOFA 
No. 1560 


THE STANLEY LINE 
The complete line of fine 
leather furniture by Stanley 
includes swivel chairs, side 
chairs, sofas, and settees in 
numerous styles and designs 
for office and club uses. All 
pieces are available in red, 
green, blue, brown, and tan 
in top grain leather. Offered 
also in machine buff and 
plastic. 
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Luxurious Comfort Makes 


RLES OF LONDON 
A TOP SELLER 














Uy: 


TANLEY 


fort woetH 


The most particular connoisseurs of fine furniture approve the 
simple dignity, the genuine beauty, and the luxurious comfort of 
this CHARLES OF LONDON Sofa, styled by Stanley. Finest top 
grain leather and perfection craftsmanship make this a life-time 
investment. Everyone loves this pillow-type back design. The 
marvelous cushioning retains its elastic life indefinitely. The best 
type of all-hand-tied coil springs adds still greater comfort. Avail- 
able as illustrated or with straight legs and all-welt trim. Display 
this best-seller and watch it move. 


4 STANLEY 


VAAL OAM ESAS iA 
2310 N. MAIN STREET 


FORT W ORTH STANLEY MANUFACTURING COMPANY 
ime Dept. OA-1051, 2310 N. Main St., Fort Worth, Texas 





SECC KRESS Se SEES eTeeeeeeE 





C) Please send me descriptive literature and prices on your Charles of 
London Leather Upholstered Sofo. 


[) 1 em interested in handling the complete line of Stanley office chairs, 
sofas, ond other furniture. 


NAME as _ -_ — 





AB00006.. men -_ —E——E 


a — — = —— 
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KEYSTONE STEEL EQUIPMENT COMPANY, INC. 


STEEL CABINETS 


(STORAGE) 
Made of High Grade Furniture Steel 


SHIPPED SET-UP 





COUNTER HIGH 





STORAGE CABINET 


x Jeatures * 


CHOICE 
e SHELVES ADJUSTABLE 
ON 2” CENTERS 
OF 
e CABINETS SHIPPED 
SET UP 
FINISH 
e SANITARY CLOSED 
OLIVE GREEN _— 
on e CHROME PLATE 


HANDLES PLUS KEYS 


e WARDROBES AND 
COMBINATIONS 
EQUIPPED WITH HAT 
RACK AND 
ANCHORED COAT 
RODS. 


MODERN GRAY 
BAKED ENAMEL 





COMBINATION 





LITERATURE AND PRICE LIST 
AVAILABLE ON REQUEST 











STEEL E IPME ANY, | : 
KEYSTONE 15 yee A PF 
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enjoy a delicious steak dinner prepared by Mr. Voda 
and served at a long table in the yard. During the 
afternoon and early evening, several visitors stopped 
by to spend a few minutes, among whom were Newell 
augur, president of the Wallace Pencil Company, and 
Homer Lay of the Duke Printing & Stationery Com- 
pany of Wichita, Kans. Mr. Lay brought with him 
Harold Morrison, manager of Duke’s office furniture 
department, and a young representative of the firm’s 
sales force. None of these could remain for dinner, 
however, because of other obligations. One of the 
highlights of the afternoon was the presence of Hugh 
Green of W. A. Sheaffer Pen Co., who drove there in 
his new Cadillac sedan which he had just previously 
won aS a prize in a sales contest. 
o - > 

Mr. and Mrs. Wm. B. Bohart recently returned from 
a combined business and pleasure visit to New York 
City, where they met a large number of stationers 
from everywhere who were attending the Shriner’s 
national convention. Present were Mr. and Mrs. Roy 
Moreland of Kansas City, Mo. 

. * > 

The regular monthly meeting of the Kansas City 
Chapter of the Midwest Travelers Club was held at 
noon, August 25, at the President Hotel in Kansas 
City, Mo 

George F. Rocker, chairman, presided and minutes of 
the previous meeting were read by Tom “Tot” Seward, 
secretary 

A vote of thanks was given Robert “Bob” H. Krohne 
and his committees for their excellent work in making 
the Midwest Travelers and dealers’ golf party, which 
was held the day before, a huge success. 

We were honored with the presence of both Russell 
E. Ragan, vice-president field division, NSOEA, who 
urged all travelers to apply for membership in the 
association and attend the 45th annual convention, 
in Chicago, next month and Fred E. Pfaff, governor- 
elect of District 8 NSOEA, who urged all present to 
plan to attend the 1952 regional to be held in St. Louis. 

Other out-of-town guests included: John B. Brain, 
Brains,” Omaha, Nebr.; Don F. Brown, Radar Office 
Equipment Company, Omaha, Nebr.; Leonard Wilcox, 
Roberts Printing & Stationery Company, Hutchinson, 
Kansas; Dick Fuller, Smead Manufacturing Company, 
and Barrett Mitchell, Invincible Metal Furniture Com- 
pany. 





Establish 3M Facilities in Dallas 


Establishment of a regional sales office and ware- 
house in Dallas, Tex., was announced recently by offi- 
ials of Minnesota Mining & Manufacturing Company. 

The new facilities, designed to permit better service 
for 3M customers in Texas and neighboring states, are 
located at 1221 Dragon St., and were open for business 
September 4 

Officials in charge of the new office and warehouse 
are Walter F. Gruetzman, office manager; Ray Paul- 
son, sales manager for abrasives and related products; 
and Fred Richardson, sales manager for cellophane 
tapes 

The new branch is another link in 3M’s nationwide 
expansion program 





Haskell Invites Visitors to NSOEA Exhibit 


Using an attractive desk memo, Haskell Manufac- 
turing Company, Inc., is inviting visitors at the 
NSOEA convention to see its exhibit in Room 535A at 
the Stevens Hotel September 22-26. The invitation is 
highlighted by a drawing of an attractive young lady 
Saying “Hi-ya, tall, dark ’n’ Haskell-minded, come 
ip’n see me sometime during the NSOEA exhibit.” 

In the Haskell greeting contingent will be Bud 
Haskell, Victor C. Corkran, Henry Deutsch, Hal John- 
seh, Frank King, Ed Haskell, Dave Kohansky, Sid 
Lichtenstein, George Slater and Hugh A. Steger. 
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“and now Butterby will give 
you a 3-minute demonstration !” 


¥= don’t have to pull a stunt like this to prove that 
the Barcalo Executive Reclining Chair gives more 
concentrated rest than a bed. All you do is ask the 
prospect to sit down and take a load ‘off his feet. He'll 
figure out fast enough that you're selling something special. 


You can explain that .the firm, buoyant comfort he feels 
is called “Floating Comfort”. When he leans back to any 
position his body desires, with no knobs or gadgets to 
adjust that’s Scientific Reclining Action, exclusive 
with Barcalo. You can point out that many doctors recom- 
mend this wonderful chair because it helps take the strain 
off the heart, eases tired muscles and refreshes the nerves. 
More and more businessmen are finding they can work 
better and longer when they take short rests in it during 
the day. 


Another strong selling point is the appearance of the 
Barcalo Executive Reclining Chair. It looks like a chair 
.. handsome enough for any boardroom! 


By giving all this, at a price that’s right, Barcalo gives 
you a rich market to exploit . . . wherever you are! 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 

“FLOATING COMFORT” . 
FEATURES READ REST RELAX 





Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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See the above 















and 
many other similar items 


at our 


Booth No. 54 


N.S.0.E.A. CONVENTION 


In attendance 
to Meet You and Greet You 


JOHN WHALEN 
HARLAND BRADFORD 
RUSSELL RAGAN 





| zican H; Dd & Vaper Cj company 


Oe. MA Sea CHUS ETT S 
Vanufacturers of 


EFFICIENCY and CHAMPION LINES 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


Winning a new Army contract for knee-hole desks 
the Doernbecher Manufacturing Company, Portland 
Ore., will send $188,922 worth of office desks to a num. 
ber of Army camps in California. The firm began its 
shipments of the 4,778 desks before the end of July 
and expected to complete the order by the end of 
August, according to William A. Healey, vice-president, 

* * + 

Thomas M. Pelly, head of Lowman & Hanford Com- 
pany and a civic leader in Seattle, has been elected g 
director of Greater Seattle, Inc 

* - 7 

An operating world of the latest office machinery 
and business equipment clicks around the huge, well- 
stocked payroll department of the Boeing Airplane 
Company in Seattle, where a total of more than $10. 
000,000 a month is processed in figures for more thay 
27,000 men and women on the aviation company’s pay- 
roll. 

Getting out this ten million dollar a month payrol] 
for the huge army of workers on new jet propulsion 
planes and other weapons of war is a monumental 
task for the office machines and their manipulators 
or operators . .. since the bulk of the employes are 
on an hourly wage scale requiring minute tabulations 
on the machines. 

Time cards are the equipment of the hour—as well 
as minute—two basic ones being used. On one, the 
employee punches the clock, and on the other the 
time-keeper keeps constantly recorded the exact time 
on each task of plane or weapon building. In a sort 
of cross reference procedure both cards are compared 
daily for accuracy—a machine being called into use 
to balance the time of one against that of the other. 

An electronic calculator of latest design computes 
at the rate of 6,000 cards per hour how much money 
is due for the time worked,—with minute machinery 
calculations being required for the host of modern 
deductions on a payroll—deductions such as the com- 
pulsory Government deductions, and take-outs for 
withholding taxes, state, medical aid, and social se- 
curity, along with voluntary deductions for govern- 
ment saving bond purchases, contributions to the Com- 
munity Chest, health insurance, club dues, and a host 
of other ‘“‘de-ducks.” 

Facts and figures are processed through a number 
of machines and electric and electronic office devices 
until they are finally funelled towards the check- 
making machine, through which the checks arranged 
in accordion fashion come out all correctly made out 
to be banked or expended. The IBM machines are 
lined in rank and battery for this important office 
work of the principal industrial plant operating in 
Seattle. 


2 a - 

Stationers of the University district, Seattle, were 
among the strongest supporters and sponsors of the 
Kiddie Parade, a high light of the annual marine car- 
nival known as “Sea Fair” at Seattle, held in August. 

oa - * 

The Evergreen Stationers at 119 E. Main St., Au- 
burn, Wash., and Warren’s Office Equipment at 109 
A St., S. W., Auburn, Wash., were among the principal 
equipment suppliers to the new million dollar Auburn 
High School, just completed and dedicated. New type- 
writers and business machines that will comprise 4 
business laboratory, and training school for the busi- 
ness world of teen-age boys and girls were installed. 
A number of new typewriters from a group of the 
leading typewriter manufacturers furnish a battery of 
diversified machines to familiarize the high school 
students with most any make found in a business office 
later. The commercial course is emphasized in the high 
school training, considerable stress being placed on 
the use of the up-to-date machines that form so large 
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Primarily, almost 70 years of Cabinetmak- a modern design with the accent cor- 
ing Experience, resulting in the production 
of over 2,500,000 units backed by the rectly placed... modernism in line and 
reputation that has established “the Stand- 
ard for Comparison” throughout the world 
in Wood Office Furniture! And... 
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Constant application of latest style, yes! — but with emphasis on 
technical developments thru ‘ - 
nged the use of newest equipment Material, Craftsmanship and Finish! 


} oe and materials available .. . 


= Standard has not by-passed these all- 
riTice Ingenious innovation of materials and ' ; 
¢ = equipment where production and product- important factors which are generally 


improvement will benefit most... 








| associated with period-style furniture. 
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It's not standard untess t's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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BUSINESS BUILDERS! 


for Defense Plant and Tough Competition 


GREAT VALUES AT POPULAR PRICES! 


I 






RITEFORM Models 125-115 (and also 90, not shown) meet 793 federal specifications for stenographic chairs, 
requiring all welded (no bolts) steel tubular base construction, and positive seat height adjustment. 


Write, call us—for federal business, feature these wonderful values. New low prices, just effective, made 
possible by large plant expansion program because of our wonderful increase in business. 


DEALERS WILL DO BETTER ... SAVE MONEY .. . CONCENTRATING ON ONE SOURCE OF 
SUPPLY FOR ALL CHAIRS WITH RITEFORM. 


WRITE FOR NEW CATALOG 502—VISIT BOOTH C12 AND C13 


StF 


1335—Executive 425—Deluxe 125—Springback 115—Rigid Back 
“Springback”’ Sec’y “Springback”’ 





Riteform POSTURE Fully Adjustable Chairs e « America’s Greatest Values! 


A complete line, thru one source . . . Saves Dealers Money . . . Lower Freight, Less Inventory Required! 





NEW “700 SERIES” EXECUTIVE CHAIRS AMOMISTEEL TUBULAR FRAMES 


maar 


No. 715—Side Arm No. 745—Swivel Arm No. 740—Swivel Armless No. 720—Side Armless 
(Seat 19x17 inches) (Seat 17x15 inches) 


FOAM RUBBER CUSHIONS e e SILVERY ALUMINUM BAKED ENAMEL 
ALL ABOVE MODELS « e NO “DO” REQUIRED 





Aluminum 1600 series executive chairs and side chairs, with new We invite inquiries from established dealers seeking a one source of 

features. See our new catalog. DO required on large quantity orders supply, for all types of metal chairs at prices that have given Riteform 
a position of leadership in the office furniture field. To buy right 
means you can sell right. 


SEE US AT 
CHAIR CO. Inc N.S. 
; , - RD: ST PAUL 5S MINN e a 7 
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a part of business training and actual employment in 
the business universe of today. One entire room is 
given over in the new building to office practice, and 
a second has been prepared for typing with the dif- 
ferent typewriters secured from local dealers. The 
Northern School Supply Company of Seattle furnished 
also some of the valuable school equipment, such as 
chalk boards and other school room facilities. 





Canadian News Notes 

s. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 

BAY & FRONT STS., TORONTO, ONT. 

Moyer School Supplies, Ltd., 106 York St., Toronto, 
is planning to have an office and warehouse containing 
about 22,000 square feet of floor space in a single story 
erected on a site located at the corner of Snider and 
Schell Aves., Toronto. 

+ ” . 

Ellams of London, the Ellams Duplicator Company, 
Ltd., London, W. I., Eng., has appointed Kerr-Allams 
Office Appliance, Ltd., Hardy Arcade, 130 Sparks St., 
Ottawa, Ont., as exclusive Ottawa distributors. S. Leslie 
Kerr, 1100 Bleury St., Montreal, Que., is Canadian dis- 
tributors for the Ellams Duplicator Company, Ltd. 

. ” 7 

Young’s Book & Stationery, Saskatoon, Sask., has 
opened additional quarters in the Canada Bldg., ground 
floor, same city, to handle office supplies and furniture 


and stationery 
* > * 


Charles Duncan & Sons, 74-76 Colborne St., Brant- 
ford, Ont., a firm specializing in commercial and in- 
terior decorating in connection with its office furniture 


supply business, now has a staff of three skilled in- 
terior decorators 


: * > 
L. C. Freure, principal of the Galt Business College, 
Galt, and proprietor of the Simcoe Business College, 


Simcoe, Ont., was elected president of the Business 
Educators Association of Canada at the general con- 
vention held recently in Orillia, Ont. 

* * . 

Sidney J. Black, typewriters and office supplies, for- 
merly in the Greene Bldg. on Charlotte St., Peter- 
borough, Ont., has moved his business to the ground 
floor of the recently erected Thomas Bradburn Bldg. 
on the north side of Charlotte St., between Aylmer 
and Bethune Sts., that city. 

. + - 

Typewriter Services, dealers in Remington-Rand 
typewriters, office machines and office equipment of 
all kinds, is making a good success of its sales and 
service business at 19 Mill St. W., Leamington, Ont. 
The owner, A. W. Crump, who is a veteran of the 
Second World War, established the business in Leam- 
ington in the fall of 1948, and has proven that even 
if a town is small in population it pays to have a 
well-equipped shop fully capable of handling all deli- 
cate and precision work. 

= a ~ 

Gehrke’s Stationery and Printing Company, Ltd., 
Vancouver, B. C., is now located in new quarters at 
1035 Seymour St., where it has much larger window 
display in a new stationery store and double the 
working space. The old quarters were occupied for 


27 years 





Norwood Office Supply Changes Name 

The Norwood Office Supply Company, Inc., Washing- 
ton, D. C., has announced a change in name effective 
October 1. It is now known as the Northwest Office 
Supply Company, Inc., doing business at the same loca- 
tion, 1159 2ist St., N.W., with Alonzo P. Learnard as 


president, Andrew W. Helms as vice-president and 
treasurer, and Evelyn C. (Callahan) Adams as secre- 
tary 
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Ful-Vu offers you far and away the com- 
plete line of “window sleeve” albums and"binders 
on the market today. Each type is a real profit 
maker. Each builds sales for all the others. Leading 
dealers report a 6-time yearly turnover on Ful-Vu 
—and that spells outstandingly good business plus 
real profits any way you look at it! 








-Vu Ring Book Protectors 


Mikafilm “window sleeves”) 






<F-Vu Matto-Ring Binders 














Wu industrial Specialties 


ard and ticket holders, etc.) 


THE COMPLETE LINE... 
FOR COMPLETE PROFITS! 


Ful-Vu products are half sold when you get them 
—thanks to the largest national advertising cam- 
paign in Ful-Vu history. And remember! No Ful-Vu 
sales—not even the largest industrial orders—are 
ever made direct. Ful-Vu protects its loyal dealers 
by clearing ALL sales through them. 


-Vu Photo Albums 





Free! See us at Booth 140 at the 
show ... ask for your free personal me- 
mento of the convention. It's a surprise! 











DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
CARBONIZED ROLLS 





HERE IS YOUR CHECK 


HIGHEST | a 


QUALITY CARBON PAPER 


Typewriter 

Pencil 

Billing 

Saddleback or Reverse 
Speed-o-form 
Hectograph 
Stencil 

Binder 

Jacket 

Book 

One Time 

Special Strip 

For Ozalid process 


Prompt 
Efficient 


Service 


Specializing 
a INKED RIBBONS 

packaging for 

Typewriters 

Adding Machines 

Billing machines 


under dealer's 


private imprint 
Bookkeeping machines 
Addressograph 
Dupligraph 
Speedaumat 
Multigraph 

Multilith 

Daters 

Time clocks 

Flat bed presses 
Special purposes 


“The Complete 
Line” 
Stands the test 


of time 


CARBONIZED ROLLS 


for 

Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 

Neon (asbestos) marking 
Teletype 

Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 





ME OTLATCHING wittt™ 


a 
4 


PTS REGON HRAILERAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 


August 4 witnessed the initial picnic of the southern 
division of the Oregon Trail Travelers with the Keg 
Dickensheet, Francis Fowlks, Erling Ericksen, Dick 
Zeisler, Bob Davis, Bruce Pirie, Russ Stevens, Charlie 
Davis, Ande Evers, and Ken Sutherland families all in 
enthusiastic attendance. 

Mr. and Mrs. Les Hunter, of the Pacific Stationery 
Company, Portland, were hosts at their beautiful Car. 
rousel Farm and the artistic road markers and maps 
drawn by Francis Fowlks, also of Pacific Stationery 
Company, guided all the travelers and their charges 
to the rendezvous without mishap or retracing of 
steps. 

In the athletic contests Bob (Oxford) Davis blamed 
his bifocals for finishing last in the croquet game and 
Dick (B. & P.) Zeisler had to withdraw from the game 
entirely when he lost his glasses. 

Russ (Carter Ink) Stevens blamed the handicapper, 
Alt Heidelberg, for his stumbling in the 50-yard dash 
after he had seemingly had the race won. 

It was nip and tuck for almost 30 minutes in thé 
tug-of-war before the team of Sutherland, Ericksen, 
and Pirie could force their opponents Dickensheet) 
Evers, and Fowlks over the line, thus winning a gruel 
ing contest. 

The second tug-of-war was with the mountain of 
fried chicken that put in its appearance about five 
P.M., accompanied by all the other edibles that go t@ 
make a traveler’s picnic an event to remember. If 
this particular contest the youngsters present won @ 
collective victory, beating all adults present by several 
drumsticks! 

After the vitamins had been stowed away, the gath- 
ering turned to bingo for relaxation with some 
startling results. Bess Zeisler, calling the first game, 
seemed to hit on the numbers being held by husband 
Dick and Bob Davis did just as well by his wife, Lovey, 
when he called the second game. Erling Ericksen cli- 
maxed the bingo episode when he kept the big jack- 
pot in the family by calling the numbers held by 
wife Thelma in the final game. Everybody present 
agreed that it was a day of coincidences! 

With the cool of evening the gathering adjourned 
to Mr. Hunter’s radio shack where Les, a well known 
short-wave enthusiast, enabled several of his guests 
to talk with prominent “radio hams” in Japan, New 
Zealand, and Equador. No sales talks were permitted, 
however, which maybe was just as well in the interest 
of international relations. 

A late hour witnessed the breaking up of the party 
and a vote of thanks from those present to Mr. and 
Mrs. Hunter for a very enjoyable outing. Those at 
tending also expressed the hope that Bess Zeisler ant 
Thelma Ericksen would bend their talent towar@ 
staging a Christmas party in view of the success th 
encountered in promoting this first picnic. Enco 
ladies, please! 

* . + 

The many dealer and traveler friends of Ken (Na 
tional Blank Book) Dickensheet are glad to hear that 
he is fully recovered from his recent automobile acck 
dent and will be able to fly back to Holyoke, Mass 
for his company’s general sales meeting from Sep 
tember 3 to 8. Ken has decided that one shouldn 
take one’s eyes from the road when brushing ashe 
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cm For the first time in Clary’s 12-year history, one of its standard models 


being offered for sale through dealers everywhere. Millions of dollars worth of fast, eye- 


new profit opportunity | 





a 7-column-8 — is 


appealing Clarys have been sold through factory branch offices and dealer outlets. Now Clary 


Is appointing additional, carefully selected dealers to handle its President Model 178. This 


yopular-capacity machine — one of Clary’s standard line 
po} } ; ; 


offers an opportunity for you to 


enjoy the profit and prestige of handling the world’s fastest and fastest-selling adding machine. 


a 





EASIER TO SELL — New in design from the desk up, the 
revolutionary all-electric Clary Adding Machines are actually 
years ahead of ordinary machines. Engineered on an en- 
tirely new rotary-motion principle, they are up to 48% 
faster than other makes. Sleek styling plus amazing per- 
formance and many exclusive features make the Clary 


easiest of all to sell. 


NATIONALLY ADVERTISED 


Clary machines are backed by pow- 


i Wiers} 
Pa Piyyy = 
| a 


erful advertising reaching 30-mil- 





lion readers each month through 
the pages of Saturday Evening 








Post, Collier's, and other national 





magazines. Clary ads are contin- 


uous, attention-getting, compelling. 









a Clary PRESIDEN] 


oF 3 \ fn fr ee a a ~~ 


\ADDING MACHINI 













SALES HELPS —Free descriptive folders and a wealth 
of other promotional material is available to provide more 


incentives to sales staffs. 


NATIONWIDE SERVICE FACILITIES — No area in 


the U. S. is without nearby service headquarters. All Clary 
service headquarters are required to maintain an adequate 
inventory of service parts plus factory trained servicemen 
who are available for calls anywhere in their territories, 
District service managers and district sales managers are 


also constantly traveling their areas offering help to dealers. 


GUARANTEE — The Clary Mode! 178 is guaranteed for 
one year to be free from defects in material and workmar 
ship under normal use and service. It is designed in four 
main units to facilitate easy and simple servicing whes 
needed. Your responsibility is to make whatever adjust 
ments you can, and if something more is required, delivet 
the machine promptly to your specified service headquarters 


for no-charge service. 
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No other machine at this price has all these features: 


LARGE CAPACITY — Lists 99,999.99 and 
totals 999,999.99. This extra totaling capac- 
ity alone eliminates many of the 7-column 


competing machines. 


THUMB ADD BAR — Thi. 
famous and exclusive Clary 
feature puts an extra finger to 
work. Thumbs loaf on other 
adding machines, wasting 20% 
of the user’s hand—but Clary’s 
exclusive Thumb Add Bar lets you enter 





an entire row of figures with one motion 
instead of the usual 4 or 5. 


ALL-ELECTRIC — Swift, silent wheels spin 
out your work at 188 operations per minute. 
Totals printed on tape in one-third of a sec- 
ond. Adds, subtracts, multiplies and divides 
at record-breaking speed. 


MOTORIZED CONTROL 
BARS — And they are bars, 
not keys .. . all scientifically 
placed where you cannot by 
either touch or position con- 
fuse them with numerals. Each 
control is full automatic; each performs the 
one function for which it is marked, and only 
that. There are no levers to push, no knobs 
to pull...another reason why the Clary is 


easier, simpler to use. 


HANDSPAN KEYBOARD 


Laid out like a ledger-page 
with easy-on-the-eye tones. 
Even a small hand can span it 
without strain or fatigue. Two 





total bars for greater speed. 









PYRAMID-SHAPE KEYS 
One look will tell you why a 
manicure is safe on the Clary 
keyboard..and only a feather- 
touch is needed to depress the 
keys of the Clary. 





AUTOMATIC SPACE-UP OF TOTALS 
Automatic punctuation, also. The Clary is 
truly a modern machine for modern, pro- 
zressive dealers. 


BEAUTY, PORTABILITY 
Weighs only 19% pounds. Its 
soft gray tones blend with any 
surroundings. Its functional 
design is as modern as its high- 
speed rotary mechanism. 
































COMPARE THESE 
CLARY FEATURES 


Thumb Add Bar — an extra 
add bar 

Twin total bars 

Self-correcting keyboard 

Direct subtraction 

Direct totals — no waste 
spacing stroke 

Jam proof keyboard 

188 additions per minute — 
world’s fastest 

Inlaid numerals on keytops 
— can't wear off 

Non-crystallizing neoprene 
platen 

Sound-treated, warp proof 
plastic case floated on 
rubber 

Dust-protected mechanism 

Feathertouch keys and 
control bars 

Fingernail saver keytops 

Perfect tripod balance 

Live repeat bar operates on 
both addition and 
subtraction 

Full-electric, operates on 
115V or 230V AC or DC 
as specified 

Writing table under tape 

Rugged, beautiful, portable 

Fully guaranteed 

7-column listing, 8-column 
totaling capacity 

Recommended price — 
$249.50 


The Organization Behind the Product 


' 





MANUFACTURER OF 





Clary Adding Machines are manufactured in a 
new, modern factory filled with up-to-date 
machinery and operated by workers who like 
their jobs and their company. The manage- 
ment and engineering staffs are sprinkled with 
men who have had the advantage of many 
years experience with competing companies, 
and in the home and district offices are others 
who have been dealers themselves, who know 
dealers’ problems and who can look back to 
years of personal selling. 

With the vigor and progressiveness of a 
young organization, Clary has produced a 
product that is ahead of all competition. It 
had to be better, easier to sell, more profitable 
to handle or it would have died off years ago 
in the highly competitive and strongly en- 
trenched business machines industry. 

Twelve years of successful operation, 
$4,000,000 in assets and a $30,000,000 dealer 
organization all attest to the fact that Clary’s 


got something extraordinary to offer. 


Apply Now For Special Dealer Privileges 


Clary Multiplier Corporation 


ADDING MACHINES AND BOOKKEEPING CASH REGISTERS 


San Gabriel, California 


Eastern Plant Downingtown, Pennsylvania 





























































"it won’t hurt a thing — it’s a Browne-Morse desk” 


“That little fire won't hurt this desk. It’s one of those Browne-Morse desks with a fire- 
resistant top. Sure, it would leave an ugly scar on most desks, but see, it wipes right 
off so you'd never know it happened. I’ve wiped plenty of water spots and cigarette 
marks off this desk since the boss got it. It would look like all the others around 
here if it weren’t for that amazing top.” 





™— Sure, Sally, you can build a fire on a Browne-Morse desk without damaging results. 

* oan It has an exclusive Plastite Top that retains all its original beauty after accidents 

“— that would make conventional tops unsightly. To build a desk like this takes high quality materials and, 
as you know, these materials are not always available in the quantities desired. 


So, if often we are unable to satisfy your needs, remember it takes more and better 
steel to build desks with the design features and lasting qualities of Browne-Morse desks. 





| This desk will be on display Architects of Efficiency tor America’s Offices 


STEVENS HOTE 
L 
during the N.S. Convention ia ro Ww n C- Mo rse 


MUSKEGON MICHIGAN 











MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 








OFFICE APPLIANCES, October, 1951 223 











“Who 
WOULDN'T BE 
PROUD...” 


I sure picked a winner when I started sell- 
ing the Victor line of Visible Record 
Books. This item started paying off from 
the time I made my first sale... and at 
good odds, too! More than that, almost 
every initial sale is still paying off in the 
profits ’'m making from repeat orders. I 
was certain that once my customers tried 
Victor Book Visible, they’d want them 
for every office record-keeping need. 
From that time on, my profits were a 


sure thing. 


8) 


Ss 
setts 


‘ 


fas 





WRITE NOW FOR INFORMATION. 
YOU CAN’T LOSE! 
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... and don’t think my customers didn’t 
finish in the money. These Victor Book 
Visible units are top performers in any 
race against time. They can cut down 
record-keeping time by more than 50% 
... we've proved this by stop-watch tests. 
Compact and portable, this handy record 
keeper will bring your customers a new 
high in accuracy and control. They'll 
profit by the time Victor Book Visible 
will save... you'll profit, too, from the 


repeat orders which are bound to follow. 





OFFICE APPLIANCES, October, 


195! 





_ 


ens eat aoe 


Pe? lS es 


de ah at Gel ee eee 





195) 








from one’s ci ipel. The cement culverts just won’t 


move over! 
. . . 

Incidentally, Ken advises that anybody suffering an 
accident in or 1 Tacoma, Wash., insist on going 
its Pierce County Hospital. He insists they are so 
nd treat you so well that you just 


hospitable there 


hate to say good-bye and take your leave. 

Should you ider at Ken’s new crew haircut when 
next you meet him he will be glad to explain that it 
was necessitat facilitate his surgeon’s recent 
needle-work he really hasn’t taken up rowing 

* 7 * 

When you travelers are next making Portland be 
sure to call at that city’s newest stationery outlet 
the store just opened by Pacific Stationery Company’s 


art Joy and Gordon Liefke, who are now in business 
for themselves. They state they are very much in the 
market for new items 


* * * 


“Out Where The Handclasps’s a Little Stronger” 





Modernized Annual Reports Win Awards 


From the 5,000 corporation annual reports of 1950 
rated in the eleventh annual survey conducted by 
Weston Smith Financial World, 16 office equipment 
companies ha‘ ialified for “Highest Merit” citation 
They are 

Burroughs Addi1 Machine Co., Clary Multiplier 
Corp., Felt & Tarrant Mfg. Co., General Fireproofing 
Co., The Globe-Wernicke Co., Marchant Calculating 
Machine Co., The McBee Co., Monroe Calculating Ma- 
chine Co., Nati Cash Register Co., Pitney-Bowes, 
Inc., Remington Rand Inc., Royal Typewriter Co., Inc., 
W. A. Sheaffer Pen Co., Uarco, Inc., Underwood Corp, 
and Wilson Jones Co 

The stockholder reports of these companies have 
thus become ndidates for the final judging, and one 
will be selecté for a “Best of Industry” award and 
presented witl bronze “Oscar of Industry” at the 
Financial W annual report awards banquet on 
Monday, October 29. This dinner will be held in the 
Grand Ballroo! the Hotel Statler in New York City. 

A year ago 1949 annual report of Pitney-Bowes, 
won the phy for the best report in this in- 
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Todd Promotes Five in Sales Organization 
three new zone sales managers, one 
them to newly-created territory, was an- 
inced recently by Gilbert J. Owen, vice-president 
manager of the Todd Company. 
ager of the Memphis office is Edward 
ly manager in Hartford, Conn. Suc- 
rtford manager is William N. Young, 


Appointme! 


1 general 


Appointed mal 


‘ no r 
has st is assistant manager in Philadel- 
Liice Pa 
Named mal er of a newly-created zone with head- 
rters in Worcester, Mass., is Maurice W. Rihn, Jr., 
ho has bet istant manager in Chicago for the 
ist two yea The new zone includes Maine, New 
Hampshire, R] e Island and Worcester County, Mass. 
Moving u} assistant manager in Chicago is 
Edward P. (¢ nell, salesman in the Milwaukee terri- 
nce 1g 





Handicrafts Exhibited in Florida Store 
Adult and te age groups from the high school 
arts and sciences group exhibited 
their products ently at the retail store of Chestnut 
Office Equipment Company, Gainsville, Fla. 
display, which was in the store’s 
variety of projects including camera 


Ty 
All 


Ses, billfol led purses, etched trays of copper 
and aluminu ind other handicraft exhibits. Mrs 
Helen Philp the instructor in charge.—JL 
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DRAFTING 
EQUIPMENT 


Feature the 

line that meets the 
demand for the utmost 

in utility, the best in modern 
design, the most economical in cost. 


e New Improvements 
e Lower Costs 
e Higher Profits 


e Faster Selling 
Better Looking 
e All Wanted Features 






2F3445 
Sectional 
Planmaster 
Filing Cabinet— 
“All-Purpose 
Design™ 


EB 60368 
Base 
a Tables 
Made in : sizes 






Write today for 
illustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
1883 Atlantic Avenue 
Brooklyn 33, N.Y. 
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jx Descgued for Stationery “rade 
Sy Customer Suggestion - - 


GENUINE STEEL-DIE ENGRAVED 


Currency 


THIRTEEN DESIGNS FOR HOLIDAY AND GENERAL USE 





Justrite Currency Gift Envelopes are “just right’ for every 


occasion where gifts of mons re given. Designed for t 
Stationery Trade, these 

been proven sellers. A ‘must 

they also are used by bank busine 


bonuses, etc. 


Genuine steel-die engraved in two colors, they are 
sparkling, attractive and have real customer appeal. 
Available in eight Holiday designs for the Christ- 
mas Season and five general desiqns for Weddings. 
Birthdays, Congratulatory, etc. Currency Gift en- 
velopes are also offered in four outstanding litho- 
graphed designs. 


The currency envelope has cut-out window as illustrated 
above for the enclosed bill to show thru. Set includes en 
graved currency envelope and plain outside envelope with 


gummed flap for presentation. 


Boxed in sets of fifty for convenience, they are a splendid 
over-the-counter sale item—ca : ssity in your Greeting 
Card Line. They are priced to Retail at to 10c per set. 


Write today for samples and pricing informa- 
tion. Prompt delivery. Order General De- 
signs for immediate use—Holiday numbers 





for delivery when you need them. 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 


The Travelers Club luncheon Friday, August 18, hag 
the following members present: Ed L. Robinson, Sap. 
ford Ink Company; Chris Schmutzler, Kingsbacher 
Murphy Company; Glenn Barclay, W. H. Kistler Sta. 
tionery Company; Ernie Sawyer, Binney & Smith Com. 
pany; F. E. (Boots) Booth, Associated Stationers Sup- 
ply Company; Frank (Esterbrook) Lipp; Herb Johnson, 
Kendrick & Bellamy Company; Dan Koss, Eberhard 
Faber Pencil Company; Byron McGarvin, Eagle Pep. 
cil Company, and Earl Zuhlke, Dennison Manufactur- 
ing Company. 

At this meeting with Vice-President Dan Koss presid- 
ing, a vote was taken and we are moving back to 
the Albany Hotel for our regular weekly meetings on 
Fridays at 12 noon. 

* ” . 

We just received a card which says, “Jim Haynes, 
American Pencil Company and Frank Lipp, Ester- 
brook, played golf in Denver and Jim Haynes made a 
hole in one.” No other details are available, so will 
have to wait until can see the boys and find out al 
the pertinent data. 

. . * 

All travelers will be missing a very pleasant and 
smiling face when they visit New Mexico School Sup- 
ply at Albuquerque. Lloyd Johnson left the firm Au- 
gust 18 to take over a position with the Ennis Paper 
Company of Albuquerque. All of his friends wish him 
well. 

- 7 * 

The Denverites welcome another company here in 
the heart of the Rockies with the opening of a branch 
office of the Ennis Tag & Salesbook Company, and 
their affiliate company, the American Carbon Paper 
Company, at 1925 Blake St. Murray Cole will be the 
branch manager and comes here from the company’s 
branch at Albuquerque. 

- 7 

Ellis Bros. of El Paso announce the opening of a 
new card and gift shop known as the Banner Card & 
Gift Shop, in the heart of El Paso at 215 N. Mesa 
Irwin Breeman and Harold Weiss, the owners, said the 
new store was necessary due to the continued growth 
of their business and the Ellis Bros. store was not 
large enough to accommodate the expansion. So we 
now have two places to stop instead of one. Best 
of luck. 

> - * 

The State of Colorado has had an epidemic of polio 
this year, the worst in a number of years. It is regret- 
table that these things happen and yet more so when 
it reaches into our circle of friends in the industry. 
Spencer Hibbard of Rocky Mountain Banknote Com- 
pany, Pueblo, Colo., had two daughters ill at the same 
time. Eunice Ann, i5, succumbed to the disease. 
While the older daughter is well on the way to re- 
covery, our heartfelt sympathy goes out to those left 
behind. 

- > * 

Frank (Esterbrook) Lipp and the Mrs. are out in 
Sunny Cal., supposedly taking a vacation but Frank 
says they are selling their home and taking the furni- 
ture back to Denver. So, it looks more like work than 
play on this vacation. 

” . . 

Joe (Wilson Jones) Simmer, the busiest guy in the 
territory, is working night and day. Just back from 
a trip through New Mexico he has been enjoying 4 
few cool days. 

- . . 

Forest (Boots) Booth was seen working here and says 
now that the high water is down in Kansas he 8 
headed that way. 

The Keith Gordons, Boorum & Pease Company, 
have some out-of-town guests, Keith’s father and 
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TO THE BIGGEST SHOW OF ALL! 


the 1951 National Business Show 


o 
come on in and $€@ the Combined Armed Forces exhibit showing how your Army, 
Navy, Marine and Air Corps process, control, qualify and carry on their business of handling 


millions of assignments and millions of men in the Armed Forces with the newest and finest 


equipment in the industry. 


$@@ “Operation Palette’— a grand showing of outstanding on-the-spot original paintings 
by United States Navy Combat Artists—one of the many features of the gigantic Armed 


Forces exhibit. 


$@@ how weather maps are made on a minute’s notice from far-flung isolated, weather 


stations . . . get your souvenir copy at the Show! 


$@@ and hear national industrial leaders at the Forum sessions with advance news on 


methods, practices and procedures. 
$@@ more than 200 new and improved products on exhibition by more than 125 companies 
dedicated to serving the office equipment, machine and supply industries. 


SEE THE BIG SHOW—YOUR SHOW—THE SHOW FOR THE WHOLE INDUSTRY! 


NATIONAL BUSINESS SHOW 


33 WEST 42nd STREET, NEW YORK 18,N.Y. © PENNSYLVANIA 6-6760 
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Sight Saver 


a 


Master-Craft Franchise 
Is Worth Asking For 


Master-Craft’s emblem of loose-leaf quality on.every pack- 
age, on dealers’ store windows and counters represents a 
combination of — (1) The highest quality staple merchan- 
dise, (2) Profitable fast-selling loose-leaf specialties, (3) Ex- 
clusive rights with 100% protection on repeat business, and 
(4) A merchandise plan that prevents over or under buying. 


During this period of restricted civilian production our 
first responsibility is to our present established dealers. We 
help repay their loyalty to us by serving them first. The ac- 





ceptance of new dealers depends upon our ability to increase 
production beyond the needs of present dealers. Ask about 
the Master-Craft Seven-Point Extra-Profit Franchise. It may 


now be available in your city. /t’s worth asking for. 












Sold Only By 


Exclusive 
Master-Craft 
Dealers 


REPEAT Business is assured when 
you sell Sight Saver columnar and 
accounting pads. Customers con- 
tinually reorder because (1) Paper 
has a superior writing surface; 
(2) Sight Saver color harmony 
reduces eyestrain and fatigue; 
(3) Master-Craft’s line is so broad 
you can readily fill every need. 


MASTER-CRAFT CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGANR 
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mother. The elder Mr. Gordon celebrated his seventy- 
fifth birthday during the visit. 
7 > 7 


Carvell McWilliams, of The Globe-Wernicke Co., 
and family are away at Grand Lake fishing. Mac has 
been prospecting again and all the travelers are want- 
ing to know if he “struck it rich” on this trip. If so, 
we want in on it 

~ . > 

The Warren Cobeans of Roswell, N. M., are vaca- 
tioning in the land of sunshine and heat at Dallas, 
Tex. I am wondering if Warren went there to get 
away from the cool New Mexico weather. 

7 a . 


Mr. and Mrs. Joe Davis, General Fireproofing Com- 
pany, returned from a trip to Youngstown and a two- 
week vacation spent at Orillia, Ontario. However, there 
were no tall fish tales—just average size but lots of 
em 

> . * 

On Sunday, August 26, the members of the Rocky 
Mountain Travelers Club held their annual picnic at 
Fillius Park, about 30 miles out of Denver in the 
Rockies. Thirty-two attended the affair. 

Games of baseball and horseshoes were enjoyed to- 
gether with a peanut race. Winners of this race were: 
Mrs. Russ Okerstrom, first; Mrs. Dick Youngstrom, 
second in the women’s races, and Joe Davis, first place 
and Glen Barclay, second in the men’s races. 

Those attending were Mr. and Mrs. Ed L. Robinson, 
Sanford Ink Company; Mr. and Mrs. Glen Barclay 
and family, W. H. Kistler Staty. Company; Mr. and 
Mrs. Carvell McWilliams and sons of The Globe-Wer- 
nicke Co.; Mr. and Mrs. Earl Shulke, Mr. and Mrs. 
George Feeley, Dennison Manufacturing Company; 
Mr. and Mrs. Keith Gordon, daughter, mother .and 
father, Boorum Pease & Company; Mr. and Mrs. 
Russ Okerstrom and daughters, W. A. Sheaffer Pen 
Company; Mr. and Mrs. Joe Davis, General Fireproof- 
ing Company; John Stewart and Miss Kay Maddox, 
The Carter’s Ink Company; Mr. and Mrs. Dick Young- 
strom, The Carter’s Ink Company; Mr. and Mrs. Herb 
Johnson, Kendrick Bellamy, and Mr. and Mrs. Fred 
Robinson of Golden, Colo. 

Everyone brought their own lunch and fried chicken 
looked as though it won out. Refreshments were fur- 
nished by the travelers. It was one of those gorgeous 
Colorado days and everyone enjoyed the outing. 





Horder Pamphlet Tells Accepted Usage 


“Top Drawer Assistance for a Busy Lady” is the 
title of the latest edition of Horders, Inc., 16-page 
pamphlet presenting accepted usage in punctuation, 
capitalization and forms of address. It is the third 
edition of this popular booklet put out by the Horder 
organization as a service to secretaries. 

The pamphlet solves such problems as how to ad- 
dress a corporation head, or an admiral, or when to 
insert a colon. The entire book is carefully arranged 
so that the answer to a question can be found with 
a minimum of time and effort. 

Only six inches long and 4% inches wide, this handy 
office helper takes up little room in the top drawer 
of a desk and can be slipped under the cover of a 
shorthand notebook for quick and easy reference. 





Polychrome Corporation Adds Line 

An extensive offset printing supply line, including 
items used for offset duplicating within the office, has 
been introduced by Polychrome Corporation, Yonkers, 
NJ. With the addition of this line, Polychrome be- 
comes a manufacturing source of supplies for the 
three major types of office duplicating: mimeograph, 
spirit and offset 

Direct image plates in which copy and art work are 
typed, written or drawn directly on the plate itself, 
are now available in two grades, in any required size, 
and wtih varied types of edges. 
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Machine of 


American Business 


The Friden Automatic Calculator FE. 
\ 
“thinks” its way through figure 


problems—to proved answers— 


with uncanny speed - 





Automatically \ 
it takes work 
out of figure-work 


@ Exclusive features enable the Friden to per- 
form more steps in figure-work without operator 
decisions than any other calculating machine 
ever developed. 

To business firms and industrial plants—large 
or small, and no matter how specialized—Friden 
brings amazing short cuts in payroll calculations, 
invoicing, percentages, discounts. It speeds 
through the figure-work of taxes, interest, inven- 
tory, engineering . .. statistics of every kind. You 
have to SEE it to believe it! 

You and the Friden Man will discover impor- 
tant applications of Friden “figure thinking” in 
terms of your own business. 


© Fique ov aw Gridam — phone or write the 
Friden Man near you. Friden sales, instruction and 
service available throughout the U.S. and the world. 
FRIDEN CALCULATING MACHINE CO., Inc., 


San Leandro, California 
| © Friden alculating Machine Co., Inc. 
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The Marking Pencil 
writes on EVERYTH 





that 
ING! 


Y WOOD VY ENAMEL V RUBBER 
Y METAL VY CELLOPHANE YW CANVAS 
Y GLASS Y OILCLOTH - CARDBOARD 
VY PORCELAIN Y LINOLEUM / OILED PAPER 
Y PLASTICS - CORK VY LEATHER 


USED BY STORES, FACTORIES, OFFICES, HOMES 









THE BEST ADVERTISED, [ extra 
BIGGEST SELLING MARKING 


PENCIL IN THE WORLD 


FAST TURN-OVER MEANS 
BIG PROFITS FOR YOU 


HEAVY LEADS 


THAT DON’T BREAK 


in 6 cotors 


RED 
BLUE 
BLACK 
GREEN 
BROWN 
YELLOW 








An EXTRA sleeve in every box of leads 


LISTO PENCIL CORPORATION, Alameda, 


LISTO PRODUCTS, LTD., Vancouver, B. 
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California 
C., Canada 


Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


If I did not have about six loyal correspondents, 
this column would not exist. So many of the travelers 
were going to send me news—in fact, they promised 
faithfully to do so—and just a handful have responded, 

” * ” 


C. B. Rowe, buyer for the Bonner Company, Corpus 
Christi, Tex., has returned to his duties after two 
weeks’ training with the Engineer Reserves at Camp 
Polk. 

7 * # 

Harold Hough is the new assistant manager at the 
Clarke & Courts store in Harligen. C. Paul Craig, 
formerly store manager, is now working the territory, 
assisting George Maxey. 

” * * 

The name of Lone Star Office Supply at San Antonio, 

Tex., has been changed to Southwest Office Supply. 
* oS + 


Slacks Stationery & Printing Company, 1326 §, 
Staples, Corpus Christi, Tex., has opened up a sub- 
station in the lobby of the White Plaza Hotel. 

* * * 


Capitol Printing & Stationery Company, Jackson, 
Miss., has taken the distributorship of L. C. Smith & 
Corona Typewriters, Inc., machines for Jackson and 
vicinity. A separate location has been leased on 
S. Lamar St., to handle this part of the business and 
it will be managed by Sam Colbert. 

* * * 

Mr. and Mrs. George Rollosson of Rollosson’s, 
Crowley, La., are mighty proud parents because their 
son, George W. Rolloson, received the degree of doctor 
of philosophy on August 1 at the University of New 
Mexico Graduate School. He also has his B. S. from 
Southwestern Louisiana Institute and his M. S. from 
Massachusetts Institute of Techonolgy. 

* * * 


Kelsey Lamb of Lamb Printing & Stationery Com- 


pany, Beaumont, Tex., has been elected to the office of 
governor of District No. 190 of Rotary International. 


” + 7 
Griggs Book Store has moved to a new location at 
103 Fifth St. in Orange, Tex. 
~ 7 * 


Frank E. Collins and L. J. Barras have purchased 
the Muller Printing & Stationery Company in Port 
Arthur, Tex. 

* . * 

It is with regret that we learn of the death of 
Henri Petetin of New Orleans, La. He will be missed 
by many of the travelers. Another death was that of 
Mrs. Barrow Castle, wife of W. B. Castle of the Castle 
Printing Company, Shreveport, La., following an ex- 
tended illness. 

* . * 

The firm of Mulo-Durel, Inc., New Orleans, La., is 

celebrating its first anniversary. 
. . . 

A. S. (Andy) Anderson, formerly with Perry & 
Buckley Company, New Orleans, is now with Office 
Euipment Bureau of the same city. R. H. (Pete) Peter 
has succeeded Anderson at Perry & Buckley. 

* > * 

The Louisiana Office Supply Company in Baton 
Rouge has moved to 562 Florida St., and is now the 
largest store in the city. J. Fielding Phillips and 
Garnet L. Genius have been busy getting the new 
store ready for opening. 

- 7. 7 

Two big events have happened in the family of 
Fred Kimbrell, president and general manager of 
Capitol Printing & Stationery Company, Jackson, Miss. 
The Kimbrells have a new son, and Fred has pur- 
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Y devil ' ootltiidly } stl Utapd done ” 


Yes...and maybe yoursecretary would 
finish feeling fresher— if 
engineered’’ Shaw- 


work faster 
she had ‘“‘time 


Walker equipment. 
This typewriter desk, for example, 
saves secretaries hundreds of wasted 


motions every single day. Shaw- 
Walker’s organized drawer space 


makes the difference. Everything a 
secretary uses to speed work is right 
under her fingertips—ready to use in 
seconds. 


Typing is smoother, quieter, too— 
because Shaw-Walker has specially 
constructed this sturdy desk to elim- 
inate vibration and needless office 
noises. 

More than 50 years of know-how 
goes into every piece of Shaw-Walker 
equipment — distinguished office fur- 
niture dedicated to saving time, the 
most critical factor in business today. 


Bush Like a 
Skyscraper” 


GHAW-WALKER 


There is a complete line of Shaw- 
Walker desks, chairs, Fire-Files, filing, 
loose-leaf and payroll equipment — 
everything for the office except ma- 
chines — each “‘time-engineered” for 
the needs of every job and worker. 


If you are setting up a new business 
or merely wish to modernize worn, 
out-dated offices, make sure you use 
Shaw-Walker equipment throughout. 
It will help you make the most of 
every minute, every working day! 


ee ee TT DD pee 


New low comfortable 
height (29’’). Keeps 
worker on top of the job. 





Easy-access typewriter 
platform, fully sound- 
proofed to deaden 
vibration noises. 


Center drawer 
partitioned for fullest 
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Upper drawer has IN, 
OUT and HOLD 

sliding trays plus 
maximum storage space 
for incidentals. 


Middle drawer has 4 
slanting removable 
shelves for stationery. 


Lower drawer for neatly 
concealed wastebasket 
or supplies. 


The bookigt, “Time acd Office Work,” is packed with ideas for stretching office 
time. Organize now for greater sales effort and lower operating cost! 
Awealth of information on “time-engineered office systems and 

ment. 36 pages! Many color illustrations! Just off the press! Write to- 
day, on business letterhead to: Shaw- Walker, Muskegon " 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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WHY EVERYBODY LIKES THE 


Barrett 
GRAYTONSE 


Eon ting Calculator 




















Model B192E Electric Printing Calculator. Also Furnished for Hand Operation, Model B192 
9-column Items and Totals, Capacity 9,999,999.99 


SEE IT! TRY IT! 


AT THE Aarrett DEALER'S 
SS IRN CM ate 





Some territories now ‘ 














EXCLUSIVE open for Exclusive As- z 
SALES signment. If interested 
in securing an exclu- 
AGENCY sive and profitable 
PLAN! agency, write for in- # 
formation. : 
Sty, 
: i ludtbetenttintmsasente < 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 


Twenty-fourth and Locust Streets Philadelphia 3, Penna. 
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. . with the Exclusive Barrett 
feature, the Automatic Shift 
and Multiply Key for the 
fastest multiplication on any 


listing machine. 





@ Built by ao Manufacturer 
Famed for Precision 
Engineering 


@ DIRECT SUBTRACTION 


@ Rapid Multiplication and 
Division with Printed Proof 


@ Positive One-Position 


Back Spacer 


@ Light and Portable 


e@ Ultimate in Speed, 
Accuracy and Simplicity 


e@ Visible Adding Wheels 


@ Automatic Totals 





Sub-Total Key 


Automatic Ribbon Reverse 


. all these features and 


many more! 
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chased the stock of his active partner, Bob Womack, 
to secure complete control of the firm. 
+ > - 

J. A. Hoerner and August Schmidt have announced 
the removal of their jobbing business on October 1 
to a three-story building at 400 Tchoupitoulas St. 
in New Orleans 

. > > 

J. Ogden Pierson of Dameron-Pierson Company in 
New Orleans is spending three weeks to a month in 
New Hampshire, arriving in New England in time to 
visit his three granddaughters before they left for 
Europe 

* * = 

Pete Mantzel, buyer for Oscar Springer in Galveston, 

was married on June 15. 
. 7 + 

Mr. and Mrs. Francis Hodges have announced the 
birth of a daughter, Angelina. The father is with The 
Carter’s Ink Company. 

* * 

Mary Bee of Bob Burns Printing Company, Monroe, 
La., has been elected assistant secretary-treasurer of 
the Louisiana Printers & Stationers Association. 

» * * 

Reid Office Supply Company owned by V. C. Reid 
has moved to 1008 Johnson St., in Lafayette, La., 
and Owen Office Supply has opened up a beautiful 
corner store at 101 W. Landry, Opelousas, La. 

* * - 


S. D. Denny, general sales manager of Ennis Tag 
& Salesbook Company, Ennis, Tex., announces that 
C. G. Holcombe, formerly associated with Carpenter 
Paper Company at Oklahoma City and Fort Worth, is 
now an Ennis salesman in the central and north Texas 
territory. 

Charles C. McDaniel, who covered parts of Oklahoma 
and Texas for quite some time, has been promoted to 
managership of the Ennis branch at Dallas while John 
A. McKim (for doing a top job in Dallas during the 
past few years) has been promoted to head a new 
branch that Ennis is opening in St. Louis, Mo. 





Rebuilders Purchases Larger Building 


International Office Appliances, Inc., Typewriter Dis- 
tributors, Inc., and Paramount Dictating Machine Cor- 
poration, distributors of rough and rebuilt office 
machines, announced the acquisition of a larger, more 
modern building at 326 Broadway, New York, N. Y., 
formerly occupied by them. Occupancy by these firms, 
affiliates of Mailing Equipment Corporation, was effec- 
tive as of September 1. 


Increased demand for select rough and rebuilt office 
machines necessitated the expansion of the sales and 
service facilities, noted an official of the parent com- 
pany 

Although the removal was a tremendous operation, 
production was maintained throughout the moving 
process 





Mobile Firm Makes Organization Changes 


A change was recently completed in the organization 
of Office Supplies, Inc., Mobile, Ala. John E. Waller, 
former president, and Richard B. Cunningham, who 
served as secretary and treasurer, have sold their 
entire stock to Charles R. Mills, Edward L. Dillard 
and other stockholders. 

On July 26, a new election of officers was held at 
the annual meeting and the following were elected 
officers of Office Supplies, Inc.: Charles R. Mills, presi- 
dent; Edward L. Dillard, vice-president and treasurer; 
Thomas ©. Christy, vice-president, and Mary Lou 
Corey, secretary 

No change has been made in operating procedure. 
In addition to Mr. Mills being president, he is also 
the sales manager. Besides serving as vice-president 
and treasurer, Mr. Dillard is the general manager. All 
officers of the company are also employees of the firm. 
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New, Improved 





it is readily understandable when you know 
the many wonderful qualities of Vul-Cots . . . 


e Last longer—practically indestructible 

e Stand hardest wear, rims do not break 

e New bonded seam construction improves 
looks and strength 

e Colors do not chip off—they are part of the 
fibre itself 

e Unlike waste baskets made of wood, will not 
splinter, aren't heavy 

e Unlike waste baskets made of metal, will not 
dent, rust or corrode 

e Are lightweight, easy to handle and clean 

e Provide luxury at an economy price 

e Are guaranteed for five years. 

When you sell Vul-Cot waste baskets—repect 


orders keep coming your way! Write today for 
catalog price sheet—Dept. OA-10. 


The Round Taper — most popular ' The Squere Taper—c distinctive 
of oll Vul-Cots for general office : style, popular with executives ond 
and schoolroom use. Takes up small ; ideal for reception or board rooms. 
space, is neat and attractive. Two One size, no. 5. 


sizes, nos. 2 and 3. 


The Round Straight — specially Colors —All sizes made in standard 
designed for washrooms, basements, colors—mearoon-brown and olive- 
ticker rooms, lobbies, shipping and ; green. Gray also obtainable to 
mailing rooms. Two sizes, nos. 9 match gray furniture at slight oddi- 
and 10. : tional cost. 





For Sale By Stationers Every where 
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Nine O’Clock Freshness 


‘At Five O'Clock Closing 





4814% 


Luxu ry-soft 





air-foam 


a 


cushioning 


, Follow-through 









back and seat 


’ assure comfortable y 
| support, with 4 
i 
every body : 
movement. K 

a eS 
ENJOY YOUR DAY ¥ 

_— 7 —- P} 

@ AT THE DESK ‘ 


Write today for 
catalog and 
open territory 


The‘Taylor Chair Company 


Bedford, Ohio, U. S. A. 
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SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


Complete plans have been made by committees for 
the National Office Management Association confer- 
ence and business equipment exhibition at the Bilt- 
more Hotel, Los Angeles, October 10, 11 and 12. 

All of the national officers and representatives from 
11 states are expected to attend. 

An excellent program is being arranged with the 
following keynote speakers scheduled to participate: 

Dr. R. P. Brecht, University of Pennsylvania, inter- 
national president of NOMA. 

J. B. Andrews, Carnation Milk Company, Seattle, 
first vice-president of NOMA. 

A. G. DeVaughn, Retail Credit Company, Atlanta, 
vice-president. 





NOMA PLANNERS—Discussing the forthcoming NOMA conference and 
exhibit in Los Angeles October 10-12 are Lyman E. Williams, R. F. 
Prinz, Ross A. Tunnell, Henri Tailleur and Loring Winters.—JET 


F. L. Haskell, Wallace Barnes Company, Bristol, 
Conn., vice-president. 

F. G. MaclIlroy, Commercial Control Corporation, 
San Francisco, vice-president. 

K. W. Moore, Chicago Title & Trust Company, Chi- 
cago, vice-president. 

Members of the committee in charge in Los Angeles 
are: Lyman E. Williams, Upjohn Company, registra- 
tion chairman; Henri Tailleur, Henri Tailleur & Asso- 
ciates, general conference chairman; R. F. Prinz, Pru- 
dential Insurance Company of America, program chair- 
man, and R. A. Tunnell, Eastman Kodak Company, 
chapter president. 

Mr. Tunnell has the job of locating a “favorite secre- 
tary” who will serve as queen of the event, and a 
systematic method of making the selection is being 
worked out. 

Howard Mackin of the American Calculating & Typ- 
ing Service, Los Angeles, is acting as publicity director. 


* * * 


Forty-four golf players participated in the tourna- 
ment staged August 3 by the Golden State Travelers 
Club. The event was the mid-summer golf and dinner 
party at Riviera Country Club, Brentwood. Jerry Hor- 
ton of the Horton Stationery, San Fernando, won the 
trophy, making the low net score. Eighty-seven at- 
tended the dinner, one of the largest records of at- 
tendance on record. 

George B. Hatten, secretary, points out that the club 
has four events of this character scheduled for the 
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Commercial Office Equipment 


"For Better Business Living” 





INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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Are you ready for the 
meee 2 ARD OF I95!/!-52¢ 


It will be a paper blizzard, for as war industry 
expands, so does the paper work. Where to 
keep all the records? In Oxford Files, of 
course! You can sell more Oxford Files this 
season than ever before, and for these good 





reasons: 








NON-FADE GREEN 
STEEL CLAD FILES Handsome Oxford Steel Clad Files are in greater de- 


mand because they stay good-looking. The exclusive 


Steck ee. printed-on green will not fade, even in direct sunlight. 
No. For such records as Height Width Depth 
RE ND. cnvisncnres ; 10Y%, 12% 24 
72E Legal or Cap Size 10% 15% 24 ECONOMY MODEL 
73E Invoices, 2 rows 8x5 8% 10% 24 
75E Checks or Vouchers 4% 9% 24 Oxford Standard Files, in natural color board, are a 
76E Checks or Vouchers 4¥, 10% 24 * . fact for it is the | 
77E Tabulating Cords . 3% 7%, 24 natural wherever cost is a factor, Tor it is the iowest- 
78E 5x8 Cards or Forms 54 8% 24 priced pull-drawer storage file. 
79E 4x6 Cards (2 rows) 4¥, 12% 24 meee 
ZIOE 3x5 Cards (2 rows) 3% 10% 24 
Z1IZE 5x8 or 6x9 Forms 6% 9%, 24 
PLENTIFUL SUPPLY 


Oxford Files offer you one of the bright spots in to- 
day's topsy-turvy market. We can make prompt ship- 
ment of all sizes, if you order NOW. Take advantage 
of it. 


SALES HELPS 


With your order, ask for free imprinted blotters for 
your statements, and display cards for counter and 








window. 
STANDARD FILES rae | 
Oxford Follower Blocks and Back Locks fit all makes 
Steck Poe of files. Send for samples today. 
No. For such records as Height Width Depth 
1 ee ane . Wy 12 24 
2  ~=Legal or Cap Size 10% 15 24 
3 Invoices, 2 rows 8x5 8%, 10% 24 
4 Checks or Vouchers 3% 9 24 Oo” 
5 Checks or Vouchers 4, 9 24 
ee 
6 Checks or Vouchers..... 4¥, 10% 24 Ree U.S. @ Pat Of 
7 Tabulating Cards ..... 3% 7% 24 . 
8 5x8 Cards or Forms 5% 8Y, 24 
9 4x6 Cords (2 rows)... 4% «12% 24 FILING SUPPLY COMPANY, INC. 
10 3x5 Cards (2 rows) 3% 10% 24 
12 Deposit Slips ............ 4\, 8%, 24 Garden City, N. Y. St. Lovis 2, Mo. 
13. 5Y_x8Y or 6x9 Forms..... 6 9 24 





Filing Folders - Filing Guides - Fiberboard Files - Index Cards - Red Fiber Envelopes 
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year, the next one to be held at Palos Verdes on Oc- 
tober 26. For the convenience of club members the 
four parties will be held in four different spots, a 
plan which will also interest a greater number of 
retailers, Mr. Hatten believes. 

The regular Monday luncheons of the club are much 
better attended this year, the secretary points out. The 
luncheon on August 27 drew an attendance of 26 mem- 
bers. The chief item of business under discussion was 
the new roster which will soon be ready. This roster 
will be very complete and put up in very attractive 
form, as a great deal of work is going into its com- 
position. 

A number of travelers at this writing are planning 
to make the trip to Chicago to attend the convention 
of the NSOEA. Naturally, the exact number and names 
of retailers planning to attend can not be ascertained 
at this date, but a good representation from Los An- 
geles and surrounding territory is expected. 

. . ” 


The Southern California Office Machine Dealers As- 
sociation -held its August meeting at the Pasadena 
Athletic Club. Harold Pettit of the Southern California 
Typewriter Exchange, the president, presided. 

Gene Hart, proprietor of Hart’s Typewriter and 
Adding Machine Company, 1259 S. La Brea Avenue, 
Los Angeles, was the main speaker. His subject was 
‘Making The Telephone Show Profits For You.” 

A Dun and Bradstreet film, entitled “Men’s Confi- 
dence in Men,” was also shown. This film presents 
the matter of handling credits. 

A special guest of the occasion was Ira Hay, formerly 
with the Burroughs Adding Machine Company in Los 
Angeles. Mr. Hay, who is now retired, was associated 
with Burroughs for about 20 years. His home is in 


Los Angeles ‘Ss 

Paul R. Reed of the Henley Typewriter Company, 
6771 Hollywood Blvd., states that a complete job of 
redecorating the company’s headquarters was recently 


finished. A new awning and a new sign were also 
installed 

Mr. Reed reports that the rental and repair de- 
partments have done unusually well throughout the 
summer, although sales have been off. 


+ * * 


September 10 is the date set for the first fall meet- 
ing of the Office Furniture Association of Southern 
California. The meeting, to be held at the Rodger 
Young Auditorium, is to be given over to formulating 
plans for the remainder of the year’s activities, ac- 
cording to Mildred Segal, the secretary. Sid Holtby 
of the Los Angeles Desk Company is president of the 
association se es 

A. E. Lacy of the Western Typewriter Company, 6424 
Rugby Avenue, Huntington Park, announces the recent 
opening of an electric shaver sales and repair depart- 
ment. The department features all the leading makes 
in electric shavers 

> . 7. 

Harold Mann, secretary of the National Office Ma- 
chine Dealers Association, was special guest and 
speaker Monday, August 6, at a dinner meeting given 
by the San Diego Association at the San Diego Club. 
Mr. Mann’s subject was “Associational Ideas.” 

Several from the Los Angeles Association were pres- 
ent. They were Gordon Miller, Southern California 
Adding Machine Company; Vern Booher, San Pedro; 
Morris Dorfman, West Coast Platen Company; Ernest 
Von Rhine, Von's Office Machines; and Jack Cook, 
L. C. Llewelling Company. 

J. M. Reeder of the Montrose Typewriter Company, 
Montrose, Calif.; who is now in the Navy and who 
happened to be in San Diego on the occasion of the 
dinner, also attended. 

Several San Diego dealers were guests at a recent 
meeting of the Southern California OMDA. 

Mr. Mann states that he is highly pleased with the 
fine spirit of co-operation shown by the three Cali- 
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The Stationers’ Guild of 
America provides qualified member-station- 
ers with an outstanding, readily identified 
line of fine stationery products. 


Assured GUILD quality and 
distinctive GUILD packaging are twin-keys 
that can help you open the door to new busi- 
ness and keep it open to repeat business. 
They are two of the reasons why GUILD is 
growing on a nationwide scale. 


I you meet the qualifica- 
tions for membership, you can grow with 
GUILD now! 

We will be glad to furnish 
information concerning GUILD opportunities 
and membership requirements. Just fill in 
the coupon below and mail it today. 





Booth 81 


is the one 
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STATIONERS’ GUILD OF AMERICA Convention 
1620 Girard Trust Building J nya 
Philadelphia 2, Penna. soning you there | 











Please send me further details about GUILD 
membership requirements and advantages. 
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METAL-LUX clerical posture chairs 


2K fabulous seating comfort 






we 






j * super-value posture chair 
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MILWAUKEE METAL-LUX has proved a solid selling 
success. Warmly accepted by the trade upon its 
introduction, METAL-LUX has shown no let-up in 
sales potential. The reasons are obvious. Functional 
design with high styling unprecedented in a metal 
posture chair, out-of-this-world seating comfort, 
dreadnaught construction, surprisingly low cost 
these add up to incomparable value. METAL-LUX on 
your Sales floor is certain to move briskly and profit- 
ably. If you haven't yet shared in METAL-LUXx profits, 
get the full details now. 


SEND FOR COMPLETE DESCRIPTIVE LITERATURE 


MILWAUKEE METAL FURNITURE CO. 


120 S. LASALLE ST. «© CHICAGO 3, ILLINOIS 
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2k new trend in metal styling 


fornia associations, the Northern, Southern, and San 
Diego. There is no doubt of the mutual benefits derived 
from the associational activities, he says. 

A statewide OMDA meeting is scheduled to be held 
in Los Angeles some time in October. Details will be 
announced later. Installation of officers was held by 
the Northern Association on September 14. 

H. L. Cure, who is associated with Clyde Gleason, 
proprietor of the American Typewriter Company, San 
Diego, was elected secretary-treasurer of the San Diego 
Association at the dinner meeting on August 6. 


* * * 


Mr. and Mrs. Harvey I. Blank, proprietors of the 
Blank Desk Company, 830 Wilshire Blvd., which was 
opened in Los Angeles on March 15, at this writing are 
planning a trip to San Francisco over the Labor Day 
week-end. While there, they will consider a suitable 
location for possible opening of another West Coast 
store. 

Mr. Blank has long been in the office furniture busi- 
ness, establishing his first store in New York City 
under the name of A. Blank, Inc. The New York loca- 
tion which has a sixth story show room, is at 74 Broad 
St. 

A branch under the name, Blank Desks Inc., is lo- 
cated in Miami Beach, Fla., and another, opened one 
and a half years ago, is at Fifth Ave., and Forty-sixth 
St., New York. 

~ ~ os 

The Stationers Association of Southern California, 
215 W. Seventh St., reports that Foothill Stationers, 
101 S. Mollison St., El Cajon, and the Temple En- 
velope Company, 5413 S. Broadway, Los Angeles, are 
new subscribers to the association’s price book. 

Thomas L. and Edith L. McCann, proprietors of the 
first named firm, were formerly proprietors of McCann 
Stationers, San Diego. They recently sold the San 
Diego store and opened the new one in El Cajon. 

Norman Temple, proprietor of the Temple Envelope 
firm, opened his store June 1. He formerly was an 
envelope wholesaler. Mr. Temple plans to gradually 
increase his stock of stationery and office supplies. 


* * > 


At this writing plans are being completed by the 
Los Angeles Chapter of the National Association of 
Cost Accountants for the celebration of the chapter’s 
thirtieth anniversary to be held at the Elks Club, Los 
Angeles, September 18. 

The National Association was founded in 1919. The 
Los Angeles Chapter, one of the first to be granted a 
charter, now has a membership of about 700. 

At the anniversary banquet the Stevenson trophy 
banner awarded the Los Angeles chapter in June will 
be presented. The award was made to this chapter 
which held fourth place, for most effectively render- 
ing benefits to its members and to the community. 
There were 108 chapters in the contest. 


James E. Calwell, assistant controller for the Good- 
year Tire & Rubber Company, Akron, Ohio, has been 
selected as the principal dinner speaker. He has 
chosen “Effective Supervision Versus Internal Control” 
as his subject. 

- - * 

John Kearney, who only four years ago started in 
the office machine business in a very small way, an- 
nounces the opening of a new store early in Sep- 
tember at 3468 W. Sixth Street, Los Angeles. 

Mr. Kearney, who is now only 22 years of age, began 
his first business venture in his home. During the 
past year and a half he has sub-leased space at 1525 
South Western Ave. He will carry a line of posture 
chairs as well as complete line of typewriters and 
adding machines. 

Mr. Kearney is most enthusiastic over the help af- 
forded him by the Southern California Office Machine 
Dealers Association. He feels that both the National 
and Southern California Associations have been in- 
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Your prospect is interested, convinced, 
ttady to buy—when you explain this typical 
Postindex system. Here he has a clear and 
«curate record for all items stocked—pro- 
tiding constant automatic control of sup- 
plies and purchases. 


One simple form provides all the needed 
igures—receipts, disbursements, balance on 
lund for each item... order point, unit 
price, quantities, dates... also special requi- 
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sitions for advance or excess needs. Other 
Postindex systems can be set up to meet in- 
dividual needs. All save time, effort, expense. 


Study your customers’ specific problems. 
Then suggest the right answers — in terms 
of Postindex systems, the certain way to 
better record control. Remember —imme- 
diate deliveries on all systems and forms. 
Postindex Division, Art Metal Construction 
Co., Jamestown, N. Y. 





“There's an Art 
to Better Record Control” 











Fine points exclusive with POSTINDEX 
bring new speed, ease, accuracy, economy — 


@ four sides to write on 

@ self-aligning trunnion wire 
@ easy shifting 

@ constant visibility 

@ optional multiple records 
@ perfect lay-back 












ENVELOPES... 


for every purpose 


SATISFACTION... 


for every customer 


Quality Park means envelopes in 
nearly 400 styles, sizes, stocks and 
weights ... Quality Park means 
quality products, quality packaging, 
quality service ... Quality Park 
means customer satisfaction and 
repeat business for you. 


QUALITY PARK ENVELOPE CO. 


St. Paul 4, Minnesota 





| 





General Office and Factory, Quality Park, St. Paul 4, Minnesota, Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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strumental in getting him off to a good start by the 
kindly personal interest shown him. 
. ~ 7 

Gordon Miller of the Southern California Adding 
Machine Company, 943 S. Broadway, reports that his 
son, Duane, who is in the South Pacific flying off the 
airplane carrier Bon Homme Richard, has been se- 
lected to take part in a broadcast from his carrier. 
The date is to be announced later. Two men in each 
squadron have been chosen to participate. 

* co 

The value of a large parking lot has been demon- 
strated by R. C. Allen Business Machines at their new 
location, 3580 W. Third St., Los Angeles, according to 
the management. The area of the lot is 4,000 square 
feet, giving customers advantage of ample car space. 

The new building, which is of stucco construction, 
has an area of 3500 square feet, with a large service 
department as well as display room under one roof. 
At the former location, 3516 West Third, two buildings 
were occupied, one for service and one for display 
purposes 


* ~ . 
Al Anderson, Eagle Pencil Company representative, 
who has been ill for some time, is reported as much 


improved at this writing. 
” + * 

George L. Hossfield, ten times the world’s typing 

champion, was a recent visitor in Los Angeles. While 

visiting with Alfred Jensen, regional manager for the 





GEORGE L. HOSSFIELD DEMONSTRATES HIS SPEED 
AT TYPEWRITER WHILE ALFRED JENSON LOOKS ON 


Underwood Corporation, he participated in the popular 
KTTV Channel II Television program, “In Our Times.” 

Mr. Hossfield’s record is 139 words net per minute 
in a one hour typing contest. He is now director of 
Teacher Advisory Service, Underwood Corporation, 1 
Park Ave., New York. 

Mrs. Newton Piper, wife of Newton Piper, proprietor 
of the County Stationers, Ventura, Calif., died recently 
in that city. Mr. Piper was employed for many years 
by the Stationers Corporation, Los Angeles, and a 
number from that firm went to Ventura to attend 
the funeral services 





McLennon Pen Expands to Larger Quarters 


Jack McLennon, president of the McLennon Pen 
Company, recently announced the opening of new and 
larger business quarters at 220 S. State St., Chicago, 
expanding from 3,000 square feet to approximately 
4000 square feet 

McLennon Pen Company has had rapid growth dur- 
ing its 18-year history and has found widespread ac- 
ceptance of its Paper Mate ball point pen. 

The acquisition of the Paper Mate pen line, which 
includes pocket pens, desk sets and chain attachment 
pens, just six months ago, climaxed its record of 
growth 
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the finest tradition in 
wood office chairs 























For prestige, for distinguished elegance, 
for the very best in luxuriously 
comfortable seating and enduring service, 
American business everywhere looks 
to MILWAUKEE for its office chairs... 


the smart CHIPPENDALE group 


Exclusively for MILWAUKEE Deal- 
ers—traditional Chippendale in all 
its rich simplicity and tasteful de- 
tail. Authentic lines and features 
—plus MILWAUKEE'S traditional 
built-in comfort, featuring form- 
fitting Sack and hand-tailored seat 
with the tapered contour. This 
luxurious period chair group in- 
cludes Executive Swivel Armchair 
and Side Armchair (matching Side 
Armchair and Side Chair available 
(see illustration above) ... 





A limited number of MILWAUKEE Wood Chair 
franchises are open at present. Write for details. 


makers of fine chairs for over half a century e@ 


THE MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 
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Feature this profitable item and sell hundreds of 
waiting prospects in every type of business. 


OFFICES 
HOMES 
INSTITUTIONS 





FACTORIES 





Rousles 


With Genuine Cork Surface 


Yes, there's big. profitable sales await- 
ing you when you feature and display 
Rowles Cork Bulletin Boards. Every 
type of business has a need for one or 
more bulletin boards. Industrial plants, 
hospitals, offices, churches, schools. 
stores, clubs, etc., all use bulletin boards 
— and this business can be yours. 





SCHOOLS , 
CHURCHES Reach out for this business by display- 
PUBLIC ing and featuring Rowles Bulletin Boards 


BUILDINGS now! There's a size and style to fit 


every need. 
4 225A2 OTUA 
s - 


‘12 ol 


You don’t need to carry big inventories. 
Display one sample and take orders. 
Ship direct from factory to save your 
handling. 

Let Rowles show you how Cork Bulletin 
Boards can help increase your sales. 








STORES 
SALESROOMS 


EU. A RODLES CS. 


AARLABRG 


Write today for Bulletin 
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SELLING TYPEWRITERS BY TV 


Five Office Machine Dealers Find 
Profitable Medium of Advertising 
BY J. EDW. TUFFT 


HIS IS A STORY telling how television has boosted 

typewriter sales for a group of firms in the Log 
Angeles area. 

Five leading office machine dealers in Los Angeles 
County—doing business in five different, non-competi- 
tive areas—have been sponsoring co-operatively for 
some time two-minute participations on television. 

These five firms, spoken of as the “Big 5”, offered 
(1) an overhauled standard or a portable, standard 
brand, typewriter for as low as $29.50; (2) a free gift 
of a useful item to any viewer calling any one of the 
five firms by telephone or dropping into any one of 





RUSS McCOLLUM IN ACTION SELLING TYPEWRITERS FOR 
THE BIG 5 OFFICE MACHINE DEALERS IN LOS ANGELES 


the five stores. Naturally, the main reason for the 
offer of the free gift was to cause the TV viewer to 
remember the address and telephone number of the 
firm called. It was necessary for the viewer to name 
the program which he had been viewing. 

The names of the “Big 5” are as follows: in Beverly 
Hills, The Beverly Office Equipment Company; in Hol- 
lywood, The Hollywood Typewriter Shop; in Glendale, 
The Glendale Typewriter Exchange; in Pasadena, The 
Brown Shop; in Long Beach, the Hart Typewriter Com- 
pany. 

While TV is a comparatively new medium, the cam- 
paign so far has been a decided success, according to 
the participants. Results from TV advertising are more 
immediate than is radio or newspaper advertising, 
members of the “Big 5” feel, because of its impulse 
impact. Live action with close-ups, it is pointed out, 
appeals tremendously to the visual as well as to the 
audio senses. As a matter of fact, a satisfactory num- 
ber of viewers called in immediately upon viewing the 
first participation, and a satisfactory number called 
personally at the stores. 

In certain cases volume sales to business firms re- 
sulted. 

Other offers made by the “Big 5” were rentals, and 
home demonstrations of the $29.50 overhauled type- 
writers. The latter offer proved an excellent means of 
securing immediate prospects. Such leads have been 
followed up religiously by each member of the “Big 5” 
in its own area. In many instances it was no great 
problem to step the sale up from a low-priced machine 
to a higher priced one once the personal contact was 
made. 

The program is very similar to other co-operative 
TV campaigns, such as campaigns by household ap- 
pliance firms. It is pointed out, however, that in most 
of the latter campaigns manufacturers have shared 
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@ Flagship is curl-proof, not just 
curl-resistant 


® Flagship’s metallic back means extra 
wear, easier handling 


© Flagship makes sharp, 
permanent copies 





@ Flagship allows smudgeless 
erasures 


WRITE DEPT. A. 


ALLIED 








SALES 


READ HOW} FLAGSHIP, 








WITH ITS DISTINCTIVE 
METALLIC BACK, OPENS 
THE DOOR TO GREATER 


CARBON PAPER VOLUME! 


Every stationer knows how much an attractive, 
easily identified package can do to keep a pre 
duct moving off his shelves. FLAGSHIP comes in 
that kind of box—one that sells on sight. And 
yet that’s only part of the story. Every single 
sheet of FLAGSHIP has its own gleaming “pack 
age”! The very same metallic back that gives 
this carbon paper its superior quality, gives it an 
identity —an individual ‘style’’— that no user can 
forget. Customers come back asking for FLAG 
SHIP by name. And once they learn that it is 
available only at your store, watch your carbon 
paper volume zoom! Some exclusive dealerships 
are still open—for FLAGSHIP and the entire Allied 
line of business-building business aids. Better 
inquire today! 


CARBON AND RIBBON MANUFACTURING CORPORATION 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 
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the cost of the TV programs with the dealers. In the 
ease of these five typewriter dealers, on the other hand, 
the whole cost has been carried by the dealers with- 
out manufacturers helping out. Results are considered 
so worthwhile, however, that it is hoped that type- 
writer manufacturers will feel like taking advantage 
of the plan, broadening its scope, and subscribing to a 
portion of the cost 

Russ McCollum, widely known television announcer, 
has handled the spot participations using Station 
KLAC-TV, Los Angeles. 

Martin Gilbert, Avertising, 445 N. Rossmore, Los An- 
geles, has been in general charge of the campaign and 
he suggests that manufacturers desiring further infor- 
mation on this unique program contact him at the 
above address 





CLEVER “REMINDER WINDOW” SELLS 


NEXT YEAR’S CALENDAR PADS 


EXT YEAR'S calendar pads for desk top, wall and 
N other use are sold in tremendous amounts each 
November by use of the clever window display shown 
herewith at W. H. Kistler Company, stationers of 
Denver, Colo 
The display which promoted 1951 calendars went 
in during the first week of last November, designed 
to catch the attention of office managers, storekeepers 








KISTLER’S ‘REMINDER WINDOW” SET UP IN NOVEMBER 


and businessmen in general before the windows took 
nm the 45-day Christmas-merchandising jobs. By thus 
reminding” customers early of the need for new cal- 
endars after the turn of the year, “Kistler’s thus sells 
ahuge volume of calendar pads before the Christmas 
season, rather in after. 

As shown, the window’s centerpiece is a huge blowup 
fa calendar page, with a center spot, four feet wide, 
‘Order Them Now!” Scattered over the dis- 
play and a pl green paper background enclosing 
the rear of the window are large numbers enlarged 
from typical ilendar numerals, painted in bright 
lors on 12 x 12-inch squares, and set at various 
angles. At the base of the display were shown some 
5 varieties of calendar pads carried in the office supply 
lepartment, with price cards for each. 

Because of its reminder qualities, the window pulls 
nany customers for calendar pads in from the sidewalk 
every Novembe! RAL 


lettered 





Moore Business Forms Promotes Ackman 


Robert T. Ackman, formerly sales representative in 
the Dallas, Tex., area, has been promoted by Moore 
Business Forms to be district manager for the 
company in tate of Mississippi. He has been 
Wansferred to Jackson, Miss., where he will make his 
headquarters.—JHR 


OFFICE APPLIANCES, October, 1951! 


The easy adaptability of the Indiana to every 
type of small business is one of the reasons why 
dealers have found it to be a good sales item. 


Prospective users quickly visualize the ease 
with which records are kept. Every transaction 
recorded as it occurs. A complete, confidential 
sales record by departments or commodities and 
a full cash record is available every day, any time. 


Look into the sales possibilities of the Indiana. 
Use the coupon above or write. 


IVIL AN 


CASH 


DRAWER CO. 
INDIANA 





SHELBYVILLE 
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A BIG 
PROFITABLE MARKET 





AWAITS THE 





EXECUTIVE URN 


SANDLESS URN COCKTAIL URN 


f 
4 DEFINITELY BETTER SMOKER WITH 
FEATURES UNEQUALLED ANYWHERE 


* tein Pressure Control” 
OF SMELL ° SMOKE ° FIRE 


The scientifically designed receiver and throat, exclusive 
with “Smoker's Urn”, makes possible the “air pressure 
control” which extinguishes lighted smokes and matches 
..«traps smoke from smouldering embers. No doors, 
springs, levers, lifting devices, or covers to operate, 
stick, get out of order, or release odors. 


FIREPROOF—EASILY CLEANED-LARGE STEEL TUBE CONTAINER 
WEIGHTED, NON-TIP BASE-ATTRACTIVE APPEARANCE 


Dealers wanted. Also choice ferritories open to aggressive 
office equipment and supply salesmen. 


2 a Se —_ 
AGET MANUFACTURING CO. 

1408 CHURCH STREET 

ADRIAN, MICHIGAN 





Please send complete descriptive information and prices 
on Smoker's Urn. 
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SPECIALIZE? IT ALL DEPENDS ’ 


A Successful, Thorough, Anonymous 
Stationer Outlines the Pros and Cons 


BY J. H. REED, 
CORRESPONDENT 

HOULD A STATIONERY store specialize? 

If so, to what extent and in what departments 
will it find specialization most successful? 

Among the factors to be considered in adopting a 
plan or program for specialization are (a) the size 
of the store, (b) its location, (c) the competition 
which it faces, (d) the type of sales force which it hag 
and (e) the possibilities for giving this sales force 
intensive training. 

Obviously, the size of the stationery store is an 
important factor in a specialization program, for a 
small store could not effectively adopt specialized sell- 
ing even if it desired to. It would not have a large 
enough personnel to divide up into departments, nor 
would it have large enough stocks to warrant the 
move. 


For specialization 
to be effective, the store must 
be a relatively large one—large enough to give full 
employment to a manager and several salesmen and 
repair specialists in the departments so organized. 

The location of the store is the second important 
factor to be considered. 

As a general rule, specialization is best adapted to 
the centrally-located down-town stationery store, 
whose customers are scattered throughout the city and 
over perhaps an even larger area. 

If the downtown stationery store is to hold its own 
against rapidly-growing shopping center competition, 
it must offer the public more than the community 
center stationer, drug store or grocery store has to 
offer. That “something” is not the stationery, pencils 
and items every neighborhood store is selling—it is 
specialized knowledge of such items as office furniture, 
duplicating machines or carbon papers. 

The stationer who tries to operate with old-fash- 
ioned methods; who is competing with community 
center stores on their own terms, is already lost—even 
if he doesn’t realize it. 

The type of competition faced is important. 

One type, already mentioned, is that offered by the 
community store on small items. 

But there is another, and more damgerous type, 
which the stationer is up against today. This is the 
competition offered by highly-trained specialty sales- 
men who sell direct to the consumer. 


In the business machine 

field, this salesman may 
come from a factory branch, from a typewriter com- 
pany which also handles business machines, or from 
another progressive down-town stationery establish- 
ments. But, wherever he comes from, he is more than 
a match for the salesman who is a jack-of-all-trades 
in the stationery field. 

The smaller stationery store may not have to meet 
this type of competition, for its deals with the smaller 
and less expensive items. 

But the larger stationer does. 

And this one factor alone should encourage him to 
departmentalize—and specialize. 

The type of sales force is a fourth factor in special- 
ized selling. 

To sell specialty items, it is necessary either t 
employ a specialist or to train one. Obviously, it is 
easier to find a specialtist and put him in charge of 
the new carbon paper, typewriter or visible systems 
department than it is to “begin at the beginning” 
with a training program. 

Particularly is this true if the stationer himself does 
not know too much about the specialized field. 

Such a position costs more, intially, but is worth 
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THIS IS 


TOP-GRAIN FINISH 


It looks like leather, feels like leather, but it’s Boltaflex! . . . the modern 
furniture covering for modern offices 


CHECK OVER THESE FEATURES and you'll see 
why purchasing agents are talking about — 
and specifying — furniture covered with 
Boltaflex for new installations and redeco- 
rating jobs: 


LOW MAINTENANCE. Colors stay bright 
years on end, because Boltaflex cleans like 
new with a damp cloth and is highly resistant 
to staining and fading. Boltaflex won’t chip 
or peel and is renowned for its long-lasting, 
rugged life. 


BOLTA PRODUCTS SALES, INC. 
Lawrence, Massachusetts 


Branch Offices and Warehouses: New York, 45 W. 34th St.; 

Chicago, Space 211 American Furniture Mart; High Point, N.C., 

3 English St.; Philadelphia, 230 Arch St.; Los Angeles, 

3544 East Olympic Blvd.; Cleveland, Ohio, 7306 Wade Park Ave.; 
Miami, Fla., 121 N. East 9th St. 


*The Name that tells 
the BEST from the REST 
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V WIDE COLOR RANGE. With easy-to-clean 
Boltafiex, all colors are practical for offices 
... light shades for bright, modern decor... 
deeper tones, too .. . all in rich leather-like 
grains. 


V NATIONAL ADVERTISING. Your customers 
see powerful four-color Boltaflex spreads and 
pages in all the big magazines throughout 
the year ... magazines like the SATURDAY 
EVENING POST. The Boltaflex name is 
known for quality. 


BOLTA PRODUCTS SALES, INC. 
Lawrence, Mass. — Dept. OF-10 


Name 
Company 


Address 





I'd like to see this Boltaflex Top - Grain Finish. Please send samples and infor- 
mation about where I can obtain Boltafiex - covered furniture. 














How well do your cus- 
tomers know the A’s and 
B’s of MEILINK protec- 
tion? Businesses with less 
than full protection run a 
day-to-day risk with the 
ravages of fire and explo- 
sion... they can be 
wiped-out in hours should 
essential ledgers and 















ABOVE—MEILINK Model 444 ‘'B”’ 
Label Double-door Safe 
RIGHT—MEILINK Model! 545 ‘‘A”’ 
Label Double-door Safe 






records be destroyed! 

























For maximum security in normal and severe risks, sell 
MEILINK “B” Label and “A” Label Safes. Papers and 
valuables are protected against fire and impact (“B” Label 
tests) up to two hours at 1850 degrees .. . (“A” Label tests) 
up to four hours at 2000 degrees. Rugged steel construction. 
MEILINK Thermo-Cel insulation. MEILINK Unit-Equip- 
ment interiors to fit individual needs. 





SINCE 1899 


STEEL SAFE COMPANY 
Toledo 6, Ohio 
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UNDERWRITERS’ LABEL certifies fire-resistance to 
1850° F for two hours. 


T-20 BURGLAR LABEL assures 20% reduction in 
burglary insurance rates. 


na 
ALL MEILINK 2-HOUR SAFES 
CARRY THESE LABELS 


yEinke 





YFACTURER'S NATI 
cart MANUFACTURERS NATIONAL ASSOCIaTipy 


FIRE RESISTIVE SAFE 
eRe 2h EXP Bee 30 10 35) 








SAFE MANUFACTURERS’ NATIONAL ASSOCIATION 
LABEL is the buyers assurance that all claims 
for these safes have been verified. 
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more in the 
department can use part of his time training others 


ong run, for a specialist in charge of a 


to be specialists, too, and the staff grows in numbers 
and in quality as sales develop—a healthy condition. 

But a mediocre and untrained sales force cannot 
enter the office specialty field and compete on equal 
terms with properly equipped salesmen. 

Finally, provision must be made for keeping the 
specialized department on its toes through (a) sales 
training and (b) refresher courses which keep the 
salesmen posted on latest developments and newest 
sales methods 


A sales force 
which begins to think that it knows 
all is soon going to be left behind in present-day 
competition for business. 

There are several ways of keeping a specialty sales 
force up-to-date. One way is to have a factory rep- 
resentative from the manufacturers of the best selling 
wr exclusive contract lines on hand once a year for a 
refresher course. Others put on a sales contest—as, 
for example, a sales contest on carbon paper—each 
spring and fall, in preparation for which salesmen 
are all brought up to the last minute. 

In specialty selling, the sales force must not only 
be well trained—it must be kept up to date as well. 

In what should the stationer specialize? 

Fortunately, the larger stationer has usually had 
some training in specialization, if only through oper- 
ating a printing department as an adjunct to his 
stationery business 

Specialty selling follows very much the same pattern. 
In many instances, the next division will be the forma- 
tion of an office furniture and stationery departments. 
Other items lending themselves to specialization, as 
the business expands, are duplicating machines, visible 
systems, carbon papers—and so on. 


This “cellular division” 

* may come about through 
growth of the business, or through the need of special- 
izing to meet growing competition—but, whatever the 
ause and whatever the steps taken, the same general 
principles govern the successful development of a 
stationery store specialty: 

1. The store must be large enough to warrant spe- 
ialization 

2. It should be—though it does not necessarily have 
to be—centrally located. 

3. It should realize that it is faced with “specialty 
selling’ competition on the one hand and “generalized 
selling” throu a growing shopping center business 

a state of affairs that demands of the big stationery 
store that it build a reputation for special items and 
back it up with salesmen who know their merchandise. 


4. It should secure a specialist to head each spe- 
‘ialized department, both to insure successful opera- 
tion and the training of future sales people along 
specialist line Hiring a specialist offers the road of 
least resistance to success 

5. It must provide for year-by-year re-education of 
its specialty salesmen to keep them up to date. 

Neither old-time nor small-town methods will keep 
the head of the large stationery store above water 
today. It must meet competition, on the one hand 
from the community center, and on the other from 
the highly specialized salesman, if it is to succeed. 

It can do nly through intelligent departmental- 
zation, sales-force training and—specialization. 





Jessup Appoints Marchant Agency Manager 


The appointment of Julian C. Grubbs: as agency 
manager of the Marchant Calculating Machine Com- 
service district in Kansas City, Mo., 
recently by Edgar B. Jessup, president 
The Marchant agency is located at 
Kansas City. 


Dany s saies 
Was announce 
of the company 


1033 Wyandott 
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SPONGE RUBBER STAMP PADS 





& 
S 
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SPEED-MO’S 12 SUPERIOR FEATURES 


MEAN 


. . « More Sales 
.. . Faster Turnover 
. . « Bigger Profits! 


Customers Ask For SPEED-MO By Name 








@ It's Silent @ Cleans Stamp While 
@ It's Sweat Proof Inking 
@ It's Dust Proof @ Full Rich Inking 
@ It's Lint Proof @ Easy on Rubber Stamps 
@ It's Sag Proof @ Large, Netural Reservoir. 
@ It's Long Lived Can be Re-inked 
@ Clean, Sharp Impressions indefinitely 
@ No Scraping Before Inking 
In Canada, for complete information, write 

Bossence & Co., 52 Homewood Ave., Hamilton, Canada 

701 MAIN STREET . ORANGE, MASSACHUSETTS 
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CURMANCO 


Steel Bank Specialties 





COUNTER CHECK SEPARATOR 


For separating local checks, clearings, transient, 
government, money order, etc. Pocket 4”x8”-4” high. 





No. 604 Four Pocket $4.50 
No. 605 Five Pocket 5.50 
No. 606 Six Pocket 6.50 
BILL TRAY 
For Currency Separation in 
the drawer. Divided partitions 
permit easy access to con- 
tents. Tray and contents can 
be taken into vault. Each 
pocket 3” apart, 3” high by 
: 65%” long 
No. 544 Four Pocket Shp. Wt., 5 lbs $4.50 
No. 545 Five Pocket Shp. Wt., 6 Ibs 6.00 
No. 546 Six Pocket Shp. Wt., 7 Ibs 7.50 
NOTE CASE 


Convenient working 
Storage for Custom- 
ers papers. Used 
with Demand, Time, 
or Alphabetical In- 
dex for Notes. Con- 
tracts, or Special 
Forms 

Equipped with Fol- 
low-Block and lock. 





Size 414x10x16\4”. 
Heavy gage Olive 
Green Art Steel. 
Priced without In- 
dex 
No. 547 With Loose Cover, wt. 8 Ibs $12.00 
No. 547 Hinged cover and support, wt. 8 lbs 12.00 


CHECK AND DEPOSIT TRAY 


Used on the posting machine 
shelf. Checks are placed in 
first horizontal tray and the 
tickets in the vertical tray 
Checks are turned over as 
posted into second tray, and 
as the ticket is proved, it 
goes into the last tray. For 
beginners this simplifies 
training and saves mistakes. 
Posting operation can be in- 
terrupted with no chance of 
duplication or omission. Size 
14x14x3 
Olive Green Art Steel 


No. 550 Shp. wt. 5 lbs. $10.00 
ORDER TODAY 


Currier Manufacturing Co. 


ST. PAUL 8, MINNESOTA 





2448 W. LARPENTEUR AVE. 
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THE OFFICE MACHINES 
INDUSTRY IN GERMANY 


By Werner Siech 
HE EXPORTS in the office machine industry from 
the most important producing countries have 
amounted to the following (by millions of dollars) for 
the year 1950: 


1. United States $87.0 or 60.5% 
2. Great Britain ..... 16.7 or 11.6% 
3. Sweden 9.7 to 6.7% 
4. Italy 8.2 or 5.7% 
5. Switzerland 76 or 5.3% 
6. Western Germany 65 or 45% 
7. France 36 or 2.5% 
8. Canada 3.0 or 2.1% 
9. Other Countries 1.5 or 1.1% 


$143.8 100.0% 

The fact that we have chosen office machines for 
this little study has this explanation: 

Members of the great family of machinery, office 
devices have a bright future in view of work sim- 
plification. 

Although the amount of 143.8 millions of dollars 
represents only a share of 4% of the total value of 
3,579.3 millions of dollars in machinery exports for 
1950 by the nine divisions of countries shown above, 
we have to take into consideration that the concept 
of the word “machinery” includes so many ramifica- 
tions that even a mere 4% has its weight 


The sixth rank occupied 
by Western Germany in the 
export table, apparently very inferior to what was 
formerly the great industrial potential of the country, 
could result in erroneous conclusions if we didn’t 
known the situation. In reality this sixth rank in the 
scale is surprising. 

We have to consider that prior to the last war almost 
the whole German office machines industry, ie., the 
83% of total productive capacity, was concentrated 
in the states of Thuringia and Saxony which now, as 
a consequence of the political events, have been cut 
off from the remaining body of Germany. Today, they 
are under eastern control and therefore excluded from 
the statistics I have quoted. 

The production in Western Germany is, for this rea- 
son, very insignificant compared with eastern possibili- 
ties. In 1945, the wheels in the factories started to turn 
again although a: large portion of the plants were 
destroyed or dismantled. During the first years after 
the war, when hunger, desolation and almost absolute 
disorganization ruled the economic life of the country, 
raw materials were missing for beginning of production 
even in a primitive way. Germany factories could not 
think in great exports. The daily needs were stronger 
and manufacturers had to restrict their efforts to the 
fight for daily bread. 


This chaotic situation 

was permanent until the 
month of June, 1948, when the Germany currency 
reform created new basis for sound reconstruction and 
a new organic development of industry and interna- 
tional relations. Only then, did the wheelwork of 
commercial treaties begin to turn slow, substituting 
the JEIA system (Joint Export Import Agency), a 
governing instrument in Allied hands to rule what 
had the fictitious name of foreign trade in Germany 
during the first post-war years. 

Considering the statistical figures under these handi- 
caps the reader will have confirmation of what we said 
previously, i.e., of the surprising fact that in spite 
of all the drawbacks, the Western Germany factories 
have been able to conquer sixth ranking in office 
machines during the short period of only two years. 

Speaking here of Western German factories, one has 
to consider that some have been founded only after 
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AUTODEXROTARy 


TWO NEW CONCEPTIONS IN ROTARY CARD FILES 











\ AUTODEX ® TARy 


< 
MODEL R-101 


a unique instrument of unmat 
versatility. Every phon 
(40,000,000 of ‘em) need 


nalelet lsat hale) Lamehs 


a $495 = : 


RETAIL 
Ebony only 


ON THE WALL 









Patents Pending ON THE SWITCHBOARD 


and AUTODEX ROTARY 


America's most beautiful Rotary File. 
Made in 5 colors for home or office use. 


Gift boxed. 


only Sf_9 


Ebony, Walnut, Burgundy, ivory, Gray. 








BOTH MODELS HAVE 500 CARDS 1'/2 x 2% AND ALPHABETICAL GUIDES 
May be combined with AUTODEX to make quantity for usual liberal discounts. 


Engineered and developed by the makers of AUTODEX and ROL@DEX 


Write for new 12 page catalog 


ZEPHYR AMERICAN CORPORATION $537 west 53rd Street, N. Y.C. 19 





West Coast representative: R. L. Smith & Co., 604 Mission Street, San Francisco, California 
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¥ HOOSIER QUALITY 
¥ HOOSIER STYLE 
¥ HOOSIER FINISH 


Tow - WHEN YOU NEED DESKS... 













Hoosier Dealers now have available 
to them the No. 7560 Flat 

Top Desk size 60x34”, at the 
regular price, in any quantity, over- 
and-beyond their regular allotments to help them meet the unprecedented demand for 
quality office desks. These desks—made under Hoosier Desk’s supervision to strict 
specifications—match the Hoosier No. 7000 line in finish, color, style and quality. 


In oak or walnut finish—ready for immediate shipment—they mean extra business 
and extra profit. 


Plus - RIGHT-O-LEFT TYPEWRITER PLATFORMS THAT 
MAKE ANY FLAT TOP DESK A TYPEWRITER DESK... 


Now, when typewriter desks, are short in supply because of the ever increasing 
shortage of steel mechanisms Hoosier Desk Company brings you the answer to YOUR 
typewriter desk requirements. 

The Right-o-Left Typewriter Platform lets you convert any standard office desk—single 
or double pedestal, wood or steel, new or old with a 1112” to 14” pedestal opening 
to a typewriter desk in a few short seconds—with only a screw driver. 


This patented typewriter platform has many advantages. 





Easy to install or remove. 
: ° n Take out dictation siide. insert Right-O-Left 
it clamps on quickly without damage to the desk. Platform. 


It saves time and is always ready for use. 

Because of the rigid platform the typewriter works more smoothly. , 
Typewriters are less liable to damage. Pa» N 
No mechanical parts get out of order. 


This platform provides 73 more drawer space than any pedestal typewriter 
desk. 


These platforms are available in oak and walnut finish, to any dealer 





Send us your order today for as many units as you need. They are ready for 2 Sok: The screws “da, Mot cocure platiorm te 

. . + i ad. 

immediate shipment. a ee 

3 Piace the typewriter in position—the platform 
i y to use. 


Manufactured by 


HOOSIER DESK COMPANY 


A Baad 





Visit Room No. 512 at the NSOEA Chicago convention and see these items 
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1945, or transplanted to a very restricted extent. Mate- 
rial transportation of machinery from the eastern zone, 
formerly the cradle of this great industry, was im- 
possible to the West. This means that one can say that 
the sixth rank has been gained in spite of the fact 
that a brand new basis for office machines had to 
be created in Western Germany after the war. 

It is not our intention to annoy the reader with dry 
figures on the present production capacity of these 
factories, but we want to say that their products are 
able to compete again with the best known foreign 


trademarks. During the last technical fair in Hanover, 


April 29-May 8, the factories presented such very 
modern machines that one without any exaggeration 
might say there was no “plus ultra” possible for the 
time being. This refers to typewriters, calculating and 
adding machines, duplicators, cash registers, address- 
ing and work simplification machines, coin counting 
machines, postal date stampers, mail-handling ma- 
chines, and other types of accessories and office appli- 
ances. The samples shown were of modern design, 
finished in eye-protecting colors, and of streamlined 
shape, nothing different from the great models Ger- 
many could previously develop without interruption. 

There is still a certain amount of uneasiness in 
the German patent and trademark section, something 
which will probably not find a solution until a peace 
treaty is signed. One can imagine that in the safes 
of Germany factories there are already new inventions 
concealed, these not being brought to public knowledge 
for fear that international guarantees are still missing 
or at least are insufficient as far as protection is con- 
cerned. Nevertheless, it is very likely that in the next 
ranking of exports, German office machines will finish 
higher than they did in 1950. 





“STAPLER OF THE WEEK” 
STUNT BUILDS SALES 


NE FEATURE of the stapling machine market 
O which retailers too often fail to capitalize upon 
is the fact that there is always something new in this 
bracket coming onto the market, according to Oliver 
Pechman of Denver Stationery Company, Denver, Colo. 

Denver Stationery Company, near thousands of 
staple-using offices in the downtown office-building 
district, has steadily built up sales of stapling devices 
of all sorts, since a blondewood “Stapler Bar” was 
installed at the right rear of the store. Here, occupy- 
ing only a small amount of space, are shown some 20 
examples of staplers every day, with a “Stapler of 
the Week” always indicated on a top shelf. 

The “Stapler of the Week” is chosen for unusual 
features of some sort, and is always demonstrated by 
a salesperson kept at hand during the busy periods of 


the day. Included in the “stunt” have been regular 
daily demonstrations of a new pocket-type stapling 
unit (which closely resembles a heavy fountain pen) 
and a stapler which “makes its own staples” from 


spools of wire, broad, special types, for use where many 
sheets of paper must be penetrated simultaneously. 
“There is always at least one stapling machine avail- 
able each week, one which has some unusual feature 
to wake up prospect interest,” Mr. Pechman said. 

“For example, we have tested all of the varieties we 
carry, and have found one which will penetrate more 
sheets of paper than any other. Therefore, we play 
it up on this basis, using thick pads of paper to show 
the driving force of the machine, and surprisingly, 
sold many models of the machine to office managers 
dissatisfied with the penetration capabilities of their 
present equipment. At another time, we showed a 
stapler which produces an extremely small staple, 
which appeals to the customer who likes extreme neat- 
ness in everything concerning his paper work. All such 
stunts, we have found, carried out on a year-round 
basis, will contribute to an increased stapling machine 
Sales volume RAL 
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SHEPHERD 
‘Comfortaire y 
Stool Foshune Chak 


— THE TRUE 
PERFECT POSTURE 
SEATING. 


PATENTED 
“ORTHOFORM” 
BACK WITH HEIGHT 
AND ANGLE 
ADJUSTMENT. 


PATENTED SLIDING 
SEAT WITH 8 
POSITIONS. 


BONDED FOAM RUBBER 
22 INCH THICKNESS. 


SEAT HEIGHT ADJUST- 
MENT 24” TO 28” AND 
28” TO 32” WITH 
CASTER OR GLIDES. 





; 


WRITE FOR CATALOG 
ON COMPLETE LINE 


\. T. SHEPHERD CHAIR 00. 


Factory and Office: 1912 Main St., Melrose Park, Illinois 
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RED BORDERED 
GUMMED LABELS 


30 POPULAR SIZES 
¥%& BEST QUALITY WHITE PAPER 
%& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 
*& BOOKS 





THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


(4048 W. POLK ST., CHICAGO 24, ILL, 
WAREHOUSES) 510 &. SECOND ST., FT. WORTH, TEXAS 












DEFENSE INDUSTRIES 
OPEN NEW MARKETS 


HE DO BABY is out of short pants, cut his eye teeth 

and is now sinking his almost-grown molars into a 
generous portion of industry known as “defense.” BUT 
before the bite can be chewed, there is a wrapping to 
come off. Paperwork means offices—desks, chairs, 
equipment, remodeling; big and new installations and 
initial tool-up job for the defense industry. Every 
materiel manufacturer and thousands of other busi- 
nesses in the country have already secured or are 
dickering for defense order (DO) contracts. The 
brand-new, wide-open market represents profitable 
DOugh for the energetic office equipment dealer. In 
numerous towns throughout the country, offices are 
springing up overnight. They are DO infants in need 
of the assistance of experienced office equipment spe- 
cialists. Contact requires “ear to the ground” listen- 
ing. 

Want ad sections of local newspapers offer one of 
the richest sources of information on such enterprises. 
In three lines it tells who is hiring MORE help, re- 
quiring more paperwork, necessitating MORE or NEW 
office equipment services. 


Real estate boards offer 
lucrative leads, as of course 
does the C. of C. and trade boards. 

Plants are decentralizing faster, some at edge of 
town areas. Others are setting up record units for 
safekeeping in outlying districts. All must be office- 
equipped. 

Branch offices, set up in city and suburban areas 
though smaller scale activities, still result in the need 
for additional office requirements. 

Channels of contact for office equipment sales in 
the thousands of defense industries are unlimited, 
whether it be initial installation or expansion calling 
for layout, office design, remodeling. 

It’s a fact that there is a dearth of trained person- 
nel to whom the busy executive can delegate some 
jobs, one of them being planning and shopping for 
necessary office equipment and appliances—and he 
does not have the time under this fast-moving pro- 
gram to do it himself. About all he can do is list re- 
quirements. There is a gold mine in this new market 
for the office equipment dealer who is willing to spend 
the time and effort to “work into” the new field. 


Local newspapers 
and trade publications print the 
coming and goings of businessmen, locations of new 
outfits, real estate notes in local and Sunday issues 
tell who has rented what. 

An “activities” 3 x 5 card file containing all perti- 
nent information is a good check up. File by date. 
Draw up a form letter for contact purposes. If pos- 
sible, arrange to see the prospect before he leaves town 
and set up plans for anticipated expectations. When 
he gets back, have them ready for discussion. Line up 
services so he doesn’t have to lose time looking for 
desks, chairs and other equipment 

Or, if this can’t be done mail a contact letter to the 
returning executive offering services and concrete 
suggestions with a phone follow-up asking for an 
appointment. Vigorous follow-up is essential in this 
new market. The same procedure for the occupant of 
1ew premises results in proportionate profits 

One contractor can mean chain sales for business 
equipment. Customer John DO sub contracts and then 
he sub contracts part of his workload. A query on re- 
quirements along these lines could triple installations 
since the subs will have the same office problems. 
Score: healthy profit at nominal sales expense for this 
type of transaction. 

Dealers located in towns that do not have facilities 
or do not contemplate defense industries can still 
participate and increase volume. Check surrounding 
territory on a map, pinpoint those towns occupied in 
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FLUORESCENT DESK LAMP 








“~~ 

,y 
—~— 
Shade swings in 180° 
arc—exclusive feature 


Director without clock 






















SINGLE TUBE MODEL — 
WITH CLOCK 


9D 


WB": 


MODEL 101— Single tube without reasonable prices. Genuine Telechron clock movements. 


clock in grey or brown. Retail, 





America’s first decorator-styled desk lamp at 


Bonderized baked enamel finishes, with bright 


less tube ..... $13.95 
—In — weg finish. aoe gold finish pedestal plate and pen tray. Operates 
ess tube... . $18. ‘ . 
montis, 162—Deuble tube without on 110/120 volt, 60 cycle A.C. current; instant starting 
clock in grey or brown. Retail, switch. Uses T8, 15-watt fluorescent tubes. Felt 
less tubes . . . $17.95 : ‘ 
MODEL 201—Single tube with covered base, 6’ rubber cord. Height, 10”; width, 20”. 
clock in grey or brown. Tae v1 — = = 
weal tone Weight, 7% lbs., packed in individual cartons. 
— In brushed brass finish. Retail, Complete lamp approved by Underwriters’ Laboratories. 
less tube “<vr $24.95 


MODEL 202— Double tube with 
clock in grey or brown. 
Retail, less tubes . . . $22.95 


INDUSTRIAL LAMP CORPORATION, ELKHART, INDIANA 





SEE REVERSE SIDE FOR 
OTHER LAMP STYLES 
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MODEL 4902 


Order direct from the factory 
INDUSTRIAL LAMP CORPORATION, ELKHART, INDIANA 
TOP DEALER DISCOUNTS 


LAMPS FOR HOME AND OFFICE 


DIRECTOR rivorescent DESK LAMPS 
America’s first decorator-styled desk lamp at reasonable prices, 
Genuine Telechron clock movements. Bonderized baked enamel 
finishes, with bright gold finish pedestal plate and pen tray. Oper 
ates on 110/120 volt, 60 cycle A.C. current; instant starting switch, 
Uses T8, 15-watt fluorescent tubes. Felt covered base, 6 feet of 
rubber cord. Height, 10”; width, 20”. Weight, 7% lbs., in individual 
cartons. Complete lamp approved by Underwriters’ Laboratories, 
MODEL 101—Single tube without clock, grey or brown. Retail, less tube.. . $13.95 
oe. $1885 
MODEL 102— Double tube without clock, grey or brown. Retail, less tubes. . $17.9§ 
MODEL 201—Single tube with clock, grey or brown. Retail, less tube . . . $18,9§ 
—JIn brushed brass finish. Retail, less tube............... $24.95 
MODEL 202— Double tube with clock, grey or brown. Retail, less tubes . . $22.9§ 


—%In brushed brass finish. Retail, less tube.......... 


STANDARD riuorescent DESK LAMPS 


High quality and low price have made this lamp a favorite for 
home or office. Finished in Bonderized baked enamels. Operates 
on 110/120 volt, 60 cycle A.C. current; instant starting switch. Uses 
T8, 15-watt fluorescent tubes. Felt covered base; 6 feet of rubber 
cord. Height, 114%"; width, 20’. Weight, 8 lbs., packed in individual 
cartons. Fully approved by Underwriters’ Laboratories. 





MODEL 4900—Single tube in grey or brown. Retail, less tube $8.95 
MODEL 4902— Double tube in grey or brown. Retail, less tubes $14.95 





MODEL 4900 


COSMOPOLITAN riuorescent BED LAMP 


Extremely functional, as well as beautiful. Permits two persons to 
read in comfort. Finished in Bonderized baked enamel with gold 
finish trim. Operates on 110/120 volt, 60 cycle A.C. current. Uses 
T8, 15-watt fluorescent tube. Length, 20"; weight, 4% Ibs. Packed 
a in individual cartons. Underwriters’ Laboratories approved. 








MODEL 50-B—In ivory or brown. Retail, including tube. . $8.95 


MODEL 50-8 
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Alice Bank & Trust Co., Alice, Texas. Installed by Stafford-Lowdon. ) 


Turn Prospects into Profit 
with 


Eqp0// Office Furniture 








LEOPOLD'S 
profit-building 

rogram for dealers 
in 1951 includes 


% Dominant advertising in 
American Business maga- 
% There are so many sound selling reasons for Leopold zine. 
office furniture thé spects se just né , 
liture that prospects seem, just naturally, to turn de A detailed sales geome 


tion plan for dealers. 


; ’ ' % A complete line of effec- 
For the fact is, with Leopold, your prospects profit, too— tive dealer helps. 


through increased office productivity, improved morale, 


reduced employee turnover. 
These are reasons that make sales . . . that explain why 
so many Leopold dealers are office furniture headquarters 


communities. 





tnt LEqQ0/aS ‘vurnnt 


BURLINGTON, IOWA 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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Model “SS” 


Either model 
available 
with extra 
drop leaf 

on right side 














Re. stands waste time and money 
...are a menace to valuable equipment and operator 
safety. TIFFANY STANDS assure sturdy, non-creep, 
sway-proof service... help eliminate machine noises and 
vibrations which cause frequent breakdowns and opera- 
tor fatigue... provide easy and safe portability... high 
or low drop leaf arrangement on either side of stand... 
compensations for uneven floor surfaces... protection 
against tripping and snagging hose. Completely ad- 
justable...a firm foundation for every type of office 
machine. Longer life means /owest annual cost! 











TAND CO. 


POPLAR BLUFF, MISSOURI 
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defense industry. Already some towns are “dried up 
as far as certain office equipment is concerned. 4 
scouting trip by car might result in some nice busine 
Ads in out-of-town newspapers contacting dealers 
those towns already overcrowded lead to profitak 
outlets. Large dealers in such areas finding themselyg 
with huge orders they are unable to fill are huntig 
around for contacts in their own field to aid in supply 
ing the needs of this new industry. All are sources ¢ 
added revenue. Office furniture and equipment ag 
primary “musts.” Sales approach predicted on t 
premise advances mounting profitable volume 
The defense industry created unlimited markets fe 
the smaller dealer as well as the large. Profity 
dealers are already capitalizing by kneading the Dé¢ 
into DOugh—GB 


























































Distribute New NSOEA Manual on Paper 


“How to Sell Commercial and Social Paper”, Man 
No. 10 in the National Stationery & Office Equipmem 
Association sales training series, was distributed 
members on August 30. 

Commercial and social papers are treated separate} 
in the manual because of their merchandising differ 
ences. More than 100 illustrations, plus many usefy 
charts and tables, are used to describe the many king 



















COMMERCIAL 
AND SOCIAL 


of papers and envelopes, their uses and how to sell 
them. The popular question lists and glossary are in- 
cluded as in previous manuals in the series. A separate 
leader’s guide assists the sales manager in planning 
and conducting his training sessions. 

The attractive manual, printed in three colors, con- 
tains 52 pages and comes punched to fit into the stand- 
ard, 11 x 84-inch, three-ring binder. 

A particular feature of the manual which promises 
to become a great friend of the paper salesman, is a 
list of more than 250 of the most common commercial 
paper brands, their cotton fiber content, and their 
manufacturers. With this list, the salesman will bey 
better able to match a prospect’s favorite paper with 
one from his own line. 

The training manuals are available only to dealers, 
manufacturers and field representatives who are mem- 
bers of NSOEA. Details on the complete course can 
be secured by writing the association at 740 Invest- 


- 


ment Bldg., Washington 5, D. C 








Hynak Assigned to IBM in Beaumont 


John W. Hynak of Beaumont, Tex., who was grad- 
uated from the IBM electrical typewriter engineering 
school in Poughkeepsie, N. Y., has been assigned to 
the office of the corporation in Beaumont, Tex.—JHR 
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MODEL 628 


All the “working comfort’ advantages MODEL 2311 
are included in this new version of the famous 
Gunlocke executive adjustable chairs. It features 


a full spring seat and a large, formfitting 
Visit us in Room #537 at 


the N.S.O.E.A. Convention 


back curved to give full, easy comfort. 


Rated ‘‘tops’’ in contemporary design, this Gunlocke Cham- 
pion is the last word in modern business chairs. Though 
it is modestly priced, it has that “top brass’ look so highly 
prized in today’s offices. The one-piece steam-bent arms 
mean strength, fine design, and long wear. A sturdiness 
“plus” is the continuous stretcher. Back parts are shaped 
and molded to lend grace and charm. You'll find details of 
this and other great chairs in the new Gunlocke catalog. 


; Write for it today. 
MODEL 2311 


-H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 





AGON ! 





‘York the complete protection line 


2 
with / 
~ ~ for Dealers 
Your sales possibilities are unlimited with this new complete protection 
Underwriters’ Lab- 


line, and dealers from Main to California are recognizing the facts and 
signing up! With the new York line, you have every model and size in 
safes, chests and vault doors to take advantage of ALL your protection 


oratories & S.M.N.A 
Labeled one, two 


and four-hour 


Safes, in all sizes. 


equipment prospects. You don’t have to be stuck with a limited cover- 
age, second rate quality line. With YORK, you can capture ALL the 
potential customers in your territory with top quality, fully rated prod- 
ucts. And most important, you'll be backed with the promotion tools 
that simplify your selling job. Look over the check list below and then 





get your name on the coupon below and mail it—but act fast, while 


open territories exist Underwriters’ Lab 


HERE’S WHAT A YORK DEALERSHIP MEANS TO YOU— 


oratories & S.M.N.A 
Labeled Chests 
both encased and 


nonencased in a 


Modern design Safes, Chests and Vault Doors that are fully tested 
] and rated by Underwriters’ Laboratories and Safe Manufacturers 
National Association for definite measured record protection. 


variety of models 





Complete range of Models—1, 2 and 4-hour Safes with “designed 
) for your customer” interiors—in both single and double door styles. 


Underwriters’ Lab 


There’s a broad line of Chests to meet a variety of uses for all types 
of businesses and offices. And there’s a complete line of File Room 
and Record Vault Doors in 42, 1, 2,4 and 6-hour ratings 


oratories & S.M 
N.A. labeled File 
ns ; es Room and Record 
Complete “back-the-dealer” sales promotion and advertising pro- 
. : Vault Room Doors 
gram to stimulate and keep up a high volume of sales. ae 
6-hour classitica- 


4 Complete dealer identification window decals, mailers and stuffers 
tions—for both 


bearing your imprint for promotion purposes. 
grout and nongrovut 





installations 


Get on the Bandwagon for more Dealer Profits now—send the coupon 
below for all the facts 


YORK SAFE & LOCK COMPANY 
Dept. 101, Canton, Ohio 


Yes Sir, I'm interested in the York line of protection equipment—put my name 
down for 


( ) More information York Dealer Supervisor's call 














NAME TITLE 
COMPANY 
YORK SAFE AND LOCK COMPANY 
oo anton 2,Ohio 
CITY ZONE STATE 
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COLOR IS A GOOD SALESMAN 
Brightening up Your Store's Interior 
Will Add to Traffic and Purchases 


BY EDWARD R. LUCAS, 
CORRESPONDENT 


HERE’S A SALESMAN in color at the disposal of the 

stationer and office appliance retailer who knows 
how to take full advantage of his unique services. 
Color can brighten up your stores’ interior, thereby 
making it more easily visible from the street. It will 
make your store a more agreeable place in which to 
shop and increase traffic throughout the entire store. 
It can add measurably to the effectiveness of your 
store’s illumination and, if used properly, will set off 
your merchandise to better advantage. Finally, it has 
some bearing on the frame of mind of your employees, 
making them better salesmen and more efficient 
workers 


Used improperly, color 
can produce just the opposite 
of the desired effect. In selecting the color scheme 
for your store, therefore, certain basic considerations 
should be kept in mind. These considerations will be 
readily understood and will provide a sound basis for 
judgment in making up your color lay-out. 

The first point to bear in mind in the interior 
decoration of the store is the direction of exposure 
of the building. An important source of illumination 
is the daylight which comes in through the front of 
the store. The quality of this daylight illumination 
varies according to the direction of the light source 

in most cases, the front of the building. 

With a northern exposure, for example, the so-called 
“cold” tones will predominate during the greater part 
of the day. The daylight source of illumination will 
therefore enhance the brilliance of blues and greens 
at the expense of warmer yellows and reds. A color 
scheme in which these cold tones predominate will 
give the store a dark and cheerless appearance in a 
building with north exposure. 

In this case, best results will follow the use of yellow, 
orange, or red in any of the many possible shades or 
combinations. Cold tones can certainly be used for 
contrasts and to “spice up” the color scheme, but they 
should be definitely a minority faction. It is a good 
idea in this case to use an intermediate tone as well, 
to provide transition between two sharply—contrasting 
colors. Tones of intermediate warmth include such 
colors as chartreuse, apple green, various rose colors, 
and some orchids. Transition colors should be applied 
in small amounts 


The same principles, in reverse, 

can be applied to 
decoration of a store with southern exposure. Since 
warm tones predominate in the daylight illumination, 
a decoration scheme in which cold tones predominate 
can be used effectively. The store will still present a 
bright and inviting interior. A warm tone should be 
introduced here too, with an intermediate color, again, 
to soften the contrast. 

The problem differs again for buildings with an east 
or west exposure. A solution here is to paint the 
north wall in a cold color and the south wall in a 
warm tone. A predominantly warm or intermediate 
tone color scheme is recommended for either an east 
or a west exposure 

A distinction should be noted between “warm” and 
“cold” tones, and complementary colors. Many warm 
and cold tones are complementary, while two cold or 
two warm tones may clash. Complementary colors 
should of course be used in any color scheme and 
these may be determined by consulting any of a num- 
ber of reliable color guides. 

An important consideration in making up your color 
lay-out is the type of artificial iliumination which is 
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COMPLETE 


extra blade in handle 
—with instructions 


Actual Size 





It's always handy— clips to your 
pocket safely— conveniently. 
Lightweight plastic barrel, sturdy 
pocket clip. Features famous 
X-acto interchangeable blades 
— for a sharp knife everytime. 
Refill blades available in 3 styles. 
Perfect Utility Knife for artwork, 
models, friskets, retouching, sten- 
cils, silk screen, stripping, etch- 
ing, photography, lithography, 
etc. 


At your favorite Hobby, Stationery, 
Art, Hardware or Dept. Store —or 
order direct. 


‘ Write today 
for illustrated 
X-acto Catalog 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 
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A Ferris Rotary File does save 
time and work! It eliminates 
searching, bending and 


stooping for cards . . . gives 
50% greater filing capacity 
at less cost! See the sensa- 
tional new Ferris Rotary File 
today! It's on display now! 


-~ 
“Perris Features! 


Compression block for tabulating cards! 


Rotary Trays lock in position . . . cannot roll backl 


Instant removal of one card or a full rack! 
Finger-tip control . . 


VISIT US AT THE NATIONAL 
BUSINESS SHOW — BOOTH 254 


FERRIS BUSINESS EQUIPMENT, INC. 
244 Great Meadows Road 
Stratford, Connecticut 


locking slide cover! 








DEALERS—ATTRACTIVE TERRITORIES STILL OPEN. WRITE FOR INFORMATION 
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used. If the ceiling is to provide part of the illumina- 
tion by reflecting light from the fixtures over the 
area, it should be painted white or a light warm tone. 
Walls can also be utilized as reflecting surfaces to 
increase the candle power of your lighting. With flush 
ceiling fixtures on the other hand, the ceiling can be 
painted a dark shade with no loss of effective illumina- 
tion. 

Where fluorescent fixtures are used, the reflecting 
surfaces should be painted a soft tone of yellow with 
some orange. Fluorescent lighting is deficient in 
yellow and red and consequently “steals’’ these colors 
from the objects it illuminates. Painting these colors 
into the ceiling or walls restores much of them to the 
illumination and gives objects a more natural appear- 
ance. 


In almost all cases a flat 

paint is preferable on the 
ceiling and upper wall surfaces where reflection of 
light and an attractive appearance are the main con- 
siderations. A glossy enamel surface actually reflects 
less light (though there may be more “glare”) than 
does a flat white or color. Enamels are most suitable 
below, on surfaces which must withstand wear and 
tear. 

Another point to watch, in getting proper illumina- 
tion, is cleanliness of your lighting fixtures. Dust 
collects quickly, and should be removed frequently 
from both lights and reflectors. The effective candle 
power of a store may sometimes be doubled simply 
with a fresh coat of paint and cleaning of the light 
fixtures 


The apparent dimensions 
of a store may also be 
altered for the better, by proper use of color combina- 
tions. A store which is excessively shallow, for in- 





SOME COLOR “TEMPERATURES”: 


Cold colors—blue, green, purple, some shades 
of orchid. 
Warm colors—lemon yellow, canary yellow, 
light orange, orange, flame red and geranium red. 
Intermediate colors—chartreuse, apple green, 


dull rose, and pink, and some shades of orchid. 











stance, may be “deepened” by painting the side walls 
in light, warm tones and the back wall a dark, cool 
tone. Such a combination would be lemon yellow or 
light apple green on the sides and deep forest green 
or maroon, on the back wall. Since distance tends to 
darken a surface, by darkening with paint you give 
the illusion of distance. 

It is equally desirable sometimes to “shorten” a long 
and narrow store. This can be done by painting the 
back wall a bright, warm, and light color which kills 
all shadows and seems to bring the back wall closer 
to the front of the store. The effect achieved encour- 
ages a flow of foot traffic to the rear, thereby stimulat- 
ing impulse sales. 

An excessively high ceiling can be “lowered” by use 
of the proper decorating device. This consists simply 
of painting the ceiling a dark color, and extending 
the ceiling color the desired distance down on the 
walls. Thus, a 16-foot ceiling can be lowered to 12 feet 
by painting a deep blue on both the ceiling and the 
upper four feet of the walls. 





Danville, Ky., Gets New Firm 

A complete stock of office supplies, office furniture 
and *quipment will be featured by the Danville Office 
Equipment Company, Inc., which opened for business 
August 6 in Danville, Ky. Manager of the concern is 
Jesse Shearer of Lexington, Ky., and Miss Jean Curtis 
of Danville is assistant manager.—EEG 
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High styling, durable com ‘ 


designs for 
combined 


every 
struction, 


taste and purpose 
ith low, budget price 
” 


e- 
make Alma Desks the poe 
or Sales! Stock Aime 
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se you'll find 


Desks today and 


t- 
Alma’s Wise Economy %© 


sales Records for 
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this Fall! 
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this will INCREASE your sales 


and your profits too. See this colorful new counter display at 
the N.S.O.E.A. Exposition in Chicago this month. Stop in and 
bring yourself up to the minute on the entire 1952 line of 
Hotchkiss Stapling and Tacking Equipment. 


See how the low-priced Hotchkiss Bantam puts a rounded clinch 
on the staple that won't catch on clothing or underlying papers 
in a pile . . . and remember it is the “only stapler in its price 
class that uses standard staples.” 


Test the stapling power of the Hotchkiss-5 on a stack of papers 
and see why it’s the favorite in thousands of offices. Try out the 
Hotchkiss Stapling Pliers that speed the manufacture of the 
famous Goodyear Military Blimps. See how the Hotchkiss Star-18 
Automatic Tacker and the Stapl-On Stapling Hammer are made 
to earn their way for everyone who handles or uses them. 


Yes, you'll miss a bet if you don’t see the 1952 Hotchkiss Line 
and get the time-tested, profit-making Hotchkiss Proposition when 
you're in Chicago, September 22-26, 1951. In the broad and 
profitable field of staples and stapling equipment, you'll find 
why there’s magic in the “first and oldest name in stapling” . . . 
and money in the cash register for you. 






Norwalk 3, Connecticut 
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P. assed Away SAS 


Maxwell V. Miller, 
61, president of Royal Typewriter Company, Inc., died 
on August 28 after he suffered a heart attack while 
playing golf at the Winged Foot Golf Club in Mama- 
roneck, N. Y 

Mr. Mille 
tember 3, 


was elected president of Royal on Sep- 
1946, succeeding E. C. Faustmann. He was 


THE LATE 
MAXWELL MILLER 





- the Regal Typewriter Company, Inc., 
and the Royal Typewriter Company, Ltd., of Montreal. 

The decedent, who was born in Clarenceville, Que- 
bec, started his business career in 1913 as a typewriter 
salesman in the Hartford, Conn., branch of Royal 
Typewriter. In 1922 he was named manager of the 
company’s Pittsburgh office, and eight years later he 
moved to New York as eastern sales manager. He 
became manager in 1933, and continued in 
this job until he was elected vice-president in charge 


also preside! 


generai 


of sales in 1937 

During World War I, Mr. Miller was a lieutenant 
in the Army 1 in World War II he was a member 
of War Production Board and the Office of Price Ad- 


ministration. As head of his company’s drive to get 
privately-owned typewriters for the armed forces, he 
assisted the WPB in collecting 600,000 machines needed 
by the Army and Navy. 

Mr. Miller was regarded as an authority on mer- 
chandising sales promotion. He was a former 
president of the Office Equipment Manufacturers In- 
stitute 

Surviving are his widow, Mrs. Eunice McLaughlin 
Miller; a son, Frederick M. Miller; two daughters, 
Mrs. Carol Miller O’Connor and Miss Mary Gail Miller, 
and a sister, Mrs. Marion MacNamara. 


t tf + 


Joseph E. Rogers, 

for many years president of the Addressograph-Multi- 
graph Corporation and its predecessor, the Addresso- 
graph Company, and since his retirement chairman 
of the board of that concern, died August 27 in To- 
ronto General Hospital the day before his seventy-first 
birthday. Stricken by a heart attack in his summer 
home at Georgian Bay, Mr. Rogers was being flown 
to Cleveland, Ohio, where he resided, when the gravity 
of his illness caused the doctors to place him in hos- 
pital in Toronto instead. He was the son of a banker 
in Barrie, O1 and began at the age of 16 a business 
‘areer in which the principle of good salesmanship 
was to play a prominent part. 

From bicycles in the United States and 
Canada he turned to selling cash registers with the 
National Cash Register Company. By the time he was 
25, he had risen to the post of general sales manager 
for that firm at its Dayton, Ohio, headquarters. After 
15 years with National Cash Register, he moved to the 
International Business Machine Corporation, of which 
president. Then, in 1926, he became 


seine 
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Upholstered Furniture 
Fuloud to the Howls o 
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Building upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed a 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So . .. . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 
Write for complete information on our line. 
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THROW: AWAY - BOTTLE 
ALL- PURPOSE 
MARKING DEVICE 









| INSTANT-DRY! 
| WATERPROOF! 
WRITES ON 


Any SURFACE ! 


bie 






DEALERS: 
CLIP THIS AD To 
LETTERHEAD 

AND MAIL TO: 


SPEEDRY PRODUCTS. 
19 Rector Street 






INC. 


New York 6, N. Y. 





FOAM RUBBER 
CHAIR CUSHIONS 
IN 


De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre and velour—also corduroy and fibre 


in 2" thickness with boxed edges. 
FOAM RUBBER 


“Perfect” cHaiR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea 
sons, the other side with 
woven fibre for hot weather 


Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move 


Colors Brown, Green 
Sizes: 17 x 18 15 x I7"'- 
14'/,"" x 15, 


“Sofiseat” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA 
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president and part owner of the Addressograph Com- 
pany, in Chicago. Four years later, he piloted the 
firm to a merger with the American Multigraph Cor- 
poration of Cleveland, setting up headquarters for 
the new concern in that city. On December 31, 1945, 
he retired as president and general manager of the 
firm. 

He was a keen fisherman and hunter and as a lover 
of boats was a member of several yacht clubs 

Surviving are his widow, two daughters, Mrs. Vir- 
ginia Rogers Davis, 255 Dunvegan Rd., Toronto, and 
Miss Jane Egerton Rogers, of Cleveland, Ohio, and 
two step-sons, Edward L. Johnson and Malcolm B. 
Johnson, both of Cleveland—SJL 


Tr  } 


Henry Grover O’Connor, 
vice-president of the W. H. Gunlocke Chair Company, 
Wayland, N. Y., died August 13 of a heart attack at 
his summer home in Ocean City, N. J. He was 58. 
Mr. O’Connor, who lived at 613 Ferne Ave., Drexel 
Hill, at Philadelphia, was past national commander of 
the Army and Navy Legion of Valor. A veteran of 
World War I, he held the Distinguished Service Cross, 


THE LATE 
H. G. O’CONNOR 





the Purple Heart, the Croix de Guerre and the Dis- 
tinguished Service Medal of New York. 

Prominent in the industry, Mr. O’Connor was a 
member of the National Office Furniture Association. 

Surviving beside his widow are seven children, Lf. 
William H., with the Army in Germany; Mrs. William 
J. Leighton, Jr., Thomas J., Joan M., Kathleen M., Bar- 
bara Ann, and Constance Mary, all of Drexel Hill; a 
brother, John P., of Detroit, and three sisters, Mrs. 
Rose Lechner and Mrs. Thomas Hughes, both of Akron, 
Ohio, and Mrs. William I. Nary, of Hornell, Pa 

+ - + 

George Arthur Savoy, 


78, prominent Canadian businessman and philan- 
thropist who founded Dieppe House at Ste. Hilaire, 


died August 14 in Montreal, Canada, after a long 
illness. 

Chairman of the board of Dominion Blank Book 
Company of St. Johns, Que., at the time of his death, 
he was formerly vice-president of the Provincial Bank 
of Canada and of Mount Royal Dairies, Ltd., but 
resigned these offices in 1947. He still retained a con- 
nection with a dozen industrial corporations of an 
international character as a director 

For his work in connection with the alleviation of 
distress in Belgium and France during the First World 
War he was decorated by royalty. As a memorial to 
the Canadians who fell at Dieppe in the Second World 
War, among whom was a son, Major Paul R. Savoy, 
Mr. Savoy organized and founded Dieppe House for 
the care and treatment of epileptics. It is believed to 
be the only institution of its kind in North America 

Born at Cohoes, N.Y., he moved with his family in 
1889 to Holyoke, Mass., where he entered the employ 
of the National Blank Book Company. At 20, he repre- 
sented his company at the World’s Fair in Chicago and 
later traveled the states of Illinois, Missouri, Kansas, 
Iowa, Wisconsin and the Dakotas. He moved to Canada 
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TRAOE MAR K 


THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 
@@@ AT LEADING STATIONERY STORES THROUGHOUT THE COUNTRY 





SUPERD 


TRANSPARENT 


NON INFLAMMABLE 


INDEX TABS 


BY THE F007 


MADE In 8 COLORS 


CLEAR (GREEN 
AMBER eLuE 
. LEMON PINK 


@\O PROT 


GUMMED 
O)! patcues Tw: 


-—eee eee ee ewe ee eee eee eee 





GUIDES - FOLDERS - INDEX CARDS - VERTICAL FILE GUIDES - ADDING MACHINE ROLLS = ROLLED LABELS + PIN TICKETS 


THE WARSHAW MANUFACTURING C0., ING, 


MAIN STREET BROOKLYN 


DURING THE CONVENTION, VISIT US IN ROOM rm, 
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in 1894 and two years later he became a special con- 
tract salesman and cost man for the company. In 
1910 he was appointed head of the selling staff and 
was sent to England to aid in establishing the National 
Loose Leaf Company in London. Mr. Savoy purchased 
the Canadian interest of the business in 1920 and 
established affiliations in Mexico, Cuba and Central 
America. 

He is survived by his widow, the former Lina M. 
Prew, daughter of John J. Prew; three sons, Harold, 
president of the Dominion Blank Book Company; John, 
in St. Johns, and Prew, a lawyer in Washington, 
D.C.—RC 

+: + + 


Carl D. Proctor, 


sales supervisor of the Challenge Machinery Company, 
Grand Haven, Mich., and for many years connected 


| with firms in the office equipment industry, died sud- 


| age 


denly at his home on August 20. He was 61 years of 
and had suffered several heart attacks during 
the past year 

Mr. Proctor came to Grand Haven early in 1950 
and joined the Challenge Machinery Company sales 
force. He had been vice-president and sales manager 
of the American Type Founders at Elizabeth, N. J. 

Born at Muncie, Ind., on August 8, 1890, he held 
positions of advertising manager of the Remington 
Rand Inc., plant at Niagara Falls, N. Y., and the Kala- 
mazoo Loose Leaf Binder Company, he was also sales 
manager of the Buffalo (N. Y.) Broadcasting Company 
and Hi-Grade Petroleum Corporation at Buffalo, and 
general promotion manager of the American Sales 
Book Company at Niagara Falls. 

Surviving besides the widow, Evelyn, are a son, Lt. 
John D. Proctor, Scotch Plain, N. J.; a daughter, Mrs. 
John McGraph, Lewiston, N. Y.; five grandchildren; 
two brothers, Noal of Muncie, Ind., and Kenneth of 
Oakland, Calif.; two sisters, Mrs. Jay Flatter, Tampa, 
Fla., and Mrs. L. G. Modlin, Detroit, Mich. 


- - + 
Walter E. Bradshaw, 


owner of the Bradshaw Office Equipment Company, 
Abilene, Tex., was fatally injured on Tuesday, August 
14, when the automobile which he was driving struck 
a shoulder on the road and overturned near Ranger, 
Tex 

Mr. Bradshaw, 35, was a graduate of the University 
of Texas and past president of the Abilene Junior 
Chamber of Commerce.—JHR 


rt yf 


Hubert H. Brown, 


81, for more than a half century associated with Brown 
Bros., Ltd., manufacturing stationers of Toronto, Ont., 
died recently. Retired for a number of years he was a 
prominent botanist and ornithologist who had con- 
tributed many valuable specimens to the Royal Ontario 
Museum. 

Surviving are a son, Hubert Alexander, of Edmonton, 
Alta.; a sister, Mrs. Amy Williams, and a brother, 
Ernest Brown.—SJL 


+t - + 


Rudd L. Russell, 


63, manager of the R. L. Russell Agency, Great Falls, 
Mont., died on July 16 when he suffered a heart attack 
while on a business trip. Mr. Russell had been in the 
office equipment business for more than 31 years. He 
started in 1919 with Remington Typewriter Company 
and in 1927 became agent for Remington Rand Inc., 
later forming the R. L. Russell Agency. 


tr & & 
William Ryther, 


one of the veterans in the typewriter trade, died at 
his home in Los Angeles, Calif., on August 9. Mr. 
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FOR PRESSES, DATERS, 
AND MARKING MACHINES 





SET YOUR OWN TYPE 
.-- 47 LOCKS TIGHT! 


Simply press type in base with finger tips. 
Special cast rubber prints on any surface. 


Write for catalog D i 
FORCE 


& COMPANY, INCORPORATED 


THREE QUARTERS OF A CENTURY’S SERVICE 





WM. A 


TE STREE NEW YORK C 





tee POST BINDERS 


Sectional or Solid Post Styles 


7 Grades— 160 Stock Numbers 
Popular Styles, Sizes, Capacities 


SECTIONAL POST BINDERS 


4 grades, 60 stock numbers. 
Toplock and endlock styles. 
5/16” and %” dia. posts. 





Sectional Post Binders 


“SLOT-LOK” BINDERS 


With time-saving positive- 
locking mechanism. 46 stock 
numbers. Sectional or solid 
posts, 3/16” dia. 





"Slot-Lok”’ 


Post Binders 


STORAGE BINDERS 


2 grades, 54 stock numbers. 


Sectional post. Solid post 
or Permanent-storage post 
styles. 3/16", 5/16” or 





34” diameter posts. 


Storage Binders 
Write for Complete Cataleg of other Elbe Products 


ELBE FILE & BINDER CO., INC. Fall River, Mass. 
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THE CHAIR | 
OF THE MONTH. 






















Designed by CHAIRCRAFT 
in accordance with 
military specifications 


5 O diveil. / 


DISTINCTIVE 
QUALITY ALUMINUM 
FURNITURE 
of 
OUTSTANDING BEAUTY 
COVERED WITH 
DUPONT “FABRILITE”’ 
supported VINYL plastic 
a 


with Aluminum 


MODEL NO. 880 


Constructed 


CHAIR saddle shaped pan seat and 
' contour shaped aluminum back 
Can also be had with side pan with genuine hair felt seat 


arms. and back filling 


Write for illustrated catalog, dealer prices and discounts 












Bloomfield, N. J. 
BLOOMFIELD 2-4120 


225 Belleville Avenue 
DIGBY 4-3245 








WALKIE—RECORDALL 


© ON THE SPOT ® 


BATTERY RECORDER 


THE ALL PURPOSE 















PORTABLE 
USED ELECTRONIC 
ON SECRETARY 
. 
LAND Records interviews, con- 
SEA sgreneet, dictation, —_ 
phone conversation, sales 
OR fokaine 
> 
AIR Weighs only 
9 Ibs. 
Records With | “ 
Bag Closed 
Simply turn a 
Concealed 
Knob 


“Wl Records reports whispered into the mike while on 
~, jtrains, planes or cars. 
: worth of batteries will last 50 working hours. 
Write for Descriptive Bulletin No. 95 


MILES REPRODUCER CO. INC. 


812 BROADWAY NEW YORK 3.N_.Y 


be 
wort 
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Ryther started in the industry in days of the Smith 
Premier. He worked for L. C. Smith & Corona Type- 


writers, Inc., for many years in the East 
J y +E 
Jerome J. Wyeth, 
76, lifelong resident of Waterloo, Iowa, died at the 
St. Francis Hospital in that city on August 3 of a 


heart attack 

The decedent was manager of the blue print depart- 
ment of the Lincoln Office Supply Company at 
Waterloo 

Prior to becoming associated with the office supply 
firm, Mr. Wyeth had been a city mail carrier for more 
than 40 years 

Surviving are the widow, one son and a sister. 


Tr Fr F 


-AL 


Elmer W. Evans, 
42, branch sales manager of the New York City down- 
town office of International Business Machines Cor- 
poration, died August 23 at his home in Garden City, 
Long Island, after a long illness 

Mr. Evans, a native of Brooklyn, joined IBM as a 
clerk in 1932 after six years with the Lehigh Valley 
Railroad. 

Surviving are the widow, the former Irene Devlin, 
and three children, Joyce, 14; Lesley, 12, and Michael, 


10 
bob + 
James R. Clark, 


former works manager of Yawman and Erbe Manu- 
facturing Company, died on August 5 at Glendale, 
Calif. He was 64 years old. 

Mr. Clark joined the Y and E firm in 1918 and re- 
mained with the company until two years ago when 
ill health forced his retirement. 

Surviving are the widow, Mabel, and a son, James 
R. Clark, Jr., both of Glendale 


fe fe of 


James J. Wiltrout, 

an employee of the Farnham Stationery & School 
Supply Company, Minneapolis, Minn., since 1913, died 
on July 4 at the age of 60 years. Mr. Wiltrout, as a 
store manager and later merchandise manager, was 
well known to all travelers in the office equipment 
industry. 





PRINTING FIRM ELECTS 





At a board of directors’ meeting of the Omaha Printing Co., Omaha, 
Nebr., held August 27, Harvey E. Milliken was elected chairman of 
the board and John A. Wachtler was chosen president of the com- 
pany. The picture shows Mr. Wachtler amidst floral tributes sent to 
him by various Omaha firms and out-of-town friends. 

1951 


OFFICE APPLIANCES, October, 








Tor 
Ber 
Ty 
righ 
spac 
wit 


cov 
Sing 
orl 


Goi 
wor 
5060 
Pury 
box 

drat 
conv 


ble-a 


ith 
pe- 


wn- 
or- 
rity 

lley 


rlin, 
ael, 


nu- 
ale, 


re- 
hen 


mes 


nool 
died 
is a 
was 
1ent 


naha, 
on of 
com- 
wnt to 


1951 





On Display 


Room 545, Stevens Hotel 
National Stationers Convention 
Stevens Hotel, Chicago, Ili. 
Sept. 22-26, 1951 


THE ALL-NEW BERGER 5000 SERIES 









Built for the big boss ... and 
looks it! Here's the Berger Ex- 
ecutive Conference Model 5078 
featuring 278" x3 eve-com- 
fort top with plenty of room all 
around. Companion tables avail- 
able for all Berger Desh 


STEEL DESK AND TABLE LINE 
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So writes a Kansas dealer. He says, “We are 
happy to sell these new Berger desks. They 
have real customer appeal.”” An Iowa dealer 
agrees in slightly different words. He reports, 
“We feel this new line will be a leader in the 
office equipment field. We're sure our cus- 
tomers feel the same way.” 


Desk of the future for the 
man with a future. I/'s the neu 
Berger Model 5054 Junior Ex- 
ecutive Desk. 54” x 30” eve-com 
fort top bas 9" overbang on leg 


These comments are typical of those from 
dealers everywhere who've seen the all-new 
Berger 5000 Series. Every model in this big- 
value line is a trim, tapering beauty that’s 
Fie packed with new sedling ideas. 


side. Furnished with pedestal 
at right or left. 


Continuing strong demand may cause tem- 
porary shortages in some models. Berger is 
making every effort to keep production at high 
levels, and to distribute all products on an 
equitable basis. 


Tonic for tired typists is this 
Berger Model 5620 Fixed Bed 


BERGER MANUFACTURING DIVISION 


Typewriter Desk with roomy, Republic Steel Corporation + Canton 5, Ohio 
right-height typewriter bed and 
spacious working surfaces topped 
with eye-comfort composition 


covering {iso available in 
single pedestal models for right- 
or left-hand use. 


STEEL DESKS and TABLES . FILE CABINETS - STORAGE CABINETS « PLAN DRAWER ASSEMBLIES 





STEEL OFFICE 
EQUIPMENT 






Going places in the business 
world is this new Berger Model 
$060, 60° x 30° Standard Ail 
Purpose Desk. It features four 
box drawers, one letter-size 
drawer, center drawer with 
convenience tray and two dou- 
ble-duty sliding trays 


OFFICE APPLIANCES, October, 1957 271 





SALES 
possibilities unlimited... 
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> CARDINEER ROTARY FILES—stream 
lines the record routine for avto 
clubs, hotels, state and county 
government, schools, hospitals, go 
rages, thousands of mo facturers 
and businesses 





V-LINE POSTING TRAYS — speeds 

billing and filing of large forms 

for insurance ompoanies. state and : . E 

county governments, and manufe In every community, big and small, the potential dollar volume for 

' large and sma ° ° . ° ° . . 

iT? Taeiaeteee matin record handling and protection equipment is virtually unlimited! And 
— BINDERS — serves with Diebold’s complete and extensive line, dealers from coast to coast 
gory... you'll find Flex have capitalized on this never ending fountain of business. Everywhere 
site trom sett 3st , ty 
i> Geek eatetlinene people work or play, there’s a definite need for the proper records and 
inten. auipeiiamemens the proper protection— the dry goods shop, the corner garage, the local 
offices ond Main Street's bank and schools—and of course, the local manufacturers . . . to men- 
mall businesses 
TRA-DEX VERTICAL VIS- tion only a few. A quick review of the experiences of Diebold dealers 
IBLE FILES— maintains o . ° . . . 

'D) cntaindnibadian canhe in such territories as Jacksonville, Fla., Des Moines, lowa, and San 
eee eon Antonio, Texas, will qualify this statement. There’s no reason why you 
water utilities should let these unlimited possibilities go by your door! Write us today 
SAFE-T-STAK STEEL P . ° . ‘ . 
STORAGE FILES— means and we'll tell you if you can qualify as a Diebold dealer—there’s still a 
he finest ow-cost tor . . . . 

G bead wae py Me steel few choice territory franchises open. Diebold, Incorporated, Mul- 

yg for hundreds of tho berry Road, Canton 2, Ohio. 
sands banks, schools 


hospitals, state and 
county governments and 
manufacturers 

DIEBOLD Underwriters’ Lot 
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against fire in rtually 
against fire in virtua all 
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shops, markets, componies 
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1 
DIEBOLD CHESTS— protects e 
money against holdup 
and burglory attack for 
restavrants bors super 
morkets, business tices 
wherever bulk cash 
‘2k tl tee ee ee os Te ee 
T 


must be guarded 
DIEBOLD RECORD VAULT 
ROOM DOORS—gives 
every small, medium and 
large company Under 
writers’ labeled fire pro 
CANTON 2, OHIO 


tection for their drawings 


records stores in file 
rooms or record vaults 


valuable documents and G BU SIN Es 
vi $s FOr 
ot *® OVER 93 yYEARS:*: 


272 OFFICE APPLIANCES, October, 1951 





ent 


1951 


HOW TO HANDLE THE PRICE BUYER 
by Edmund Mottershead 


NE OF THE MORE serious problems in the grow- 
ing buyer’s market is that of handling the price 
buyer. Sometimes this occurs because the product is 
still listed at a price actually too high for it to sell 
easily, but far more often it occurs where the buyer 
is trying whatever he can either to beat down your 
price on general principles or to obtain from you 
additional concessions in the terms of the deal. 

The fact is that even though our current trend is 
more and more towards the buyer’s market, years of 
inflationary conditions, relative prosperity and rela- 
tively high personal income backed up by unlimited 
domestic and foreign demand, and employment around 
the 60,000,000 figure have gone on so long that people 
basically are not so much concerned with price tags 
as they are with getting what they want at a price 
they can afford 

A product may appear overpriced to one man who 
finds something not quite suited to his needs, while it 
appears a bargain to another man of different in- 
come and financial position and with differing per- 
sonal or business requirements. 


Why do buyers 

raise the price question and make an 
issue of it? In most lines of merchandising the days 
of price haggling and dickering and trading have been 
replaced by firm one-price policies and open compe- 
tition. Standards of quality, national advertising, and 
general public education into the quality of many 
types of merchandise have tended to eliminate price 
resistance as such from many kinds of selling situa- 
tions 

However, the myth and tradition of the Yankee 
Trader still persists in the backs of our minds, identi- 
fying with his legendary character desirable attributes 
and finding therein an excuse for our own natural de- 
sires to drive as hard a bargain as we can. Following 
this thinking, some buyers obviously enjoy beating 
down a price in much the same spirit as they enjoy 
trying to bluff in a poker game. 

In spite of his apparent sharpness and “wiseness” 
the price buyer has several real deficiencies in his 
judgment 1 understanding of value. He has, in the 
first place, no real desire for quality. If it is suffi- 
ciently “cheap,” it’s good enough for his purpose. First 
cost is more apparent than replacement and upkeep 
cost; or possibly he doesn’t intend to bother with main- 
tenance anyway 

Such a buyer frequently has a very hazy concept 
of savings or increased profits through good buying 
at the right place. He sometimes fails to take into ac- 
count the values of service, guarantee, reputation, and 
similar elements in the value of a product. Sometimes 
he must be shown very carefully the opportunity for 
increased profit 


The price buyer 
usually places little or no value on 
the services of the professional salesman. He will give 
you a run-around and do you out of a commission if 
he can, and thinks such practices are not only all 
right, but definitely “good business.”’ Of course, where 
the salesman is not highly skilled and has the attitude 
of an order-taker rather than of a creative professional 
salesman, some of the attitude of the price buyer may 
be justified. But the fact remains that a competent 
salesman, looking after the interests of the buyer as 
well as those of his own company, can build into the 
product values for the purchaser simply by pointing 
out the specific features of the product and how they 
may be most useful and advantageous to the pur- 
chaser 
Sometimes we later find that the price resistance is 
simply a cover-up for some hidden situation or line of 
reasoning going on in the buyer’s mind. It may conceal 
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MAYLINE 


Plan Files 
and drawer units 


MAYLINE 
INNIAVW 





The files and units are sturdily constructed of sea- 
soned, select oak. Mortise and tenon joints are used 
throughout. Drawers operate smoothly on wood 
drawer runs. Golden oak finish. Flush or sanitary base. 


ENGINEERING MANUFACTURING CO. (em 
625 NO. COMMERCE ST. . SHEBOYGAN, wis. | MAVIINE 








MAYLINE 








Easy to Sell— Profitable to Handle 
Wipro q 






SoS 








A ready seller 
with 10” eye 
guide at 


a | 77 


TAX EXTRA 
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There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service. 














Attachments for copying from wider sheets 


15” extension eye guide $1.25 
20” extension eye guide $1.50 


For full particulars, discount, etc., write to 








RITE-LINE CORPORATION - 1025 [5th St., N.W., Washington 5, D. C. 
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ARD utiity taptes 


fi 
Combining oie e | / a , 


Formica 
Chrome | 7 | 


Wood 


No matter what size or shape 
table desired . if it com 
bines genuine Formica, Chrome 
or Wood ... Ard can furnish 
it. Write us about your table 
needs. Ard fine chrome furniture for 








re legs at 
icro 


itiustrated No. 45L chron 
tached to genuine Formica top 
scopic view shows ingenious one ece 
t to table top 





the modern reception room and 
office includes a complete se- 
lection of chrome chairs; single, 
double and triple lounge 
chairs. Also chrome costumers, 
wall coat and hat racks. 

SOLD THROUGH DEALERS ONLY 


Write for complete illustrated 
catalog and price list 


ARD Manufacturing Company 


19 VINE STREET, BOX 442, EVANSVILLE 8, INDIANA 














Masonite Floor Mats 


IMMEDIATE 
DELIVERY! 


COLORS 
MAROON, TAN, GREEN 


MINIMUM ORDER 
OF SIX MATS 


F. 0. B. NEW YORK 


REGULAR 
DEALERS 
DISCOUNT 


EXTRA DISCOUNTS 
IN LARGE LOTS 








LIST PRICE $ 7.50 


Size 36” x 48” 
Size 48” x 54” LIST PRICE $11.00 
sa a a ar 


Complete Display of Office Equipment 
for Dealers and Decorators 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
NEW YORK 4, N. Y. 
BOling Green 9-8231 
WAREHOUSES 
Miami, Florida * New York, N. Y. * Los Angeles, Calif. 
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74 BROAD STREET 








a grudge over annoyance at your failure to keep an 
appointment or a grudge against your company, a 
belief in some rumor spread by a competitor of yours. 
The price resistance may conceal a desire for a kick- 
back or some other larcenous angle. It may be that 
the buyer has some angle in mind involving a cousin 
or brother-in-law or some other friend or relative 
who has to have a “cut” in any deal he makes. It 
may also simply conceal his own unsettled frame of 
mind, his personal worries and pressures, and his 
failure to take time to think his own problem through 
and decide whether or not he really wants to buy 
at all. 


Basically, there are 
three main ways of handling the 
price problem in any deal. 

1. Never let it come up. 

If you have done a thorough job in making a full- 
scale sales presentation, the price issue as such should 
not come up as a major problem. If you have had the 
man’s attention sufficiently to get your points across; 
if you have created desire in his mind sufficiently 
strongly; if you have proved your points carefully as 
you went along, being sure to understate rather than 
exaggerate; if you have led him up to the point of 
making a decision to buy, the price question should 
not become a major issue. 

Sell quality. Create @ desire for quality in his mind. 
Show him the long run aspects of quality products and 
the importance of quality in the product when he 
buys it. Prove quality at every step. Use testimonials, 
builders’ specifications, manufacturers’ requirements 
for quality and similar evidences of value. Show him 
not only what the details of design are, but why they 
were designed and constructed of certain materials 
to fit the needs of that particular use. Explain ele- 
ments of construction in such a way as to demonstrate 
quality and make it desirable in his mind every step 
of the way as you present your sales story 


If he has indicated 
a tendency to try to be a “sharp 
trader,” you can capitalize on this showing him at 
every turn how the quality of the various details of 
the product are giving him more than his money’s 
worth. 

Build up the quality of the product to the point 
where any competitive deal or other opportunity just 
isn’t in the picture for him. Tell him something of 
the reputation of your company, the type of deals you 
handle, and the type of customers you have. Give him 
the full story of research background, planning, or- 
ganizing, craftsmanship, which went into the manu- 
facture of the item you are showing to him. 

2. Scare ’em and save ’em. 

The old-time preacher used the threat of hell-fire 
and brimstone to scare his sinners into repentance. 
With a pointed denunciation of their sins he would 
expound on the delights of heaven—delights they were 
sure to miss as long as they continued their awful ways. 
BUT, IF they would travel the right road (his road) 
they would avoid the pit and find eternal joy 


Build up in the mind 
of your prospect the desirability 
and the value of the product to the point where the 
prospect begins to think to himself: “This thing must 
be going to cost me a heck of a lot!” 

Build up his desire for this product, or his desire 
for the profits and savings it offers to him, to the 
point where his tongue is hanging out in spite of the 
“high” price he is afraid of. 

Then by comparison with the desirability of other 
products and profit opportunities, as to profits pos- 
sible, costs of operation and maintenance, savings ap- 
parent in this deal and terms available to him, show 
him that the price after all is not only not out of line 
but definitely a factor in favor of this deal. 

At this point, with some adroitness and the right 
timing, you can sometimes ease off the pressure, back 
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The Outstanding Line of 
Whod Office Srciiiaiees 
Today is 

Nucraft 


of Grand Kapids 


Visit us al Pens 548-A 
5t h fi l, WSOEA Consul 





70-GBC, size 342 x 17% x 
29” high. Made in Walnut 
and Rift Oak. 
















This line of Desk High Bookcases 
has helped our dealers to add 
many dollars to their sales and 
profit in the past year. 


Both bookcases are made with 
sliding glass doors, wood hinged 
doors, or without doors as you 
prefer. Space behind doors 15!/2 
inches. One shelf, adjustable 
every half inch. 


47-GBC, size 35 x 1742 x 30” 
high. Made in Walnut only. 






B. | Kepresen latives 


Mr. M. V. Follin. 220 Fairbank Road, Riverside, Illinois 
Mr. Arthur R. Frey 3851 Davenant Ave., Cincinnati, Ohio 
Mr. 0. D. Mann 2919 Rosedale, Houston, Texas 
Mr. Ross R. West 115 Front St., San Francisco, Calif. 
Mr. George B. Wray. 130 West 42nd St., New York, N. Y. 


614-87 NUCRAFT FURNITURE CO. 


Size 24 x 14 x 22” High 1615 EASTERN AVE., S. E. GRAND RAPIDS, MICH. 


Made in Walnut and Rift Oak 
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up a bit, and say something like this: “Now, Mr. Jones, 
I know that this is an important decision for you to 
make, and I want you to be completely sure you want 
this “package I have one or two similar deals pend- 
ing, and I want you to take time to think this thing 


through as they are doing before you decide.” 
Having aroused his enthusiasm, scare him just a bit 
by backing off and taking his prize away from him. 
Frequently he will grab for it and you can close right 
then 
3. Expose the low price myth. 


The man on the street says: “You get just what you 
pay for,” and that thinking applies to the handling 


of the price haggler in most sales situations also. Talk 
about the prospect’s own consumer spending, meals at 
restaurants lothing, food, automobiles, paint jobs, 
and so on. His common sense and experience tell him 
that it is always cheaper in the long run to buy the 


quality prot 


Sometimes it is 
advantageous and even dramatic to 


compare two “identical” products ... with different 
prices. Either the high price is wrong, or the low price 
is wrong. Or are the products really different? One 
man I know always carries two ordinary hammers in 
his car, with the grease-pencil price marks still on 
them. One hammer sells for $1.25, the other for $3.25. 
They are the same color, the same weight, are both 
put out by national manufacturers. Yet they have a 
different price—and quality. The good hammer has 
a better safety wedge embedded in the head end of 
the handle, a hard hickory handle instead of a cheap 
one which will break and splinter, a high quality steel 


alloy head, better machining for a flat striking sur- 
face, better balance as a working tool. By the time 


he gets through comparing the two hammers, there is 
no question that the $3.25 hammer is “cheaper.” 
Then he turns to the buyer and says, “Now take a 
fresh look at this proposal. This item is much more 
complex and has many more points of quality than 
these hamme! That’s why I have taken the time 
to explain to you the standards of materials and 
workmanship involved in each feature of our product.” 


It is, after all, 
fairly easy to show why a “low” price 
is wrong. Somewhere in the deal with a low price 


something is missing. The discount may be dispropor- 
tionately low; packing costs may be too high; “extras” 
may not be included in the price; workmanship and 
construction may be uncertain; the manufacturer may 
be one of unproved ability or integrity; in any case he 
is getting just what he pays for. 

And don’t forget, at the outset of any attempted sale, 
qualify your buyer. Find out not only his financial 
ability to handle a deal, but also his real interests, 
needs, and the problems he hopes to solve by buying 


your produ 





USING DESKS AS COUNTERS SOLVES 
ALABAMA STATIONER’S SPACE PROBLEM 


A SIMPLE MEANS by which the office furniture 


retailer, crowded for space, can solve his prob- 

lems lies in pressing desk samples into use as display 
‘ounters in the store, according to Walter Satchwell, 
of Jones Office Supply Company in Dothan, Alabama. 
Major stationer in this southeastern Alabama farm- 
community, Mr. Satchwell has managed to show 
samples of half a dozen types of desks and tables 
around the floor, by removing former antiquated 
wooden counters, and substituting instead, a neat, 
impressive row of steel desks and tables in various 
finishes, plus popular styles in wood. In all cases, the 
desktops are protected from damage with a rubber 
pad, and the merchandise shown on top of them is 
readily accessible with no danger of scratching en- 
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‘"THE MACHINE TO COUNT ON'' 


ASK FOR 
BULLETIN 
RO-105 
FEATURING 
THE NEW 
GRAY-TONE 

MODEL 










DEALERSHIPS 
AVAILABLE 


ADDS « SUBTRACTS « MULTIPLIES 


Dual purpose operating keys—-Non-add and electric correction 
keys—No idle strokes —Rubber cushioned mechanism and fast 
unidirectional main shaft for long life, speedy and quiet opera- 
tion—Quick and easy repairs through simplified assembly in 
sections—Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y. 
SOLE DISTRIBUTORS FOR U.S.A. 











No. 1000 A 
Side Arm Chair 
All Walnut 











Designed and created by 


or 
Grand Rapids 


en 


Office Chairs, 
Davenports and 
Related Furniture 


Overall 
Height 33" 


Overall 
Width 24" 


Seat depth 20" 
between arms 20” 


Back height 
from seat 17" 


Revolving 
Chair to Match 


GRAND RAPIDS 


LEATHER FURN 


; 


nat) iaee} 
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This 


STEEL 
STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
* 


Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes — 

36” wide, 18” deep and either 72 or 78” high. 

Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MANUFACTURING Co. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 


Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 
HIGHEST QUALITY 
WIDEST SALES APPEAL 


u§ 
4 Pe 
2a 


ER INQUIRIES INVITED 


TS, THEN THE PROFITS! 


BRUSH-PUNNETT CO. 


ENTRY 545 WEST AVE. - ROCHESTER 11, N.Y 


SAFES 
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ameled surfaces, or otherwise damaging the desks. 

Jones Office Supply Company makes it a policy 
never to overload the top of a desk, so that it will be 
easy to remove the merchandise, when the customer 
wants to see the desk “uncluttered.” Much use is 
made of countertop displays which can be lifted off 
in a single motion, such multi-compartmented wooden 
racks for inks or cardboard displays for staplers and 
hand-operated office machines 

It requires a few more moments to get the desk 
cleared off, to show it as a sample under ordinary 
conditions, but this small extra amount of time and 
trouble is well compensated for in the fact that the 
store can show its whole line of desks with no crowd- 
ing or lack of dignity —RAL 





DISPLAY REMINDS OFFICE MANAGER OF 
BAD IMPRESSION IN MIS-MATCHING 


EMINDING OFFICE managers who are extremely 
careful that every piece of furniture in their 
homes is carefully accessorized into a single color 
scheme and period pattern, that mismatching in the 
office results in a bad impression, has helped to make 
many “deluxe” office furnishing sales for Kendrick- 
Bellamy Company, office furniture dealers in Denver, 
Colo 
To play up the need for completely stylized, care- 
fully developed office furnishings, the Denver office 
supply firm utilizes a center “stage window” between 
the store’s two front entrances both on California St. 


Space in the display 
window approximates that of the 
average executive office. A rich brown carpet and glass 
on all four sides give it additional display interest. 
From time to time, under orders of Jack Kendrck, 
head of the store, display manager H. E. Woodend 
works out a system of accessories and color-matched 
complete offices, incorporating a desk, executive chair, 
table, wastebasket, lamp, desk-top accessories, person- 
al file and so forth. To maintain eye-appeal, every 
window is made up of high style new fashions, as re- 
ceived by Kendrick-Bellamy’s upstairs office furniture 
department, with the emphasis on unusual colors, 
blonde hardwoods, and modern, streamlined design 
The slogan reproduced on a white placard in the 
left corner of the display indicates its entire purpose. 
Lettered on the sign is the message, “The Good Effect 
of Uniformity In the Office is Lost If It is Furnished 
with a Miscellaneous Assortment of Inharmonious 
Pieces!” 


Scroll signs at the back 

of the window display, where 
they can be readily seen over desk, tables, and other 
larger pieces of furniture, point out that “You are 
invited to visit our second-floor office furniture depart- 
ment.” Another sign states “Office furniture you will 
be proud to own” and “Office furniture that will please 
the most critical.” 

Many men, extremely critical about their own auto- 
mobiles, home furnishings and personal dress, but who 
have been overly careless in permitting the accumula- 
tion of many mismatched items in their offices, have 
been moved to come in and talk over individual de- 
sign, according to Mr. Woodend. Some of Kendrick- 
Bellamy’s most outstanding executive office installa- 
tions in the past two years have been generated en- 
tirely by a window display of this type. When the 
interested visitor is reminded of the heterogenous as- 
sortment of tables, chairs, desks and files in his office, 
he often makes up his mind to do away with the 
‘mass” in favor of a streamlined, eye-pleasing office 
furniture chosen to suit individual personality —RAL 
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WHY NOT TREAT YOUR CUSTOMERS 
..... To The Very FINEST / 


Sell them Jasper Chair Co. Chairs . . . Chairs that 







have Beauty, Style, Comfort, Durability . . . . every 
unit “stacked” with VALUE .. . in fact, America’s 


Greatest Chair Buy. 


They're Made Right and Priced for profitable 


operation. 


“The RIGHT 
CHAIR 


at the 
RIGHT 
PRICE” 





Visit our Display at the 
NSOEA Convention, Room 505 


Hotel Stevens, Chi. Sept. 22-27 











{ modern plant 
manufacturing Quality Chairs 


of dependable WOOD. 





No. 884 


Complete specifications 
on request 


Jasper Chair 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Saies Mer. 





















Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 

Route 7, Box 415, Nerthaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 

Dallas, Texas Chicago. Il. Space 844 New York, N. Y. 

James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 

327 Sunset Drive, North 2925 Revere Ave. 538 E. 9let St., 

St. Peteraburg. Flerids Oakland. Calif. Seattle 5, Wash. 
REE areeeenneneneeeeeneeeei 
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HUME UF MILLER LINE 
CARBON PAPER AND INKED RIBBONS 
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Partial View of Main Building AN ENLARGED MILLER LINE PLANT TO SERVE YOU STILL BETTER 


THANK YOU 


—for your continued preference for MILLER LINE carbon paper and inked ribbons. 

The above view shows a portion of the recently enlarged main building of our plant—our sixth ex- 
pansion—this one adding a third to our floor space. This addition to the factory and offices plus 
further modernization of manufacturing equipment is our answer to the continued growth in de- 


mand for MILLER LINE products. 


SINCE 1896—MANUFACTURERS OF YOUR FAVORITE BRANDS OF 


Carbon Paper Inked Kibbons 


CARNATION BRAND MADAME BUTTERFLY PURE SILK 
GUARANTY BOND MILLER LINE NYLON 
ELK BOND CARDINAL BRAND 
DURITE BRAND CARNATION BRAND 
CLOVER BRAND DIAMOND BRAND 
BLACK JACK BRAND ELK BRAND 
AURORA BRAND AURORA BRAND 
DIAMOND BRAND M B P BRAND 


Also Billing, Pencil, Spirit Duplicator and Hectograph Carbon Paper—Master Sets—Roll Carbon—Excello Spirit Duplicator Fluid 


Hectograph Cleanser for the Hands—inked Ribbons for Every Use—Fabric Ribbons and Carbon Paper Ribbons for Photo and Offset 


Duplication. 


MILLER-BaRyANT-PIERCE 


DIVISION OF L C SMITH & CORONA TYPEWRITERS INC 


AURORA, ILLINOIS 


DIRECT BRANCH SERVICE EVERYWHERE 
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ALL-RITE PEN, INC., 184 MAIN ST., RIDGEFIELD 
PARK, N.J.—A new three-dimensional display card is proving 
a sales aid for display of a new and improved ball point pen. 
This pen is now available in three different packagings, viz.: 





























Style No. 36 containing three dozen pens mounted on the 
three-dimensional display card; style No. 18 containing 1'/2 
dozen pens mounted on a small easel display card and style 
No. 1, one unit mounted individually on a separate display 
card, 36 units to the carton. 


ANGLER’S PRODUCTS COMPANY, 9-06 CORONA 
AVE., ELMHURST, L. IL, N. Y.—A new third dimension 
package design for Cuffettes is now available to dealers to aid 





in point of purchase. The new package is expensively de- 
signed with a wrapped cellophane process, printed in three 
attractive colors, having a die-cut arm to provide for a Cuf- 
fette sleeve protector to fit over it, thus simulating actual 
wearing conditions. 


AUTOMATIC PENCIL SHARPENER COMPANY, 336 
N. FOOTHILL RD., BEVERLY HILLS, CALIF.—As an 
added boost for holiday sales, Automatic Pencil Sharpener 
Company is offering Apsco dealers colorful new Christmas 
packages and window displays free of charge. Packages for 
the Giant Deluxe and Chicago Deluxe have a brilliant Christ- 
mas tree ornament design, while those for the Premier Deluxe 
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for you, In 2 color 
@ 320 "x40" window display 
@ 8'/2''x10" counter display 
Your preference on @ 
cord will bring it. 


SAXON Pager PRODUCTS, INC. 


240 WEST (Och STREET, SEW YORE tt, & ¥ 
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1952 
SERVICE and FULTON 


DATERS and NUMBERERS 


Carry a full line of these deluxe items 


Prompt Shipment of 


DeLuxe and Special Business Outfits 

Sign Making Kits 

New, Improved Dri-Kwik Stamp Pad and Ink. 
Fulton Stamp Pads and Ink 

Special Rubber Stamp Inks 

Complete Line of Crown Self-Inkers, 

Daters and Numberers 


New Porous Price Marking Kits Now Available 








Write for Catalog 








Fulton Marhi 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, N. J. 
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BEST BUY in Hand Numbering Machines Today! 





MODEL 


Movements 110 
18 


LIST 
Quadruplicate e 


Repeat Liberal 
Trade 
ALL IN Discounts 
ONE * 
MACHINE Write for 
New 
e Folder 
* 
ALL Order NOW 
. 
Steel ae. 
Construction Delivery 










AMERICAN NUMBERING MACHINE CO. 
ATLANTIC AND SHEPHERD AVES. BROOKLYN 8, N.Y. 


BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILL. 





CLEARTONE 
CYLINDERS 


° 
WIRE SPOOLS 
SUPPLIES 
DISCS 


MALLETT 


GUARANTEED 
REBUILTS 


* 

LATE MODEL 
DICTAPHONES 
EDIPHONES 
AUDOGRAPHS 
SOUNDSCRIBERS 


AMERICAN DICTATING MACHINE CO., Inc. 


ESTABLISHED 1923 


65 MADISON AVE., NEW YORK 16, N. Y. 
Telephone MUrray Hill 4-3554 
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follow a modernized Christmas tree motif. These slip-over 
sleeves can be used to dress up the present inventory for 
Christmas selling. The three-dimensional window display follows 


Snail 


x ; 
. SHARPENERS/ 





out the holiday theme and features insert windows. Dimensions 
of the display are approximately 40 inches long x 26 inches 
high x 8 inches deep. 

THE BUCKSTAFF COMPANY, OSHKOSH, WIS.—This 
manufacturer of quality furniture since 1882 has just issued 
a new catalog, No. 3 A, of interest to this industry in that it 
provides detailed information and illustrations of such products 
as office, school and library tables, arm and utility chairs, and 
reception room settees. 


C-THRU RULER COMPANY, 827 WINDSOR ST., 
HARTFORD, CONN.—A representative C-Thru line is now 
being offered to dealers on a set of 12 attractive, specially- 
designed cards with from three to eight items mounted on each 


Te meer 
Lily ine 
sawing Devitt 





card. This offers the dealer an opportunity to take full ad- 
vantage of impulse buying while he is showing specific items 
in which a customer may be interested. Each card can also 
serve as an individual display by being easel mounted. The 
cards themselves are colorfully silk-screened in dark blue and 
white, with the items mounted on a white area for maximum 
attention. Cards are 13% x 152 inches. 


THE CARTER’S INK COMPANY, CAMBRIDGE 42, 
BOSTON, MASS.—The new, modern store signature here 
illustrated, is being offered to Carter dealers with each dealer’s 
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OISE LEVEL DUWA-H 


WORKER 


Every sound-conditioned of- 
fice, every office where 
quiet is essential, should use 





ETRY 


‘a 


UP 8.8% 


Everybody knows that 

office workers produce better 

in quiet surroundings. 

A large insurance company found 
that a reduction of 14.5% 


in office noise level raised worker 


efficiency 8.8% by actual test. 


QUIET N-C PLIER-TYPE STAPLERS 


2 yas bal oyo Non ys showmng? 


OFFICE APPLIANCES, 


NO BANGING! NO POUNDING! 


Scientific tests conducted by 
U. S. Testing Company show 
that typical desk type stap 
lers cause 5 times as much 
increase in noise in normal 
office operation as N-C 
plier-type staplers. 


Test No. E-3065..7/27/51) 


NEVA-CLOG — the 


Pinch Point Staple NEVA-CLOG 
Pierces better, easier; STAPLES 


no burrs, no rough 
spots, always uniform, 


October, 1951 






NEVA-CLOG 


SI APLING MA 


Products, Inc., Logan Street, Bridgeport, Connecticut 


Exclusive Canadian Distributor: 
CANADIAN STAPLES LIMITED—Montreal, Toronto, Winnipeg, Vancouver 





283 





Growing Bigger by Serving All Industry Better! 






The Amazing New Model KC Tag- 
O-Graph prints, addresses, cuts to 
size in single operation, shipping 
labels from a roll of BLANK PAPER. 
Speed 150 per minute. Also ad- 
dresses tags. Hundreds of Model K's 
now in use for addressing or mark- 
ing tags and labels in roll form. 












Now it’s WEBER for your every addressing need. From front office to 
shipping room—there's a WEBER ADDRESSING MACHINE for your every 
business need. Used in thousands of companies, WEBER equipment is 
saving time, money, and errors every day. No trained operators are 
needed—no expensive filing cabinets—no wasted floor space. Built to 
rigid specifications, your WEBER equipment will last and last. Clean— 
““typewriter-clear'’ addresses—faster, better looking—completely legi- 
ble to speed your shipments and direct mail. You can be sure—WEBER 
ADDRESSING MACHINES are your best buy in modern, money-saving, ee a. Sor short or long jobs. 
A ‘ imply type stencil, clip on and print up 
addressing equipment. to 50 addresses per minute. $7.50 complete. 


The WEBER Card Print- 
er, Model H-5-J. With 
this efficient, low cost 
device you can print 
a complete advertise- 
ment with illustrations 
on a penny post card 
in one operation. Low 
cost stencils are easily prepared using typewriter or stylus. Illustrations 
easily traced or drawn free-hand. Shipped complete. Only $9.50. 





SEND NO MONEY — MAIL COUPON 
FOR 10 DAYS’ FREE TRIAL 





Model A2-——World's fastest low priced Addressing Machine. Whether 


your mailing list is 100 names or 100,000 names—WEBER does ee SE SW WU Ge em ee Sm 
the job. No plates, no stencils, no ribbons, no ink. Address directly ¥ 5 ; 
from paper rolls up to 1,500 addresses per hour. Easy to correct gy beans ate 5 MACHINE CO. 
- . entra oac 
or change. Names may be used up to 100 times. Anyone can operate. ' ie Meese ot \ 
$56.10 complete. Only Weber has the MAGIC WICK. ' 
. . () Send dealer information on complete line. ' 
Some Dealer siete available. () Send dealer information on Model............... ° 
Name o- 
G ID... scpeesnenatneiemeaminetandienenndns = . sect ——— 
MACHINE CO. 
Address sidiciaiesniniiitinactidian taissin 
MT. PROSPECT, ILL. 
City a State.. . — 
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name engraved in '4-inch thick Lucite. The sign, finished in 
blue, white and gold, stands 12'2 inches high and is 18'/2 
inches long and 2% inches deep. It is edge-lighted by a Lu- 





miline tube concealed in the steel base. It operates on AC or 
DC current. A six-foot rubber cord is furnished. Details can 
be secured from the above address. 


CEL-U-DEX CORPORATION, 1 MAIN ST., BROOKLYN, 
N. Y.—This firm, of 40 years’ experience in the field, has 
issued a new catalog. A new feature is a chart of suggested 
quantity resale prices which stationers may use for reference. 
Included in the catalog are illustrations and specifications for 
such items as tab cutter, index tabs, index sets, Bind-X, signals, 
transparent protectors and envelopes, identification cards, 
plastic sheets and Div-I-Dex. 


DIEBOLD, INC., CANTON 2, OHIO—Disgruntled burg- 
lars are used to good advantage in a new window display re- 
cently completed by Diebold, Inc., national manufacturer of 
safes, chests and record handling equipment. The display unit 


19/2 - 
WE CANT CRACK THIS ' 
MONEY CHEST, BUTCH 


* Diebold 








points out that money chests are the only sure protection 
against burglary for money in the office. The display unit 
will appear this fall throughout the firm’s 31 principal city 
branches and will also be distributed to Diebold’s national 


dealer organization. 


GENERAI LAMPS MANUFACTURING CORPORA- 
TION, ELWOOD, IND.—Twenty items are listed in General 
Lamps’ new desk lamp catalog just released to the trade. Pro- 
duced in color, the new catalog illustrates several new flourescent 
and modern gooseneck lamps. Particularly interesting is Gen- 
eral’s new and modern “Up-’N-Down” gooseneck lamp which 
is both a wall lamp and a desk lamp. 


HAMILTON MANUFACTURING CORPORATION, CO- 
LUMBUS, IND.—Details have been revealed of a nationwide 
November promotion of the company’s complete new line of 
Cosco office chairs. Labeled as “tan unprecedented, all-out drive 
to move more and more office chairs at the consumer level,” 
this merchandising event is scheduled all during the week of 
November 5-10, designated as “Cosco Week.” Hamilton is 
making available a complete line of free selling aids and has 
planned consumer advertisements in leading publications of 
national circulation. 
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SAFEGUARD 






Increased =: 


2 
ae 


Office = / 
Efficiency if 





HUMIDIFIER 





winoow 
VENTILATOR 








‘i TWO NEW 
a SAFEGUARDS 


1. Dry rubber tool keeps typewriter 
type clean. No liquids — no 


soiled fingers. 
( owt 
r 2. Ritchie sponge rubber cushion 
' ; . anchors office machines. Elimi- 


nates vibration and noise. 


For information write, wire 


Safeguard Corp. 


Lansdale, Pa 














PRECISION TIME STAMP 










FOUR STAR 

SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


4. D. JOSLIN wre. company 


MANISTEE MICHIGAN 
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Geka A CARBON PAPER 
EASY TO SELL 





Dealers don't have to 
push” to sell NEV-R 
KURL Anyone who 
has used it prefers it 


to other carbon papers. 


Features NEV-R- 
KURL users like are 
its wax-free plastic 
backing to prevent 
slippage. NEV-R- 
KURL is smudge 
proof even in warm humid weather, and it won't 
wrinkle, curl or tree. Up to 50% more legible copies 
can be made from each sheet as NEV-R-KURL lasts 


twice as long as ordinary carbon 


Write today to learn how NEV-R-KURL, the special 
process carbon paper that sells itself, can increase your 


profits and traffic. 








CLEAR. PRINT 
STAMP PADS 


wooo 











the NEW line that 
delivers EXTRA profit ! 


with... 
3 BUTTON MAGIC 


Cash in on the sales magic 
of P.E.C.'s new line of Post- 
Tile Mi Aceh Amelie Mh iiclileMiils|: 
bring a new concept of 
ell-leMelieM-tilldi tile Alehii | 
machine posting depart- 
nent. P.E.C. gives plus 
Toile micteliia-s daleli 

ng extra profit. 





Posting Equipment Corp 
777 Hertel Avenue 
Talekwiimemiulelel ie Buffalo 7, N. Y 


ee am ilelel ie 














ted Through Gentlemen 

Please rush your descriptive brochure and 
price list on the complete line of P. E. C 
Posting Trays and Stands 


nly 


POSTING EQUIPMENT 
CORPORATION NAME 


777 HERTEL AVENUE 
BUFFALO 7, N, Y. 


TITLE 
Clip and attach to company letterhead. 


0-1 
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JOSEPH DIXON CRUCIBLE COMPANY, 167 WYANE 
AVE., JERSEY CITY 3, N. J.—The company’s latest pack- 
aging innovation is the Universal box for pencils, used to ship 
many of Dixon’s lines including Rapid Writer, Cabinet, Oriole, 





Advance, Executive, Industrial, Intersate, Grayling, Stenog- 
rapher, Order Book, and red and blue colored pencils. The 
particular pencil trade number is clearly placed at the end of 
the box for convenience and quick identification. On the op- 
posite end is the company trademark and company name and 
address. Cool, green colors of the box lend themselves to win- 
dow and counter display. 


GUARDSMAN SAFE COMPANY, LAPORTE, IND.— 
New catalog No. 17 of this company is a treasure chest of 
information on safes. It now carries a bank equipment folder 
and price list, tissue sheets for use of salesmen in making a 


na a % 
z 4 ‘ > 
NN a% ra, %, 
“ =SAFE COMPANY 6M Naty, 
“2 . *Y, GS, 7’ 
" +? eo 
ad " doth Kibo ite i 4-- Fe %, 


quotation, details on several new money chest items and is 
self-indexed. The new Underwriters’ C-T20 literature will soon 
be added. An interesting feature is the timely sales advice by 
John Robertson. 


HERRING-HALL-MARVIN SAFE COMPANY, HAMIL- 
TON, OHIO—A new catalog describing 39 horizontal and 
vertical steel money chests with round, lug-type, revolving 
doors has just been published. Large illustrations and graphic 
drawings make it easy to understand the proper application of 
the various models for the burglary and holdup protection of 
money, securities and merchandise. The catalog tells how 
models of the money chests are available for all types of users 
from home owners and small businesses to the largest mercan- 
tile and financial organizations. It is recommended that money 
chests be installed in record safes or vaults for adding fire 
protection. 


KINETIC NOVELTY COMPANY, INC., 295 LAFAY- 
ETTE ST., NEW YORK 12, N. Y.—This company, manu- 
facturers of Kin-Dex, the plastic index, has just released three 
new poster-board displays with easels. These come in three 
different sizes—a small one for “up-front” window display, 
a medium-sized counter display with a “take-one” circular- 
holding idea, and a large display with a platform and a base 
flap adapted to hold two of the Kin-Dex items, one in open 
and one in closed position. Each of these displays is attrac- 
tively outlined and lithographed in three colors and tints on 
Krome-coat stock to give a six-color effect. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N.Y.—Visible tip follow-up folders allowing fast 
action after one glance are the subject of a new booklet. The 
visible index label shows what records are inside the folder, 
while the visible tip colored signal flashes the next due date. 
The pamphlet, LBV, secured from Management Controls Divi- 
sion at the above address, tells how visible tip colored signals, 
moved easily and crimped to stay where set, highlight each 
folder for action when called for. 


SAFEGUARD CORPORATION, LANSDALE, PA.—A 10- 
page booklet has been prepared to be mailed to dealers and 
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» by Says: MR. FRED JAMES, President of James & Weaver Co., outstanding dealer in Youngstown, Ohio. 
iil W he comes to safes, insulated record containers 
and . WA 
ying ' . ° > s 
phic ind money chests, Il stick to Mosler. It’s the world’s : 
r : : | Mosler 
aa No. | line in every respect: reputation ... sales... = 


how . : Company 
sers profits... and the kind of advertising and 


can- MAMILTON, OHIO + SINCE 1848 
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; 9 Sati 
ney romotion back-up every dealer appreciates! —_—___ 
fire 
World's largest builders of safes and vaults . . . Mosler built the U. S. Gold Storage Vaults 
AY at Ft. Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
anu- 
nree 
hree 
lay, 
ilar- 
base 
pen 
rac- 
on 
EW 
r pee 2. Mosler is the only sefe manvufac- 4. Mosier provides promotion 
Th turer with a regular program of care- meterial — mailing literature, news- 
e fully directed national advertising pa ; " 
) . sinkie per ad mats, window displays—to 
der, That means a lot to a dealer, too. % Mest . voguer tretning help you sell effectively And Mosler 
: se schools which will train your sales- ’ ; . 
late. It means more customers . . . more , >. representatives call o regularl 
“$F e men in every phase of the selling job. prese ves Call O8 you feguary 
Jivi- 1. Mosler is a profitable line, because "¢sPonsive Customers. Th ; yj % assist with your sales problems. 
. . . ese schools are conducted in a - ; 
nals, t's the largest seller in the world. This parts of the United States They are That's the kind of follow-through 
ee sales leadership is founde : : h ing. 
ach —_ ’ cetennye aoe a part of Mosler's plan to help dealers that keeps orders flowing 
= oa . : in every possible way. 
To a dealer if eans € ssier-to-selli 
10 products. Easier profits, too And despite today’s production obstacles, Mosler is keeping you supplied—so you can sell 
d from current inventory with confidence . . . and immediate profits. Want more facts? Write 
an : 


or wire The Mosler Safe Company, Hamilton, Ohio. Do it now, while you're thinking of it! 
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Your office will 
be efficient, 
economical 


and attractive .™ my when you select 


the dealer who 


features... 


STEELCASE 


Steelcase office furniture is engineered to give you the maximum of 
efficient working space in the minimum of floor area. Steelcase features, 
such as standardized, interchangeable parts, permit convenience and 
flexibility to job requirements which cannot be duplicated. And, Steelcase 
office furniture is truly beautiful in exclusive modern colors, new metallic 
finishes and matching upholstery and tops. Your local Steelcase dealer, 
trained in efficient office layout, will gladly help you select the Steelcase 


equipment best suited to your particular needs. 


Voy Look for Steelcase in the classified 
section of your telephone directory. 


— ee = = ey i 


For new ideas in office planning, write for “Tooling Up Your Office’’ 
METAL OFFICE FURNITURE COMPANY, Grand Rapids, Michigan 


Business #F 'quiprt err 
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interested business and professional people. The title is, “Who 
Said You Can’t Teach an Old Dog New Tricks?” The booklet 
contains valuable information on losses to bank accounts due 
to check forgeries and serves as a reminder to responsible 
executives to have their check protection system in good shape. 
Single copies are available by writing the general office at the 
above address. 


WABASH FILING SUPPLIES, INC., WABASH, IND.— 
A new catalog, No. 12-S-50, has been issued with current list 
prices. Illustrations, complete descriptions and price informa- 
tion make this an invaluable guide to buyers of Wabash filing 
supplies. 


ZEPHYR AMERICAN CORPORATION, 537 W. 53RD 
ST., NEW YORK 19, N. Y.—This company has just issued a 
new 12-page catalog descriptive of its entire line of Autodex, 
Rolodex and the two new models of Autodex Rotary. Copies 
will be sent to the trade upon request. 





Advises Dealers to Anticipate Needs 


Arthur Natenberg of Flexo International Corpora- 
tion, Chicago, reports a condition common to many 
manufacturers today. He speaks of the large backlog 
of orders and says, “We would appreciate having deal- 
ers anticipate their requirements as much as they pos- 
sibly can, and in fact, place their orders now to cover 
their requirements through January 1, 1952. By antici- 
pating their needs as far in advance as possible it will 
help us to program our production better, and at the 
same time enable the store to have our lamps on hand 
at all times to better serve the trade.” 





National Cash Promotes Fowler 

Robert Fowler has been promoted to the position 
of traveling auditor for the National Cash Register 
Company and has been transferred from Corpus 
Christi; Tex., to the company’s San Antonio, Tex., 
office—JHR 


Le? er Votes 


Friden Calculating Machine Company, Inc., San Leandro, Calif.—A new 








juarter of 1951 exceeded the sales mark 

the first quarter of the year and the last 
Walter S. Job president. The sales f 

wed a 104% increase over the corresponding 

rted that it was the first time in Frider 

n set for three nsecutive sales juarters 


Minnesota Mining & Manufacturing Company, St. Paul, Minn.—Sales for 
first half of ' i $85,850,163, a 30 gain over the $65,577,460 


ume period last year. The firm's second quarter 
71.610 for the three months ending June 30, com- 
i with $33.3346 428 # the second period of 1950. Despite the sizeable 
‘ half of 1951. the mpany's net income after 
3 was $7,951,939 mpared with $8.816.389 for the 
mmc tock earnings during the six-months 
r share on 7,971,939 shares, compared witt 
ast year. C August 14, declaration was 
jividend on preferred stock and a $.25 per 
k for the se i quarter of 1951 





Bus iness Opportuni Eve sesssesssse 


Lines Wanted for Hawaiian Islands—Herald & C P. O. Box 3092, Hon 
fact of lines sold by drug and 
OFFICE APPLIANCES 

nery division. The cor 


ntative and bber 


“ k m any manufacturer of stationery, or other office 
his activity n the Hawaiian market. The 


“ tically any article for office use, whether it be sta 


Prepare for Exhibition in Paris—The International Exhibition of Office Ap 


be held in Paris from October 6 through Oc 
Jes Expositions de la Porte de Versailles." 

ve been invited ¢ ntact the National Asso 

t Manufacturers and Dealers (Federation des In 
je Bureau), 6, Place de Valois, Paris, ler, France 
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SQUARE, TAPERED, or TURNED 


Wooden Costumers 


customers buy fine sofas and chairs, only to have them covered 
coats, hats, and brief cases. Sell a customer for every reception 
room and office . . . chairs and sofas are for sitting, not a catch-all 
for garments and hats. 


Costumers come in five styles 
. . « beautiful square " 

post with four sturdy brass ! 
finished hooks, or same 
model with hand turned 
post; sturdy costumer with 

2," square post or same 
model with hand turned 
post; or tapered post to 
harmonize with modern of- 

fices. 


Oak or Walnut Finish 


All costumers available in 
natural oak or rich walnut 
finish. Blonde oak and deep 
mahogany on request. Cos- 
tumers 72" high. 


Standard Package 
6 posts to carton 


Matched legs and hardware 
packed individually; no 
chance of mismatch. As- 
sembled in seconds without 
special tools. Also available 
packed individually. Write 
for details. 


STEMPEL MANUFACTURING CO. 


2830 Roberta St. . WEstbrook 3831 . Dallas, Texas 








the 
Cram Man 
Says: 


GLOBES 


are in big 
demand for gifts 
How is your stock of Cram Quality Globes? 


CRAM Globes outsell all others because of 
their eye appeal. Ideal for television and 
night light. 
Why not place your orders NOW for the 
coming season? 






What you do not have, you . 
cannot sell! 


Refer to Catalog No. 61 or 
write if you do not have one. 





THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. Indianapolis 7, Ind. 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 






“a ~ 4. Release pressure, extract 
© PLATENS 11x13 all from Eva-Press and 


e INSIDE CHASE 10x12” have finished Rubber Plate 
More detailed directions 
supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 











NEW 2 4\ w@ | } {fe 
A-LINE 
Pelouze y - Fas = 
SPEEDS PROFITS YOUR WAY WITH BIGGEST POSTAL 
SCALE IMPROVEMENTS IN 35 YEARS! 


Dealers claim these scales 
hit the jackpot for sales! 





*® RED POINTER BEHIND DIAL 
Instantly shows all postal 
and airmail rates 


* WEIGHING TIME CUT IN 
HALF—Parcel Post Rotes ar- 
rangedin easy-to-read table 


i\* NON-SWAYING PLAT- 
FORM— Eliminates 
costly errors; 
3-inch wide post 


$ 95 holds platform 
I] steady 








emma 
== PROMPT SHIPMENTS ON YOUR CHOICE OF FOUR MODELS: = 
— A-5—-Capacity 5 Ibs. by '4 ozs. 1.95 — 
—— A-10—Capacity 10 Ibs. by ozs. _— 
— A-25—Capacity 25 Ibs. by ozs. (Parcel Post Only) 11.95 mene 
=  A-50—Capacity 50 Ibs. by 2 oz. (Parcel! Post Only) 12.95 7 


Remember Pelouze time-tested NATIONAL and RAPID, as well as 
STANDARD BEAM (2 and 4 ib.) Scales for added profits 


For further details, send for colorful catalog sheet No. A-51 


PELOUZE MANUFACTURING CO. 


EVANSTON, ILLINOIS 





3 CHICAGO AVENUE 
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CASH SALES INCREASE REVEALS 
PROFIT IN REMODELING 


HE MOST EFFECTIVE means by which the office 

supply retailer may gauge the effectiveness of a 
store remodeling program lies not in overall sales vol- 
ume but in increases of small cash sales, according 
to W. B. DeLemos, head of Dixie Office Supply Com- 
pany, Montgomery, Ala. 

The southern office supply retailer recently invested 
$30,000 in one of the south’s most unusual and ultra- 
modern office supply stores. The remodeling was so 
complete that there is almost no trace of former fix- 
tures or store layout and all offices and warehouse 
space was completely modernized. Before launching 
into the program, Mr. DeLemos visited outstanding new 
stationery stores in Atlanta, Chattanooga, Nashville, 
and other leading southern cities, borrowing the best 
ideas from each before okaying the final design. An 
expert architect was hired to develop each of Mr. 
DeLemos’ ideas into practical construction, with the 
result that the store incorporates many unusual fea- 
tures over and above those found in the usual remod- 
eling project 


With offices on 

the mezzanine balcony at the rear, 
serving both as executive and general offices, and as 
complete planned office showrooms, the store is in the 
form of a long, narrow rectangle, with a widened-out 
bay at the rear. The store is broken into sharp mer- 
chandise classifications, identified by silhouette cut- 
out letters, above the top shelf. Divisions include inks, 
adhesives, pencils, Dennison items, typewriters, filing 
supplies, loose leaf supplies, blank books, office furni- 
ture, drafting materials, envelopes, small office ma- 
chines, fountain pens and greeting cards. 

Each of these departments is completely separated 
by confining the display into a separate section of wall 
shelving and by allocating aisle tables or gondolas out 
in front, which show related merchandise. With the 
prominent 8-inch lettering appearing above each sec- 
tion, it is seldom necessary for the customer to ask 
for the location of any item of merchandise. This 
alone, is an important innovation, Mr. DeLemos be- 
lieves, inasmuch as each salesperson can wait upon 
many more customers per day, with few customers 
asking for any special help. 


In the large bay, 

at the rear, is a complete greeting 
card department, located as far back as practical to 
draw traffic all the way through the store. Here, 
likewise, is an office machine section, with plenty of 
open, uncrowded display space for duplicating equip- 
ment, adding machines, typewriters, and similar ma- 
chines. Throughout the store are extremely wide aisles, 
to permit a free flow of traffic and better-than-average 
visibility. 

All of the fixtures, shelving, gondolas, tables, and so 
forth are of blonde hardwood, with a minimum amount 
of trim. Blondewood, Mr. DeLemos believes, affords 
greatest visibility to the thousands of small items 
which make up an office supply store’s inventory, with 
better contrast and more readability for signs 

Among the more significant changes in store design 
which at first is not apparent, is the fact that “big 
ticket items” are located next to fast-moving staples, 
throughout the store. “This is an idea which we have 
found particularly effective,’ Mr. DeLemos said. “In 
other words, we concentrate on display of expensive, 
long-profit merchandise next to every display of 
commonplace, everyday merchandise, which brings a 
lot of traffic. Thus, a fine duplicating machine may 
appear next to the small office supplies department, 
where paper clips, typewriter ribbons and staples, are 
purchased. There are actually something like a dozen 
spots throughout the store where we can show big- 
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* PRINTING PRESS PRECISION 
* TOP-END STENCIL RELEASE 
* LEAK-PROOF CYLINDER 

* ECONOMY OPERATION 

* 20-SECOND COLOR CHANGE 
+ GREATEST INK ECONOMY 





145 WEST 57th STREET 
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SECTION 


For multi-color duplicat- 
ing, RONEO can't be 
matched. Extra value 
features show preci- 
sion results — and 
RONEO sells for 
almost HALF the 
PRICE of compar- 


able machines! 


MODEL 


Electric 








Come over 
and say Hello... 





S08 oP 
FLOOR 






IT’S FAST - 


FEATHER TOUCH 

OPERATION 
Symmetrical keyboard makes 
fingers literally dance — live 


single-purpose’ function keys 
add speed, increase accu- 
racy. You'll be proud to 
show this fine adding 
machine to your 
customers ! 


















Amazingly low-priced, ideal for 
small offices, stores, accountants 
insurance men, etc. Lightweight, rug- 

gedly built. for all around service. 


CALCULATOR 


NEW YORK 19, N. Y. 
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HART 


“Econ-O-Matic” 





Priced low—but quality built to do the job. Postcard 


to letter size. 
LIST $34.95 plus tax 





Minimum of adjustments. Maximum performance 


with ball bearing construction. Postcard to legal size. 


ust $59.50 pies rox 








Hairline Registration. Full ream paper capacity, de- 
luxe feed assembly. Excellent for filling in forms and 


LIST $1 49.50 plus tax 


records. 





HART 


HM 249 E 





Speedy and automatic. A leader in the mimeograph 
field. Identical features of HM 249. Built in accurate 


—— 


(subject to OPS approval) 








HART 


mimeographs 


HART MANUFACTURING CO 
ST. PAUL 4, MINN 





CUSTOM BUILT 
to Your Customer's Needs 


e Economical hand operated models 
Efficient electric models 
e Convenient spirit duplicators 


and supplies e Top quality accessories and supplies 


ALL PRECISION-BUILT—BEAUTIFULLY DESIGNED 
PROFITABLE! 


Line up with HART’S complete line! 








HART 





“Clothes Saver” top, ball 
Postcard to 


Automatic roller release. 
bearing construction, modern styling. 


legal size. 
ust $99.50 pies sox 
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Wright 
Model “C” —_eg 





“Copymaker”’ 
No ink, No stencils, No type, No gelatin. A fluid 
duplicator second to none in simplicity. Perfect copies 
up to 5 colors in one operation. 





LIST $69.50 plus tax 
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ticket items, attracting the customer entirely on im- 
pulse. If the big-ticket items are where he can touch 
them and ask questions about them, what may have 
been a casual! visit to the store to pick up a ream of 
typing paper, may later add up to a $250 or $350 sale.” 

Mr. DeLemos deliberately intensified the lighting 
system at Dixie Office Supply Company, by adding 
enough additional fluorescent lamps so that approxi- 
mately 60-foot-candles of illumination are dissemi- 
nated evenly through the store. This means that there 
are no corner shadows or pools of darkness to contend 
with, and that merchandise at the rear of the store 
is as readily visible to passersby as that in the front. 
The store is kept cool by an air conditioning system 
which provides an even heat during the winter months. 
Comfortable seating throughout the store permits 
the customer who has many items to purchase to sit 
down and look over samples brought to him by sales- 
people 


Now, how did 
the remodeling program pay off? 
Through using cash sales, registered on the cash regis- 
ters’ tapes daily, Mr. DeLemos has gauged his in- 
crease far above original expectations. For example, 
during Decembero f 1950, cash sales were about $700 
greater than for the previous December. Cash sales 
rung up in the store average around $6,000 to $7,000 
per month, representing almost entirely customers who 
have been attracted by the handsome layout of the 
store, its convenient arrangement, and the wide stock 
of merchandise. “As the small cash sales go, so go 
larger, more profitable individual sales of office furni- 
ture and supplies for large corporations,’ Mr. DeLemos 

concluded.—RAL 





CAR-CARD ADVERTISING 
OPENS UP HOME MARKET 


PENING-UP the home market for typewriter 

rentals, is the purpose of a novel car-card adver- 

tising program, currently being utilized by The Type- 
writer Company of San Francisco, Calif. 

Executives of the typewriter company feel that 
the business-office typewriter rental market is near 
the “saturation point” in the San Francisco area, in- 
asmuch as the city, already “built to the water’s edge” 
offers little opportunity for installation of new business 
offices or industrial plants which normally make up 
the largest percentage of the typewriter rental market. 
Therefore, in order to expand volume for 1951, car 
cards are being utilized to encourage ex-typists, women 
who feel that they may have need for an office job 
in the future, to “keep in practice.” 

The car cards, printed in red on white, urge “Rent 
a typewriter for home practice—Two months for $5.” 
The ad lists the address and telephone number of 
the typewriter company, plus information on the many 
nationally-known typewriter lines and other business 
machines carried in stock. 

With something like 250,000 people per day exposed 
to car cards while riding the San Francisco surface 
transit lines, the promotion is paying excellent results, 
a company spokesman indicated. There are many 
hundreds of ex-stenographers and typists, who gave 
up their positions upon marriage, and who are finding 

necessary to return to at least part-time office 
work, in order to make the family budget meet the 
inflated cost of living. Such women are ideal cus- 
tomers for typewriter practice, as are women who ad- 
dress cards and do typing in the home for outside 
firms 

To further encourage home practice with rental 
typewriters, the firm also features fast, immediate de- 
livery, furnishes erasers and a book with handy hints 
on typewriter care and use. As a result, an ever- 
increasing market for home typewriter rentals has 
been built up.—RAL 
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A desk model addressing machine using metal plates that feed | 
automatically and print through a ribbon. Consecutive, du- 
Gan. triplicate, repeat or carbon impressions are obtainable. 

‘ill take any size stock up to 9” x 12”. 48 hour plate em- 
bossing service maintained for customers. Both machine and 
plates are practically indestructible. The simplest and most 
dependable of all addressing machine methods. Size 13” x 13” 
x 9”. Weight 35 Ibs. 


Price $110.00 plus $6.60 tox. 
Manufactured by 
Nettle Office Equipment Co. 
27 Huntington Ave., Boston 16, Mass. a 


Write for circular “C” today. 
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"Solved our marking problem 1” 


say users everywhere. 


“The MULTISTAMP Hand Stamp Stencil Duplicator is the best thing 
we've seen for shipping tag and label addressing’’ . . “‘for marking boxes, 
cartons, packages.’’ Quick, clean, accurate, easy-to-use. Prints /000 or more 
clear, sharp copies from one stenci!..one inking. Just type, write, trace 
or draw on low-cost stencil, snap in position and print. .like using a rubber- 
stamp. Non-mechanical, of non-corrosive metal. No moving parts, has 
replaceable ink pads. 8 complete outfits, $9.50 to $99.50 a 








IT PRINTS ON 
POSTCARDS. .SHIPPING TAGS 
CARTONS 
PACKAGES 





STENCIL DUPI 


~ ’ x ame 


ICATOR 














ACCOBIND FOLDERS 
Easy to sell 


because they're 
Profitable to Use 
ACCO PRODUCTS, INC. 


OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 











at VEAUE, adjustalle 
STEEL SHELVING 


Extra Value Features 
To Help You Sell 


‘EUBAUER “TWIN-POST” 
\ stable Steel Shelving is 
1 e rigid at the vital 
points rner posts NEt 
BAUER TWIN-POST” de 





Pat. Pending 


ally posts with 3 

see inset 

s) » every 

t line Smooth, 

tu ng adaptable 
st g needs 

i & steel shelves 

in sizes from 24”x9 


a4”. I ga. posts from 
Olive Green or Air 
| 


Grey baked-on enamel 





FREE ESTIMATES 


iocrer 


NEUBAUER MFC. CO. ees ee _J 
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KEEP YOUR “PROFIT NOSE” ABOVE 
WATER 


Here are Tips That Will Help Retail 
Store Management 


MONG THE MANY problems to be faced by re- 

tailers is the one outstanding problem of how 

to keep their “profit noses’ above water. The recent 

past demonstrated clearly what can happen to profits 
with only a relatively slight loss in sales 

These are some of the things that the average store 
can do to hold its sales volume reasonably well: 

1. Management can clarify its inventory policies 
and do everything possible to maintain adequate as- 
sortments, instead of overdoing the hand-to-mouth 
buying. 

2. Management can stop the mad rush to reduce 
prices beyond the requirements of the market and be- 
yond the demands of consumers. 

3. Management should try to maintain reasonable 
average gross sales, without sacrificing its general 
competitive position. 

4. Management should set sound advertising policies 
of promoting the sale of most wanted items at a profit, 
instead of overplaying the “sale” idea. Values must be 
good, of course, but customers are interested in mer- 
chandise as well as price. 

5. Management must do a better job of selling 
within the store through better selling displays and 
through better sales training. 

6. Management can use consumer credits to main- 
tain, and even build sales, but such credits must be 
based on sound credit policies and procedures or un- 
profitable sales will result. 


Let us consider 
some of the profit factors, such as 
markup and markdowns. 

The markup percentages in retail stores have re- 
mained remarkably even over a period of years. The 
chief variation in gross profit has come in the varia- 
tions of markdowns. It is questionable whether retail 
markup percentages can be increased, or even kept at 
present levels, as competition grows stronger. How- 
ever, any experienced retailer can tell you that a 
good buyer always finds a way of making a good 
markup while still being fairly competitive. It’s an art. 

But we come to that “Devil” in merchandising, the 
“graveyard” of profits—markdowns. And the curse of 
it is that many of them are so unnecessary 

Markups could be reduced and goods sold at lower 
prices, if we could eliminate some of the excessive 
markdowns, and still the store could make more profit. 

There are many causes of markdowns, but let us 
analyze a few of the most potent ones. 

1. Markdowns are frequently “bought”; that is, 
careless planning and careless buying is sure to result 
in unnecessary markdowns. Such a result is pre- 
ordained when buying is done without plans or reason 

2. Markdowns are increased when they are “de- 
layed”. No buyer can ever be perfect in selection or 
buying, but the biggest mistake is to delay mark- 
downs after a mistake in buying has been discovered 

3. Excessive markdowns result from careless han- 
dling of the merchandise. 

4. Markdowns for “special sales’ are a_ prolific 
source of losses. “Special purchases” of merchandise 
for “special sales” will enable the merchant to offer 
unusual values without ruining all chances of a profit 


Expenses loom large 
on the profit and loss sheets 
these days. Some of them are “fixed” but many of 
them are not so fixed, except in the minds of some 
executives who cannot be pried loose from some of 
their pet ideas or systems 
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ATTRACT! VE 
All-Ways... 


Protectall Safes—handsomely 
streamlined and beautifully 
finished—will draw traffic to 
your display room—and will 
pay handsome profits. 


Every Protectall Safe carries 
the Underwriters’ “C” Label. 
Nine popular sizes. Three 
colors, variety of interiors. 
Single and double door models. 


On display in 
Room 553, Stevens 
Hotel — Chicago 
—N.S. 0. EL A. 


Convention. 


Get the Protectall Story 


PROTECTALL SAFE CORP. 
926 S. Salina St., Syracuse 4, N. Y. 
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an event of outstanding importance 


the premiere showing of... 


arn MC O 


A000 SERIES 





























no. 4160 WE 


modern island base group 





























on display at the NSOEA Convention 
Sept. 22-27 » Hotel Stevens * Room 526-A 


| THE CLEMCO DESK MANUFACTURING COMPANY, INC. 


BLOOMFIELD, INDIANA 
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Expenses may be classified under two major head- 
Business-getting expenses, and 
2. Non-business-getting expenses. 


Business-getting expenses such as salesman’s payroll 
and publicity are often the first to be cut in some 
stores, because they are easy to see and relatively easy 
to cut. But hidden non-business-getting expenses 
escape the axe long after selling expense and adver- 
tising have been cut to the bone. 

Management must see to it that the nonbusiness- 
getting expenses are given first attention when and 
if it becomes necessary to cut any expenses. Most of 
the streamlining of expense can and should be done 
right in the non-business-getting category. But those 
department managers will have potent reasons for not 
reducing their expenses if the management lets them 
get away h it 

The general manager, whether owner or hired man, 
should appoint himself “expense manager” for the 
year, or he should hire himself a good “toughie” for 
the job. He must be tough in the sense of seeing that 
justice is done to the business and everyone concerned, 
and he must be tough in seeing that nothing is “put 
over” on him. This does not mean a rough-and- 
tumble purging technique, but a clear-eyed analysis 
of the requirements of the business to be followed 
Dy prompt action 

It has been said that “Good administration is more 
ff a strain on the character than on the intellect.” 
This year is likely to prove just that. It will take 
courage, decision, and action to do the job, and these 
ire all a matter of character.—GNS 





WHERE CAN WE GET GOOD SALESMEN? 
by Ernest W. Fair 


ELLING HAS DEFINITELY returned for good and 

that means we must have more and better sales- 
men. Many men on the office supply store’s staff who 
have “gotten by” in the past will be unable to hold 
their own in the future. 


Getting caught short without good salesmen will 
prove a handicap to the best run organization. Many 
enterprising firms are today scouring the field for the 
type of man who is, or can be made into, a good sales- 
man 

We've checked several score firms in a wide range of 
business to find the methods they are using which 
bring result All of this information can be put to 
practical use by every office supply store owner who 
reads these pages 

Here’s where to look and how to find these men: 

In organizations of all kinds. Such groups as Ro- 
tary, Kiwanis, the Chamber of Commerce and so forth, 
are people vith the type of men whose energy and 
enterprise is above average, who are anxious to get 
ahead and who have latent ability we can use. 

2. Through the present sales force. When one has 
a well-known organization and a good employee record 
there are always people waiting for a chance to join 
that organization. Generally such people know present 
members of the sales force as friends. Best results 
come from friends of good salesmen; worst results 
come from friends of mediocre salesmen for the latter 
type of individual generally has friends of just the 
same calibe! 

3. Perso? ntacts of customers. A good customer 
is generally friend of the firm. That good customer 
knows mal nen who might make valuable additions 
to our sale taff. When the customer is genuinely in- 
terested it ir firm he often proves to be a very good 
source oI ne' alesmen. 

4. Among present employees. The good executive 
knows his employees and in their ranks he can often 
find the man who has studied the know-how of the 
business al possesses sufficient ambition to want to 
get ahea No search for new salesmen should ever be 
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Fritz-Cross 





Always... 
the metal posture 
chairs of Quality 





No. 410 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 
























quality 
performance 
THE BENTSON 


“Gop-F lite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 


“The Line of Most Assistance” 


(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 
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conducted without first examining the ranks of one’s 
own staff. 

5. Newspaper advertising. The use of newspaper ad- 
vertising is often frowned upon because it attracts 
the bad as well as the good and the former in much 
greater proportion than the latter. But it has special 
merit in searching out the man interested in getting 
ahead whom we might not be able to reach in any 
other way. 

6. Trade journal advertising. This may sound as if 
the advertising department of this magazine is tooting 
its horn in this spot but the fact remains that trade 
journal advertising is a powerful means of bringing 
good new salesmen to any office supply store’s staff. 
Such applicants will come from smaller organizations 
than our own and in other parts of the country. When 
one’s own territory may be exhausted of worthwhile 
prospects it pays to reach out over the nation. 

7. Employment agencies can be effectively used. 
The chief point here is to provide the agency with 
exact details of requirements, select a highly reputable 
agency only and let the agency do the screening and 
it is a growing practice where the firm gets best re- 
sults to pay all or part of the agency fee itself. The 
latter step attracts men and gives the agency no hold 
over the man after he is hired. 

8. Look to the schools. Not only colleges and high 
schools but trade schools should be studied closely for 
prospective salesmen. It often pays to do a little hunt- 
ing in these fields for some of the top IQ men, who 





J q learn to sell on their own ability and not in a set 
Makers of famous Moore a pattern, come from just such sources. 
. 3 9. Raid other fields. The question of ethics holds 
Picture Hangers & Push-Pins back most of us when it comes to going right into the 


ranks of our competitors to find our people. But there’s 


M 0 0 R E PU S H - P| N C 0. no question of ethics in raiding other trades and in- 

dustries and often the man who is a crackerjack 

KLEY st. Since/9OO PHILADELPHIA 44. PA salesman in some other field takes very little conver- 
sion to be just as good in our own 

10. Check the neighboring small towns. It has often 
been stated that the best salesmen in the country 
today are the men who came from small towns and 
communities; they had the ambition to go out into 
the world and fight for a better job than the limits 
of their small community could provide. 

If we do business in a city of over 100,000 the cities 
and towns in our area of 25,000 and over offer best 
prospects for new salespeople. If we are in a city of 
25,000 population then we can best look in cities and 
towns of 10,000 and under. 

The reason is the same that guides organized base- 
ball; often the long jump from experience in a town 
of 500 to that of a 250,000 population city is greater 
than the man has background to absorb. The transi- 
tion by steps makes for more immediate and effective 
selling ability. 

11. Use our own media, such as our house organ, our 
mailing list, bulletins or even the regular advertising 
space we buy in radio, newspapers and so forth. The 
reputation we have made with our firm and our prod- 
uct goes right along with the appeal for new sales- 
men and is a prestige factor set to attract the better 
type of individual whom we are constantly seeking 

12. Ask for professional help from doctors and law- 
yers and other professional men have a wide circle of 
acquaintances—generally their friends are of top cali- 
ber 

These 12 methods of finding new salesmen are 

bringing the best results in business today. They can 
be just as effective for the office supply store owner 
who reads these pages as for his fellow business man 
in another section of the country or in another line 
vw limi of business. 
TENCILS @ PROTRACTORS © OTHER DEVICES In this connection it is also worth mentioning that 
those appeals for new men which tell most about the 
job, which are most honest and sincere in painting 
future possibilities and which have a minimum of 
exaggerated claims as to possibilities in the job are 
producing the best results. 
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That's why the 


world’s largest companies 


Exhaustive products tests made by 
SWINGLINE engineers and confirmed by 
on-the-spot competitive testing by one of 
the leading corporations in the world — 
have actually measured the superior 


STAPLERS * TACKERS * STAPLES quality of SWINGLINE staplers. 


standardize on 






HERE ARE 4 REASONS WHY! 


1 Moving parts case hardened 
to minimize wear. Finished surfaces 
Bonderized to resist rust and 


tor perfect finish 


2 Every Stapler must pass rigorous, 
hand-test for performance thru 
prescribed multiple thicknesses of 
paper and card stock 





3 Mechanical break down tests 

100 strokes per minute) constantly No. 4 DESK MODEL 

test parts and maximum machine featuring the “OPEN CHANNEL” for split- 

life second loading. Engineered stroke control pre- 

4 Magnified shodowgraph inspec- vents jamming. In modern grey crackle finish 
: ; ; or handsome decorator colors with chrome, 

tion of staples insures uniformity 


of every Swingline staple for 


trouble-free operation 
. 
SP FE, D products company, inc. 
32-01 QUEENS BLVD. «© LONG ISLAND CiTY 1, WN. ag. Swe . 
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lamps to save the eyes— 
lamps to stimulate sales— 


BAINBRIDGE sicgur saving LAMPS 
Light Below Eye Level—Light Where Needed 


In keeping with long-established policy, the best 
lamps for correct lighting are now offered you 
by Bainbridge. 





Reflected Glare Reduced to a Minimum 
Greater Seeing Comfort Less Eye Fatigue 





Three-Way Sockets with 50, 100, 150 Watt Bulbs 





Triple-plated Cast Metal Bases 





You are invited to visit 


Booth 114 


at the 
N.S.0.E.A. Convention to see the complete 


new line of Bainbridge Lamps 











Variety of Styles—Beautiful Finishes Protected by High-Baked Laquers i iendiin ta- dleniitien dies 


write for complete information 











Electrical Wiring Devices in Accord with Underwriters’ Laboratories requirements 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


Wholesale Stationers and Office Equipment Distributors 


218 GREENWICH STREET NEW YORK 8&8, N. Y. 
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Sanitouch 
Capillary-Action Moistener 
Handipen Desk Set 
— 





DePENdable 
Desk Fountain Pen Set 





New DePENdable desk fountain pen sets and beauti- 
ful Handi-Pen desk sets for easy, effortless writing. 
A complete line of moisteners to fit any need. Time- 
saving Kleradesk, Heavy-duty Cata-RacK for catalogs 
and books, All these aids and more too make up the 
Sengbusch line, 

Sound design and attractive styling make them easy 
to sell, We also supply sales aids free of charge — 
circulars, blotters, display cards, etc. Turnover is 
fast and highly profitable. 

Now is the time to stock the entire Sengbusch 
family to be prepared for the increased Seasonal and 
Holiday buying. Mail your order today and get set Kleradesk 
to make yourself some money. (Steel and Steeless) 


Ideal 
Moistener 






Capillary-Action 
Handipen Desk Set 





—_ 


No-Over-Flo 
Sponge Cup 





Cata-Rack SS : 
SELF-CLOSING INKSTAND CO., 3101 sengbusch sidg., Miiwoukes 3, Wis, 
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FAULTLESs 


-» TYPE A.. 


VISIBLE RECORD BINDER 
OPENS PERFECTLY FLAT......'.. 


bh 


= eee ee == 





e The sheets lie absolutely FLAT 
because this is a Ring Style Binder 
... nota prong type 

e@ The mechanism Opens and Shifts 
with a smooth ball bearing action Automatic Sheet Lifter 

e Easy — Quick Sheet Insertion Interlocking Rings 

Built-in Shift 
STATIONERS | 
LOOSE LEAF CO 


MILWAUKEE I, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 








ONLY REx-7¢O7ARY HAS 


COMPLETELY AUTOMATIC 
PRE-MEASURED INKING 


| aftalale Multi Color 


STENCIL 
DUPLICATOR 


Rex-Rotary Distributing Corp. 19 W. 31 St., New York 1, N.Y. 
Let me have more information about the new Rex-Rotory D270 duplicator ond : 








£x- ROTAR Distr. Corp. - 19 W. 31, New York - WI 7-4927 
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THE Bederal 


1000'..:'2000" \ 
Line DESKS | 


EXECUTIVE e@ SECRETARIAL e CLERICAL A No. 2232 Skid-base Executive Desk: 
also Matching Tables ; Top 5914"x3314°—Het. 29” (adjust- 


able to 30%”) Walnut only. Also 
available in Secretarial models. 











* 


Price Lists 
and 
Literature 
on Request 


* 
















HOLUENUAOEUEGOOEDAEEDDL TOE OODOAODODOEADIEGECEOEOOEOROGU EO EAAEEEES 


Federal Equipment Company, makers of the famous 
space-saver “Econo-Form”’ series, offers additions to 
its line of quality desks in the “1000 Line,” square 
leg desks, available in oak or walnut—and the 
“2000 Line,” skid-base desks in genuine walnut. 





*One or a 
Car-Load 
Without DO’s 






*No. 1231A Secretarial Desk: Top 
60”x34"; hgt. 30”°—left or right 


2412 PENNSYLVANIA AVE., N. W. typewriter pedestal; counter bal- 
WASHINGTON 7, D. 4 anced retractable typewriter mechan- 


ism; available in walnut or oak. 





Also available with single pedestal. 


e SOLD FROM COAST TO COAST THROUGH AUTHORIZED DEALERSHIPS -¢ 

















NEW 
FLUORESCENT 


TECHNYSCOPE 











4. The Lighting Unit 
can be purchased 
Pvilemr lar aelueme come tent 
metal TECHNY 
SCOPI 
Phe Lighting Unit 
and its component 
parts, if used with 
AC-—-110V—60~ cy 
is guaranteed for a 
period of one year 
Each Lighting Unit 
has the Underwriter 


[ ab label! 





MODEL F-2 
$35.00 
COMPLETE 





TECHNYGRAPH CO TECHNY, ILLINOIS 
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Invoices + Bills of Lading 
W-2 Withholding Tax Forms 
Save money and shop-around time 
by making us your headquarters 
for stock forms, ready for prompt 





delivery. 
| Redifixt Tailor Made 
Modern business demands 1-time Carbon Interleaved 
a “ _ Pee forms for any and all purposes 
slants for the designing and «ss QUallity .. . . Always ened 5 re 


printing of every conceiv- 
able Carbon Interleaved 
form. Write us regarding 


Continuous Tabulating Forms 


In stock; also tailored to your own 
needs. We keep our promise on 
deliveries. 







your form needs in Invoices, 
Sales Slips, Shipping Records, 
Production and Accounting 
forms. 


DEALERS: — Send us your customers’ mo 
forms for prompt quotation, faithful gee ne 
delivery and liberal. trade discounts. o Q4L€Q4 





30 Vesey Street, Dept. 27 
New York 7, W. Y. 


Many Lucrative Territories Still Open 
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' writing sets 
' 
' 
feat i 
' feature amazing 
. I 
FAM-JET-ACTION 
AUTOMATICALLY FEEDS THE PEN THAT FILLS ITSELF! 
Profit with the most amazing... proved-by- able in over 39 different, modern Fount-O-Ink 
performance... writing set value ever! It’s models. Increase your sales with the newest... 
Fount-O-Ink’s exclusively “ram-jet-action”... most modern...and nationally publicized 
automatically feeds the pen that fills itself... Fount-O-Ink Writing Sets...featuring new 
faster and with greater ink supply...thanany and amazing “ram-jet-action”’! 
other writing set on the market today! Avail- WRITE FOR DETAILS TODAY! 
All Fount-O-Ink Writing Sets Can Be Specially imprinted With individual's Name or Company Trademark 
“TOUCH & GO” and “BETTER-WAY” Stamp Pad Ink Are Lively Selling Items. 
: a se 
: ee GREGORY FOUNT-O-INK COM 
“<a a” hes 3501 EAGLE ROCK BOULEVARI 
a 4 a=, LOS ANGELES, CALIFORNIA - SINCE 
Fouck Ge ~ 
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AVAILABLE in many distinctive 
styles, Samson tables have been the choice 
of leading companies since 1893. 

Beautifully grained walnut, oak or 
mahogany finishes ...in lengths 
6 to 16 feet. Special sizes, finishes, 
heights and styles are available on 
special order. Write today for 
complete information. 


MUTSCHLER BROTHERS COMPANY 
NAPPANEE, INDIANA 





OFFICE AND DIRECTORS 
ROOM TABLES 


No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship. 


The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in his daily surroundings. Rich, 
luxuricus, comfortable, durable and practicable BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
choice. Write for the BRIGHT catalog showing the complete line. 


No. 667 Judges Chair, a truly distinctive number. Arms and 
Backs of foam rubber. Seat, foam rubber over a spring unit 
base. Customed in the finest leathers, this chair is the last word 
in comfort and durability. 


133 BLEECKER ST. 
NEW YORK 12, N. Y. 
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HOW TO ESTABLISH A SMOOTHLY- 
OPERATING WORK SCHEDULE 


ACH WEEK has only a limited number of working 

hours. The retailer pays out cash for whatever 
work is done during these hours. In return he may 
get a lot of work done or just a little. But a success- 
ful operation requires that all jobs be done—and done 
within the limited time. To get all the jobs done, the 
work should be planned. 

Unless there is some organized plan for doing these 
jobs, time will be used but little will be accomplished; 
money will be spent for non-productive hours. This is 
especially true when more than one does the same 
type of work. To leave jobs to the initiative of several 
persons usually results in tremendous activity and 
little to show for it. Reasons for this situation are: 

1. Men like to do certain jobs, dislike to do others. 

2. Men may not appreciate the importance of cer- 
tain jobs 

3. Some men do not know how to do certain jobs. 

4. A conscientious worker may try to do all the 
jobs, while others only pretend to be busy. Under 
these circumstances, only some jobs are done 
when all are essential. 

Many retailers who have recognized this situation 
have organized their work: that is, they have put the 
jobs down on paper and analyzed them from the 
angles of (1) what jobs there are, (2) when they 
should be done, (3) how they should be done, (4) who 
should do each job. Thus they eliminate the confusion 
that exists when everybody tries to do everything in 
a free-for-all scramble. 


Setting up a work plan 
or schedule is a simple mat- 
ter. There is no one plan that can be used for every 
retailer, but there is a general pattern around which 
a work schedule can be developed for any business— 
large or small 

First Step: List every single job that you can think 
of, from housecleaning to buying and selling, that 
must be dons 

Second Step: Determine which of the jobs that must 
be done every day can be scheduled as to time. Mark 
them “Scheduled.” Next, determine which of these 
everyday jobs can’t be scheduled. For example, re- 
ceiving deliveries can’t be scheduled; they may arrive 
any time. These jobs are done whenever it becomes 
necessary—maybe once, maybe often. Mark these jobs 
“Everyday Jobs—Not Scheduled.” Next, decide which 
jobs should be done sometime during every week, and 
mark them “Weekly Jobs.” 

Third Step: Make up a form on a piece of heavy 
paper or card, and fill in the form in accordance with 
the job list, arranging the jobs as to the time you 
want them done. Then determine what person is to 
do each job. (When making a work schedule, the re- 
tailer should bear in mind that it will not always work 
100% as to timing. There are too many unpredictable 
incidents as to timing. Assigning jobs to an individual 
should be done only after adhering to it as closely as 
possible. In this way more jobs will be done and 
done on time 

When the form is completed, it should be posted 
where everyone involved can see it. But it is not 
enough merely to show the form to the group; it 
must be made to work by explaining it to all per- 
sonnel in the light of the reasons for it. Assigning 
jobs to an individual should be done only after care- 
ful consideration has been given to his ability to do 
the jobs. There would be little logic in keeping a 
good salesperson away from customers by having him 
clean the sink, while some other person who should be 
cleaning the sink is trying to sell. There are differences 
in the capabilities of personnel and each should be 


given the jobs he can do best. 
It is not sufficient to show a person the schedule, 
point to it, and say, “You are to do these jobs.” Maybe 
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Don’t let 
noise 





and 





vibration 














run away with you! 


NO 
DENTS 


NO 
GOUGES 





Cushion your floors with... 


MASTER 
NO DENT FURNITURE CUSHIONS 


WRITE FOR COMPLETE DETAILS 


MASTER MANUFACTURING CO. 
1676 East 28th St., Lorain, Ohio 


















SAFES 


bearing the 


C-T 20 


UNDERWRITERS 
LABEL 


Send for details 
on many other styles and sizes available 


a complete line for Dealers... 


e SAFES e SAFETY DEPOSIT BOXES 
e VAULT DOORS e MONEY CHESTS 
e DRIVERS “after hours” DEPOSITORY 


EXCLUSIVE FRANCHISES AVAILABLE 


WRITE FOR CATALOG NO. 17 


UARDSMAN SAFE COMPANY 
John Robertson 


La Porte, Indiana 
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2200 Koh-!-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftsmen the World Over 
for Dependable Service 


Packed Six of a Degree 
in a Protective box 
Smoothness, Strength, Uniformity 
combined with long 
lasting qualities 


2200 KOH-I-NOOR 
FLEXICOLOR LEADS 


“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


* 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 


By the Makas 
of The Famous 
KOHN-1-NOOR DRAWING PENCILS 








PAN ’ BLOOMSBURY. NEW JERSEY 

































































he would prefer to do other jobs. Unless the reason 
for selecting him for these particular jobs is thoroughly 
explained to him, he may do them reluctantly. He will 
be doing the jobs because he has to, not because he 
wants to, and it is amazing what a wrong attitude 
can cost. 

To do a better job of work planning, it is time well 
spent to make certain that each person knows how 
to do his job. If he doesn’t know how to do his job, 
he should be shown. This applies even to cleaning a 
sink. If it takes someone 20 minutes to do a 10-minute 
job, remember that time costs money—even 10 min- 
utes. But it may take 20 minutes because the person 
doesn’t know how to do it in 10. That is why he 
should be shown through patient instruction—not 
plain telling —RAL 


WHAT IS PROFIT? 


by Harold J. Ashe 
Tax Counselor 


OT LONG AGO, a small appliance dealer informed 

this writer that he had made $7,500 net profit 
from his business during 1948. From the orthodox 
conception of profit, this is no doubt true. We do not 
question the amount. We do doubt whether any large 
part of this was real profit in any broad sense of that 
term. 

Using his income tax return as a guide to his an- 
nual earnings, this dealer did not first deduct any- 
thing for his own services. Neither did he deduct 
anything for the services of his wife who helped in 
the business. This $7,500 actually represents a return , 
to the dealer not only for his services and those of his 
wife, but a return, if any, on about $25,000 tied up in 
his business. 





Now the simple 

truth is that this dealer could have 
been gainfully employed in a salaried capacity 
throughout 1948 for about $4,000, and without exerting 
himself unduly or going beyond his capacities. His 
wife could have found profitable employment else- 
where at a minimum of $1,500. In addition, the money 
that he has tied up in his business could have earned, 
at six per cent interest, $1,500 without risk. The total 
family income could have been $7,000. This without 
the worries and risks of running a business, and with- 
out once placing his $25,000 in jeopardy by unforeseen 
events. 

From where we sit, it seems to us that this dealer 
made only $500 ($7,500 less $7,000) as his reward for 
owning a business. And, in addition, must be consid- 
ered the loss of an equity in an old age pension which 
he and his wife would have been acquiring had they 
been employed for wages or salary 


If there is a moral 
to this we think it is that too 

many declers mistake the hired-hands wages their 
stores give them for real profits which should accrue 
to them for their management, labor and not incon- 
siderable investment. Once they realize this they have 
made the first important step toward analyzing their 
business with a view to attaining a genuine profit 
over and above a compensation for their personal 
services and simple interest return on their funds. 

While income tax regulations forbid the deduction 
of salaries of proprietors as an expense item in arriving 
at a profit or loss, we believe that, outside of income 
tax considerations, such deductions should be more 
generally made by sole owners and co-partners. Only 
in this way can they arrive at a real profit-on-invest- 
ment figure. If annual earnings are not to be dis- 
torted with profit looming larger than reality, such a 
salary distribution is imperative 

Dealers need to re-evaluate the meaning of profits, 
re-define the term, and separate in their own thinking 
their salaried earnings from other gains 
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o More than 80 years of specialization—of research 
‘s and improvement have developed plus values that 

make the FAVORITE line pre-eminent in its field. 
Among these plus values are: 
Cross-grain lamination front and back for extra 
rigidity and to prevent warping. 
od Extra reinforcement at points of wear for long life. 
fit ; 30%, extra capacity in Expanding Files. 
“ Modern, visible indexes for extra ease in filing. 
ge : NO-TYE Line— with permanent elastic cord. No need 
at (2? of tying— no loose hanging tie tapes. 
~ P Visit our display at the N.S.O.E.A. Convention, 
y- GA A Booth 133, September 22nd to 26th, and let us 
ict : A demonstrate these and other plus values to you. 
in SS ~ J 
rn SY See Our Display of New Products 
iis “ki oe 
in : 
\ The Cooke & Cobb Company [| 

ve 122 East 23rd Street New York 10, N. ¥ 
ty 


= Another idea in the line... . 


- THAT PRODUCES REPEAT SALES! 


80 TAKES a $s 
WATTS J MINIMUM J ae | 
LIGHT « SPACE ¢ over! 


Ideas produce repeat sales and here’s 
a honey! 


A small scale adjustable desk lamp 
giving an unusual amount of light (80 
watts) and priced for volume. 

For the home AND office — For the 
executive AND student — Even doubles 
as a T.V. lamp. 12” long shade takes 
TWO standard tubular 40 watt incan- 
descent bulbs. Finished in General’s 
new all-climate, satin smooth “Platinum 
Mist” (gray with the rich silver cast) 
with contrasting base and shade trim. 


ler 
or 
d- 
ch 
ey 


No. 858 Platinum Mist with Brass Fin. 
Trim e $12.96 Ret.” 
No. 859 Platinum Mist with Red Trim....$12.96 Ret. 


(*Slightly higher in West) 


SEE US IN SPACE NO. 324, 
NSOEA CONVENTION 





at. The “Correspondent” 





La OVER 50 YEARS OF LIGHTING SERVICE SINCE 1896 
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KLLL-Rileé 
BALL POINT PEN 


THE reliable 

Writing Instrument, 
Outstanding for 
Excellent Performance. 
















@ NON-SKIP 
@ LONG LIFE 
®@ NO SMUDGE 
Retails for 
only 


23’ 


@ FULLY GUARANTEED 
@ WRITES 50,000 WORDS 

@ TRANSPARENT PLASTIC 

@ PRECISION ENGINEERED 

@ 4 BEAUTIFUL COLORS 





@ IMMEDIATE STARTING 
@ INSTANT DRYING PERMANENT INK 





THREE DIMENSIONAL DISPLAY comes ready set 


“- for either counter or wall. Each pen is clearly 
visible, allowing the beauty of the pens to speak 
for selves. 











Write for illustrated literature and dealer prices 


100-72 ¢TE PEN /NZL. 


RIDGEFIELD PARK, N. J. 


® 
Buckeve 


CARBON PAPER 








NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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We have 
pioneered 
non-flammable 
Acetate Index 
Tabbing at popular 
prices—We have 
pioneered a truly 
“over the counter’ 
display carton to help 
retailers show our products 
to consumers. We have... 
yes we have pioneered many 
innovations. However, you owe it 
to yourself to try Ezyindex Products 
and KNOW what we mean. 













el ab ieL. mel 
ASSOCIATED CELLULOSE PROD. CORP 


with 
STARK 
CALENDARS 


Or 


EZYINDEX PRODUCTS CO. Fiusninc wy 


A quality line of stands and pads featuring all 


popular styles and sizes. All stands are made of write or 
metal and equipped with 4 rubber feet. 
Calendar pads are lithographed—on high-grade phone for 
bond paper with the date in red and the monthly complete 
calendar in black. 
Fast, 2-color lithograph printing enabie us to details 


give you the best in quality and prompt service. 


GTARK CALENDARS xcorporcted 





100-112 BISSELL ST. - PHONE 7557 - JOLIET, ILL. 
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SHEET PROTECTORS 


For 2 and 3-ring 
BINDERS 


They have 
METAL. EYELETS 
—an exclusive 
Amfile feature. 





» 





They Bape pe 
ts, 


orwell 5 tiers, 
any letter-size ma- 
terial. Keep con- 
tents from becoming 
dirty and hold 
flat. Easy to 7 Ae 
by wiping with a cloth. Each Amfile Sheet Protector 
comes with a black mount, all punched to fit binders. 
A regulation one-inch ring binder accommodates up to 
25 of these sheet protectors. 
Packed 25 to a box, 125 to shipping carton. 
No. 1780 with metal eyelets; No. 1781 without 
Write for discounts 


and dealer 


AMBERG FILE & INDEX CO. j 608 Doone Bivd, Konkekec, tit 


a ee Ae oe . | 6h |606hlU CG 














PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 








o OFFICE SUPPLIES 
BY 
} Aforree (eV Zi gol 
Oe 1-HOLE 
S IMPROVED PUNCH 
FEATU RES By the makers of the 
popular CLIX three- 
AND a binder 
j CONSTRUCTION 
The personal paper punch for individuals, home, 
ON THESE COMBINATION CABINETS | occ< ‘tr oie iceonty in popes light contboard, 
clean 14” hole instantly in paper, light cardboard, 
etc. Ideal for punching tickets, tags, restaurant 
OL design department has checks. Slips handily into pocket, brief case, desk 
been busy with er ae eo drawer. Precision construction, sturdy, trouble-free. 
provements on the H-O-N line o . : . 
combination cabinets. The produc- 24 in counter display carton. 50 cents list. 
or tion run now coming through will Order from your Wholesaler 
incorporate these improvements. 
for Eight models are available. Model MODEL 100 .. . Punches \" hole, 
38D shown above. Delivery sched- 4” from binding edge. 
ete ules appear favorable. If you need 
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3x5 and 4x6 card files 


our new descriptive folder and 
price list, write today. 
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NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST, SAN FRANCISCO 2 
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grow 
with 
VALCO 


a new 2 
factory 
to more } 


adequately 
serve you } GO WITH VALCO! GROW WITH VALCO! 


We feel that the announcement of a larger—more efficient VALCO factory is 











J news to our trade . . . but that’s not all. Even bigger news comes in our 
NO. 17- - q nen ; ; 
TUMER a oy — ability to supply ALL-ALUMINUM COSTUMERS . . . delivery in approximately 
proximately 10 Day Delivery. Du- 10 days. Now—you can step out again with the VALCO Aluminum ‘Know How” 
ann Fre Sees, meaely built into the No. 17-C Costumer and give your customers that Valco full measure 

/2 tometer uprig 

4 double hangers with finished of value 
protective knobs WRITE OR WIRE FOR FULL DETAILS 





Vaico COMPANY, 1311-15 ANN AVE., ST. LOUIS 4, MO. 
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Ylow... the all new 
‘CLARK LINE SHELVING| 


e Immediate Delivery 
e Complete Size Range 
e Superior Quality 
e Stronger 
e More Attractive 
e Heavy Gauge Steel 
e Colors: Olive Green—Harbour Grey 


Write for Our Catalog 














=e 








She tltark Lite 








R. K. CLARK CO., INC. + 2840 4TH AVE. SO. + MINNEAPOLIS 8, MINN. 





Cheese RR 








) YOIN THE \ 
: 7 OPPORTUNITY 








. 
Invest in 
@ A Glass Smooth Plastic Fibre Board 


@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

& » Furnished in the Following Sizes 
Stock Stock 


No ‘ Size N o Size 
200 642"x11” 205 9” x15%” 
203 2. 206 o”.. gar 


204 9” x12%” 207 15” x20" 
Packed 24 to Carton Packed 12 to Carton 
Write for descriptive circular. 


america S l0femost ©vire 





WooDALLt [NDUSTRIES [NC. 








3500 OAKTON ST. Chicaoo Tetepnone co r-2000 §©6S§KOKIE, ILL. 
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‘\ 
@ Individually designed 
Adhesive backed for\ 


permanent mounting 4 


No. 2, 28” x ne , 


INE. 
WRITE TODAY META Le 


on your letterhead for gy Wh STRERT wn. 
samples and prices. Arvuto Foe 
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CLIP BOARD 
DISPLAY 


does the trick” 
say Office 
Equipment 
Dealers 
Every- 
where 








“this 


worease! 


YOU TOO can Sell More Clip Boards with 
this new Counter Display — it’s FREE with 
our Clip Board Display Package. 


Write for Complete Details 





Manufacturers of 


CHAIR MATS — CLIP BOARDS 



















a FABRICATORS, INC. 


59 BRANCH ST ° ST. LOUIS 7, MO 
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Lithographed in red | 
and black on chrome 

metal ! 
Two sizes: ! 
No. I, (shown) / 


“TAKE TIME TO LEARN YOUR CUSTOMER’S 
BUSINESS,” ADVISES STATIONER 


F THE OFFICE supply dealer is willing to “take time 

out” to study the business problems of his customers, 
he will find that his inventory shapes itself far more 
profitably, according. to A. Cornett, head of Cornett’s 
Stationers in Hopkinsville, Ky. 

Located in a small southern Kentucky community 
of some 10,000, Cornett’s Stationers sells a yearly vol- 
ume which would do credit to a stationery store in a 
much larger population area. This holds true in the 
office furniture department, in general office supplies, 
stationery, greeting cards and gifts, all of which lines 
are carried by the store. 


The sole reason 

for the excellent volume built up 
is the fact that the store spends plenty of time via 
its salesmen, in learning something about the busi- 
nesses to which its products are sold, and thus buy- 
ing more carefully, with specific customers in mind. 
“In other words, in addition to the usual sales calls, 
bent upon selling the customer any of our lines, we also 
make information calls,” it was pointed out. “A city 
salesman merely sits around, chats over business 
conditions with his potential] customer, and expresses 
interest in the way the business is conducted. Thus, 
whether the prospect runs a sporting goods store, a 
lumberyard, coal delivery office, a drug store or a 
medical clinic, it is always good business to take plenty 
of time to understand the peculiar problems which 
affect that type of operation.” 

“Most small businessmen, we have found, are quite 
proud of their operations and their own ideas, and 
willing to discuss them. In pointing out the method by 
which records are kept and invoices are sent, the 
salesman quite frequently is able to see opportuni- 
ties to sell bookkeeping systems, transfer cases, files 
or office machines which would considerably simplify 
daily business operations for the customer. Similarly, 
he may find that the customer involved is planning 
eventual expansion, which will incorporate the need 
for much more efficient bookkeeping systems and office 
equipment. 


Merely standing by, 

while the businessman expounds 
on his theories about operation of his own business, 
has proven an excellent means of selling even our 
most difficult customers, inasmuch as in pointing out 
the methods by which his own operation is run, the 
prospect may find himself apologizing for the lack 
of certain equipment, of all things, to the man who 
sells exactly those devices. Such incidents often con- 
tain a great deal of humor, and result in an order 
being written on the spot. For example, one man- 
ager of a group of variety stores was explaining how 
the daily sales record was kept, and coming to a 
point which involved the use of two or three type- 
writers, and many insertions and removals of sheets, 
he remarked, ‘Of course, what we need is a bill-post- 
ing machine.’ This, naturally, brought a smile to the 
face of the salesman, and the result, after a week of 
demonstrating various machines, was a sale of our 
best model.” 

Naturally, such calls require a lot of time, and are 
usually scheduled during slack periods of the year, 
when Cornett’s Stationers salesmen are not completely 
occupied in meeting the market of the moment. Also, 
not all businessmen want to be bothered with expos- 
ing their operating methods to “an outsider,” but 
after calls have been made over a certain period of 
time, the usual inclination is to “open up” and discuss 
problems out in the open with a salesman whom the 
customer knows has plenty of experience in handling 
just such problems. The result is always better sales, 
the ability to call the customer by his first name, and 
valuable good will all the way around.—_RAL 
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_ yyy IDEAL SYSTEM FEATURES 
0 

0 a for @ Each Complete in One Easy-to-keep Loose Leaf Book 
rpe- ’ ¢ @ Red Leather Grained Covers and Plastic Marginal Index Tabs 
nee ‘ @ Pen ruled and clearly printed on Ideal System Ledger Stock 


the . @ Depreciation Charts and Specimen Sheets in Each Book 
k of @ Shows at a glance how a business stands at any time 

our . farm @ Income Tax Bulletins, Social Security and Withholding Tax 
wil how’ ,e? Charts included 
ear, | nae @ Each Book meets all Federal, State and Local Tax Law 








tely Requirements. 
Also RETAIL PRICES Free Display Racks 
D08- $2.50 $3.85 $5.85 $8.50 AMERICA’S MOST COMPLETE AND FASTEST SELLING LINE Catalogs and Sales Helps 
| Budget Books 7 1.50 Cll the coupon below and mal today for 
but Home and Personal Budge ~ $ a $ — 1s aud cclect the books bast 
i of Liberal Discounts « Free Delivery S od for your trade. 
cuss STA immediote Delivery From LOS ANGELES or NEW YORK end Fee eeeeeeeneeeeeeseseessseessaesaasanaen 
the IDE Whelesale Stationers in Many Citles : The latest Catalog of Ideal Systems, together with a circular of : 
13 i Al : : ' free Sales Helps, will be sent to you upon receipt of this coupon 7 
ing SYSTEM The IDEAL SYSTEM (% g attached to your card or letterhead. You will reeeive the above by § 
ales, ) ae @ return mail and marked : 
and 5 
' 346 SO. FLOWER ST LOS ANGELES 17 CALIF © CHURCH ST.. NEW YORK 6 N 4 Attention of : H 
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Wet tla 


OF 
HOLLAND. MICH. 






A complete line of wood 
office desks and leather fur 
niture that will merit your 


selling efforts. 


No. 15-C-2 Desk 52 x 32” No. 900 Chair H 34° D 19” W 1912” 


For particulars or literature, write .. . 


Worden Company 


200 East 17th Street, Holland, Michigan 











e=SELL WITH PRIDE / me" “PERFECT STAND” 


At last a typewriter stand built to precision. No 
sharp or open corners. Can be used for light or 
heavy work. 

e Made of heavy gauge steel to withstand hard 














usage. 
e Designed in the most modern fashion. 
e Finished in latest style Hammertone baked enamel. 


$795 GRAY e BROWN e GREEN 


e Shipped K. D. easily assembled, individually car- 






LIST PRICE 








LESS toned. 
DEALERS e Easy rolling casters assure utmost portability. 
DISCOUNT e “PERFECT STAND” will increase your sales and 


eliminate all headaches of inferior construction. 


DORSE T 
DUAENSIONS STEEL EQUIPMENT co. 


TOP 14% x 18% LEAF 8% x 14'% auphin 5St- 
WHEN FULLY OPENED 1414 x 35% 2514 West P "32 Pa. 
OT 










PHONES: STEVENSON 2-1312 — 2-6099 





314 OFFICE APPLIANCES, October, 1951 





“ 
No 
ard 


nel 


oF 


and 


1951 








IN OCTOBER OF 1881, WHEN: 
|. S. McDonald & Co., Chicago, featured the Stylographic letter 


pying book Letters written and copied at one writing. No 
ink, no press, no water used.” ... The Rock Island railroad 
1dvertised its service to the Great West in these terms, “A jour- 
ney that furnishes the finest views of the fertile farms and pretty 
cities of Illinois, lowa and Missouri, and is afterwards remem- 
bered as one of the pleasant incidents of life. You arrive at 


destination rested, not weary; clean, not dirty; calm, not angry.” 
Livermore’s new stylographic pen was offered to the trade. . 
From files of the American Stationer). 


IN OCTOBER OF 1891, WHEN: 


The Perfect Pencil Pointer Company, Portland, Me., advertised 
its product as one that makes a perfect point and never breaks 
the lead K. Gill & Company, Portland, Ore., ordered a 

urge supply of Bushnell's “Perfect” letter copying books. . 

.. H. Hanson, 44 Clark St., Chicago, was manufacturing check 
perforators and numbering machines. . . . Leon Isaacs & Com 
pany introduced the Glucinum pen. . The Joseph Dixon Cruci- 
ble Company issued a calendar card. The cartoon represented 
1 bald headed t on a fence wailing for Dixon's pencils 
From files of the American Stationer 


IN OCTOBER OF 1901, WHEN: 


The Laughlin New Departure Fountain Pen was introduced 
1s one that wv rutomatic self-regulating, employing non-leak 
tble ink feed harles and Richard Sears of Cleveland, Ohio, 
were issued tent on a typewriter. . . . Samuel Ward of the 
Samuel Ward mpany, Boston, Mass., was married to Miss 
Mary C. Barstow Sidney ]. Burgoyne joined A. Pomerantz, 
Philadelphia, to take charge of the printing, engraving, lithograph 
ng and blank book making end of the business. . . . (From files 

the American Stationer 


IN OCTOBER OF 1911, WHEN: 


Typewriters then advertised included Smith Premier, Reming 
Underwood, Royal, Secor, Noiseiess, Standard Folding, Ham 
mond, Blickenserfer, Elliott-Fisher, Monarch, and Victor. . . . Fred 
Proctor, Cincinnat hio, a veteran in the book binding business, 
entered the | eaf device manufacturing field. ...A new 
stationery firm v that of loas & Brodack in Chicago. .. . Avia 
Earle L. ( yjton made aviation history by writing a note 
n mid-air, said to be the first writing ever done by an aviator 
n flight. He uss Waterman pen... . (From the files of Office 
A mnces 


IN OCTOBER OF 1921, WHEN: 


The National A tion of Stationers & Manufacturers met at 

tic City, N The late Charles P. Garvin, then sales 

nager of tl Webster Company, wrote: “Business will 

t better in t intry just as fast as people find out that 

war is ( 1 go to work and work.” . . . Woodstock 

igurated new feature for its typewriter, the automatic rib 

reverse K. Woodbridge of The Dictaphone, New York 

was elect resident of the National Association of Office 

Appliance Mar turers . . Thomas A. Edison was pictured 

with his latest improved Ediphone. . . . Miss Rita Mann, then of 

the Gregg Sch i later an employee of Office Appliances, 

the busines hool contest at the Annual Business Show 

the Chicag eum. She wrote 1213 words gross in 15 

s with making a net of 1023 words or 68 words 

per minute he Brown-Morse Company, Muskegon, Mich., 

ntroduced a new f steel filing devices (From files of 
Office Ar 
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Your Sales Force Can Appreciate 


Larger orders . . . and greater profits . . . by featuring 
the unusual. . . in Carbon Papers and Inked Ribbons! 


There’s a broad market for One-time, Spot and Duplicating 
carbons . . . for Tabulating, Time-Clock and Adding Ma- 
chine ribbons. And it’s good repeat business, too! 


We invite you to write for complete details . . . no obliga- 
tion, of course! 


For Domestic & Export Trade 


(,eneral Offices & Plant 


U. 5. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. + PHILADELPHIA 6 PENNA 
hes j j } 














¢ Clip Boards 


¢ Arch File Boards 
(Masonite-W ood ) 


¢ Office Tables 


¢ Waste Baskets 
(Genuine Walnut-Oak) 


¢ Desk Trays 
¢ Dictionary Stands 
¢ Blackboards 
¢ Chair Mats 
¢ Desk Tops 


Write for catalogue and prices. 


HARTCO MFG. CO., INC. 


3128 So. Pecan St. Fort Worth, Texas 
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DEPARTMENT IS READY TO MOVE 





We have broken all precedent with the 
manufacture and production of a dealer jon 
and display unit to handle a complete line o 


RTYPE MAPS. 
ss Ask for details about how we install this 


ynit, help you to advertise and bring PROFITS 
to YOU. 











Reply Dept. A-1 


AMERICAN MAP COMPANY, INC. 
16 East 42 Sv. N.Y. 17, NLY. 








your CLEARTYPE MAP 


eee eS een ee, 


The SPOTLIGHT 
couens the Best Lines 


( All-Steel Equipment, Inc. 


Cramer Posture Chair Co. 
Thomas Furniture Co. 


George S. LONG & Son 


Manufacturers’ Agents 
CINCINNATI 13, OHIO 


—— 








sma 





TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST ” NEW YORK 13, N. Y 
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POSTURE CHAIRS 
The KING of All Posture Chairs 


King chairs are scientifically 
designed and engineered for 
true posture seating all 
chairs feature instant 3-way 
finger-tip adjustment. New im- 
proved glossy-smooth infra-red 
baked enamel finish. Modern 
massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available 


WRITE TODAY FOR OUR NEW 
ILLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 





Model 120-5 








SALESMEN 
=i q 1951 1890 > 


Different? — Yes— but 
exactly alike in their 
dependence upon 
BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


“ Beach Publishing Co. : 













7338 Woodward Ave. 
Detroit 2, Mich. 








Have You | 


a Friend—. business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S$. A 
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WANTED: EXCLUSIVE PLASTIC cancexu 
DEALER SUPERVISOR NAME PLATES 


{canine MANUFACTURER of protection and office equip- 
ment desires experienced dealer representative for the 
states of Ohio, Pennsylvania, New York and West Virginia. 
National firm in business nearly 100 years with nation wide 
organization of established dealers. Salary, expenses and 
bonus. Send complete resume and photo, if possible. All 
replies confidential. Diebold, Incorporated, 818 Mulberry 
Road, Canton 2, Ohio. 


an 














e Desk, —= 
eam T\ ceue0 © 5° a0 type, plate 
>= Plaques of Distinction 1” by 6% 





$300 
<— $00 


‘ ° name plate, 2’’x10" deol 00 
Plastic « Walnut e Bronze Door P 200 
e Executive style easel type, $200 
HONOR ROLLS same size as door name plate <«—— 300 
for Servicemen and awed Beautiful, dignified, permanent. Desk type in grey or brown 
other purposes. plate transparent plastic with name embossed on black ~~ F 
— . ye ine ee jay As ame aoe ree — 
can e e nged ul s eee ake ec e 
NAME PLATES, to wit your requirements. " ” 
all kinds. Office Identification PROMPT DELIVERY 
Signs, Door Plates, Directories, Write for Catalog Sheets and Dealer Discounts 


etc. 


Larges! omsoriment of plow ACME PRODUCTS CoO. 


desk name plates in the world. 
406-408 N. VAN BUREN ST. 
riogss tone pie Walter E. Kutch Co. GREEN BAY, WIS. 


Specialists Since 1942) 18229 W. McNichols Rd., Detroit 19, Mich. 

















ll 
, «6 








Uncle Sam Says Your Business will have a 
better chance to flourish 
JOIN TODAY 


% { ; > promises this great new business 
re eee . guide by J. K. Lasser 





















TOW, J. K. Lasser has written a new guidebook especially 

for proprietors and operators of small stores, factories, and 

service companies that shows how to buy, sell, manufacture, 
operate, control . . . handle all parts ef your business 


In it, you will find an amazing list of do's and don'ts—tdeas, 
methods, pointers, to help the small businessman not only stay 
in business, but also, more important, make a satisfactery profit. 


HOW TO RUN A 
SMALL BUSINESS i initiine ides 





























By J. K. Lasser, C.P.A. oa; 
Adjunct Professor of Taxation, Chairman, TAXES 
Institute on Federal Taxation, N. Y. University RETAILING 
350 pages, 6x 9, $4.50 PRICING 
[His beck ic 2 valuable, reslistie guide to sound, pref FINANCING 
bie, enduring business management. In the form o 
check-lists, and brief fact filled a, © ave every- MAIL ORDER 
’ hing f ho ood ords and ch stomer’s 
# it's ney worries that make poser 4 a 4 ty 5 =~ pan tte aol = out a CREDITS 
you act peculiar, like on the day plant. Presents every opportunity fer building business— etc., etc. 
before pay day when your pockets plugs every loophole for escaping profits. 
are empty, here’s YOUR OPPOR- . . ~ AYS FREE 
TUNITY to get on the sunny side of 13 big sections Sas Tees BOOK 10D s 7 
life. Save the simple, trouble-free provide scores of oa W. Shed th, Mow Week 20 
way—with U. 8S. Savings Bonds. ideas on: Send me J. K. Lasser’s How to Run a Small 
siness ys’ i i val. 
Automatic savings through the *® How to Build for Profits oo 10 « he rene $4.50, ples > cate fas 
Payroll Savings Plan where you = 0. : t 
work, or, if self-employed, the Bond- © How Best te Handle Your Sitinety, ap eeen Ut EE cae coal 
: ; 7 i delivery if you remit with this coupon; same 
a-Month — a bank, , a — aati sce return privilege.) 
sure cure for the ween pay day SE Ghatesdecese Aisi ee 
“theebie-jeebies.” And—your money © ee Se oe ae SADE kane s+sconconscedeeensent teenie 
GROWS—S4 for every $3 you im Ce. ces . cocces BOMB. cc. BUBB. ccceess 
vest, in tem short years. © How te Gparete © SRD lies conn rsossrieee erin eel 
Us T Most Efficiently A. 10- 
- Treasury Department “ Position .... jena - 
a to to eS seed This offer applice to U. S. only. 
et esal ° 
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PLAS-T-CAP 


“NEED-L-POINT” 


THUMB TACKS 


NO MORE S80KE 
@ SAFE bin writ wor Pees 
@ ru visite 


ONE DOZEN PACKAGE 
© FOUR DOZEN DISPLAY UNIT 
@ NATIONALLY ADVERTISED 






@ TACK LIFTER iw every 


CELLOPHANE WRAPPED PACKAGE 
@21 DECORATOR COLORS 
@ THREE FAST SELLING STYLES 

ROUND — ROSETTE — STAR 






America's Fastest 
Selling Thumb Tack Line 


SHELTON co. 
] SHELTON, CONN 


WATERBURY TACK DiV Vv 
WORLD'S LARGEST THUMB TACK MANUFACTURER 


* WRITE FoR ? 
catatos sueer |" 





Write us when you 





have inquiries 





from churches, 








schools, clubs, etc 





folding, 
tables 
and 


and 
and 
time! 

quantity under considcratio 


All types of wood 
non-folding chairs 
in stock. Save 


folding 


State type 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.) N.Y. 1, N.Y 
AAR A DAADDADADADAADDAAAAAT 


PHOTO MAILER 


AT LOW PRICES TO 
STATIONERY DEALERS 


12 Sizes—May be assorted for quantity 
—substantial markup and bolted. 
WRITE FOR PRICE LIST 

















SSeS eee eee eee eee eee 





‘ PIERCE CO 3705 NICOLLET AVE. 
7 ® MINNEAPOLIS 9, MINN. 
yer rrr ttt ttt tee ee eee eer rrr 
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® ideal for 

@ PLANTS 

@ OFFICES 

@ DORMITORIES 

e HOTELS 

® GAME ROOMS 
© DENS 

eNIGHT CLUBS 
@ TERMINALS 

® DpocTors 

e GYMS 

® INSTITUTIONS 





WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 


the NEW, IMPROVED ‘Lesanurest” 


Pat. Ne. DI44,677, other Patents Pending 





- Raise the headpiece to any desired 
position . . . it will automatically stay at 
that position . . . To release the ““Magic- 
Hold,” raise the headpiece all the way. 
it can then be lowered to the ‘flat’ posi- 
tion. Available in the finest plastic mate- 
rials in a wide variety of colors. Show 


Leisurest for extra sales!!! 





cr ier Mall BAG iM 





















SECURITY 
BRAND 


Most complete line of 











EA 


Mail s—fancy de- 
luxe All ather bags 
as well as Canvas 





with Leather trim, 





ustrated price circu- 


lar, write 


= CANVAS PRODUCTS |. 
CORP. 


Cor. Marquette & |' 

McWilliams St. 

FOND DU LAC, | [| 
wis. 








DAYTON STENCIL 
WORKS CO. src" 





ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
© Radio @ Appliance Stores 





ns 
“ “ ; PERSONALIZED = cove 
nS. STATEMENS STING SasssooKs 
SAVINGS. reSooxs erin rel 
Ome On SSBOOKS rrr APS as 
sence aris plores po aly RULED FORMS 
osss00K eEnvet Lore ren my ED Fo 
ome SAVERS 





PAYMEN 
LETTER 


l» 


«ummm 1270 Ontario Street 


.e) 


Lies 
DEPOSIT SE .ssBO0KS 


WALLETS 


William JO XLINE Tue 








Cleveland 13, Ohio a 
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FLEXIS Hpbi —_ 

















1 = 
4 ae “oS ] Centers) Raatein | 








| 
| 
| 









| 
' 





On ey y One 
ShipP pony 
eo invoice? 
e Meil ss 
Models 
eeinulidd aan aoe FS-1S JR 12 Trays (6 trays furnished) 15° » 13%" « 12” $18.50! Ss 
each tray For short or long forms | FS-30SR 24 Trays (12 trays furnished) 30° 213%" 212" 31.50 ;™~ 


% 3. R. GELLER Box 141 Oakland Garden Sta Better Dealer Discounts “ Y C Phone: 
Mig. Rep. Exclusive Flushing, N.Y. - LITERATURE ON REQUEST - CHelsea 3 4600 

















\j 
15” Height 





MODELS 


n 


WV 




















\ 










i 


A 
/ 




































Wite THE TYPEWRITER KEY WITH SPRINGS 
MASTER 


SPEED KEYS 


“A guaranteed product” 
Speed Keys protect fingers and 
nails, lighten touch, and improve 
machine action. Typing is made 
easier and work gets done faster. 
Finger formed plastic tops are 
easy on the eyes as well as fin- 
gers. Characters are underneath 
transparent plastic and do not 
CARBON PAPER TYPEWRITER RIBBONS wear off or become dirty and 


Ps TYP-ROL T cl d Roll Finish illegible. 
write ee ee . gens Sample Key sent FREE on request. 


| incorporated 480 Lexington AvnaeNew York 31, XY SPEED KEY CORPORATION 2“ ,Stesscs: ®: 


Factory: Bridgeport, Conn. 


keeps in step 
with dealers’ needs 


W hen you need the kind 
of service that builds up 
your business, you'll find 
Write right behind you, We 
cooperate with dealers all 





the way down the line. 
































inal 
FLUID 


tions i 
© INKOUT remover inks jodioes fret 
and medicine stains from paper, 











Your customers will 











want to buy 
The NEW 
a (line-by-line) 
COPYHOLDER 
Revolutiona mere 4g 
ments. ce nis 
A SESAneS "Beleae economy creating 
} t a Typewriters wide demand . . . from new 
= ® Billing Machines users . . . and for replace- 
¢ Adding Machines ments to speed up for defense. 
7 e Addressing Plates 
* Marking Devices, etc. Copy Right Mfg. Corp. 
"NORTA | ORIGINAL PLASTIC TYPE CLEANER 53 Park Place, Dept. D-10 
vest write to New York J N. , # 
Canadian Agents 
NORTA DISTRIBUTING COMPANY smpeseanadien Aaents 
— Broodwoy, New York 10, N_Y 
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soon to be unveiled... 
modern, new executive office furniture ensembles by royal, 
at the national stationer’s association annual convention 
at the stevens hotel in chicago, september 22nd through 27th 
visit us and see these beautiful new pieces in room 561 


Kiel > 


metal furniture since '97 





th 


- 
r 

. 

; 


‘ 





_ 


PD dupliket | 


PLANS 








—another example of Heyer's engineered efficiency— 


A complete ‘direct-mail department” 
for your desk—for your home! 


BOTH MACHINES IN THE 


dupli-kit 


WITH INITIAL SUPPLIES 


aig QM oil 





: WRITE OR 
ANY USES . Pig =~ < ADDRESSES 


A PLACE FOR EVERYTHING—EVERYTHING IN ITS PLACE! 


CORPORATION, 1852 S. Kostner Ave., Chicago 23 Ill. 


Eastern Office Inter-Mountain Office Western Office Canadian Distributors 
17 East 17th Street 1073 Madison Street 420 Market Street The Brown Brothers, Ltd. 
New York 11, N. Y Denver 6, Colo San Francisco 11, Calif. Montreal « TORONTO « Vancouver 


ae 


RAF 











asec caeeducee nes 
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Seeseesces susceSeeseccaseasses: Tapas 

Bess ssass sescecssece CBX 

snap ee ‘ses apeue euee| i vane 
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LEADER 


Bargain-priced! 
“Family Keyboard’ 
.»- Fastest selling 
Portable on market! 


ag 
J 


Underwood Portable * 
Typewriters ei 
and Leader 

Adding Machines 


~, 






Underwood Corporation 


Typewriters...Adding Machines... Accounting 
Machines... Carbon Paper... Ribbons 
One Park Avenue, New York 16, N.Y. 
Underwood Limited, Toronto 1, Canada 


Sales and Service Everywhere >: HA = 


It will pay you to promote UNDERWOOD! 


yee ee - ~y + ——~ + 







CHAMPION 


Every Standard 
Typewriter Feature ! 

See-Set Margins! 

Key Set Tabulation! 


UNIVERSAL 


Moderate-priced ! 
Up-to-the-mingte! ¢ 
Standard-Spaced 8 
non-glare Keyboard! 1, = ¥'l] 













LEADER 


Adding Machine Model 78-S 
.., Direct subtraction! 
10-Key Keyboard 


LEADER 


Adding Machine Model 67 
---specially designed for 
small business and 

home use. 




















